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\ BOOKKEEPING machine, to be equal to 
fA its work, must be easy of operation. 

The Underwood Bookkeeping Ma- 
chine was designed with the operator 
in mind. 

At all times it is under complete, 
automatic control. 

A simple touch of the finger controls 
three of the major operations. 
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The Service Bureau of Office Appliances is for 


the Exclusive Use of Subscribers and 
Advertisers 


In the execution of its various commissions this bureau calls upon practically every member of the staff. 
It answers by personal letters all inquiries upon matters germane to the field, it furnishes special 
reports upon articles of office equipment, supplies names of manufacturers of any article 
wanted, puts man and job together, prepares advertising copy, furnishes lists of 
desirable agents and dealers in nearly every country, aids foreign dealers 
in securing U. S. A. lines and in many other ways performs useful 
service, all without charge. Subscribers in every land 
have made, and are making, good use of this 
bureau; manufacturers in every section of the 
field have had evidence of the service. 


















“She refuses to believe that the independence of Belgium can be preserved only 
at the expense of the violation of her neutrality. If this hope were disappointed, the 
Belgian Government has firmly resolved to repulse by every means in her power any 
attack upon her rights.” 

—Closing words of Belgium’s reply to Germany’s demands in July, 1914, The 
events which followed have made the glory of Belgium imperishable. 


_weweerrerrerrerrerverevewvee 


aS 


When on the evening of September 5, 1914, Joffre decided to make a stand, he 
thus addressed his army: “The time has come to advance at all costs and to die 
where you stand rather than give way.” This message stirred the hearts of the 
gallant Frenchmen to superhuman feats of courage and endurance, They broke the 
German rush at the Marne and won a victory whose results were in the end decisive. 
On every battlefield their deeds thrilled the world, adding everlasting lustre to the 
glory that is France. 


On the land and on the sea the men of Britain won anew the age-old battle for 
Liberty. Brave sons of indomitable sires, they brought honor to their name, and 
throughout four heartbreaking years kept the robe of Britannia unsullied of the 
invader, outfought him on every field even when outnumbered two to one, and finally, 
with their Allies, drove the enemy to his knees. 


The Spirit of Liberty in Italy brought millions of men to her standards—strong 
men of strong heart, who performed prodigies of valor and endurance, keeping the 
hosts of Austria at bay and finally defeating them, thus performing a decisive act 
in the final consummation of the victory. 


Europe knew that Americans played hard—through the Olympias, through sport 
and business, they knew that Americans were thorough and played to win. Now they 
know that Americans fight hard as well as play hard. In battle, as in sport, the 
Americans answered to the cry—‘Hold them!”—and held. At Chateau Thierry, 
Soissons, Belleau Wood, Siecheprey, the Argonne, St. Mihiel, the Americans fought 
to win and fought in a new way. The strong American lads in khaki, fresh from 
plain and farm and city, brought a new vigor to their war-worn comrades of the 
Allied camps. Wherever they went, they went to win—and won. We are proud of 
them—and happy that they helped to turn the scale at a dark and threatening hour. 
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THE PRESENT NUMBER OF OFFICE APPLIANCES. 
Aside from being the largest issue of this journal ever published in number of pages, the present num- 


ber bears the stamp of quality from the standpoint of intrinsic value of contents. 

getting up a publication the staff occupies a peculiar and an intermediate position. 
does not hold good in the editorial department of any 
The best rule for the editor is to give the ideas of the other fellow. 


‘Tf you want a thing well done, do it yourself,” 
responsible publication. 
with trade publications as well as others 


In the business of 
The old saying— 


This holds 


This issue of Office Appliances more nearly touches all parts of 
the office equipment field than any other issue we recall. 


Obviously, we have gone to the field for the 


information it contains, and a glance will show that the opinions of many of the foremost men in this indus- 


try are here presented. 


The opening article is by Mr. Biernatzki, our own special representative in Europe. 


This article is a 


continuation of the information he has gathered while in France, first as an officer of the American Red 


Cross during the war, and more recently on special 


worth reading. 
implicitly relied on. 


work for this journal. 
He has enjoyed special opportunities for acquiring information, and what he says may be 
The present article will be followed by others covering conditions in other countries. 


Mr. Biernatzki’s articles are 


The report of the business show in New York covers an event which was highly instructive and suc- 
cessful. There were more exhibits than at any recent show, and the report of the event given m these 


pages in the next thing to visiting the exposition. 


The principal feature of this number is the report of the proceedings of the Nattonal Association of 


Stationers and Manufacturers at Richmond last month. 


Here we present a running report covering the 


debates and discussions and a verbatim report of all the papers, addresses and reports, together with a 


summary of the results of the convention in the form of resolutions adopted. 


We have attempted to 


wrange this mass of material in a way which will be convenient for the reader so that he may find the 


particular report or address in which he is interested with the least possible effort. 


These papers present 


the best thought of the best minds in the stationery field, and it is a privilege to be able to present them. 


There are other articles from leaders in the office equipment field 
success and whose words carry the weight of experience. 


men whose lives are crowned with 
These articles also we are glad to be able to 


present to our readers, in addition to the not inconsiderable news features of the journal. 


The labor of handling this mass of material has been heavy, 
heen accomplished in the limited time at our disposal without occasional errors 


these will be few. 


The Preblem of Foreign Exchange. 

NE of the most difficult features of our present 
prosperity—and it has several puzzling angles to 
it—is the problem of foreign exchange. Today 

the pound sterling is worth somewhere around $4.13 
in terms of dollars as against a former value of $4.86; 
ind it requires about eight francs of French currency 
to buy the old-fashioned cartwheel of the U. S. A., 
where once five francs were sufficient. And as to the 
mark, which was once in high esteem, it has fallen so 
low that none are left to do it reverence. The effect of 
this is that the man from England, or France, or from 
the new countries carved out of the remains of the old 
\ustrian Empire has to pay proportionately more in 
his money for what he must buy in this market, there- 
tore he can’t afford to buy as much as he would like 
to, nor so much as we would like to have him buy. He 
is, perforce, unless very rich, obliged to confine his 
purchases to necessities which he can’t obtain else- 
where where his currency is held in higher esteem. 
Several answers have been suggestd to this problem. 


and, we presume, it could hardly have 
Ve hope, however, that 


One is that Americans must buy abroad and thus help 
to equalize matters. This will help, sometime hence, 
when the allied countries get,their own production into 
its swing. In the meantime, we are piling up gold that 
we do not need. Another suggestion—one made re- 
cently in Chicago by Lieutenant Mamet of Paris—is 
that American manufacturers should send such goods 
as they can send in knock-down condition to Paris, 
there to be assembled and finished in branch factories 
which could be established and manned with expert 
workmen at comparatively small cost, saving initial ex- 
pense and economizing on shipping charges which, on 
the ocean, are figured by bulk. Lieutenant Mamet 
promises to send us at any early date a full statement 
of his views on this subject. 

Then other solutions have been suggested, such as 
the sale of foreign bonds in this country, the organiza- 
tion of export corporations under the terms of the 
Edge bill, etc. At another time we may have occasion 
to take up some of the suggestions which have been 
made and discuss them fully. 
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Alturia Next Stop. 

IT IS OUR good fortune to include in the proceed- 
| ings of the convention of the Natidnal Association 

of Stationers and Manufacturers the paper by 
Henry Dennison, “The Proper Co-ordination of Capi- 
tal and Labor.” In it Mr. Dennison has merged his 
own experiences as a manufacturing executive with 
the best thought of the age on the relations of em- 
ployer and employe. It is an epitome of altruism, a 
graph of industrial progress. Mr. Dennison points 
out the injustices of modern industrial systems and 
paves the way to the correction of abuses which have 
crept into the relations between capital and labor. He 
arraigns both sides, but appears to incline toward the 
side of the working man. 

It is unfortunate that Mr. Dennison’s address was 
not given the publicity it would no doubt have re- 
ceived had it been presented before some such body 
as the Chamber of Commerce of the United States, 
which embraces national interests of every kind. But 
notwithstanding the fact that the address was made 
before an association representing a specialized branch 
of American industry, its message will travel and add 
its force to the books already written on the subject, 
helping on the improved practices now being worked 
out in many of our industrial plants. 

The standard of our times is “practicability.” Mr. 
Dennison’s paper may have the aspect of a dream. 
The universal realization of his vision is yet afar. 
Still, in our own immediate industry there are several 
manufacturing plants where the industrial democracy 
is being worked out. Conspicuous instances which 
come to mind are the plants of the Dennison Manu- 
facturing Company, the American Multigraph Com- 
pany and the Irving-Pitt Manufacturing Company. 
There are undoubtedly others in which the leaven of 
industrial democracy is working. Progress will slip, 
there will be retrogression, disappointments lurk on 
the path—but the theory will advance to stabilized 
practice, and the net result will be the advancement of 
mankind—and the enhancement of efficiency in Ameri- 
can industry. 

Read and re-read “The Proper Co-ordination of 
Capital and Labor.” You may not be in a position to 
apply its principles immediately. But let the idea 
mull in your mind, and note how it will apply in your 
business. It is an uplift in concrete form—a realiza- 
tion of industrial democracy. 

<*> 
Thomas A. Edison on the New Order. 


ITH characteristic point and sanity Thomas A. 
W Edison has expressed himself on the new era 

into which the world is entering in its social 
and industrial relations. At a recent dealers’ conven- 
tion held by his company, Mr. Edison said: 

“A new order of things is emerging from the events 
of the last five years. Whatever may intervene, the 
ultimate result is going to approach more closely a 
square deal—for labor, for capital, for the merchant, 
for the farmer, for everyone. The employer who is 
not square with his employes, or the employe who is 
not square with his employer, is going to be out of step 
with the times. 

“Demagogues may muster a following of illogical 
radicals who advocate injustice as a means of gaining 
justice, and stiff-necked reactionaries may selfishly op- 
pose the progress which destiny has decreed as hu- 
manity’s reward for the sacrifices that have been made, 
but in the end there will prevail a just and honest basis 
for the relations between capital and labor. 

“This new relationship can not be legislated into ex- 





istence. It will spring from the conscience and pat- 


riotism of the people. The time is coming when the 
unjust employer and the disloyal employe will share 
equal odium in the esteem of society at large. 

“The square deal is fatal to radicalism. There can 
be no social revolution in the United States or Canada 
for the simple reason that our government and the 
Canadian government are founded on the idea of giv- 
ing everybody a fair show. There will be few dis- 
turbances of consequence if a majority of us adopt the 
square deal as our business creed and our social creed. 
One lone business man who believes in the square deal 
and has the courage of his convictions might very pos- 
sibly convert a whole community. Accordingly, the 
good citizen today, in addition to conducting his indi- 
vidual business in harmony with the Golden Rule, has 
the duty of raising his voice and using his influence in 
behalf of justice for all—justice as much for the rail- 
road corporation as for its employes, and for the com- 
mon laborer as well as for the highly skilled artisan.” 

<> 
Two Convention Problems. 

WO matters came up at the recent annual conven- 
tion of the National Association of Stationers 
and Manufacturers which will, in all probability, 

recur. again. We refer to the proposition to adopt 
some city as the permanent meeting place of the organ- 
ization, and the question as to whether or not indus- 
trial exhibits by manufacturers shall be permitted at 
annual conventions of the organization. The station- 
ers have generally been against the proposition to per- 
mit exhibits at conventions, but there are nevertheless 
many who favor it, and possibly a larger number who 
favor a permanent meeting place. 

Office Appliances expects to have something to say 
on these topics at a more appropriate time. 

(<--> 
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NOTE.—This is the second arti.!e from Captain Biernatzski, of the editorial staff of Office Appliances, who has 


remained abroad on the termination of his Red Cross Work, 


under special instructions to cover the office appliances held 


in certain portions of Europe as the special representative of this journal. In the first article and in the present article, 
Captain Biernatzki has outlined industrial conditions in France with special reference to the office equipment field. He 
discusses the matters which today are uppermost in the minds of Frenchmen and gwes to American producers some 
valuable hints which should be promptly followed. This is hardly the place to review the article ; but we commend it 


to the reader. In it he will find both interest and instruction. 


Paris, Sept. 10, 1919. 

HE upbuilding of, permanent, profitable trade rela- 
T tions between the United States and France is, | 

believe, fraught with four principal problems: the 
exchange situation, the tariff, an improved service of dis- 
tribution from the American exporter, the economic rest- 
lessness of France. This assertion is based on months 
of personal observation and innumerable “talks” with 
dealers, manufacturers and business men over here who 
are glad to express themselves, but frequently unwilling 
to be quoted. 

Where the frenzied franc will anchor in its wild, per- 
sistent dash into uncharted seas of monetary deprecia- 
tion is a subject upon which no one as yet is able to haz- 
zard more than a mere guess. The rumor is persistent 
that the international financial interests are taking or will 
soon take steps to pour oil on the turbulent waters dan- 
gerously rocking the standard of value of France. And 
on this rumor is hope pinned. The League of Nations, 
the Peace Treaty, have for the moment faded into com- 
parative insignificance in popular discussion; the »re- 
dicament of the franc is at the tip of everybody’s tongue. 
Prices soar as the franc drops and_ high prices bring 
strikes, labor unrest and retardation of the necessary 
business of getting down to work. Goods purchased from 
America at the rate of 8.36 francs per dollar must com- 
mand prices here which would be prchibitive with serious 
European competition—and it is coming. Of course, the 
French agency which is not a branch of the exporting 
American house must suffer first if it continues to pay cash 
at the current rate of exchange. The foreign branch will 
find it possible for a time to withhold payment, on reason- 
ably long credit terms, until the exchange situation be- 
comes more normal, and thus delay the boosting of its 
prices, but that can be only a temporary expedient. Never- 
theless, in lieu of the anticipated “steps” by the bankers, 
everyone is puzzling his brain for temporary measures. 
Thus a few French houses have succeeded in getting their 
exporters to take a sporting chance that the franc will 
climb back to something approaching its normal mark 
within a reasonable length of time. They have made 
credit arrangements about as_ follows. The Importer 
purchases for cash at an agreed rate of exchange—let 
us say six francs to the dollar. He then gives his bond 
guaranteeing that should the rate of exchange fail to come 
back to six within a specified time, he will pay the dif- 
ference between six and whatever the rate happens to be 
at the expiration of the agreed-upon period. Such an 
arrangement is by no means general as yet, I believe. 

Now regard the situation relative to the German mark. 
The normal value of the mark is 1 franc, 25 centimes. To- 
day it is worth about 25 centimes. Remember, the dollar 
is worth (or bids fair to be worth) about twice as much 
in francs as it was during normal times. Now German 
competition is not a mere bogie; it will soon be a cold 
business fact, as I believe I can satisfactorily point out 
presently. Based upon the comparative market value of the 
dollar, the franc and the mark, the French importer will be 
required to pay about twice as much for American products 


as in normal times, while he can buy German goods at one- 
fifth their former price. In the year ending June 30 the ex- 
ports of the United States exceeded her imports by $4,- 
130,882,334. Our position as the world’s producer gave us 
undreamed-of advantages. What are we going to do to 
retain these advantages? France cannot produce on an 
extensive scale for some time to come. The france will 
not go back to its normal value of itself; it cannot go back 
without assistance until France again becomes a producer, 
Meantime, France must buy. Will she buy where mer- 
chandise costs one-fifth as much, or twice as much as 
before? It looks as though the United States ought to 
do something to extend further credit facilities to France, 
thus bringing down the rate of exchange, doesn’t it? 

With the exception of comparatively few lines of mer- 
chandise, the United States must pay duty on her exports 
to France under the “general tariff” instead of the “min- 
imum tariff.” Lead pencils and most stationery items 
are handicapped with the payment of the general tariff 
which averages (in these lines) at least fifty per cent 
higher than the minimum tariff, under which Germany, 
England, Switzerland and other European countries oper- 
ate. Freight charges on European imports to France, 
naturally are considerably lower than on goods from 
across the Atlantic. And then, too, before the war, the 
German government offered a rebate on freight charged 
against all goods for export. 

But the tariff problem is capable of solution. For ex- 
ample, we now export typewriters under the minimum 
tariff, and the best informed business circles fully antici- 
pate further extensive revisions this year which will 
greatly reduce our handicap. Certainly it is to be hoped 
that co-operative French and American business pressure 
will be brought to bear toward this end. 

Naturally the thing for France to do is to go to work 
seriously. And she is trying to. But labor is still tossin 
upon the touzled bed of unrest. Four and five years o 
terrible suffering and deprivation for his country have 
produced a peculiar psychological effect on the soldier. 
Without any particular system of logic, he somehow ac- 
quired the persistent idea that when the war was won 
he would find things running pretty smoothly at home. 
He would take a needed rest and enjoy the independence 
he had gotten to believing was his due as a matter of 
course. Witness the spontaneous enthusiasm and joy at 
the signing of the armistice. It was marvelous! The war 
was over. Reunited families. Suffering ended. Peace at 
last! And so joyously was Peace greeted that she for the 
moment typified the millennium. The people danced in 
the streets, and sang. They embraced and laughed and 
romped and sparkled as children. In nowhere but France 
could such sheer, delicious joy bubble and play. Then 
came other fetes and holidays; President Wilson’s arrival, 
King Albert’s visit, the signing of Peace. Work was not 
permitted to interfere seriously with this procession of 
happy occasions. But France must eat. So the poilu 
climbed into his rickety old taxi seat, or went back to the 
“Metro” or began unpacking boxes, wearing his ribbon 
of the croix de guerre. But he was restless and he couldn’t 
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work cheerfully. Everybody else felt the same way, so 
he didn’t work perhaps as hard as he might—couldn’t find 
the old stride. Can you blame him? You couldn’t had 
you been a poilu. You couldn’t had you been through 
hell itself. You couldn’t had you lived the active, open, 
exciting, nerve racking life of a soldier, and now suddenly 
found yourself back facing the commonplace, everyday 
grind of the work-a-day world. You would be restless, 
and so would I. For a time you might work just enough 
to escape being “fired,” but not enough to help very much 
the industrial predicament of France. 

The other day I hailed a taxi and gave my destination 
with instructions to stop “one moment” at a place en 
route. The driver jammed down the little metal flag on 
his meter and remarked surlily: “One moment! You'll 
stop half an hour.” One must be nice to His Majesty, 
the Paris Taxi Driver, so I assured him that I would not 
keep him waiting. But he stopped at the wrong place, 
and when I called his attention to it he was much dis- 
gusted and said he would go on straight to the end. He 
would not stop at all en route. But he _ did, when I 
rapped on his window. When I paid him I was suffi- 
ciently annoyed to remark sarcastically that he was pos- 
sessed of a most delightful disposition. He relaxed some- 
what and said: 

“T was five years in war.” 

“That’s not enough to make you treat me badly,” I re- 
plied in atrocious French. 

“But I was wounded,” he added, as though satisfac- 
torily explaining the whole thing—surly attitude, disposi- 
tion and all. 

Not only is labor scarce, but efficient labor is at a pre- 
mium. The high cost of living has brought a successful 
demand for an increase of 10 to 20 per cent in wages, and 
in June a great many classes of labor secured a reduction 
of the working day from ten to eight hours. It would 
have been better had the concession which shortened the 
working day been deferred until later, for France needs 
the full energy of every man and woman now. 

3ut while the labor situation is serious, it is not at all 
discouraging. Restlessness was to be expected, especially 
in the Latin temperament. The Frenchman has staying 
qualities—he proved it at Verdun and a hundred other 
fields. He isn’t the man who does not know how to “come 
back,”’ as he demonstrated on the Marne. Rouse him and 
there is nothing he cannot do for France, for disappoint- 
ed, dissatisfied, disgruntled or happy he loves France. 
And we of America can do much to assist France in set- 
tling down to work and regained prosperity. A more 
normal exchange and the encouragement of production 
and commerce will stimulate happiness in industry for 
laborer and employer. : 

A Square Deal in Service. 

The service offered the foreign importer by the Amer- 
ican exporter is gradually getting better, especially where 
great houses have for some time in the past devoted their 
attention to an international business. But in the vast 
majority of cases there is room—much room—for im- 
provement, and in a great many instances the lack of co- 
operation accorded the importer is truly appalling. When 
one recalls the cleverness with which our big concerns 
go after business at home, it seems remarkable that they 
can neglect so many fundamental requisites of foreign 
trade. At home we go to remarkable lengths to cultivate 
the buying inclination. Our advertising, our catalogues, 
our business correspondence, make their psychological 
appeal to the customer along well-studied scientific lines. 
Sales people are carefully coached in the art of fostering 
and ministering to the buying inclination. We bend our 
energies to the cultivation of customer-confidence. In 
our best business houses goods are returnable, adjust- 
ments gladly made and credit willingly extended where 
reliability is found. Quick deliveries and careful packing 
are matters of primary consideration. Our great retail 
establishments place rest rooms, drinking fountains, wri- 
ting facilities and a hundred other services at the disposal 
of the public that buying may be made easy and comfort- 
able. We astonish and lead the world in a great many 
things. Yet we reply to cablegrams with letters or dis- 
regard them utterly. We demand cash from Europe 
while competition is offering credit. We are frequently so 
careless in packing that goods are lost, stolen or ruined 
en route to a far off, patiently waiting customer. We let 
the importer worry about freight rates and duties. We 
persist in placing insufficient postage on our letters and 
neglect promptness in our correspondence. We ship mer- 
chandise and then accord the foreign distributer scant if 
any co-operation in its disposition. Where we do attempt 
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a service for the man abroad we are not sufficiently fa 
miliar with customs and ideas of merchandising there to 
render the maximum service possible. 

Oh, it is true that these criticisms can by no means be 
applied to all American exporters. But what is the ad 
vantage in whitewashing the situation? Such complaints 
are so common as to point out that as exporters we car 
pretty generally find room for study and improvement. 

The Frenchman marvels at America’s industrial accom 
plishment; he salutes the Yank manner of getting things 
done. He watched the impossible made possible in the 
transportation of men and munitions, when in an incred- 
ibly short time the American Expeditionary Forces en- 
tered the battle line. And his comment was: “They are 
business men and when they seriously undertake a busi- 
ness they are marvelous.” He wondered why we did not 
look after foreign commercial affairs in the “American 
way” which characterized our effort in the war and which 
pushes things to successful completion at home. And 
then he arrived at a very simple and correct conclusion 
“They have not undertaken foreign trade seriously. Gener 
ally speaking, they regard the foreign market as a conve 
nient receptacle to accommodate their surplus production 
The Americans have marvelously developed their domes 
tic business, but they pay little attention to their foreigr 
distributors unless business is dull at home or their mar 
ket there cannot absorb production.” 

An American who had been in business in France for 
the past twenty-five years, had just finished the exhibition 
of a catalogue from his firm. It had been sent after fre 
quent requests, and here it was at last. “I swore and then 
I laughed when I received it,” said the agent, “for you 
see it is printed in such ludicrous French that I wouldn’t 
dare send it to a French business man. And in its general 
get-up it doesn’t meet the situation over here at all. Why 
oh, why, didn’t they let me handle the thing as I wanted 
to? But I’m not discouraged,” he added, “for I know the 
Yank. He hasn’t cared enough about business over here 
to go after it as a permanent, paying thing, but he is be- 
ginning to wake up and once he goes after foreign busi 
ness seriously and earnestly, he’ll get it—if he will only 
strike now, while he has a foothold which may be easily lost 
if he doesn’t look out.” 

One dealer cabled an order for a small shipment of 
goods which he wished to try on his local market. His 
order carried the request for a cabled reply. Three weeks 
later the reply came by letter stating that the American 
firm to which the French dealer had cabled, “would be 
glad to handle business for any amount,” but that it must 
insist on the application of its rule of “cash in advance 
from foreign customers.” The amount involved was 
something like $400 and the “foreign customer” had dur 
ing his thirty-five years of business life here acquired a1 
enviable financial rating. 

A Paris merchant had created a substantial demand for 
an American office device. While the device was “going 
like hot cakes” shipments suddenly stopped—this was 
since last November. He cabled without result. He 
cabled again and followed his message with a long letter 
explaining his predicament and demanding in despera 
tion: “Can you suggest a manner in which I may distrib 
ute the 96 devices you have shipped me among a clam 
oring mob of a thousand persons, each of whom is anxious 
to buy?” At length a letter did arrive and it covered the 
subject briefly at any rate. A whole sentence was devoted 
exclusively to the question of distribution about as fol 
lows: “Your own judgment will govern the distribution 
but we suggest that your rather inadequate supply be dis 
tributed in a manner to provide most profit for you.” 

These are not hypothetical cases of carelessness and 
myopia; they are based on fact, and there are many, many 
others like them. They are the bacteria which prevent 
a healthy development of Franco-American trade. We 
ought to drag them out into the light and look them over 
Light will discourage their propagation and a brief in 
spection will reveal the ridiculous ease with which their 
destruction may be accomplished once we give the matter 
serious attention. 

If foreign trade is a vital thing which we as a nation 
must sooner or later encourage, an intelligent co-opera- 
tion between exporter and importer assumes the same 
importance as co-operative effort between manufacturer 
and distributor in domestic trade. And it follows that as 
exporter and importer are both interested in profit they 
must mutually manifest some concern in the man who de 
termines the volume of sales—the man who demands, or 
the ultimate consumer. Customer-confidence is the key 
to permanent, profitable business and the relationshit 
existing between foreign distributor and the man whc 


es oe 


e-- 


ip 





November, 1919 OFFICE APPLIANCES 13 


buys must be a matter of considerable moment to the ex- 
porter. His moral obligation to the man with whom he 
shares an enterprise, and his obedience to the dictates of 
business sagacity will prompt the extension of every pos- 
sible service which might be expected to assist the man 
across the water in gaining and holding the respect and 
confidence of his customers. Lively American publicity, 
catalogues, educational propaganda and co-operation in 
serving as well as selling the customer, would be vastly 
appreciated by the French distributor were they consist- 
ently exténded and adapted to French requirements. That 
‘devotedly to be desired” individual, the would-be pur- 
-haser, over here, is a Frenchman. He likes to mingle 
sentiment with business and possesses a hundred little 
mannerisms—call them eccentricities, if you insist—which 
must be catered to if he is to be reached most effectively. 
And the man who understands him best is the agent or 
representative who is on the ground. Much money would 
be saved and more hits scored if the man at the front were 
encouraged to reconnoitre, make suggestions and pass on 
every piece of sales literature intended for the consump- 
tion of his trade. But, sad to relate, a great many “for- 
eign suggestions” are acted upon—if at all—only after 
-ontinuous pressure when the lapse of time has destroyed 
much of their original effectiveness. And labor lost is 
jiscouraging even to a man of patience. 

It is true that the demands of the war and shipping 
regulations since, have curtailed deliveries, but nothing 
seems more unfair to me, and nothing more short-sight- 
ed if we are building permanent foreign trade, than the 
policy of catering exclusively to home demands first. 
When an exporting manufacturer suddenly finds himself 
-onfronted with an inflated local demand great enough to 
absorb his entire output, the easiest course for him to 
follow is to let his agencies abroad wait until he “catches 
up” with home requirements. But, obviously, looking at 
the situation from the viewpoint of the waiting agent on 
this side, the fair procedure is to retain the bulk of his 
production for domestic consumption, but cut down deliv- 
eries sufficiently to keep a reasonable percentage flowing 
regularly abroad. It may be necessary to. increase pro- 
duction, but what of that if investigation discloses a mar- 
ket which may be retained by carefully meeting foreign 
requirements? 


A Frenchman spends thousands of dollars in building 
up a trade in American products. After the war, he hur- 
ries to his office, calls his employes together, and expects 
to resume where he left off. He finds an unprecedented 
lemand and placates a few of his customers with such de- 
liveries as he can make. Deliveries stop. He makes ex- 
planations and asks the would-be purchaser to wait as 
shipments are improving. But the “wait” is protracted 
by a big demand at home and the sales prospect finally 
loses patience and buys elsewhere—perhaps of the branch 
of an enterprising American firm which manages to keep 
some of its goods on the foreign market. Meantime the 
French business man has frantically cabled and written 
without appreciably bettering the situation, although the 
exporter “hopes the situation will soon improve” to an 
extent that will enable him to make regular shipments. 
The Frenchman has his investment; he is paying salaries 
to his employes and he is still hoping. But how can he 
retain the confidence of his customers if he can offer them 
only promises? He has a business with nothing to sell. 
He feels as though the service of supply had deserted 
him. It is like going over the top without ammunition. 


And the exporter is really playing a losing game, too, 
tor unless he remedies the situation, the foreign organiza- 
tion built for marketing his product will eventually be 
forced to turn elsewhere for goods and the time spent in 
cultivating a demand for his goods will be used to good 
advantage by a competitor—probably a European com- 
petitor. 

German Competition. 

While German goods are not yet visible on the French 
market, there is every reason to believe that Germany will 
not waste time in entering the export field. I have seen 
a number of letters from German manufacturers announ- 
cing the forthcoming resumption of production and the 
mails are active in the preliminaries of the selling cam- 
paign. One firm is even now offering to deliver type. A 
physician was advertising for a part to replace a broken 
mechanism on an X-ray apparatus and received a letter 
trom a Berlin maker offering to supply the part. The en- 
velope was correctly addressed although the doctor had 
occupied his present residence but two weeks. These, of 
course, are but little indications that Germany is thinking 
ahout getting back on the job and settling down to work. 


But the strongest evidence that the erstwhile foe is capa- 
ble of an industrial come-back is found in the —s 
Business Show or Fair held in that city from August 3 
to September 6th, just past. And I have the word of a 
friend, an American business man who attended incognito, 
that it was “some show.” 

The buildings are of elaborate and permanent construc- 
tion wherein every convenience is found, and each class 
of products was given a building. That devoted exclu- 
sively to office appliances and devices contained four hun- 
dred exhibits, which occupied two floors, the ground floor 
being used as a great “bier-haus’”” and the fourth floor 
taken up with the offices of the management of the show. 
Through the courtesy of my friend, I secured a print of 
the building and the cover-page of the catalogue. The 
Germans, according to this man, are naturally a trifle 
“blue,” but hopeful of the future. While they are badly 
in need of raw materials and the benefits of unrestricted 
communication with the outside world, and while there 
is no small degree of internal social trouble to contend 
with, they are manifesting a tendency to settle back to 
work seriously, and every effort is put forth to encourage 
a resumption of industrial activity. 

The show catalogue lists a formidable array of office 
devices of all kinds, furniture, ribbons and carbons, etc. 
Under “Rechenmaschinen” are the following: Bordt 
Adolf of Leipzig; Deutsch Roneo Ges., Berlin; Fiolzaptel 
& Cie (rechenmaschinenfabrik),- Leipzig; Rechenmasch- 
inenfabrik Hans Sabielny, Dresden; “Saxonia” Glashutter 
Rechenmachinen-Fabrik, Glashutte; Triumphator-Werk, 
Leipzig. Under office furniture or “Buromobel” are: Ber- 
ger, Eugen, Heidelberg; Buro-Einrichtungs-Fabriken 
Fortschritt, Freiburg; Dresdner Holzkontor, Dresden; 
Ermannsdorfer Buromobel-Vertrieb, Berlin; Fabrik Stolz- 
enberg, Baden; Grebe & Kastner, Dresden; Heinz, Gott- 
hold, Johanngeorgenstadt; Kamm, Friedrich, Munchen; 
Karl, Wilhelm, Erfurt; Kontor-Reform, Lubeck—Karten- 
Register - Vertikal Systeme — Organisations-Gesellschaft 
Braune, Bremen; Osterwald-Werke, Leipzig; Wagner, 
Robert, Chemnitz; Wiegel & Co., Adolf, Berlin. Under 
“Buromobel” (Holz-und Eisen-Konstruktion) we have: 
Chemnitzer Metall-Industrie—Rudolfmetzner—Chemnitz. 

As exhibitors of ribbons there are: Bluen & Co., Berlin- 
Schoneberg; Bondy, D., Dusseldorf; Bruse, Julius, Ber- 
lin-Steglitz; Chambre, Walter L., Leipzig; Chemische 
Fabrik, Dr. Adolf Heinemann, Berlin; Greif: Werke, Gos- 
lar am Harz; Hackel & Flatow, Erfurt; Huch, Wilhelm, 
Hanover; Osterwald, Louis, Dresden; Wagner, Gunther. 
Hanover and Wien. 


Following the caption of Kohlepapiere or carbon paper 
are Blankenhaus, F. A., Leipzig; Bluen & Co., Berlin- 
Schoeneberg; Bondy, D., Dusseldorf, Bruse, Julius, Ber- 
lin-Steglitz; Chambre, Walter L., Leipzig; ’Greif-Werke, 
Goslar am Harz; Kayser & Trenner, Berlin; Nehls & 
Hoff, Koln a Rh: Osterwald, Louis, Dresden; Ottemaan, 
W., Hanover; Wagner, Gunther, Hanover and Wien. 


There are trade journals devoted to the office appliance 
field also: Buro-Bedarf-Rundschau, Fredrich von Schack, 
Charlottenburg; Die Buro-Industrie, Berlin; Schreib- 
maschinen-Zeitung, Hamburg; Wochenschrift fur den 
Papier-und-Schreibwaren-Handel, Berlin. 

Under typewriters is the name Seidel & Naumann. 
Dresden. There are numerous office accessories and nov- 
elties and the advertising pages of the catalogue carry 
the announcement of the Archimedes Calculating Machine 
and “Compator,” made by the “Rechenmaschinenfabrik,” 
Hans Sabielny of Dresden. Ludwig Trapp, Glashutte, ad- 
vertises a time stamping device. 


Before the war the Germans had the advantage of a low 
freight rate and the governmental rebate system. They 
were actuated by a desire to build international business 
and were out with prices to meet all comers. They were 
willing and apparently anxious to move heaven and earth 
to accommodate the French agent who would handle their 
goods. The customary credit requirements of France 
were met as a matter of course. When they quoted 
prices accurate figures on duty, freight and handling 
charges were quoted also, and so painstaking were they 
in this respect that in small businesses it was frequently 
unnecessary for the French agent to keep a real set of 
books on his import affairs. Many of their products were 
excellent, many were but fair and a great many were of 
inferior quality, but the foundation of the German export 
business in France was a simple composition of service, 
price and credit. 

The “Brunswiga” calculating machine found an exten- 
sive market here before the war, principally because it 
was well represented, sold at a reasonable price and 
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seems to have given satisfaction. There was also a Ger- 
man made time recorder of popularity. It was almost an 
exact imitation (my informants have referred to it as “an 
exact duplicate”) of the International Time Recorder of 
the United States and sold at a price of 40 per cent less 
than the International or the Day. 

The “Continental,” “Ideal,” “Regina,” “Torpedo,” “Sen- 
ta,” “Gallea,” “Stoewer,” “Erika Portable,” and a few 
other typewriters made their appearance in France, from 
Germany, but American machines were obviously so far 
ahead of those from other countries that we have always 
been prime typewriter favorites here—and it may not be 
apropos to add that we shall probably continue to lead 
in this respect. TheGerman typewriter stood up well un- 
der usage, but it was noisy, clumsy and lacked the splen- 
did flexibility of our standard machines. 

France bought German safes and steel filing equipment 
to some extent, previous to the war, but very little office 
furniture and practically none of wood. The Mercedes 
Company opened a store in Paris at one time, but their 
business was confined largely to German residents. 

The great bulk of lead pencils used in France were 
made in Germany and she handled a huge proportion of 
the ribbon and carbon trade as well. 

But while Germany is thinking and planning about going to 
work, she has by no means resumed industrial activity 
as yet on a large scale. I have just talked with a keen 
American salesman who recently arrived from the in- 
terior of the across-the-Rhine territory, where he was en- 
gaged in a fruitless endeavor to purchase specially pre- 
pared cat-gut for his firm. He reports that political af- 
fairs are terribly chaotic and that while the thinking peo- 
ple are anxious to resume work as the quickest means of 
putting the country back on her feet, it appears that the 
vast majority are abandoned to “the sulks”: that stubborn, 
smouldering resentment as the aftermath of disappointing 
defeat has made them lose sight of all semblance of social 
order and turned them, temporarily at least, into quitters. 

America’s Hour Is Here. 
The whole situation demands that we strike now while 
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the iron of our export possibilities with France is hot. 
We have Germany as a future competitor, but temporarily 
inert. We have a pressing need of our goods in France 
and a disposition on the part of that country to buy any- 
where else than of her late foe if she can. Just now 
France trusts America more than any other country. 
American goods will hold their own on a quality basis 
anywhere. American exporters and manufacturers can 
meet the service and credit requirements of this country, 
and meet them quickly if they will determine upon it and 
face the situation as business situations are facéd at home 
in “the American way.” The obsession that there is 
something terribly complicated and risky about foreign 
business is principally bosh. Freight crosses the Atlantic 
in less than two weeks—in almost the time it crosses our 
continent. It is not a difficult matter to inform oneself 
as to the credit responsibility of the purchaser across the 
water and to take proper steps for protection, just as we 
do at home. There are laws in France just as there are 
laws at home. Human nature is not greatly different over 
here. The responsible and honorable Frenchman is just as 
worthy of our confidence as the honorable American. With 
the co-operation of the agent or representative on this 
side, publicity and service for the benefit of the would-be 
customer will prove just as practical and ultimately just 
as worth while as similar matter-of-fact practices do at 
home. 

War has swept the cobwebs of lethargy from many cor- 
ners of the land. Necessity has held before her face the 
mirror of introspection and France is demanding better 
things of modernity. The old reluctance to accept “the 
new’ is dying, thanks to the inspirational infiuence of 
those of her sons who see in the utilization of the fruits 
of industrial ingenuity, the quick resurrection of interna- 
tional commercial position. The losses of the battlefield, 
the high cost of labor, the necessity of a resumption of 
production are calling forth the assistance of modern 
methods and modern devices. The demand is here to 
stay. And the late conflict has advertised America’s abil- 
ity to feed that demand. Are we to seize our opportunity? 
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HERE can be no greater blessing 


for a man than to have acquired 


that healthy and happy instinct which 
leads him to take delight in his work 
for work’s sake; not slurring it over, 
and got rid of, not troubling himself 
greatly about what men say of it when 
it is done, but putting his whole heart 
and mind into it, feeling that the thing 
he has turned out, be it work of the 
mind or work of the body, is con- 
scientiously and honestly perfect to 
the best of his power. 


—Inland Printer, November, 1919. 
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Chamber of Organization offers up the 
expression of its feelings of very deep gratefulness 
toward all its American brothers of the organization 
branch for the part they took in the decisive help the 
States brought us. 


Their office machinery; 
Their improved systems; 
Their modern methods; 


Their “Office Appliances,”’ 


have largely contributed to the Victory, and have de- 
served well of Civilization. 


—Pour la Chambre Syndicale de |’Organisation 
Le Président: 
P. A. Francois. 


(The foregoing document was handed to 
Captain Biernatzki, Office Appliances’ 
special representative abroad, on the 
day General Pershing sailed from France. 
It was presented without comment, but 
it speaks a message which Americans, 
and office equipment men particularly, 
are grateful to receive.) 
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THE TYPEWRITER AND THE WAR 


DID THE TYPEWRITER MAKE GOOD IN THE GREAT 


WAR? WHERE AND HOW DIDIT FAIL? 


FROM THE PER- 


SONAL EXPERIENCE OF A EUROPEAN JOURNALIST 


NOTE.—The author of the subjoined article is a keen and energetic journalist whose 
the war we had heard nothing from her until the present article 


war, appeared frequently m Office Appliances. Since 
reached us. 

We are glad to know 
must have had during the conflict. 

The typewriter did its part in the United States, 


factories for almost the 


too, 


navy and for the treme wdeus machinery of production without which war cannot be successfully prosecuted. 
agencies of production demanded unheard of numbers of office machines, the typewriter, of course, leading the van. 
after call went out for typists to handle the millions of details arising in the preparation, 


our forces, and each operator required a typewriter. 
user in civil life made his old machines do because it was 


nation owes a debt of gratitude to the typewriting machine. 


writer has played a role that is not meaner than 

that of the tank or aeroplane. Battles have been 
won or lost because of the perverse action of a typewriter 
that broke down at a crucial moment and thus delayed 
orders being sent at a critical moment. Many newspaper 
men have been badly let down by their machine. Some- 
thing has gone wrong with the ribbon just when they 
needed it most. Perhaps it would be under a _ heavy 
bombardment that the machine would fail them. It was 
impossible to venture out to get another. The steady 
tap-tap of his rivals’ machines did not soothe the writer’s 
nerves. He cursed the machine and its maker, although 
it was the Sabbath, for machines with almost human per- 
verseness usually chose that time for a breakdown. Men 
learned the first great lesson of the war from these acci- 
dents. They realized that they must become self-reliant. 
Some took a few lessons from a mechanic and were thus 
able to put in ribbons and do trifling repairs themselves. 
Others, who had never troubled to learn how to operate, 
were forced to learn in great haste. Skilled help was fre- 
quently unavailable and they had to depend upon them- 
selves. As they could not always have their own machine 
with them, they were often obliged to use any machine 
that came handy, and they soon began to wish that all 
makes were alike. Differences in keyboards delayed their 
work and led to mistakes. 

Need for Standardization. 

Men just behind the lines who were not actually engaged 
in fighting will tell you today that the early successes of 
the German and Austrian armies on the field of battle 
were largely due to their railways, their machinery and 
their war material all being standardized. Military men 
boasted that cannon mounted cn trucks at one end of 
Hungary could be brought to the Dutch frontier without 
being transhipped. Troops could be sent on long cross- 
country journeys without being detrained and only a gen- 
eral anxious to rush men to a certain point is able to 
appreciate exactly what this means. It was only when 
the Allies began to standardize that they were successful. 
Unity of command and standardization won the great war. 
Just so long as each of the Allies had guns made each 
on a different model that would not take shells manufac- 
tured in another country, just so long precious time was 
lost while supplies were brought up. If the British con- 
tingent on the Italian front ran short of ammunition 
stocks had to be brought from England, the boat running 
the risk of being submarined, or if sent by the overland 
route, it delayed French operations, by adding to the 
congestion of the railways. The Austrians and Germans 
fighting on the other side of the chain of precipitous 
mountains had none of those cares. If the Germans ran 
short they simply borrowed supplies from the Austrians, 
who could get what was needed from factories close be- 
hind the lines. Just in the same way the “Central Em- 
pires” and the Balkans all use type machines with the 
American keyboard. Looking upon business as warfafe, 
they sacrifice any local prejudices to the necessity of 
combining to seize certain markets, and the tendency in 
post-war times is likely to be towards further simplifi- 
cation and more complete standardization. 

Keyboards. 

The British keyboard is similar to the American, and 
men from the United States are never heard to complain 
when asked to write on an English machine. The French 
“standard” keyboard differs from the British, the places 
of four important letters being altered. No one knows 
why this should be. It is perhaps due to one of those 


T=: great war has been a war of machinery. The type- 


that she is still in journalistic work, 


in winning the 
entire period of the conflict devoted themselves to producing machines for the army and the 


writings, previous to the 


and rather envy her the exciting experiences she 


cause of right and justice. Our typewriter 


ill these 


Call 

outhtting and support of 

Factories were taxed to their utmost, and in the meantime the 
next to impossible to get a new one. The world and the 
prejudices that have always stood in the way of a com 
plete understanding between the British and the Latin 


keyboard is quite different 
Persons who do 


races. In Italy the “standard” 
from either the British or the French. 
not go in for high speeds can in time get used to the 
French keyboard, but they can ‘never learn the Italian, 
unless, of course, they begin on it. When operators were 
plentiful, in the palmy days of peace, this lack of uni- 
formity did not much matter. It was always possible to 
find someone ready to take down dictation, and people 
traveling in different countries “worried” through, although 


they missed half the business they might have done, for 
the hands of the busy man should never be tied by diffi- 
culties about getting letters written and duplicated. The 


man of affairs left France or Italy with the recollection of 
vague irritation, he didn’t know what it was, but he was 
aware that all had not been well. He never put it down to 
the want of standardized typewriters, though probably he 
might have done so, 

Typewriters Going Cheap in 1914. 

In 1914 everyone was anxious to sell out their office 
appliances. Many men were called to the colors and got 
rid of their “sticks” at any price, their typewriter going 
with the rest often for the proverbial “old song.” In the 
autumn of the first year of war I saw advertisements in 
the leading Italian papers offering a well known machine. 
still in good condition, for 40 lire. And the lire stood at 
33! It was astonishing to find standard machines going 
at a trifle over a pound! Three years later I was in 
urgent need of a new machine of that make in Paris. The 
demand had grown so great by that time that it was no 
good going to the shop. The. overpaid war girls who 
ornamented tke principal typewriting establishments in 
the French capital simply stared when asked for a ma- 
chine, or if unusually skittish, asked, “Whether you were 
trying to be funny?” “No, the model in the window was 
not for sale, it was kept there for show purposes only,” 
they went on. Or they might have said, with more truth. 
to enrage the public, who were almost ready to break into 
the premises to get possession of a machine. Needing 


one I arranged for an interview with the manager. |] 
was armed with a letter of introduction that carried 


same punctil- 
Balkan 


weight and made an appointment with the 
iousness as if trying to see a steel magnate or a 


king. On getting into the presence I stated my require- 
ments in a deprecating manner and added that the paper 
I worked for would not jib at a heavy price. It didn’t 


anything new 
was forth- 


matter what type, what size or number, 
that would write, that was all. The machine 
coming within a few hours and after pressure had been 
put on the mechanic who brought it round, he consented 
to alter up the French keyboard to something resembling 
an English one, and the deal was done. Memories of 
travelers with the tongues of angels in pre-war times 
trying to persuade me to purchase this or that machine 
made me feel bitter. Why was there this dearth of 
machines above all things? 


Adapting Keyboards. 
Changing a keyboard and adapting it to the require 
ments of a man accustomed to a slightly different standard 


keyboard is not difficult. The Italians of Lombardy, per- 
haps the best business men in Europe, made no trouble 
about changing a keyboard, even if the machine were 


only hired for a month or two. They accomplished the 
job within a few minutes. It is possible that their rough 
and ready methods did not result in a precise “alignment,’ 

but what a journalist at the beginning of the war needed 
was something that could be read by foreigners. He 
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cared little whether the “m” stood a bit higher than the 
“G”; he wasn’t out to produce artistic copy, but to get 
live news away. The Venetians were less adaptable than 
the Milanese. Finally I decided to purchase a traveling 
machine and be independent of the trade and all its ways. 
[ have never regretted the investment, and have defended 
my property against all comers throughout the war. It 
has often been a close call, but it is fatal, especially with 
small machines, to allow other people to use them. If it 
never leaves its owner, a machine of substantial make will 
never turn a hair,—lent to others there is always some- 
thing wrong, the ribbon is out of order or a spring 
broken just when needed most. 

Stationed at different large towns, not far from the 
field of operations, wartime often seemed to me a con- 
stant succession of fights with mechanics who wouldn’t 
get typewriters repaired in time. The war correspondents, 
actually at the front, all carried traveling machines with 
them. Most of these machines enjoyed short but busy 
lives. Their shortlivedness was due to the fact that they 
were in lightly-built cases, made either of stout cardboard 
or thin wood. This was an immense advantage when 
weight was considered, and it is probable that if the 
machine had never left its owner’s hands all would have 
been well. Mighty war correspondents, however, do not 
care to be burdened with baggage, however ornamental 
and compact, and the machines were left in charge of an 
orderly, who flung them about with the other luggage. 
They were rattled like peas in a pod in mule-carts, the 
animals bolting at top speed, along roads that were often 
a succession of shell-holes. Sometimes the cart would 
be diverted from its usual course over a ploughed field, 
because an aeroplane was bombarding the highway. No 
one had time to attend to the susceptibilities of fragile 
machines at such a time, and the yribration often broke 
some important part of the machine. Some correspond- 
ents were lucky with their machines, others were artists 
in destruction. One had as many as three traveling ma- 
chines in hospital at one time. How he accomplished the 
feat of disabling so many is still a mystery. The me- 
chanic sighed when he saw the havoc. “Jf these had 
been in padded leather cases they would probably be 
whole today,” he grumbled. “We can’t get through the 
work as it is and now must take more on—it’s a bit stiff.” 
This was bad hearing for me, for the “great tin god” at 
the front was clamoring loudly for his machine and 
causing much trouble to those at the nearest base 

Neither Too Heavy Nor Too Light. 

Ordinary correspondents, who had no orderly to smash 
up their machines, suffered much less from the ills of 
this life during the war. Some, who had provided them- 
selves with typewriters packed in a stout wooden case 
grumbled at the excessive weight of the machine. Porters 
were extremely difficult to get, and it was often neces- 
sary to carry ones’ luggage oneself. They said, and not 
without a certain amount of reason, that after carrying 
a heavy model for some distance, their hand trembled 
so much that it was impossible to set to work on a mes- 
sage at once. Others who had brought very fragile 
machines long distances by train or motor, in order to 
prevent being let down at the crucial moment, frequently 
complained that they were afraid to strike the keys, and 
if they did use any force one of the levers was apt to 
break. 

One young special suggested that cases might be made 
to lock more like ordinary luggage, whereby the risk of 
theft would be greatly minimized, for no one wants to 
acquire a lot of dirty washing or an old suit, whereas 
typewriters are in great request among railway thieves. 
and still a further advantage would be secured. The 
machine would travel anonymously—an inestimable ad- 
vantage for owners with a soft place in their hearts for 
colleagues in dire distress, caused by a breakdown of 
their own machine, or saddened by the fact that the com- 
petitors’ typed messages were getting through while their 
own handwritten script was not. 

Growing Scarcity of Machines. 

The scarcity of machines, which during the last two 
years took on the proportions of a famine, became very 
perceptible during the second year of war. Newspaper 
men, the first to be affected, had noticed it much earlier. 
In pre-war days the telegraph clerk had often been hard 
put to it to interpret messages written by hand. Illegible 
script in one’s native language is bad enough, but when 
it comes to reading bad handwriting perpetrated by a 
foreigner matters are much worse. The length of the 
“t,” the “I” and the “b” vary in different lands. They 
are key letters which enable the telegraph operator to 
make a shot at a word. When they are camouflaged he is 
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at a greater loss than ever, and generally adopts the some- 
what ungenerous expedient of sorting out the clearly 
written messages, sending them first and leaving the 
rest to the man who next comes on duty. This merely 
delayed the news but did not prevent its being trans- 
mitted, although the delay sometimes extended to days. 
In the early days of the war 1 remember going down to 
the telegraph office in an important Italian news center 
to find a joyous welcome. “Read your message out. 
please,” said the clelrk,” so that I can translate it into 
“telegraphese,” and then we may be able to send it.” 1 
carefully read out my copperplate. With a quiet smile 
the clerk then produced a mass of script, most of it exclu- 
sive information obtained by my hardworking rivals 
“This has been here three or four days,” he sighed, “but 
if gentlemen will send their messages instead of putting 
themselves into communication with us personally, we 
really can’t help it. Will you please read them out to us. 
as we simply can’t make head or tail of them?” 

That night three indignant men listened to quotations 
from their despatches with great suspicion. “Have you 
got advance copies of our papers?” they angrily enquired. 
““No—I merely assisted the clerk to unravel the mysteries 
of your handwriting, the telegrams may be on their way 
now, but they were still in the town this morning.” 

Censorship and Legible Handwriting. 

The outbreak of war brought a strict censorship with it. 
All messages had to pass the censor before being trans- 
mitted. To get through the ordinary political censorship 
was difficult enough, but many telegrams were also sub- 
mitted to the military man. The political staff, fearing 
too many complaints should the messages be unduly de- 
layed, took a good deal of trouble in deciphering bad 
handwriting, the military man, caring nought about a 
bad press or for losing favor with the journalists, simply 
refused to strain his eyes trying to make out bad copy 
He threw the message away as dangerous and as there 
was no further control, his decision counted as-final, and 
the badly-written message was stopped. Even in the 
home office typing became essential. In pre-war times 
written stuff was sent to the typesetters, whenever con- 
venient. When it had to go to the censor first it had 
naturally to be typed. The men in the machine room 
became more and more haughty as time went on. They 
were skilled operators, their trade cannot be learned in a 
day. Those that were exempt from military service be- 
cause of their national usefalness naturally refused to 
waste their time on bad writing and insisted on copy 
being typed before being sent downstairs. 

Causes of Scarcity of Machines. 

Many typewriting factories were converted into muni- 
tion works when the demand for shells began to make 
itself felt. The establishments that turn out machines 
in western Europe may almost be counted on the fingers. 
Britain, France and Italy looked to the States for their 
typewriters. The belligerent countries wanted munitions 
and food. Both were regarded as more important than 
machines, and the ships available for conveying goods 
were used for this purpose, at any rate at the commence- 
ment of the war. 

Meanwhile the demand was swelling. When the great 
armies on the French and Italian fronts once got organ- 
ized they realized that there was a mass of correspond. 
ence that must be typed and duplicated. They comman- 
deered most of the machines that still remained in the 
warehouses and shops, thus precipitating the famine that 
already threatened. Models that were still in good con- 
dition at the beginning of the war and that would have 
lasted for several years in the ordinary course of things 
were quickly knocked out by being used excessively by 
all and sundry in the office, instead of being kept for one 
operator, who knew how to take care of his machine 
They were not cleaned at proper intervals, as in pre-war 
times, and this also led to their wearing out much more 
quickly, the scarcity of mechanics and spare parts making 
even necessary repairs both difficult and costly. 


Scarcity of Operators. 

As time went on operators became very scarce. Men 
of the generation that was young enough to have been 
proficient on a machine in its youth, were called to the 
colors, and the demand for the services of the few efficient 
men who were unfit for active service began to get very 
great. Lady shorthand typists were also in great request. 
A fact that had never been properly understood before 
the war came home to most employers. That was the 
unwisdom of employing the incapable. If a hundred 
typists were picked at random from a London suburban 
train. and instead of being allowed to go home, were 
required to do an hour’s work under high pressure, and 
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in unaccustomed circumstances it is doubtful whether ten 
per cent could give satisfaction. The copy turned out by 
another ten per cent would be defective in every way. 
The rest would be of medium quality, varying from fair to 
bad but not up to the mark. When the stress came in 
the second and third years of war, business people who 
had engaged the cheapest labor realized their mistake and 
bitterly rued the false economy that had led them to be 
penny wise and pound foolish. Mean managers who had 
stinted supplies and kept wages down discovered that 
their best girls were annexed by the next-door neighbor 
who offered better conditions. As time went on salaries 
imcreased until a really rapid shorthand typist could com- 
mand almost anything she liked. The city clerk blos- 
somed out into purple and fine linen, which in London in 
war-time took the shape of transparent blouses and flesh 
colored silk stockings. Attempts were made to restrain 
the extravagance of the girls in government offices and to 
introduce a more seemly mode. They failed, for the men 
in charge valued the services of the “beauty chorus,” as 
the girls were called, so highly that they feared even to 
hint that their dress was anything but decorous. 
What Efficient Shorthand Typists Cost in Paris. 

In 1916 the demand made by the armies on the civilian 
populations of all belligerent countries wére such that it 
was very difficult to find efficient workers of any kind. 
When one applied for a passport in London, searching 
questions were put with a view to discovering whether 
one was an expert at any kind of work that might possibly 
be of use to the state. There was no hope for a typist, 
while linguists had not even a fighting chance of getting 
away. Butterflies of either sex traveleg to the Riviera in 
comfort, no man molesting the drones of society. They 
were able, under the pretext of bad health, to spend the 
summer at Trouville or Deauville. If anyone who knew 
how to manage files asked for similar facilities, doctors’ 
certificates were of no avail. “There are plenty of places 
good enough for you on the Cornish Riviera,” said a 
supercilious young officer at the passport office. “How 
can we tell that you won’t stay out there once you've 
gone? No, workers must remain at home.” Thus it was 
that typists commanded fancy prices in Paris during the 
last two years of the war. During the bombardment by 
the long range gun, they got scarcer than ever. Many 
were sent home by their employers who didn’t care to 
take the responsibility of keeping them within the danger 
zone, while a few went of their own accord. In the sum- 
mer of 1918 slips of girls were getting £50 a month and 
could dictate their hours and conditions of employment 
to the firms they served. Anyone glancing in the direc- 
tion of the typist in a strange office was promptly asked 
to step outside. “That’s MY typist,” the aggrieved man 
would say. “Don’t come mouching around here, or | 
shall shoot you. I won’t stand any nonsense about mat- 
ters of principle like this.” And the accused slunk away 
ashamed even of having harbored such very sinister in- 
tentions as the buying off of a typist. The aggravation of 
seeing one’s best operator coveted by the opposition was 
increased by the supercilious ways of military gentlemen 
who would drop in and say with a meaning smile, “This 
kind of thing ought to be mobilized. We can’t have ma- 
terial like this wasted on purely commercial business 
when the army wants typists.” The poor employes knew 
that the military gentleman could not carry the girl off 
under existing conditions, but he could not tell how long 
conscription for women would be put off. Once the law 
passed, he would be as defenseless as he had been in the 
case of his young indispensables, whose chief defect was 
their extraordinary skill with the machine. Unfortunately 
for the employer of labor, military tribunals refused to 
accept such efficiency as a reason for exemption. By that 
time machines, too, had got very scarce. In one news- 
paper office where three men were sitting a piece of a Big 
Bertha shell flew in at the open window, missed the men 
seated at the desks and, following a curious, circuitous 
course peculiar of the shells of Paris bombardment guns, 
wrecked a machine. It had been an Oliver; what was 
left was merely scrap iron. The editor of the paper said 
that it was just like the spiteful Boche to destroy one 
of few remaining decent machines in the building, when 
there were so many other objects it might have smashed 
with impunity. 

Things hecame still worse when the American army got 
fairly established in France. The United States sent over 
office furniture and all the newest makes of typewriters 
Unfortunately it had to rely largely on local help for 
operating at the base and in towns where the troons were 
being disembarked. The high pay offered by the “Yanks,” 
as they were usually called, attracted some of the most 
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highly skilled help and ra:sed much bitterness between 
both British and French, the old inhabitants of the coun- 
try, so to speak, and the newcomers. The French, who 


had been very vexed at having their best employes stolen 
by the British, who paid on a more generous scale than 
they, felt a certain malicious joy at seeing the same trick 
played on their allies At the same time they suffered 
more than ever from the competition, as the large demand 
made by the Americans rendered all kinds of skilled work- 
ers still scarcer. The dangers connected with crossing the 
channel made the British authorities loth to bring over 
office assistants, and the perils of the Atlantic acted in 
the same manner in deterring the Americans from getting 
their own people over in any numbers. Even the offers 
of American dollars did not attract the very best class of 
employes, and in some cases the Americans only got the 
dregs of the market. 


The Peace Conference and the Office Appliance Trade. 

The strain put on the trade by the war was nothing com- 
pared with that caused by the sudden coming of peace. 
If western Europe had been totally unprepared for war, 
she was still less prepared for peace. When it was known 
that the Peace Conference would be held in Paris, the fiat 
went forth: “Bring your own machines and your own 
operators, for neither is available in France.” In spite 
of this the demand for machines was suddenly tripled. If 
a second-hand machine was advertised for sale, there 
would be a queue in front of the door the next morning, 
and the fight for anything that would write was fierce. 
The coming of peace, too, resulted in an unprecedented 
demand for all kinds of office furniture. As the various 
delegations reached Paris and took up their quarters in 
various more or less magnificent hotels that were requi 
sitioned for that purpose, the heads of offices compared 


notes. The Chinese visited the Americans’ offices and 
came away very sick. Their fittings were not up to the 
standard of those put in by the United States. Machinery 
was put in motion and very soon the Chinese delegate 


was furnished with all he required. All Paris was scoured 
to get a certain kind of paper holder for this particular 


mission. Girls in uniform were seen racing through the 


capital in motors in search of various articles that were 
needed. In the busy days of the Conference a ministe1 
might be seen on foot or in the Metropolitan railway, 


private cars 


but his assistants were always sent out in 
Intermingling of Nations. 

There were loud complaints at the size of 
delegations sent by the different nations to th 
Conference, but the thousands of important pe: 
who assembled in Paris have all gone home with a more 
complete acquaintance with each other’s methods and 
modes of thought. They have also left Paris with a new 
born desire to adopt the most up-to-date methods in their 
offices and to introduce American appliances into their 
own country. It is a mistake to suppose that so-called 
uncivilized nations will take years to appreciate new meth 
ods. Traveling in the Near East before the war, I was 
always surprised to see how men who were none too pro 
ficient at reading dould take advantage of the telephone 
service. In the same way it is extremely probable that 
many may learn to type before they get really handy with 
a pen. Instead of taking centuries to filter into new coun 
tries, fresh ideas travel today with the rapidity of wireless 
telegraphy. The war and the Peace Conference by bring 
ing all sorts and conditions of men together will still 
further precipitate events. The demand for all sorts of 
machinery is likely to be very ; 


various 
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sonages 


great for the next few 
years, and the typewriter is one of the essentials of a 
modern office. The cost of transport will prevent the 
trade in larger articles from assuming very large pro 
portions, but everything that can be easily transported 
and that does not require special packing will be likely 
to “go” and American manufacturers may expect an un 
precedented boom in the trade. 

People connected with the Conference had many sug- 
gestions to make concerning office equipment. They 
favored the greatest possible degree of silence in type- 
writers, and everyone seemed to agree as to the desirabil- 
ity of establishing a universal standard keyboard. They 
demanded a really simple filing system. Some of the 
offices used wafers for sticking newspaper cuttings to 
stout pieces of paper for filing purposes. They wished 
for something of the same form, but with greater ad- 
hesive powers. Some device to enable the typist to see 
what point he had reached on the paper was also de- 
manded, as measuring the space to be left clear at the 
bottom of the sheet is a cumbersome and _ tiresome 
business. 
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Ur. Woodbridge, at ho presented the following address to the National Association of Office Appliance 


Vanufacturers, is one of the foreimost men m the industry in the handling of sales problems and sales organisations. 
He has given the subject thorough and philosophical consideration; furthermore, his ideas are practical, having been 
t ‘ a¢ . J 


fused in the fire of experience 
and suggestions. 


HOMAS E. DOCKRELL, business analyst, author 
= of The Law of Mental Domination, said: “The ability 

to handle men is acquired by being able to help them 
where they are weak. The more you know of subjects 
on which men are ignorant the more you can help them 
and the more subjects you know the more men you can 
help. Remember a man can get just as much as he can 
vive. There’s no royal road to power, except plugging. 
Chink broadly—know, don’t guess.” 

This is a short answer to the subject, How to Build 
Sales Morale. ' 

Treating the subject by starting inside, our first answer 
would be All departments of a business should thor- 
oughly understand the plans of the sales department. If 
vour manufacturing department knows your selling 
schemes, they will be able to handle theif manutacturing 
so that you will get better goods and better service. If 
your shipping department knows your plans, they will be 
able to lend a hand here and there that you may have 
prompt shipments. If your delivery men are acquainted 
with your plans, they can help customers because of this 
knowledge. The administration must co-ordinate all de- 
partments, to the end that quality goods are manufac- 
tured and sold at a profit. 

As to production, we pride ourselves in presenting con- 
cerns that stand for “quality” and the salesman has a 
richt to expect that his house will maintain the same 
quality that he is taught by them to represent to the 
trade. Too many manufacturers are prone to make 
changes here and there after goods have been sold, be- 
cause they see an immediate opportunity to make some 
small additional profit. They leave it to the salesmen to 
smooth things over. Such action destroys confidence in 
men. 

Oftentimes a man believes that quality goods can be 
shipped in inferior containers. Quality goods, quality 
packing, quality shipping to destination, that is the kind 
of support that will build sales morale. 

Manufacturers, as a rule, follow this plan: Produce an 
article which pleases the manufacturer. Put a price on it. 
Instruct salesmen to sell it. But the proper way 1s first 
to investigate territory and find out what people want. 
Analyze customers and their requirements. Second, ob- 
tain prices and samples of merchandise already estab- 
lished. Third, produce a product of equal value ata lower 
price, or a better product at the same price or higher. 

In distribution a knowledge of the market by those in- 
side directing the administration end of the business, 1s 
essential if you desire to build up sales morale. 


The personnel of the administrative department. deter- 
mines to a great extent the kind of sales morale we can 
build. It is impossible to expect salesmen to secure con- 
structive ideas for well built manhood if those who repre- 
sent the house live an existence inconsistent with the 
rules of good living. Men of honor, men of integrity, 
men of open mind with clear vision and good judgment, 
will collectively make an organization to which salesmen 


Readers will find the subjoined article not only interesting, but valuable in its ideas 


can look for inspiration, for if a salesman has firm con- 
victions about the standing of his house and his product, 
he will have the courage required to put the message 
across. 


Doing Something for the Other Fellow. 


(his is one of the forces that make for salesmen’s suc- 
cess. It is a successful business man’s experience. At 
one time it may have been measured by acts of sociability 
and friendship. Perhaps now it is measured more by 
constructive acts that aid a man in improving that which 
he is most interested in—his business. If it is true that 
the successful salesman today is the man who does the 
greatest amount for the greatest number of customers, it 
should follow that the most successful house is the one 
that does the greatest amount for its salesmen. 

Salesmen should be received open-mindedly by credit 
departments, that they may be given every opportunity 
to extend their business in profitable directions. The 
salesman can be assisted in a large number of ways: In 
the matter of statements being mailed promptly; prompt 
replies to letters written. Mailing the credit information 
sarly enough to allow them intelligently to handle the 
accounts in their territory. Furnishing information when 
requested by telephone, and numerous other detail items 
that may come about. The credit department should be 
alert to new business conditions. The business and indus- 
try of a territory may be such that manufactured products 
or crops are not turned over sufficiently to allow quick 
payments. Such knowledge is of particular importance to 
the establishment of credit terms. It’s important to know 
the financial situation in a given territory. 


Many salesmen are slow to get at the manager of 
credits with their confidence. This should not be so. It 
is often due to the fact that our credit managers are men 
with little or no outside experience, men who have been 
brought up to keep books, men whose financial visions 
are indeed narrow. We expect an inside man to have 
an outside viewpoint. Is there any good reason why an 
outside man whose eyes are turned toward the future 
should clash with a man whose vision has been narrowed 
by the four walls of an institution? If our men on whom 
we depend for credit analysis were given an opportunity 
to travel territories, visit dealers and gather from associa- 
tion, information based on the experience of others 
through the country, we feel that the result would be of 
unusual benefit in building sales morale. 


In selling, salesmen should get constructive support 
from their house. When we hire men to work for us, the 
responsibility should be divided fifty-fifty. It has been 
said that men will not do extraordinary work for ordinary 
wages. The salary should be sufficient to care for the 
man and his family, so that he may be relieved of concern 
as to their welfare, and have enough comfortably to take 
care of himself while in pursuit of his business. In addi- 
tion, we include traveling expenses, living expenses and 
entertaining expenses. Some houses do not provide this 
third allowance, and therefore salesmen are inclined to 
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ad traveling and living expenses to cover entertainment. 

e believe that the salary and commission basis is the 
best form of remuneration for salesmen. It may not 
apply in every instance, but as a general rule it is best 
because it supplies them first, with an amount needed to 
take care of the home and immediate needs and, second, 
a bonus depending largely upon their individual effort. 

The salesmen should be assigned to territory agreeable 
to them. It is unwise to select a man whose home is in 
New York and whose immediate friends reside there, and 
send him to New Orleans. He ‘would start out with 
great enthusiasm, but when the hard days come, the long- 
ing for home and those whom he loves will make him an 
uneasy man. A man with a family should be in territory 
where he can reach his home, that he may realize his 
responsibility in bringing up a family. It is no credit 
to any firm to allow a man to ramble around for them, 
no matter how successful he may be, and leave his wife 
struggling at home with the home problems. Therefore, 
in selecting the man, be sure that the territory is agreeable 
and that he can reach home frequently enough to be 
known and respected by those with whom he comes in 
contact. A man must stand for something somewhere, if 
he is to be a well-rounded individual. 

Someone has said that there are three great essentials 
in selling—Health, Habit and Industry. The salesman’s 
mental attitude to the house, product and customer must 
be right if he is to sell successfully. Oftentimes you can 
detect in a man’s voice a sarcastic note. When you 
notice this, that is the time to nip it. Do not allow a 


man to keep a grouch. 

Require obedience to rules. Wishywashy decisions 
make dish-rag salesmen. Decide and lead the salesman to 
a decision. Salesmen need to be directed by some one. 
Salesmen need to feel that the house has a personal in- 
terest in its men and their families. Intelligent, sympa- 
thetic supervision is required. Encourage men to come 
and tell their troubles. Help a worthy man to a higher 
position if in your power. It is a big feather in a man- 
ager’s cap to develop men rather than to hunt for new 
ones, and it is not a sign of intelligence and ability to 
hire and fire men. Don’t fire—refire. 

Building by Co-operation. 

Salesmen need to grow with the house. They must 
be made to realize that they are progressing. The tail- 
ender deserves unstinted support. We are prone to play 
winners. Those are the fellows we like to be with. It 
is the average salesman, however, who counts. 300st 
the average by helping the tail-enders. 

The salesmen should be known not only as they appear 


in the office, but also as they appear on the field. Go out 
on the firing line with your men. An occasional trip 
through the territory is of immense value. Know your 


men a3 they appear in action. 

Most of us are strong advocates of the weekly sales 
bulletins, which should be composed by the sales manager 
or a competent person under his direction. This bulletin 
is of the utmost importance. It should be a sales bulletin, 
not a sales bull. It usually takes the form of a general 
weekly sales letter to all men. It should be reasonably 
short and written in convincing language. Sometimes 
companies begin their letters with market reports giving 
advances or declines in raw materials, and their opinion 
of such changes. Knowledge builds confidence. Our men 
should know all the story. Arguments and suggestions 
should be convincing, and a sales bulletin should be the 
authority on which a man bases his selling stories. 

Properly written and edited. your bulletins will make 
your men better salesmen. The more your men know 
about the goods they are selling, the better impression 
they make on their customers, to say nothing of the con- 
fidence which knowledge gives them. Make your bulletins 
newsy, educational and inspirational; let them be a clear- 
ing house of ideas acquired by actual experience for the 
benefit of the entire force. 

Salesmen need the stimulus that comes from a well- 
planned contest in sales. The spirit of rivalry is in all 


salesmen. Friendly rivalry is a great sales builder, and 
better yet, it builds sales morale. 
We read somewhere of a sales manager’s scheme to 


save time and to avoid the overlooking of important mat- 
ters in correspondence with salesmen. This manager had 
a card before him on which to note the matters coming 
up daily which he desired to mention in letters to the 
men, With the memorandum before him, it was easy to 
dictate right off the reel. Another one suggests having 
large envelopes or pockets made of very stiff paper, one 
for each salesman. Keep these on the desk. As matters 
arise which you have no time to write about or which 
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do not require immediate attention, make a note and put 
it in the envelope bearing the salesman’s name. Our sug 
gestion is that the sales manager have the dictaphone on 
his desk. It is always ready to take every memo, bulletin 
letter or instruction. You can say it when you want to 


No waiting. You trap every thought as it comes up 
Then nothing is forgotten. Your first thought—the lives: 
thought—is recorded in its most convincing form. 
Sales Conventions Build Morale. 
Sales conventions to some extent build sales morale 
It’s like a big circus and those in the “ring” do the play 


ing, as a rule, 

There seems to be a growing tendency for large com 
panies to get away from the big convention idea as a 
morale builder and call small group meetings—a series of 
small conventions, if you please. Lowe Bros. Company 
of Dayton, the Remington, and the Columbia Grapho 
phone Company are handling the old convention idea it 
this way. 

The Heath & Milligan Manufacturing Company, paint 
and color makers of Chicago, have just concluded a series 
of sales meetings. Instead of a sales convention as has 
previously been the custom of this organization, meetings 


were held instead, at which only representatives from 
certain states were present. One day was devoted tc 
representatives from Iowa and Nebraska. Another tc 


Michigan and Wisconsin. Each day was assigned to cer 
tain states and their representatives, until the entire terri 
tory was covered. 

This plan was selected instead of a convention, 
give personal attention to the problems of each traveling 
representative to discuss personally the many territorial 
situations. In the opinion of the company more can be 
accomplished by talking personally to a small number of 
meu than by talking at a large body at once. 

It’s simply getting down to a closer personal relatior 
with all the men. The chances for every man in the 
organization to rub elbows with the big chief is greatly) 
increased and the fellows know this and like it 

Explain your organization as we do, so that a salesmar 
or employe will know just what is ahead of him in execu 
tive office and branch office positions and the range o 
earnings of men who hold those positions. 


SO as tc 


Believe in your men but keep an eye on the: Kee} 
close to vour men by working with them: to change thei: 
viewpoint, you must understand their viewpoint 

Sales managers should have a hand in entertaining 
salesmen, especially when they are visiting headquarters 
Entertain them by including them in your usual mode o 
entertainment. When the occasion is right, take a mar 
and wife home Saturday afternoon, let them be a part of 


the family life at the club and home. When you see : 


man in your home and he sees you, the mutual under 
standing is clean-cut. 
An introduction te the president and executive officers 


is considered by salesmen as a great thing. Wh hat pres 
dent is too busy to say a word to a member of the sales 
force? He wants to be known before his men and has ; 
smile and hand shake which makes a salesman feel like 
a million dollars.. Get president and officers to welcome 
your men, tip them off in advance of the man’s success 
pave the way. It’s worth while. 
Give the Other Fellow a Chance to Talk. 


Give a man a chance to tell you his story. I think it 
was Thos. J. Watson who said, “Light a cigar, settle back 
in your chair and let a fellow get it out of his system.” 

Always consider a suggestion or complaint and live wit) 
it until you have the right answer, then pass it on to the 
one who originated it. After nine months we have give! 
a manager an answer and it has increased his confidence 
in our sales management. 

Jack Jones says: We must get down to a 
basis of dealing with our organizations, on the 
true understanding of the human unit and his problems 
the problems he has in his home life, in his ambitions for 
growth in every human thing he does in the way of 
self betterment. A man must realize that his ideals are 
tied up with the organization. 

Is there any reason why the members of your famil\ 
should be secretive about their investments and savings’ 
We can’t see it; and believe our legal and financial depart 
ment should be accessible to our men. They should under 
stand the company’s finances and be given opportunit) 
equal with others in the organization to invest their 
money in the business which they are promoting 

Real Value of Daily Reports. 
We believe in daily reports from salesmen, not to check 


our men, but because thev show tendencies. We have 
convinced our men that if we know the hours per dav 


personal 
basis of 
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they spend on prospect calls, repeats on prospects, at 
demonstrations, on service matters and on dictaphone 
users we can by analysis and comparison help them to 
better use of their time. Such reports aid us in preparing 
our promotion work and advertising. We desire to cut 
down the time preliminary to a sale. We are trying to 
find a short cut for our salesmen and to the receptive- 
minded buyer. This interpretation gives the salesman a 
better attitude toward daily reports. We suggest that if 
sales managers rendereda daily report showing tendencies 
to salesmen there would be quicker grasp of the sell- 
ing plans. 

We carry a fund for machinery depreciation; what re- 
serve do we carry for the decreasing man power. Is it 
true that the man who serves most, profits most? Are 
we devising ways to provide for salesmen; insurance 
against health, accident and death? Do we loan for build- 
ing homes? To what extent should we go in being “my 
brother’s keeper’? 

Glen Frank in The Politics of Industry, says: “As a 
people we have never quite acquired the habit of prepar- 
ing in advance for even the most predictable demands of 
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the future. We are in many ways a nation of improvisers. 
Our social and political thinking is done under the spell 
of the immediate. This applies to the business of sales 
management.” 

Norval Hawkins says: “If you have just sales smart- 
ness you may raise a smart Aleck; but if you begin with 
a man and develop him both in sales ability and manhood, 
you'll grow a salesman. Teach a man how to harness 
his brain and his heart to a purpose.” 

In an open letter to A. & S. headed, “Prefers Democ- 
racy of Hearts to Aristocracy of Brains,” we read this: 

“Give every man the chance to develop his natural fac- 
ulties and to express his inward powers in such a manner 
as will most naturally conform to his development, skill 
and capacity and the well-being of his fellow. man. A 
man’s asman. He is one of a group, not a unit in these 
days of co-operation. He’s one of a team, not a solitaire 
player. You will not get co-operation by brains alone, 
for it is not the province of brains to co-operate, but to 
change or improve, or tear down. It is the province of 
hearts to Work together to help others to do their best.” 


REACHING FOREIGN MARKETS 


PART OF AN ADDRESS DBLIVERED BY HICHMAN PRICE, 

VICE PRESIDENT AND GENERAL MANAGER OF THECALD.- 

WELL-BURNETT CORPORATION, BEFORE THE AMERICAN 

MANUFACTURERS’ EXPORT ASSOCIATION IN NEW YORK, 
OCTOBER 16 


centrated on Europe—Europe with its disorder, in- 

solvency, uncertain demand for your products, and 
its rates of exchange operating as a partial embargo 
against you. 

While Europe is rousing from a state of coma and 
pulling itself together, the countries of South America 
now turn enthusiastically to the expansion of their eco- 
nomic life and to the exercise of the benefits which they 
have realized in the last few years. Brazil, Argentina, 
Uruguay, Chile, and their sister republics were’ remote 
from the European conflict. They were not drained of 
their wealth or man power. The years of fighting, which 
left Europe oppressed with burdens, finds the countries 
»f South America enjoying prosperity. 

With chaos in so many parts of the world, it is for- 
tunate our manufacturers can now successfully advance 
their business in South America under favorable condi- 
tions. South America, healthy, vigorous, prosperous, 
smiling awaits us at our door step. There is no mystery 
in selling your goods in Peru, Brazil, or Chile, if you 
use there the vehicles for advancing your business with 
the care which has characterized your sales promotion 
activities in the United States. 

Business Shows Healthy Growth. 

Argentina’s exports increased from $519,156,000 in 1913 
to $797,568,640 in 1919. Of these amounts, the exports to 
the United States leaped from $23,728,409 to $155,626,288. 
Chile’s exports advanced from $144,653,312 in 1913 to 
$256,680,000 in 1918, and the gain in shipments to the 
United States was from $31,022,679 to $155,006,103. Peru’s 
exports jumped from $44,409,619 in 1913 to $80,389,561 in 
1917. Uruguay’s exports advanced from $70,551,040 in 
1913 to $106,559,680 in 1918. 

Here are a few of the many figures which plainly be- 
speak the increased wealth which has come to these coun- 
tries during the war. Increased wealth means increased buy- 
ing power and increased demand for foreign manufactured 
articles. When you started to develop your domestic 
market you analyzed the adaptability of your product and 
the extent of competition. You measured what you con- 
sidered was the whole market, determining as nearly as 
possible what you believed would be your share. You ar- 
ranged for distribution so that when the consumer asked 
the retailer for your articles, they would be upon his 
shelves. Through your salesmen, agents or branches, you 
kept in direct touch with retail trade. You built up a 
-onsumer interest and demand for your merchandise by 
ising advertising which appealed to the consumer. You 
probably also advertised to the trade to win its co-opera- 
tion. You pro-rated the expense of your advertising 
igainst the volume of sales. 

A number of manufacturers attribute their success in 
South America to their having used practically the same 
promotion and sales methods there that they have here. 


Y ‘ceat THOUGHTS at this convention have been con- 


Depending upon the lines, their shipments to the, South 
American republics comprise from one-fourth to two- 
thirds of their entire export business. ; 

Selling Methods Not Unusual. 


Argentina, the largest consumer of United States manu- 
factured products, among the Southern republics, will 
continue to buy from the United States in increasing 
quantities. Brazil's enormous potential buying market 
is expanding rapidly. The development of the abundant 
natural resources of Chile, Peru, Colombia, and Bolivia 
and other countries, will increase their demand for branded 
articles made in this country. 

One who travels through South America, studying ways 
and means of increasing United States trade there, ob- 
serves things which some manufacturers have not had the 
opportunity to learn. In Buenos Aires, I have talked 
with firms to whom leading North American manufac- 
turers had granted their exclusive representation for all 
ten South American countries. A majority of these agents 
made no attempt to cover more than one or two coun- 
tries. They gave no thought to the other parts of the 
continent. In many such cases, sales are restricted to a 
small part of what they rightfully should be if the manu- 
facturer were properly represented in each of the coun- 
tries where there was a market for his products. 

In the United States there are several producers of 
branded merchandise, who are under the impression that 
their Rio de Janeiro representatives are offering their 
articles for sale throughout Brazil, which, incidentally, is 
a third larger than the United States. 

Some Agents Do Not Cover Territory. 

In Rio de Janeiro I met the firms representing these 
manufacturers. The salesmen of several of these agency 
houses make no attempt to visit any part of Brazil except 
its capital, and Sao Paulo, its second largest city. Bahia, 
a city about as large as Cincinnati, and serving a region 
greater in extent than the Cincinnati trade territory, did 
not play any part in the program of several of these 
agents, any more than Pernambuco, the size of Kansas 
City, or Para, in the far north, or Porto Alegre, in the 
far south, each with 150,000 and the jobbing centres of 
districts as large as that served by San Francisco with 
several thousand square miles added. In the west coast 
countries, | became acquainted with exclusive representa- 
tives of United States firms for all of Colombia, Ecuador, 
Peru, Bolivia, and Chile, who were pushing their sales 
fairly well in one country, but made no effort to properly 
represent the manufacturers in the other republics. 

Insufficient Advertising from United States. 

Of the $800,000,000 which the United States manufac- 
turers appropriated last year for advertising, not to ex- 
ceed one million was spent in all of the ten South Amer- 
ican countries. But conditions are rapidly changing. 
Manufacturers are now working out a plan to sell direct 
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in these countries, just as they have found it necessary for 
them to do at home. To illustrate: A North American 
manufacturer whose gross sales last year were $75,000,000 
of which not to exceed $250,000 totaled his South Ameri- 
can business, is now planning after eight years of filling 
orders for South American buyers to sell to them direct. 
He is going to follow in these republics the same general 
policy which has brought him success in the United States. 
He has used advertising liberally here. He is going to 
start consumer advertising in several of the Southern 
countries. If he is a judge in measuring markets, it is 
likely that his sales, due largely to his consumer adver- 
tising, will this year run two or three times greater than 
they have before. Because up to now, he has never ad- 
vertised in these countries. 

The aggressive, determined way in which this Yankee 
is planning to line up what he believes to be his share of 
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the market in Brazil, Argentina, Uruguay, Chile, Peru 
and Bolivia, is typical of the recent changes in attitude of 


a number of our more important manufacturers. Sevy- 
eral of these manufacturers find that jor the first time 
they can obtain in the United States reliable, thorough, 
comprehensive information concerning every form of 


advertising in all the important sales centres in each 
country in South America. 

The machinery has been set up and is now running 
which enables advertisers to use the direct method in 
South America. Complete, fresh, accurate information 
concerning advertising in South American countries, has 
for the first time, been made available to manufacturers 
and their advertising agents by the organization which 
represents in the United States most of the important 
dailies, magazines, bill posting and car card companies in 
South America. 


KNOW YOUR COSTS 


FROM A SYMPOSIUM BEING CONDUCTED IN THE NATIONAL ASSOCIATION NEWS 


OF THE NATIONAL ASSOCIATION OF 


possible to know them. One has but to find out the 

method. It will be noted that several of those who 
have responded to inquiries from the editor of the Na- 
tional Association News have permitted themselves to rest 
under the impression that they could not know certain 
costs. The editor of the News combats this notion, and 
his replies, we believe, may make someone take a second 
thought. Assuredly, knowing one’s costs is the first step 
on the road to prosperity. We give the article in the 
News substantially as it appeared in the issue of Oc- 
tober 15: 

As we view it, there is every reason why a merchant 
should know exactly what the several costs, connected 
with his business, are; and we are certain that this cost is 
of VITAL importance; for, why keep a salesman in your 
employ if the business he gets is unprofitable? Such a 
man may be a splendid fellow, and suited to some other 
work, but if he can not sell goods to your profit you 
should not have him on that particular job. 

We are perfectly aware of the fact that there are some 
difficulties in the wav in some instances, and these have 
been pointed out to us in some of the letters we have re- 
ceived, but none of these difficulties are insurmountable. 
For instance: One says his two men sell goods in the 
store in the early mornings, and a part of the afternoons, 
and he is therefore perplexed about how to arrive at what 
the men cost him to sell the goods on the street. Another 
man says the same thing; but he adds, I keep an account 
of each salesman’s sales, both store sales and sales on the 
street, and give him credit for both (for in most instances 
the sales he makes in the store are to his customers), and 
in this way he knows how much each salesman sells, and 
of course, he knows what salary he pays, so there you are! 

Another man says his street salesmen work in the stock 
part of each day, and therefore he was unable to keep a 
record. We he? We think not; for a record of the time 
he spent in the stock could have been kept very easily, and 
a corresponding portion of his salary charged to store ex- 
pense. The remainder, divided by the amount of his sales, 
would have shown what it cost him to get business, when 
soliciting—and it is to be presumed that he was on the 
street the most favorable time of day for such work. 

We have had much experience with salesmen. having 
been a sales manager many, many years; and we think we 
understand this matter quite thoroughly. We say, there- 
fore, without fear of successful contradiction, that it is 
possible to know in most cases exactly; and in practically 
all other cases, very closely, what a saiesman costs you, 
after making all proper allowances for other duties per- 
formed. 

The real trouble is, that it takes a little time to keep 
records, and the bookkeeper, or whoever is charged with 
the work, makes it appear that it is not worth the time 
and trouble to keep such records. But is it? Let’s see 
Suppose you are paying the bookkeeper in question $150 
a month, and you have three salesmen in your force that 
are selling (in the aggregate) $100,000 worth of goods a 
vear at a cost of $17,500, which is about $7,500 more than 
it ought to cost you; but you don’t know it, because the 
bookkeeper says it is too much trouble to keep records. 
So you lose $7,500 a year because the bookkeeper who 
gets but $1,800 a year says it is too much trouble! We 


I: IS always necessary to know costs and it is always 


STATIONERS AND MANUFACTURERS 


hear someone ‘way back in the crowd say “You'd better 
pay $2,400 a year to a REAL bookkeeper, who is willing 
to make all kinds of records, to inform his employer what 
it is costing him to conduct his business.” And we say, 
‘Amen!” Yes, the trouble is right there. Have your 
bookkeepers “keep books,” and also keep you informed 
as to what everything about your business is costing you. 

Some statements we are getting in show that a careful 


record has been kept and we observe frequently that 
certain salesmen have been let out because they were 
costing too much money. The records showed it; and, 


it is a fact, that figures don’t lie, unless, of course, mis- 
takes are made. 

We heard of a case where a new manager was 
going back and “digging out” the figures showing what 
the sales force then employed had been costing the house; 
and to the great surprise of the head of the house, several 
of the men who had been with the house for as many as 
ten years, had never had a year profitable to the house 
they had always cost the house too much money; and so, 
some changes had to be made. Why, even the salesmen 
themselves were surprised, when they saw the figures for 
many years back. 

Let us conclude with this strong admonition; that our 
dealer members issue orders to their bookkeepers—or to 
themselves, if they keep the records, that carefully kept 
records be always available, so that they will KNOW 
THEIR COSTS! 

The following plan was used successfully by a 
of the National Association: 

Our city salesmen are paid 8% on sales made by them 
direct or initiated by them and closed in the house. They 
are given credit for telephone orders from their territory 
when requested by customer or when from a customer 
that they initiated. They do not get credit for telephone 
orders from old reliable customers of the house, unless 
they have been working on such orders and also do not 
get credit for store sales coming off their territory unless, 
as stated above, it is an order upon which they have been 
working. 

Our country traveling men are paid 20% upon orders 
taken at schedule price. If through error or otherwise 
an order is accepted at less than schedule price, the sales- 
is allowed 20% on correct price and charged with 


sales 


member 


man 
whatever reduction in price he has made. 

If a salesman is unable to close an order at the time 
but writes the house that he has made quotation and 


could not secure the order then, our mail order depart- 
ment follows up the prospect and if clesed within thirty 
days the salesman receives full commission. If, however, 
we are unable to secure the order in that length of time 
it is taken for granted that the customer has to some 
extent lost interest in the proposition and if order comes 
in later, say in six weeks or any time before the salesman 
calls again, he receives 10% commission. 


For all mail orders coming from a salesman’s territory 
he 1s given a commission of 2%. This commission is not 
large in percentage but amounts to considerable in the 


aggregate“and gives a salesman some reason to work for 
mail orders for the house. 

All salesmen pay their 
tion of one city salesman. 


own expenses with the excep 
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WORLD FINANCIERS DISCUSS PROBLEMS 


A RESUME OF THE SUGGESTIONS MADE AT ATLANTIC 

CITY BY A CONFERENCE OF WORLD INDUSTRIAL LEAD- 

ERS AND BANKERS DURING THE WEEK BEGINNING 
OCTOBER 20 


financiers and industrial leaders was held at Atlantic 

City, N. J., October 20 to 25. Perhaps never before 
have subjects of equal importance and magnitude been 
publicly discussed by so representative a gathering of the 
world’s men of business. 


A CONFERENCE between American and European 


The chairman of the conference was A. C. Bedford, 
chairman of the Standard Oil Company of New Jersey, 
who, in his opening address urged the investment of 
American capital in foreign enterprises as a means of 
solving some of the problems arising from the present 
foreign exchange situation. 3y this means capital re- 
ceived in payment for exports abroad would remain in the 
countries of origin as permanent investments in the form 
of bonds or stock of industrial enterprises. Such a policy 
would not only broaden the investment field for the sur- 
plus funds of the United States, but would relieve 
European purchasers of the necessity of paying for goods 
obtained here at a greatly depreciated exchange rate. This 
suggestion, it is said, received the approval of many of 
the delegates. 

Mr. Bedford stated that the United States recognizes 
the necessity of extending credit to European nations 
represented at the conference and is eager to find a prac- 
tical way of doing so. Several questions, however, are 
uppermost in the minds of American business men when 
they consider granting funds. These questions he out- 
lined as follows: 

(1) What Sre the menaces to social order and stability 
in the different countries of Europe today? Have the 
dangers of bolshevism or socialism passed? Is there any 
danger anywhere of the confiscation of private property, 
the non-recognition of the rights of ownership and busi- 
ness management, or the annulment of law? The success 
and permanency of business depend upon the stability of 
government. Mr. Bedford said that, with reference to the 
five great nations represented at the conference his own 
confidence was perfectly secure. But in the questions 
propounded the business men of America are very deeply 
interested. 

(2) What are to be the relations between government 
and business in the respective countries? Will the various 
nations in their reconstruction efforts stabilize such rela- 
tions between governments and business as will recognize 
the fact that commerce is the greatest of all interests and 
will their relation be based on such a statesmanlike con- 
ception? What will the attitude of the various govern- 
ments be toward American industry and commerce? Will 
Americans be accorded freedom of trade and equal priv- 
ileges and opportunity, or will they be threatened with 
restriction of imports and the menace of government 
control or monopoly? 

(3) One of the methods by which future financial co- 
operation between America and Europe can be realized 
is by the investment of American money in European 
‘nterprises, just as Europe formerly invested in Amer- 
ican enterprises. “We want to put our treasure with 
vours,” said Mr. Bedford, “and take ‘pot luck’ with your 
people in realizing success with our enterprise. The 
whole of American industry is open to the world; we 
extend complete hospitality to capital from every nation. 
I submit that:one of the surest roads to complete inter- 
national co-operation is full reciprocity in this particular.” 

(4) Nothing is further from our thoughts than inter- 
ference or dictation in the affairs of Europe. And yet our 
people will be vitally interested to know, with regard to 
the particular countries, whether they propose in the 
future to lower the cost of production through standard- 
ization and modern methods; what are the prospects for 
improved relations between capital and labor, and what is 
to be the probable policy in each country toward the 
utilization of foreign markets, the purchasing of raw 
material and the establishment and promotion of new 
industry 

Interest was aroused during the convention bv the 
flotation of a British loan of $250,000,000, intended partly 
to take up existing debts and partly to pay for further 
exports. This loan was discussed at the Atlantic City 
convention and at the convention of the Investment Bank- 
ers’ Association the same week at St. Louis, and, accord- 
ing to published reports, this method was quite generally 


regarded as the correct mode of providing for exports. 
The funding of foreign current obligations into long term 
credits held by investors, will, it is believed, overcome 
the current difficulty with respect to exchange. It was 
not regarded as probable that the aid of the United States 
government in financing exports would be forthcoming, 
hence the prospect of the early adoption of the so-called 
Edge Bill now before the congress of the United States 
was looked upon with satisfaction. 

The Edge Bill gives broad powers to corporations 
organized for foreign trade. The transactions in which 
the proposed corporations are to engage are now being 
conducted by eight large banking institutions, namely, 
the American Foreign Banking Corporation, the Asia 
Banking Corporation, the First National Corporation, \the 
French-American Corporation, the International Banking 
Corporation, the Mercantile Bank of America, the Park- 
Union Foreign Banking Corporation and the Shawmut 
Corporation. Provision is made to prevent the proposed 
corporations from becoming monopolies, but at the same 
time they are not to be hampered in competition with 
foreign financial concerns which have been given broad 
powers. To safeguard investors some of the provisions 
of the National Banking Act have been incorporated in 
the bill. The committee having the bill in charge holds 
that the proposed banks are not to be banks of deposit, 
because their only deposits will be connected with foreign 
transactions and incidental te such operations, If the 
bill as drawn becomes a law it will authorize the organ- 
ization of two classes of corporations. One class will be 
similar to the eight foreign financing concerns above 
named, and the other will strictly comprise those engaged 
in an investment business, making long-term loans based 
on mortgages, securities of various sorts and miscel- 
laneous business paper against which the corporations 
will issue their own debentures. The Committee on 
Banks and Banking of the United States House of Repre- 
sentatives having the bill in charge says in summing up its 
report: “The financial institutions which this bill proposes 
to incorporate under federal charters can, it is true, oper- 
ate under state charters, but without the same measure 
of regulation and supervision. Federal charters and 
supervision will doubtless give the investor greater con- 
fidence and insure certainty of great usefulness. * * * 
If the passage of this bill and the amendments to section 
25 of the Federal Reserve Act preceding it result in a 
certain measure of ownership of foreign transportation 
or industrial agencies, we shall be but reinvesting in 
Europe the capital which the people of the older countries 
formerly invested in our railroads and industries at a 
time when we of the United States needed capital. In a 
word, we shall have become in our turn a creditor nation, 
having purchased securities that will bring us a con- 
tinued income with a part of our surplus of commodities.” 

The foregoing is of interest in view of the sentiment at 
the Atlantic City convention favoring the formation of 
some kind of a foreign finance corporation to meet the 
situation outlined by the European delegates. Such a 
corporation might provide for the participation of the 
Government through the Federal Reserve Board or by a 
direct loan, and also provide for an interest on the part 
of the banks and the investing public. The terms and 
the amount of the credits to be extended would be based 
on the requirements of the Allied Nations. The formation 
of such a corporation would probably require special 
legislation by Congress, and immediate action would be 
taken to secure such legislation promptly should the plan 
materialize 

On Wednesday, October 22, the American Committee 
of the International Trade Conference, after recommend- 
ing that President Wilson be asked to use his powers 
under the Food Control Act to arrange for providing 
cereals in such quantities and under such terms as will 
meet the necessities of Europe as far as shall seem wise 
and safe, then urged the extension of long-term credits by 
\merican sellers to European purchasers, and strongly 
recommended increased exportations from countries abroad 
to America of any and all of their own special products 
suitable for American trade. The report met with the 
approval of the conference and many practical sugges-- 
tions were made. It was especially suggested that those 

(Continued on page 193.) 














CALLITYPY 


TYPEWRITER TRADE JOURNAL, WHICH LATER BECAME 
OFFICE APPLIANCES, FIRST TO USE PHOTOGRAPHIC RE- 
PRODUCTIONS OF TYPEWRITING IN ISSUING A JOURNAL 


Office Appliances, known for the first year of its exist- 
ence as The Typewriter Trade Journal, beat the Literary 
Digest to callitypy by just about fifteen years. The ac- 
companying illustration is a reprint of a portion of the 
Daily Typewriter Journal, published at the first business 
show, Madison Square Garden, December, 1904. These 
five issues of the journal were callityped by Jacob Backes, 
who, as far as the writer knows, is the first to propose the 
use of callitype plates for newspaper work. The Daily 
Typewriter Journal consisted of eight pages, newspaper 
size. It reported the daily activities at Madison Square 
Garden. The issues contained a number of advertise- 
ments, the body of which were done by callitype process. 
It also showed calendars and other work of special de- 


The Greenpoint Weekly Star, Brooklyn, claims to be 
the first newspaper done in callitypy, their issue of Oc- 
tober 18, 1919, being done by that process. 

The Typewriter Daily Trade Journal, done in 1904, was 
produced as a novelty and to show some of the possible 
uses of Mr. Backes’ process. 

Mr. Backes is now compiling a callitypic self-instructor 
for operators, which is soon to be published. 


It is the belief of the writer that Office Appliances was 
not only the first to announce callitypy, but was first to 
give examples of Mr. Backes’ “Capitalizer,” which con- 
sists oi an identifying mark for letters to be used as capi- 
tals and thereby eliminating the cap case from type- 
writers and from foundry types. Mr. Backes is also the 
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Typewriter Daily Trade Journal, Madison Square Garden, New York, 
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PIONEER TYPEWRITER DAILY 
Being Special Issues of 
TYPEWRITER TRADE JOURNAL 
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GEO H PATTERSON, Proprietor and Managing Editor 
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Publication and Editorial OffYces 
-265 Broadway, New York 

lesued from the Publisher's Booth, Madi- 

son Square Garden, during Exhibition, at 


2 pm each day. 





Price per copy......... eetecee »..-5 cents 
Sold by newsgirls throughout the Garden 





The three copies for December 12, 13 and 
14, in strong and neat paper cover, will 
be mailed to any part of the world for 
25 cents, Advance orders now booked at 
the Booth and at the Broadway offic 





EDITORIAL 


Today sees the close of the First 
National Business Show ever held in 
America, - a show that has been 
advertised well, and patronized by 
gome of the best producers of Of- 
fice Specialty goods. The Show 
as an attraction for the public has 
proven itself a drawing card far 
beyond the expectations of its pro- 
motors, and it is now assured that 
the continuation of such an enter- 
prise will be met with far greater 
guccess with each succeeding year. 

The attendance for the first two 
evenings ( including the afternoons) 


E. E. Faber, sales agent in New 
York for Plew & Motter of Chicago, 
is showing a complete assortment of 
loose leaf binders and spring-back 
holders, 

Two old cronies: the Comptometer 
and Brother Nevins were much in 
evidence at the show, and it always 
affords us great pleasure to come in 
contact with both theSe automatic 
machines, 


A very simple little writing tab- 
let, useful for desk or telephone 
Service, is shown by the Scofield Co, 
of 150 Nassau St. 

The Protectograph System of check 
protection is well represented at the 
show, and much interest is manifesta 
in the machine that so well protects 
our check accounts. 

A very extensive eahibit is made 
by the Dey Time Register Co., with 
New York representation at 297 B-way. 
Various styles of their time devices 
are shown, and the line is a most 
complete one, covering all branches 
of use for such devices. 


The publishers of SYSTEM, who 
have a booth at the Show, are cali- 
ing special agtention to their 
December issue in which there appears 
an article relating to the weak spots 
in the selling force, and the ques- 
tion, "What do you do when you find 





LIWES 
WRITTEN IN MEMORY OF THE ALLEGED INVE, 
TOR OF THE WRITINC MACHINE ' 








PATHER of the great machine, 
your praises now we sing, 
And to your hallowed memory 9 
golden ribbon bring. 
You who have lightened huma 
care ana made us write with ease, 
Let now your name be sung and writ ina 
on many keys. 





Without you, oh without you, what would 
become of men 

Who-etruggled in the daya of old with ° 
halting, scratching pen? 

The dictates of our conscience (we say 
"dictates not to mix 

The metaphor) impels us thus to glorify 


the clicks. 


And if you‘ll pardon us again another ph 
rase we'il swipe 

And say you gust have veen a person or 
the highest type. 

Inventors may inventfor many ages, 
ey will 

Not find another thing that 
to fill the bill. 


but tb 


so contrives 


And were it not for you we would not 
have that lovely queen, 

The blessed lady of the wondrous 
writer machine; 

If for ne other cause 
that, it is well, 


type- 


than this, we say 


You made this great invention, which we 


may term the "belle" 

O Father of the great machine, gay you 
then rest in peace! 

Your errors typographical have now begun 
to cease 

Your name in caroon copies many million 
times we sing 

As at the ending of your iine your bell 


has made its ring 


Pr ago Journal. 
your sales in a certain territory i thahn: Scere climes 
REPRODUCTION OF A CALILITYPY JOB OF 1904 
inventor of a keyboard code, by the employment of which 


sign. 
P. Adams, of the Chicago Journal. 
famous in New York newspaper circles. 


In the reprint will be observed a poem by Franklin 
Mr. 


Adams is now 
There is noted 


the typewriter becomes a short-print machine. 


an item referring to the Protectograph and one to the 
effect that Mr. Faber, sales manager in New York for 
Plew & Motter, is showing a complete line of loose leaf 
binders. 

The New York Times of Sunday, October 19, 1919, con- 
tained a half page on how the Literary Digest employed 
callitypy te overcome the conditions brought about by 
the “fall vacation of their compositors.” According to 
the Times’ story, “articles appeared at least a dozen 
years ago in The Scientific American, describing in detail 
the callitypic method of printing; an editorial and articles 
after that period in The New York World, Printers’ Ink 
and The Fourth Estate on the subject. 

Callitypy is simple enough. It consists of carefully 
made typewritten copy. reduced to proper size and made 
into zinc plates. 


Adding Machine Man Has Narrow Escape. 


G. E. Liscomb, local manager for the Monroe Calculat 
ing Machine Company for the states of Vermont and New 
Hampshire had a narrow escape in a serious automobile 
accident near Conway, N. H. He and Mrs. Liscomb were 
on their way home from a trip in Northern New Hamp- 
shire when their car was hit by a large touring car going 
in the same direction. The impact completely over- 
turned Mr. Liscomb’s car. Mrs. Liscomb, who was 
thrown out over the wind-shield, was badly bruised and 
Mr. Liscomb had his collar-bone broken by being pinned 
under the car. Fortunately, neither were seriously hurt 








Being ignorant is net so much a shame as being un- 
willing to learn.—Ben Franklin. 











Office Appliances in Great Britain. 
Exclusive Correspondence of “Office Appliances.” 
London, October 16, 1919 

HAT the importation of typewriters into this country 

is now well on the upgrade, although still woefully 

insufficient for our needs, is clear by the most recently 
published foreign trade statistics. I find that for the nine 
months ended September 30 there were imported here 
38,363 typewriters valued, for import purposes, at $2,573,- 
355. This compares with an importation of only 8,332 
typewriters in the first nine months of last year and 
19,246 in the corresponding period of 1917. The imports 
for this year so far, therefore, are almost exactly double 
those for the first nine months of 1917, but it will be noted 
that as the import value in 1917 was only $1,085,000, the 
import value this yedr is considerably more than 100 per 
cent up. British trade figures also give particulars of the 
imports of typewriter parts. This year, so far, they have 
aggregated 782 tons, as against 185 tons in January-to- 
September last year, and 426 tons in the same period of 

Coming to the export side, I find that up to the end 
of September this year 933 typewriters—ranking as “Pro- 
duce and Manufacture of the United Kingdom’—were 
exported, as against 75 and 622 in the corresponding 
periods of 1918 and 1917. 
<-> 
There is a final category, which is concerned with the 

export from this country of typewriters produced abroad. 
In the first nine months of this year there were exported 
in this list 1,826 machines, against 91 in 1918 and 2,498 
in 1917—always, of course, in the first nine months of 
each year. Increased imports in the two years, therefore, 


coupled with decreased total exports, indicate pretty 
clearly the need for more machines here, 
<---> 
This is certainly encouraging to advocates of the British- 


made typewriter. W. J. Richardson, governing director 
of the Bar-Lock, said that his company is getting on very 
well with its new Nottingham factory. Plenty of skilled 
help has been secured and the architectural business for- 
merly held up has recently been proceeded with so vigor- 
ously and speedily that I understand the structural work- 
ers have now finished their job and the matter of internal 
equipment and furnishing is being got on with. 
<—e-—> 

The Imperial Typewriter Company, under the direction 
of our old friend, Hidalgo Moya, whose London agent is 
the energetic Miss Clements, is putting up a second fac- 
tory in Leicester, practically doubling the previous plant, 
but they are still unable to handle all the orders that are 
flowing in. This new factory is due to be opened next 
spring, perhaps as early as March. Mr. Moya, by the 
way, is shifting his own private address to London again, 
having secured the return of his house at Regents Park, 
recently in Government use. 

<-> 

In connection with these two developments a somewhat 
cognate matter might be mentioned. G. H. Bland, the 
general manager of the Empire Typewriter Company, is 
apparently receiving much more substantial consignments 
of machines from Canada than the all-American offices 
here are getting from the United States. Recently he 
received one consignment of 600 machines and incidentally 
the price of the Model I. Empire has been reduced from 
$125 to $100, and the No. II. from $175 to $131.25. (These 
figures are at the old rate of exchange of 4 shillings to the 
dollar.) <—-2-—> 

Allied with all these “British” developments a news- 
paper yarn has recently gone round about which it is 
difficult to find out anything of a reliable character at the 


moment. In effect, this story says that a certain Major 
J. P. Bate, with a record of good army service behind 
him and holding the Military Cross, the Distinguished 
Service Order (both with bars), and the Italian War 
Cross, is proposing to launch a new all-British typewriter 
company with a capital of two and a half million dollars. 
Major Bate’s address is in the center of clubland, other- 
wise Pall Mall, but the factory he is going to build is in 
Hunslet, Leeds, where a building is certainly going up, I! 
hear. Bate says that this factory will be a two hundred 
thousand dollar erection of the most approved modern 
character and the works are to be completed some time 
in the first half of next year. I am awaiting further par- 
ticulars about this matter, but the only definite thing at 
the moment is that “a typewriter factory” is being built 
at Leeds. <--> 

It cannot be said that nowadays the labeling of a type- 
writer “All-British” will give it any superior chance by 
itself over any other make of machine in this country. 
The people here are patriotic, but certainly some of the 
intense “All for Britain” fervor of the war period has 
slackened off in a most remarkable degree. This applies 
to every class of manufacture and not only to typewriters. 
Elsewhere than in typewriters, of course, the British 
public regards itself as having been made to sweat blood 
—to use an expression perhaps more characteristic of 
vigor than of politeness—by all sorts of profiteers during 
the war and, in fact, still more in many cases since the 
armistice. It can‘be said definitely that there is a very 
large section of consumers in this country who would 
welcome foreign imports of any sort and from anywhere 
if equal efficiency and lower prices were offered. 

<-> 


In so far as typewriters are concerned, profiteering 
complaints are not made. It is recognized that a genuine 
and actual shortage of machines, coupled with a very 
strong demand, made the bidding for typewriters a high- 
priced affair for the time being. These high prices are 
now a thing of the past and standard American models 
are now back to practically pre-war figures. The all- 
sritish typewriter, therefore, has to make good on merits 
and price; it will get no adventitious aid from its all- 
Britishness. <---> , 

In passing, it may perhaps again be worth while men- 
tioning a fact that is sometimes overlooked, and this con- 
sists of American exports to this country. The American 
exchange being against Great Britain and the pound ster- 
ling therefore buying fewer dollars than before this posi- 
tion was reached, there is in effect a natural protective 
tariff against American goods and in favor of goods from. 
say, France, Italy or even Germany, in each of which 
countries the pound sterling will buy many more francs. 
lire or marks than formerly, 


Whether this latter condition of international exchange 
will help attempts to import German machines into this 
country remains to be seen. In the first place, it is by no 
means clear that Germany has much of any sort of 
export, despite fantastic yarns about flooding this market 
with cheap German goods of all kinds that appear in the 
usually ill-informed daily newspapers here. It cannot 
be said, however, that in matters of business the anti- 
German feeling in this country is by any means as acute 
as before. Many important sections of business men here 
are trading with Germany and many more want to. 

<---> 

The makers of high-priced British goods of all sorts 
that arose and filled the market when lower priced German 
goods were excluded have certainly created a feelin, 
amongst large sections of the British public that the 
British public has been well “done,” and this is helping - 
more than anything else to diminish the above-menti aoe 
prejudice in so far as business matters are concerned. .- 
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Amongst the factors that are still appearing against the 
import of foreign goods into this country is the terrible 
and persistent congestion at all the ports of entry. Docks 
and harbors have for a long time exhibited congestion of 
a serious character, ships arriving finding it almost im- 
possible to secure anything like reasonably quick unload- 
ing. The scene in the port of London, for example, at 
the present time is quite exceptional in this matter. The 
river Thames is more or less packed to an abnormal 
extent right from the estuary to Plumstead marshes with 
shipping unable to secure entry into the docks, and even 
when entry is obtained unloading facilities and warehouse 
accommodation still fail to be forthcoming. Similar stories 
come from other leading ports, including Liverpool. 

<> 

Always, of course, where any leniency is granted, food 
is given priority of treatment. American typewriter com- 
panies here, therefore, continue to complain bitterly about 
the difficulty of getting their goods up from the coast even 
when they have arrived there. 


<-> 

The recent national railway strike was anything but 
helpful, naturally. At midnight on September 26 the 
500,000 organized railway men in this country stopped 


work and for nine days continued stopping, the strike not 


APPLIANCES Noven 


IQOTY. 


With the difficulty of getting mew machines, the 


repairing shops are keeping very busy and rebuilt ma- 


chines secure a quick sale. Prices for repairs rule very 
high as compared with those current before the war, 
showing an increase usually of well over 100 per cent. 
Increased labor charges account for much of this. More 
army used machines have recently been sold and an aver- 
age price of $100 per machine obtained. 
<--> 
Talking of repair work, an article recently published 


here dealing with new openings for women in peace indus- 
tries engaged in the production of mechanical goods, a 
strong recommendation for training women as typewriter 
mechanics is made. Several of the typewriting companies 
in this country employed women mechanics during the 
war, owing to the withdrawal of men for military service, 
and although it would be too much to claim that the 
women did as well as the men had done, they certainly 
proved in many cases very efficient substitutes. Of course, 
it has always to be borne in mind that the women got 
only a very brief period of training as compared with the 
much longer period served by the men. Typewriter me- 
chanics are not efficiently trained in the course of a few 
months and one member of the trade here declared it 
takes three years to make a really efficient typewriter 




















CONFERENCE 


THE PROVINCIAL 
Chairman, E. A. Klaber; 


ture include the following: 
Charante, F. W. Fuller, R. J. Rushbrook, T. Slight, S. 8S. 
Horn, W. H. Hetherington, J. F. Durkin, R. Upjohn, H. E. 
A. G. Jenkins and P. W. Mincher. 


being called off until Sunday, October 5. Volunteer effort 
on the railways, coupled with a sudden immense develop- 
ment of automobile road transport, served to prevent the 
country feeling any food difficulties, but goods were, of 
course, still further held up. Now that railways are once 
more working normally, the Government is being urged 
to do all that it can to continue the big road motor trans- 
port arrangements that sprang into being, but to use 
them now for direct help in clearing congested supplies 
away from our ports and harbors. Now that the pressing 
need, however, of the food situation has been removed, 
the Government appears to be more likely to let its sudden 
big organization of the above-mentioned sort drop away. 
<--> 

Talking of the railway strike reminds me that whilst it 
was in operation office workers in our big cities found 
great difficulty in getting to and fro between their homes 
and their offices in the mornings and evenings unless they 
walked—and with the enormous extent of modern London, 
for example, walking each way twice a day was too much 
of a good thing. To meet this trouble, the leading finan- 
cial and insurance companies and other big office owners 
set to work to install beds and bedding and other equip- 
ment for sleeping inside their own four walls, whilst 
others secured accommodation quite near at hand in some 
of the hostels that the demobilization of the army auxil- 
jary services in London have been recently making vacant. 
The bedstead for the time being became quite a prominent 
article of office equipment, but its vogue has now passed 
away. 
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mechanic. It will be interesting to see whether women 
remain in this branch of mechanical industry, and whether 
others who have been on all sorts of metal work, including 
oxy-acetylene welding, will drift in. 

<-> 

Movements of typewriter men between this country and 

and the United States are now taking place from time to 
time. One of the recent travelers is A. Warren Yancey, 
of the L. C. Smith, who returned on the Celtic after, he 
says, having arranged for larger supplies of typewriters 
for Great Britain. 

<-> 


Turning to the other branches of the ofhce appliance 
business, all round activity and movement is perceptible. 
The Burroughs adding machine people here, for example, 
are evidently not going to let the grass grow under their 
feet now that the war is over. They are conducting 
advertising campaigns of the most interesting character 


and at the same time are securing stand space in all the 
trade expositions which are now beginning to be held 
once more, either at Olympia, London, or at the Agri- 
cultural Hall, Islington, London. The stands are, of 


course, equipped with the newest machines, including the 
ledger posters, with determined and well-spoken young 
demonstrators always at hand. The advertising matter in 
the newspapers is illustrated and is devoted just now to 
showing how a properly machine-equipped counting house 
can, with one clerk, handle as many as 6,000 accounts a 
day and post a set of twelve ledgers. The case of one 
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operator posting two hundred separate accounts an hour 
is given, apparently as a record for the time being. 
<--> 


Roneo, Ltd., is another active mover which is also 
specializing in good displays in trade expositions. For 
example, in the shipping exhibition now being held at 
Olympia they exhibit steel cabin furniture, fireproof doors, 
bulkheads, etc \ fireproof door is on view which was 
fitted on the S. S. Carmania and which was effective in 
preventing the spread of fire when the Carmania was hit 
when in action with an enemy ship. Ship’s partition in 
steel is also shown and conveys at once the great advan- 
tage of steel should an outbreak of fire occur at sea. The 
design is neat and artistic, and easily takes the place of 
the present woodwork which in case of fire only acts as 
fuel. The cabin furniture consists of a secretary's bureau, 
bookcase cupboard, bunk, all beautifully grained and pol- 
ished to match mahogany. The easy running of the 
drawers and sliding doors is an agreeable surprise, there 
being no warping to interfere with the manipulation. 

<8 > 


The National Cash Register people are also well on the 
job in trade exhibitions. This concern is now pushing 
very vigorously in this country the National cash credit 
file system. It is generally shown constructed of double 
walls of sheet steel packed with a composition that makes 
it as nearly fireproof as steel metal construction can be 
made. The cabinet is in two sizes for 120 or 180 accounts 
and the merchant can build up from this to any size he 


Promoting American Markets in Spain. 


An organization to promote the commercial relations 
of Spain and the United States has been formed, known 
as Sociedad Americana Expansion Commercial, Andres 
Lopez Pardo, directo technico, Central de Sevilla, Jesus 
del Gran Poder, 82, Seville, Spain. It is planned to com- 
pile information which will enable the society to furnish 
to inquirers in Spain with all details regarding American 
manufactures, including prices, discounts, methods of 
payment, transportation, customs charges, etc. Four of- 
fices are maintained, at Barcelona, Madrid, Seyille and 
Bilbao. 


The Law on Branches in Italy. 

Commerce Reports printed an extended description of 
the legal status of branch houses of foreign firms in Italy. 
The issue of October 16 indicated the obligations and 
privileges of a branch house in Italy, telling about the 
papers to be filed, the registration fees, income and profits 
tax and municipal tax. In cases where the business ex- 
pected runs into a considerable volume it is best to or- 
ganize an Italian limited liability company, because of the 
taxation requirements. 

Havana Concern Changes Name. 

On November 1 the name of the Morgan & Walter 
Oftice Equipment Company of Havana, Cuba, was changed 
to the Morgan & McAvoy Company. The officers, board 
of directors, organization, etc., of the company remain 

















PORTION OF OFFICE OF THE MORGAN & McAVOY OFFICE 
EQUIPMENT COMPANY, HAVANA, CUBA. 


wants; whilst, furthermore, the outfit being supplied in 
mahogany, oak or black finish, the merchant is able to 
match his shop fixtures. 


Office Supplies in Spain. 

Commerce Reports, in covering the import situation in 
Spain, made the following comments regarding office 
supplies in the Corunna district: 

“Although a great number of the various kinds of office 
supplies are of American manufacture, this trade could 
be greatly increased. It is very difficult to obtain mani- 
fold typewriting paper, and the quality of that obtainable 
is extremely poor. No American paper is found on sale. 
American typewriters, as well as American ribbons and 
carbon paper, are on sale in Corunna. The carbon paper 
is the standard weight only, although there is a consider- 
able demand for the lightweight paper. These articles 
are seldom imported direct, but are obtained through 
houses in Barcelona or Madrid.” 


Lyons Fair in March, 1920. 


The fifth annual Spring fair will be held at Lyons, 
France, March 1 to 15, 1920. Applications are now being 
hled. An innovation will be an advance catalogue show- 
ing the exhibitors and the commodities to be shown. 
This will be issued about a month in advance of the 
opening of the fair. 
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THE OFFICE STAFF OF THE MORGAN & McAVOY OFFICE 
EQUIPMENT COMPANY. 


the same as heretofore. The reason for changing the 
name is that, according to the old Spanish law, the names 
of the directors of the company should appear in the 
company’s name, and as Mr. Walter has not been con- 
nected with the firm for some years, his name has there- 
fore been dropped and that of Charles McAvoy, vice- 
vice-president and secretary, has been substituted. 

The two pictures shown on this page are of the office 
and the office employees of this company. 

Panama Paper Imports. 

Imports of paper and manufactures thereof into Panama 
during 1918 were: From the United States, 668,542 kilos 
valued at $222,471. From the United Kingdom, 6,015 
kilos, valued at $7,227. From all other countries, 45,624 
kilos, valued at $20,732. 

New Zealand Stationery Imports. 

Imports of stationery into New Zealand for the years 
stated have been published: (1914) $669,183, (1916) $863,- 
268, (1918) $690,298. Paper other than printing was 
imported as follows: (1914) $457,198, (1916) $1,424,926, 
(1918) $1,366,975. — 

Indian Imports of Stationery. 

Imports of stationery from all sources into India for 
the periods stated were as follows: (1917-18), $2,091,297; 
(1918-19), $2,270,960. Paper and pasteboard imports were: 
(1917-18), $7,498,304; (1918-19), $8,826,209. 

(Continued on page 258.) 
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New Underwood Portable Typewriter. 


The Underwood Standard Portable Typewriter is the 
name of a new lightweight machine just perfected by the 
Underwood Typewriter Company. The machine is non- 
folding, but weighs only 6% pounds alone and 8% pounds 
in traveling case, which measures 12x4%4x8'4 inches. The 
type bars are hung in a segment on a single bearing rod. 
Many of the parts upon which come the greatest stress 
are corrugated. The carriage rides on roller bearings sup- 
plemented by ball bearings. The escapement is of the 
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PORTABLE TYPEWRITER 
KEYBOARD. 


NEW UNDERWOOD 
LCOKING DOWN ON 


VIEW OF 


star wheel type, rotating on ball bearings. The rigid 
dog is beveled, permitting the forward movement of the 
carriage while the type bar in its return, is still within 
half an inch of the printing point. When the carriage is 
reversed the escapement wheel is released from friction. 
Ball bearings are used wherever serviceable—in the car- 
riage, mainspring and escapement wheel. The type-guide 
is of original design, holding the type securely at the 
point of printing. Carriage vibration is reduced to a mini- 
mum, type bars are short and corrugated, and are, as 
noted, held securely at both ends at the moment of print- 
ing, all of which makes for true alignment. 


The keyboard of the new machine has twenty-eight 
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keys. With a double shift this provides 84 characters. The 
touch is responsive and light, the individual key tension 
making it possible to adjust the touch to suit the desires 
of the operator. The machine writes 80 pica spaces and ac- 
commodates a large sized commercial envelope. Marginal 
stops and line lock are on a graduated rack in the rear, 
and may be set instantly and accurately at any desired po- 


sition. The release of the stop and lock is controlled by 
the same key operated with the right hand. The paper 
fingers extend up from a graduated scale in front, and 


may be quickly adjusted to harmonize with the marginal 
button mechanism and released by touching either key. 


The ribbon is of full length and either one or two colors 


may be used. All Underwood ribbon spools are inter- 
changeable. Ribbon may be disengaged by an adjusting 
lever when it is desired to cut a stencil. The machine is 
effective also for manifolding work. 

The releases—carriage, paper and marginal—are all on 
the right side just back of the cylinder knob and accessi- 
ble to the index finger of the right hand. 

The line space and carriage return lever is on the left 


end of the carriage, together with an adjusting button for 
single and double space and a ratchet release for writing 


on ruled lines. The back space key is on the right side 
of the keyboard. 
A Simple Envelope Moistener. 
J. B. Mullally, 717 Arctic building, Seattle, Wash., 


has secured a patent on a simple but apparently practical 
little wire and sponge device for moistening envelopes and 
affixing postage stamps. The polished spring wire is bent 
and shaped so as to slip upon the hand. One end is 
spiraled to hold a small sponge which, when the device 
is in place, lies toward the outside edge of the back of the 
hand. After the letter or filler has been inserted in the 
envelope, a backward sweep of the hand brings the moist 
sponge in contact with the gummed flap, which is then 
pressed down and the sealing is done. It is said that the 
device is equally efficient in the affixing of postage stamps 


to envelopes, packages, etc. For the latter purpose one 
simply touches the spot where the stamp is to be affixed 
with the moist sponge instead of wetting the gum on the 
stamp. 
A Self-Figuring File. 
There is being placed on the market a card file which 
is intended to eliminate much of the detail figuring in of- 


fice work. The cards can be used in standard filing cases 
The system is patented and is intended for such work as 
boards 


cost accounts, stock records, inventories, control 
and pay rolls. 

The features claimed for the system are that it keeps 
accounts up to the minute because figures are secured 


as the account progresses and are shown with the total 
as soon as the work is finished; original entry blanks are 
used as the entry, which eliminates copying of the entry 
ind all original entries are filed with the account ready 
for immediate reference; guards against wrong entries; 
enables one to find balances without removing the card 
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from the file; greatly facilitates the auditing of the ac 
count. 

The system has been put to a practical test in a depart- 
inent store for three years. Arrangements are now being 
made to develop its sale. Communications should be ad- 
dressed to Edward & Albree, Swampscott, Mass 


A New Auction Sale Outfit. 


One of the recent inventions is a patented device for 
use in clerking auction sales. The device is especially 
designed for use at farm and street sales, where the wind, 
snow and rain sometimes interfere with the usual methods 
of turning pages and changing carbons. 

The outfit consists of a clip-board and a number of 
kraft envelopes especially printed and thumb-cut. In each 
envelope is a carbon, second sheet and press board, the 
same being placed in as many envelopes as will be neces 
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DEVICE FOR USE OF CLERKS AT AUCTION SALES 


sary to clerk the sale. The envelopes are then placed in 
a special clip-board. As soon as the top envelope is filled 
it is placed under the unused ones, the change taking but 
a moment and requiring no handling of the carbons or 
second sheets. 

One or more duplicate records of each sale can be made. 
At large sales where two clerks are required, each en- 
velope as soon as filled can be handed by the first to the 
second clerk to make the settlements. , 

These outfits are known as the “Flex-Tic Sale Outfits” 
and are prepared by the Flex-Tic Supply Company of 
Harris, lowa 


A New Typewriter. 

A new model of the Victor typewriter is known as No. 
10. This machine is described as having inch wide cone- 
bearing telescoping type bars. It is equipped with a two- 
handed variable line spacer and back space bar properly 
placed in conformity with the rest of the mechanism. The 
escapement is the same as on other machines of this make. 
The ribbon control is automatic and positive in its action. 
The ribbon moves horizontally across the machine and 
is automatically reversed at either end by a new device 
so constructed that the point of reverse is variable, thus 
adding to the life of the ribbon. 

Unit feed rolls automatically adjust themselves to any 
uumber of sheets of paper which can be used at one time 
in manifolding, gripping the paper at once and carrying it 
firmly past the point of printing, so that the last line may 
be written at the extreme lower edge of the paper without 
throwing any of the letters out of alignment. Auxiliary 
feed rolls of a new design are provided, so constructed 
that they not only hold the paper firmly, but by an oscil- 
lating movement draw it from the center, eliminating the 
air cushion sometimes formed at the printing point. The 
paper fingers are automatically prevented from passing 
over the printing point so that it is impossible to strike 
them with the type. The ribbon guide is so constructed 
as to prevent the curling of the ribbon, the use of whose 
entite surface is made possible by a three-positioned rib- 
bon control lever. The position of the ribbon gear is au- 
tomatically controlled by the paper, so that it is at a fixed 
distance from the paper during the entire operation, no 
matter how many sheets of paper and carbon are being 
used. Ribbon spools when placed on the shaft are auto- 


matically locked and cannot become loose. Ribbons of 
the standard half-inch width are used on this machine, 

The paper table may be rocked forward, permitting the 
adjustment of either the marginal or the tabulator stops; 
marginal stops may be moved from one side to the other 
by a slight pressure of the finger. 

A smooth and noiseless movement of the carriage is 
obtained by the use of octuple roller truck bearings which 
bear at different angles in such a manner as to eliminate 
lost motion even when the truck is at the extreme outward 
positions, right or left. The travel of these eight roller 
bearings is automatically controlled. 

The platen is farther to the front and higher than on 
previous models of the Victor machine. The line space 
mechanism is so constructed that the same pressure on 
the line space lever gives one, two or three spaces on the 
platen, according to the position of the line space gauge. 

The platen of the No. 10 correspondence model takes 
paper ten and one-half inches wide and writes a line nine 
and one-half inches long. 

The carriage shift lock has been placed on the left in- 
stead of the right side as on former models, since the 
average operator does most of the shifting with the left 
hand. 

The machine above described is made by the Victor 
Typewriter Company, Wyoming and Poplar avenues. 
Scranton, Pa. 


Importance of Order and System. ! 


How to make one’s work move forward in an orderly 
manner, without one’s desk or work place becoming clut- 
tered up with masses of detail is one of the biggest prob- 
lems of the desk man, and, in fact, of everyone whose 
daily work involves the handling of numerous pieces of 
matter to be disposed of. 

The “work-organizer” is the name of a device which, 
its makers believe, has solved this problem. The device 
has ten sections. The labels on the individual pockets 
indicate how the system is used in the ordinary office. 
But the system is exceedingly flexible. The labels are 
removable and the subjects can be adapted to any kind 
of work. In some cases it is said that one individual will 
occasionally find use for a number of the systems. 

The system is substantially constructed. Top, bottom 
and ends of each pocket are covered with Fabrikoid, 
which is stain-proof and non-absorbent, and can there- 
fore be kept clean 

The containers are large enough to accommodate papers 
10% by 14 inches without any edges protruding. 


New Combination Telephone-Dictating Machine. 


L. W. Bradley of Chicago, who. travels for the dicta- 
phone, has invented a method whereby the telephone is 
combined with the receiving apparatus of a dictating ma- 








SHOWING METHOD OF RECORDING TELEPHONE ORDERS 
ON DICTATING MACHINE AT TIME ORDERS ARE 
TAKEN AND REPEATED BY ORDER CLERK. 


chine in such a way that orders are recorded on the cylin- 
der and may be transcribed therefrom by an operator in 
the regular course. The orders coming over the telephone 
are not impressed directly on, the cylinder, however, but 
the mouthpiece of the dictating machine and that of the 


(Continued on page 180.) 




















The Labor Situation and Steel Furniture. 


In compliance with a request, S. S. French, president 
of the National Association of Steel Furniture Manufac- 
turers, has oftered an expression on the effect of the steel 
mill strike on the metal furniture industry. Mr. French 
laid emphasis on the fact that his thoughts are his own 
personal opinion, but believes that they would be shared 
by other members of the association. 

“Before the steel strike was called there was a shortage 
of sheets in the steel industry, and since the strike has 
been in effect all of the manufacturers of steel furniture 
have been using their reserve supply, and, of course, it is 
only a question as to whether these reserves will meet 
the demand until the steel mills are back to normal opera- 
tion. In this business, using various sizes and qualities 
of steel, our stocks of raw material are always more or 
less unbalanced, and we will undoubtedly be handicapped 
in our operations by running out of various items in our 
inventories from time to time. 

“We will undoubtedly have to make substitutions and 
resort to a lot of resources in overcoming obstacles neces- 
sitated by the shortage of certain parts. 

“Also, the gap that has occurred in the production of 
sheet steel is going to extend the deliveries just that 
much further along, and with a shortage of sheets to begin 
with, it seems to me that there is going to be a shortage 
of sheets for some time to come, and that we will be 
working with a very small reserve stock, which will 
undoubtedly extend the time of delivery on many items 
in our line. 

“The outlook for a good business is very promising, 
and I have great faith in the people of this country being 
able to solve labor and material troubles without seriously 
affecting the general good business conditions which seem 
to lie just ahead, and it seems to me that we are going 
to have a shortage of steel not only now, but when the 
mills are back working again at full capacity that there 
will still be a shortage for some months to come.” 








Wahl September Net Shows Large Increase. 


The report of the Wahl Company for September will 
show a big increase in earnings over August. Gross 
business for September amounted to over $650,000, and 
net earnings about $250,000, compared with a net of 
$115,000 for the month previous. This is at the annual 
rate of $3,000,000 net, which. after allowing for the seven 
per cent dividend on the $2,500,000 preferred, would leave 
over $17 a share for the common before taxes. 

The company. carried over from 1918 a surplus of 
$635,000, and with the big earnings for 1919 should be 
in a position to place the common stock on a dividend 
basis at an early date-——Chicago Examiner, October 16, 


1919. 


Saunders President of Manufacturers’ Export Ass’n. 

W. L. Saunders has been elected president of the Amer- 
ican Manufacturers’ Export Association, succeeding 
George Ed Smith, = of the Royal Typewriter 
Company, Inc. Mr. Saunders is chairman of the board of 
the Ingersoll-Rand Company, manufacturers of heavy 
machinery. 





ws « Miscellany 


Presenting the Important News of the Month, With an 
Interesting Report of the Notable Activities 
in Every Section of the Field 








Jury Awards Damages in Intimidation Case. 
_A verdict of $15,000 was returned by the jury in the 
Circuit Court in Chicago in the suit of Sidney Morris 
& Co. for $100,000 damages against certain Chicago sta- 
tioners charged with intimidating a number of manufac- 


turers to prevent sale of merchandise to Sidney Morris 
& Co. 
The suit was originally brought against Charles A. Ste- 


vens, Fletcher B. Gibbs, Arthur Payne, Louis Marshall, 
John W. Ogren, chairman of the Chicago Stationers’ Asso- 
ciation, S. D. Childs & Co., Stevens, Maloney & Co., Cam- 
eron, Amberg & Co., Commercial Stationery & Loose 
Leaf Company, and the Globe-Wernicke Company, all of 
whom were charged in the suit with intimidating, influ- 
encing and cajoling the following firms to refuse to sell 
merchandise to Sidney Morris & Co.; Bainbridge & Co., 


the Globe-Wernicke Company, Sanford Manutagturing 


Company, the Carter's Ink Company, Eberhard Faber, 
American Lead Pencil Company, Spencerian Pen Com 
pany, Esterbrook Steel Pen Manufacturing Company, 
Crescent Brass & Pin Company, Boston Specialty Com 
pany, Irving-Pitt Manufacturing Company, King Road 


Defiance Manufacturing Company, Cook & Cobb 
8 ] 
Methods 


Guide, 
Company, Hale Specialty Company and Imperial 
Company. 

Defendants Fletcher B. Gibbs, Louis Marshall, Cameron, 
Amberg & Co. and S. D. Childs & Co. were 


dismissed 


from the suit at the end of the plaintiff's case and the 
verdict does not operate as to them. 
Messrs. Ogren & Wermuth, attorneys for the defend 


ants, state that the case is by no means determined by 
this verdict. and under instructions of the defendants, they 
have already taken steps to perfect an appeal 

Chicago Stationery Legion Post. 

The Chicago Stationers’ Association has under consid- 
eration the formation of a post of the American Legion 
All former service men, whether army, navy or marines, 
who are connected with concerns manufacturing or deal- 
ing in stationery and office equipment are eligible to 
inembership. 

It is requested that each concern in the field compile a 
list of the names of its eligible employees and send the 
list as soon as possible to Mr. H. J. Coon, care of S. D 
Childs & Co., 136 South Clark street, Chicago. Mr. Coon 
is chairman of the committee which is making a survey 
of men eligible to a Chicago stationery and office equip 
ment post of the American Legion. 


Chair Manufacturer Establishes Export Office. 

For the convenience of dealers in territories outside the 
United States the Nichols & Stone Company. of Gardner, 
Mass., have established an export office at 15 Whitehall 
street, New York, N. Y. Dealers located abroad should 
address their inquiries or correspondence to this office for 
prompt reply. 


Changes in Department of Commerce. 

Late in October William C. Redfield resigned as secre 
tary of commerce. after having served in that position 
for six and one-half years. Temporarily Edwin F. Sweet, 
assistant secretary of commerce, will be acting head of 
the department. 
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Luncheon in Honor of Lieutenant Mamet. 


Office Equipment Subdivision of the Chicago 

Association of Commerce Meets Distin- 

guished French Business Man at Special 

Luncheon—Facts on Business Conditions in 
France. 

On Friday, October 17, Subdivision No. 35 of the 
Chicago Association of Commerce—the office equipment 
subdivision—gave a luncheon in honor of Lieut. Charles 
Mamet, of Paris, France, who, with his wife and cousin, 
Mr. LaSalle, were spending a few days in Chicago. The 
luncheon was held at the Morrison hotel, and a good 
attendance of the representatives of the industry was 
present. C. D. Worthington, chairman of the subdivision 
and manager of the Chicago sales department of the 
Addressograph Company, presided. Those present in- 
cluded the guest of honor, Lieutenant Mamet, of La Com- 
pagnie Real, Paris; J. S. Duncan, president of the Ad- 
dressograph Company, Chicago; C. D. Worthington, the 
\ddressograph Company; Evan Johnson, J. A. Gilbert and 
H. W. Martin, of Office Appliances, Chicago; Arthur 
Ames, Ames Supply Company, Chicago; Clyde Bryant, 
Chicago branch, the Elliott-Fisher Company; George Mc- 
Clellan, manager Chicago branch of the Underwood Type- 
writer Company; Mr. Scherm, Amberg File & Index Com- 
pany, Chicago; W. I. Currie, manager of the Chicago 
branch of the Dalton Adding Machine Company, and his 
son, who recently returned from military service in 
France; Mr. Boughton, of the Chicago office of the 
American Multigraph Sales Company; Mr. Mehan of the 
4. B. Dick Company, Chicago; Mr. Robbins, of the Chi- 














LIEUTENANT CHARLES MAMET. 


cago branch of the Baker-Vawter Company; W. L. Mc- 
Kay, vice-chairman of Subdivision No. 35 and head of 
W. L. McKay & Co., Chicago; Mr. McQueen, of the 
headquarters office, Chicago Association of Commerce; 
D. C. Malin, of the Chicago branch of the Shaw-Walker 
Company; C. L. Moore, secretary of the Sales Book Man- 
ufacturing Association; L. E. Woolf, Acme Card System 
Company, Chicago; W. H. Jarrett, of the Harry A. Smith 
Typewriter Company, Chicago; A. L. Butler, of the Chi- 
cago branch of the Yawman & Erbe Manufacturing Com- 
pany; C. M. Meyer, of the Wilson-Jones Loose Leaf 
Company, Chicago, and Mr. Morris, of the Chicago branch 
of the Furnas Office Furniture Company. 

After a few preliminary remarks by the chairman, Evan 
Johnson, of Office Appliances, introduced the guest of 
honor, who was received with cheers. In introducing 
Mr. Mamet, Mr. Johnson said, in part: 

“It is a pleasant privilege to extend to you the hand of 
fellowship of this company. We greet you as a co-worker 
in the field where our own fortunes are cast. We know 
that the difficulties with which you are confronted in your 


own city are the same difficulties with which we are day by 
day confronted. The problems which you must solve are 
the problems which we must solve. The friendly rivalry 
in which you are engaged is very like the friendly rivalry 
in which we are engaged. 

“But above our fraternal sentiments for you as a co- 
worker in business is the higher and nobler fraternal 
sentiment which we hold for you as a comrade in the 
struggle to make liberty a fact in the lives of men. Asa 
soldier of France we greet you, Lieutenant Mamet, and 
express the hope that the long friendship between your 
country and ours, renewed on the battlefields of Europe, 
will increase with the passing years. 

“Between the ages of ten and twelve years every boy 
and girl in this country who attends school learns what 
constitutes the basis of the long friendship between 
France and the United States. They are taught the story 
of that small group which, contending for liberty, found 
themselves in a position of great uncertainty in their 
struggle to establish the principles of free government. 
They learn that when success seemed about to elude the 
grasp of the Americans, there appeared off the shore of 
one of our Southern states a ship flying the flag of 
France. What followed is know equally well, I hope, to 
every boy and girl in your country. 

“Tt is a long time between that historic event and the 
landing of General Pershing in your country. Upon his 
arrival there was a story to the effect that he gathered 
his aides about him and, standing before the statue of 
LaFayette, made the laconic remark, “LaFayette, we are 
here!” Whether or not the incident occurred precisely 
as recorded, it did occur in the mind of every true Ameri- 
can. History will record it as a fact. A new bond unites. 
the peoples of France and the United States. It shall 
endure as long as our two governments shall last.” 

After acknowledging his introduction by Mr. Johnson 
and expressing his pleasure at being able to meet and 
confer with the members of the office appliance group of 
the Association of Commerce, Mr. Mamet paid graceful 
tribute to the kindness and hospitality he assured us he 
had found throughout his journey in the United States, 
and said that it would be his pleasure to take to France 
and lay before his colleagues of the French office equip- 
ment association the many letters he has received which 
give evidence of the power of the office equipment indus- 
try in America and of the kindly feelings of Americans 
toward Frenchmen. 

Mr. Mamet then briefly described the situation of the 
industry in France and named the two associations which 
direct the policies of the industry in that country. He 
noted certain differences of method in the business cus- 
toms of America as compared with those of France. He 
expressed himself as being in favor of the appointment 
of dealers instead of agents as the representatives of 
American manufacturers in France. Select a successful, 
responsible dealer; give him the dealership on terms as 
liberal as possible, and then support his efforts. Such a 
policy will win. The resident dealer understands the 
conditions he will have to meet; he knows whom to 
appoint as sub-dealers and whom to avoid. It has been 
quite common experience, he said, that agencies have lost 
money, while the dealers have made money. “We have 
in France,” said Mr. Mamet, “the spirit of devotion to those 
who have been fair with us.” Once the French people give 
their confidence, they are not easily shaken out of their 
faith; business once established upon grounds which jus- 
tify faith and confidence may be sure of permanence. 

The Frenchman takes a different attitude toward new 
devices than the American. Before the Frenchman will 
buy a machine, the salesman must prove to him that he 
needs one. The inclination of the French business man 
is toward conservatism. 

But the war and the difficulties which have arisen since 
hostilities ceased have shown the French people the im- 
perative need for the speedy resumption of business and 
industry. The value of time and labor-saving machines 
has been abundantly proved, and there is now a demand 
in France for office machinery of a sort which can be 
adapted to conditions and will speed up productive enter- 
prises. Before the war Mr. Mamet stated that the com- 
pany of which he is the head—La Compagnie Real—sold 
6,000 typewriters a year; now he could sell 3,000 a month 
if he could get the machines! 

The greater part of the factories of France were situated 
in the northern part of the country—the district first in 
France to feel the brutal destructiveness of the invader. 
The Germans destroyed every factory and carried away 
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all machinery that could be transported. The speaker 
said that in his judgment it will require ten years to put 
the manufacturers of France again on a prosperous foot- 
ing. The exorbitant rate of exchange between America 
and France is raising up unusual difficulties; American 
goods cost almost double what they cost before the war, 
even where prices in terms of American money have not 
been advanced. The Germans, of course, are using every 
art and argument to establish themselves again in the 
French market, and are offering every inducement; but 
the French office equipment association remains firm in 
its resolution to permit no member to buy goods, either 
directly or indirectly, of the Germans. 

Mr. Mamet strongly urged the establishment of branch 
factories by American houses in France. Such branches 
need not necessarily manufacture the articles as a whole, 
but should be equipped to receive the component parts 
of an article and to assemble it into a finished whole. 
This would particularly apply to filing cabinets. These 
could be shipped in what is known as knock-down con- 
dition, in which state the cost of packing and transporta- 
tion would be less, and could be assembled and finished 
in France. In France there are plenty of skilled workmen 
who are both faithful and industrious. The manufacturer 
adopting the policy here indicated would find that aiter 
his initial expense, which would be relatively less in 
France than it would be here for a similar establishment, 
many advantages would accrue. The cost of the finished 
product would be relatively less and the French people 
would be better able to buy the product—indeed, would. 
perhaps, more cheerfully do so, feeling that thus they 
would be assisting French industry while helping a part- 
nership between France and America. Paris, said the 
speaker, is a central point to which the industrial life of 
the European continent gravitates. It is easily reached 
from every other center, so that American branch fac- 
tories should be established in Paris if one would expect 
the best results. 

At the conclusion of his remarks, Mr. Mamet was given 
hearty applause and after the luncheon was the center 
of an informal reception. 

The shortness of Mr. Mamet's stay in Chicago caused 
regret among the members of the office equipment fra- 
ternity who had the pleas- 
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spondence We knew him as an alert and progressive 
business man, but had no opportunity to come in con 
tact with him personally. Then the war came and 
like a vast cloud, blotted out communication for 


The arrival of the article written by Mr 
Mamet and Mr. Maurice about two years ago concern 
ing conditions in France gave assurance that our frien: 
was still living; but we did not know until six months ag¢ 
that the article was written while the authors were pris- 
oners of war in a German fortress; that it had to be 
written on the thinnest tissue and smuggled through t« 
Switzerland in the back of a hair brush, and sent thence 
to Paris, where it was translated and mailed to the United 
States. Obviously, the conditions under which the article 
was written and sent could not be stated at the time 
When we finally did learn the circumstances, we said ir 
to ourselves, in colloquial Americanese—“‘Some men!” 
About this time Captain Biernatzki was released fron 
service with the American Red Cross organization and 
resumed his connection with Office Appliances. He 
immediately made the acquaintance of Mr. Mamet and 
Mr. Maurice, his partner, and was able to obtain the 
original copy of the manuscript above referred to. Mr 
Biernatzki has received so many courtesies at the hands 
of these gentlemen and others in France that Office 
Appliances is under very considerable obligations. 

Charles Mamet is a man who is qualified to be a capita] 
business ambassador of France. He is a man of liberal 
education, speaking and writing English fluently. He 
possesses that refinement of character and perception 
which makes his presence welcome everywhere, and wit] 
these valuable qualities he unites a soundness of judgment 
which adds strength and dignity to his observations. His 
qualities of mind and heart fit him for leadership 


Important Communication to Dye Consumers. 


The War Trade Board Section of the Department of 
State is now prepared to make allocations providing for 
the importation of German dyes (other than vat dyes) i1 
amounts sufficient to supply the requirements of the 
consumers of the United States for the six months 
period November 15, 1919, to May 15, 1920. 

\llocations will be made only when the articles desire: 

to be imported are unob 


several years. 








ure of metting him. It was 
hoped that he would be able 
to remain with usatleasta 
fortnight more, which would 
have given opportunity to 
arrange something by way 
of entertainment for him 
and his charming wife and 
the young cousin, who is a 
student at a school of engi- 
neering at Paris, and quite 
naturally was keenly inter- 
ested in all that he saw of 
the activities in America 
bearing upon his present 
studies and future profes- 
sion. A stay of less than a 
week, however, was all too 
short, and members of the 





trade here sincerely hope 
that these friends from 
France will come again 


next year and arrange to re- 
main longer. In this hope 
the members of the staff of 


Office Appliances heartily 
join. 
Mr. Mamet and family 


left for points in Michigan 
on the evening of Friday, 
October 17, and from 
thence they went to New 
York, where they attended 
the business show. After 
concluding some _ business 
matters in the East, they 
departed for home early 
this month. 









tainable from United States 
sources, or, though obtain 
able from United States 
sources, are wunobtainabl: 
on reasonable terms as t 
prices, quality and delivery 


main 


| Importations of these ar 
; | ticles will be governed by 
4 rules and regulations whicl 
will be announced as soor 
as the necessary details 
have been completed. I: 
the meantime, dye consum 
ers are requested to file 
with the War Trade Board 
Section, as soon as pos 
sible, applications and un 
dertakings on forms whicl 
will be supplied on request 
by the Bureau of Imports 
War Trade Board Section 
Washington, D. C., in 
which will be stated esti 
mates of the amounts of 
the above mentioned dyes 
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which will be required for 
consumption during the 
above mentioned six 


months’ period. 

Applicants are urgentl 
requested to estimate their 
requirements as accurately 
as possible, as all estimates 
will be carefully scrutinized 
and any applications con- 
taining estimates which are 
apparently excessive will 
not be acted upon until the 





For some time before the ss matter has been _ investi- 
war it had been the privi- PORTION OF A WINDOW DISPLAY OF ZAISER’S gated and found satisfac- 
lege of Office Appliances to SPECIALTY COMPANY OF DES M7“INES, IA. Example of tory to the War Trade 
be acquainted with Mr the use of an upright panel design for a striking display of Board Section of the De 


Mamet through corre indexing devices. 
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WINDOW DISPLAY BY 





THE OHIO DESK COMPANY.A 


single line—that of 


New Teetor Agencies 
The Teetor Adding Machine Company have lately es- 


tablished sales offices in I 


owa at Davenport, Waterloo, 


Burlington and Des Moines, of similar arrangement. 
They are all ground floor locations and uniformly desig- 


nated by a window sign. 
Sioux City and Omaha—wi 
and Mason City, lowa, and 


These agencies, together with 
th sub branches at Ft. Dodge 
Lincoln, Nebr.—form District 


No. 1, which is under the supervision of District Manager 


> 


ful in selling 


R. H. Cox, who for the past year has been very success 
Teetor adding, subtracting and listing ma 


shines, and has some twenty-five and ten-machine deals 


to his credit 
C. J. Carr is manager of 
Almquist of 


Waterloo agency; J. M. Renwanz is manager of the Bur- 
ington agei ; 
Each agency is equipped with a capable Service Depart- 
ment and a great many compliments have-been paid this P. Bulmer, cne of 
ranch of the organization on their efficiency. District | 
No. 1 has been opened, equipped and manned since Au- \ires, m 
gust 1, 1919, and at present 
s employing twenty-two 
nen. More managers and 


salesmen are being put into 
the field as rapidly as pos- 
sible and it is the intention 
»f the Company to model 
ill new agencies which are 
eing opened after the plan 
now used inthis district. It 
s the purpose to use this 
listrict as a training school 
and a good place from 
which to draw managers 
and district managers for 
new territory to be opened. 


New Store at Helena. 
J. M. Cartwright, trading 


is “Cartwright of Clarks- 
lale,” in the state of Mis- 
sissippi, is expanding. He 


las opened a store carry- 
ng office supplies, equip- 


ment and appliances at 


lelena, Ark. This store 
vill operate as “Cartwright 
»%§ Helena.” The store is 


the "Davenport agency 


the Des Moines agency; E. A. 
R. R. Scott of the 





fine example of a large window devoted exclusively to a 
indexing devices. 


located on the main business street, next to the Cleburn 
Hotel. Rufus Thompson, of Huntsville, is store mana- 
ger; Sam Dillard, also of Huntsville, is sales manager, and 
‘e charge of contracting. Purchasing for both stores will 
be done by Mr. Cartwright at Clarksdale, Miss. 


Acme Eastern District Salesmen Dine. 


Members of the Eastern division of the sales force o! 
the Acme Card System Company were. dined at Hotel 
McAlpin October 24. L. S. Beard, the New York dis- 
trict manager was in charge of the dinner. Addresses 
were made by F. H. Johnson, general manager. who came 
from Chicago, and M. Martin Kallman, of Washington, 
D.C. Mr. Kalin well known as an efficiency expert. 





Prominent South American Visits U. S. 
the managing heads of the firm Com- 


pania La Camona, Agents for the Monroe in’ Buenos 


ade a business trip to the United States during 
the month of ‘October. 











WINDOW DISPLAY IN THE STORE WINDOWS OF . ARKER 


BROTHERS, EXHIBITING 
MENT OF INDEXING SYSTEMS. 





A STRIKING ARRANGE- 


While in New York, Mr. 
Bulmer ait a day at Or- 
ange, N. J., vwroe te the 
plant of the Monroe Calcu- 
lating Machine Company. 


Mr. Bulmer reported that 
business conditions in Ar- 
gentine are very favorable, 
and his attitude was de- 
cidedly optimistic. 


Holland Merchant in 
New York. 


C. Rikkers, president Rik- 
kers Bros., Ltd., Amster- 
dam, Holland, arrived at his 
company’s New York office, 
2 and 4 Stone street, early 
this month. He came to 
meet office equipment man- 
ufacturers who wish to in- 
troduce their lines into Hol- 
land, Belgium and the col- 
onies. Mr. Rikkers is thor- 
oughly informed as to the 
stationery needs of Conti- 
nental Europe. 
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The Rev. Willis V. Dick. 


At two o'clock on the morning of Saturday, October 18, 
there passed peacefully away at his home in Marietta, O., 
the Rev. Willis Virgil Dick, D. D., president of the Safe- 
Cabinet Company, and one of the strongest figures both 
in religion and in business in the southern part of Ohio. 
Mr. Dick is survived by his wife, two sons and a daughter. 

The following outline of Mr. Dick’s life is reprinted in 
the main from a sketch which was published in Office 
Appliances for April, 1914: 

Mr. Dick had a most interesting career. He was born 
near Rushville, Fairfield County, Ohio, May 25, 1857. He 
was the son of William Jackson and Mary Emmeline 
Dick, and of the same ancentry on the paternal side as 
Thomas Dick, the Scottish philosopher. Both his father 





THE LATE WILLIS VIRGIL DICK, 
President of the Safe-Cabinet Company of Marietta, O. 


D. D., 


and mother were successful school teachers in country 
and village schools. His father was of a family line of 
pedagogues running through several generations. 

The son, therefore, had early educational influences. 
He never remembered when he learned to, read and spell, 
or when he acquired the other rudiments of English edu- 
cation. At eighteen years of age he was granted a cer- 
tificate to teach, and taught in country and village schools 
for six years. Intermingled with this experience, of course, 
was some experience as a book agent. Besides a common 
school and normal school education, Mr. Dick has been 
a student on his own account, although he was. not a 
college graduate. In his school work he carried forward 
new methods in which he was very successful. 

Until he was twenty-four years of age his life was 
spent near the place of his birth. While he was a teacher 
he married a neighboring girl, Medora Turner, his only 
sweetheart. As a young man, during the intervals between 
teaching, he became experienced in all kinds of farm work, 
which he did for wages ranging from fifty cents a day 
upwards. 
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PASSED AWAY 


Following the teaching period, Mr. Dick was active 
service as a clergyman of the Methodist Episcoy Church 
for twenty-seven consecutive years, during the last ten of 
which he served as presiding elder of two districts. He 


started in this professional life in the hardest circuit work 
of his conference, and was advanced to important pas 
torates in the cities before being assigned to district 
duties. He was elected a member of three successive 
conterences of his church. 

While engaged in his professional work, being of a 


methodical turn of mind, Mr. Dick gave much attention 
to developing filing systems for his own documents and 
correspondence, the work of his district being quite heavy, 
and the material thus saved and indexed gave him con 
siderable concern for its protection against possible loss 
by fire. He therefore set to work on a filing cabinet that 
would meet the requirements of the situation. He made 
his plans carefully, specifying all the necessary features 
of construction, and providing for fire resisting qualities, 
and after a number of years of this avocational work he 
applied for his first patent on a fire-resisting cabinet. This 
patent later was awarded to him. 

While this patent was pending in 1905 Mr. Dick entered 
into a partnership with a friend at Marietta, George D 
Schad. who possessed marked mechanical skill and who 
made the first model of the safe-cabinet for the inventor, 
opening a shop in Marietta for its manufacture, and pro 
viding a borrowed capital of $1,600. The working force 
consisted of one man anda boy. The unique and original 


character of the article prolonged the experimental stages 


of construction, but after one year in the business was 
incorporated with a capital of $50,000. New improvements 
in the construction of safe-cabinets followed and were 
patented, and the business prospered. 

Mr. Dick was president and treasurer of the company 


from its inception to the time of his death. One of his 


sons, Ralph H. Dick, is secretary and general manager 

In the death of Willis Virgil Dick, minister of the 
church, inventor, business organizer and manufacturer, 
the country has lost a real man whose influence was ever 
on the side of what is sane and clean and of 1 report 
Office Appliances extends its sympathy to those who 
mourn. 

*k 
Emanuel Greenebaum. 

“Manny” Greenebaum, a prominent figure he Chi 
cago organization of the National Cash Register Con 
pany, died October 2, of cancer. He had been floor sales 
man for thirteen years. His wife and a daughter survive 

ew 
Albert E. Beh. 
After a protracted illness Albert E. Bel issed away 


October 9 at the advanced age of 


seventy-tw 


his business life had been passed in the stationery busi 
ness. He was associated with Corlies, Macey & Company, 
Inc., for forty vears. He left three sons and two daugh 
ters. Mrs. Beh passed away in 1915. 
x oe & 
Carlos Holly. 
Carlos Holly, noted as an inventor, passed away at 
his home, 155 North Ontario street, Lockport, N. Y., 
October 20. He was eighty-one years old. Mr. Holly 


had many inventions to his credit, including a typewriter 
for writing Chinese characters. The model was made for 
a friend in China, and it is understood that the machine 


was ultimately given place in the imperial palace. It was 
not put into commercial production. In fact, Mr. Holly 
did not undertake the manufacture of any of the devices 


He specialized on inventions. 


‘oe © 
John F. Flynn. 


A lingering illness, following the death of his son in 
France, caused the death of John Francis Flynn in Woon- 
socket, R. I., October 11. Mr. Flynn had been in the 
newspaper and stationery business for twenty-eight years. 
He was a native of Woonsocket and had always lived in 
that place. 

Lieutenant Harold F. Flynn, of the A. E. | 
battle in November, 1918, on the eve of the 
Since that time his father’s health has gradual 

Kk 
Gerson Coblens. 

Gerson Coblens succumbed to heart failure late in 
September at his home, 331 Jefferson avenue, Brooklyn, 
N. Y. He was a director of the Tower Manufacturing 
Company and a member of Empire City Lodge, No. 206, 


A. F & A. M. 


which he originated. 


died in 
armistice 
ly failed. 
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That Big N. C. R. Picnic. 


Mention was made in our October issue of the big pic 
nic held by employes of the National Cash Register Com- 
pany at Dayton, Ohio. The photographs of the event 
were not received in time to illustrate some of the features 
of the picnic in the October number. 

About 26,000 employes of the big industrial plant were 
entertained at the company’s expense at Hills and Dales 
Park, which was within marching distance of the factory. 
On arrival at the park they found everything in readiness 
for the picnic, from entertainment to “eats.” And any 
father or mother who has been responsible for the ma- 
terial arrangements of a picnic will realize what a load was 
taken off the shoulders of the parents by reason of the 
complete preparations. The company supplied the attrac- 
tions, and committees from the workers made the arrange- 


ments. 

There was something doing every minute of the day. 
There were stunts galore, as the National party included 
a circus, vaudeville, motion picture show, track meet, side 
show, county fair, amusement park, old-fashioned dance— 
and last, but not least, a barbecue. 


Entertainment was unlimited. The day was surely made 
for an out-of-doors revel, and even though it did rain in 
the evening, it merely made the dancing pavilion the more 
popular. The youngsters were given special consideration 
by the committees on arrangement, and President John 
R. Patterson was in his element as he went about, meet- 
ing the children of the men employed in the National 
plant. He shook hands “all around” that day, and met 
the families of the factory workers with an intimacy that 
could not be had except at such a picnic as was provided. 














SCENES AT THE ANNUAL PICNIC OF THE NATIONAL CASH REGISTER COMPANY'S EMPLOYEES AT THE AN- 


NUAL FIELD DAY, SEPTEMBER 20, 1919.—Upper pictures, 


from left to right, are: (1) Some of the women employees 


ing in the parade. (2) Ready to eat. (3) Officials of the company leading the parade from the factory to ills and Dales 
Park. Left to right—Ezra M. Kuhns, general counsel; Robert Patterson, director; H. G. Carnell, second vice-president and 
treasurer; J. H. Barringer, first vice-president and assistant general manager; John H. Patterson, president and 

manager; Frederick B. Patterson, third vice-president and secretary. Factory buildings appear in the rear. Center picture— 
Lunch time; there was enough ice cream so you could go back just as many times as you wanted to. Lower pictures, left 


to right—Feeding 25,000 people at a picnic. The people were 


served at the rate of 1,000 a minute. A half-hour after the first 


call everybody had been served. The big outdoor kitchen appears in the background. Center, bottom picture—Some of the 
side shows. Right hand picture, bottom—General view of the picnic grounds with clown band parading across the athletic field, 








THE SIXTEENTH ANNUAL BUSINESS SHOW 


BIG BUSINESS EFFICIENCY SHOW 


AT SIXTY-NINTH 


REGIMENT ARMORY, NEW YORK, ON OCTOBER 20 TO 25 
INCLUSIVE, ONE OF THE MOST SUCCESSFUL BUSINESS 
SHOWS EVER HELD 


the great New York business show did not attract 

unusual attention among those interested in the field 
of office equipment, but it remained for the 1919 exposi- 
tion to reach a point in attendance, attractive arrangement 
and display and a complete range of equipment for the 
office that has never been equaled before and will require 
intense effort to equal again in the future. 

The advertising of the exposition to the public centered 
largely on one word, “modernize,” and the response in 
attendance by the public gave very positive evidence of 
their interest in modern methods regarding the equipment 
of the office of today. 

The opportunity of inspecting and comparing at one 
time and in one place the: many splendid.examples of the 
best the office appliance industry of the United States has 
to offer was taken advantage of:numerically to a point 
never reached before, as a conservative estimate of the 
attendance during the week would indicate that about 
50,000 people saw the show. 

A trip around the great armory floor was a graphic story 
of the remarkable progress American genius has made in 
office appliances. Wood and metal office furniture and 
filing equipment of all kinds, adding and calculating ma- 
chines, typewriters of many standard makes, bookkeeping 
machines, filing and card systems, loose leaf products, 
duplicating systems, check writers, mailing room equip- 
ment of all kinds, and, in fact, everything that goes into 
the office from paper clips to the most comprehensive 
type of office machinery were on display. 

Great praise is due the National Business Show Com- 
pany and its personnel for the practical arrangement of 
the floor plan and its perfection in detail. The general 
floor plan conformed largely to the 1918 arrangement, but 
the booths along the side walls were made much more 
attractive by the use of pillars with illuminated globes 
on their tops and with a special background put in by the 
show company conforming to the general scheme of dec- 
oration, which greatly enhanced the appearance of the 
show from every standpoint. It was undoubtedly the most 
attractive show to the eye ever held. 

The custom established in the st of. observing 
Wednesday and Friday as Executives’ Day and the send- 
ing out of special invitations by the exposition manage- 
ment was followed this year and an unusual number of 
executives in charge of business affairs were present on 
these days. 

Monday was again set aside as 
Commercial School Day and the 
business men and women “to be” 
turned out in great numbers. The 
typewriting contests were held on 
Monday and the records were well 
up to the standards established for 
these events since they have been 
carrying the new penalty of ten 
words for each error instead of 
five as in years gone by. A full 
report of the official records of 
the contest appears in a different 
part of the story of the exposition, 
together with some comment on 
the value of these contests as it 
appears to Professor J. N. Kim- 
ball, the dean of events of this sort 
in America. 

There were a number of new 
machines at the exposition which 
had never been presented to the 
ublic before. The Underwood 

ypewriter Company created the 
greatest surprise that occurred 
among the new machines by pre- 
senting to those in attendance at 
the exposition the new Underwood 
portable typewriter, a practical, 
strong, non-folding portable type- | 
writer embodying a careful selec- : 
tion of materials, excellence oi 
workmanship, the latest equip- 


T me E has never been a time since its inception when 
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ment devices and the experience of the Underwood Type- 


writer Company in its field. A detailed description and 
photograph of this machine will be found elsewhere in the 
magazine. 

In connection with the demonstrations by the Under- 
wood speed operators at their booth a great deal of added 
interest was created by the electrical device connected 
to the machine of the operator showing on a ground glass 
illuminated dial the exact speed of the operator writing 
on the machine. When this device was not in use by the 
speed operators the attention of the public was held by 
the device showing views of the Underwood factory at 
Hartford, Connecticut, and pictorial representations of 
the development of machine bookkeeping. 

The Oliver Typewriter Company maintained the high 
standard and the distinct character of their booth, equip- 
ping it with special furniture. The decorations in their 
entire arrangement were worked out in a most artistic 
manner with harmony in every section of the display, giv- 
ing evidence of careful thought in regard to every detail 
of the exhibit. 

The A. B. Dick Company attracted more than ordinary 
attention at their booth by the use of a large and attrac- 
tive electric sign showing the word “mimeograph” in a 
very clever manner. 

The Remington Typewriter Company had one of the 
best arranged booths at the exposition. A large electric 
sign bearing the word “Remington” was just over the 
entrance to the booth and the various special applications 
of the machine to such work as ledger posting, municipal 
accounting and many other special departments of book- 
keeping were so arranged and departmentized as to facili- 
tate securing information regarding any special line of 
work in which visitors were interested. One of the fea- 
tures of this booth was the display of a wide earriage 
machine used by the Federal Reserve Bank in transcribing 
matter arranged in twenty-seven different columns. This 
machine had a thirty-two-inch writing line. Charts giving 
graphic illustrations of the application of the Remington 
accounting machine to different methods of accounting 
were arranged on the back wall of the booth, making pos- 
sible a practical demonstration of the use of this machine 
in its many diverse applications. Among the other large, 
well-arranged and attractively decorated booths were 
those of the Kalamazoo Loose Leaf Binder Company, 
Burroughs Adding Machine Company, Ellis Adding Type- 


writer Company, Federal Adding 
Machine Company, Elliott-Fisher 
Company and the Noiseless Type- 


writer Company. 


Among the new devices dis- 
played for the first time which 
have been developed under the 
high pressure of war times and 


installed without publicity in many 
offices where the forces had been 
depleted by the war and which are 
now being.made for general peace- 
time consumption with the assur- 
ance of adding very materially ‘to 
the field of office appliances are: 
The Underwood standard portable 
typewriter, already referred to, the 
Federal adding machine, the Vic- 
tor adding machine, the Smart ad- 
dressing machine, the Omnigraph, 
the Klaxocator, the Klaxophone, 
Lightning letter sealer, Controller 
calculating machine, and the Epic, 
a calculating machine used-in pay 
roll work. The management of the 
exposition lays stress on the im- 
portance of modern, rapid time 
and labor-saving equipment as the 
best means of preserving content- 
ment among office workers irre- 
spective of their grade and pay. 
Office Appliances is greatly in- 
debted to the General Fireproofing 
Company and the New York office 
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of that concern for the steel furniture with which our 
booth was supplied. 

The photographs reproduced in the story of the exposi- 
tion were taken by Peyser and Patzig, 3/ East Twenty- 
eighth street, New York, N. Y., who specialize in office 
appliance photography. It is to be regretted that all of 
the booths do not appear, but a representative series of 
views was secured. 


Visitors to Office Appliances’ Booth. 


The following gentlemen from abroad favored Office 
Appliances’ booth with their occasional presence: 

Charles Mamet, La Compagnie Real, Paris, France; 
Jan de Flines, Blikman & Sartorius, Amsterdam, Hol- 
land; Albert Ruegg, Ruegg, Naegeli & Cie, Zurich, Swit- 
zerland; Emile Pautrot, Bonnet & Cie, Paris and London; 
E. O. Merino, Mexico, D. F.; Stanley S. Sargen, Auck- 
land, New Zealand; A. V. Robbins, The Clarke & Stuart 
Co., Limited, Vancouver, B. C.; Mr. and Mrs. Percie John- 
son, St. Johns, Newfoundland; Fritz T. Jus, Aktiebolaget- 
Industribyran, Stockholm, Sweden; Oscar Leibacher, 
Zuberbuehler & Co., Ltd., Zurich, Switzerland; Edgar 
Grieder, Grieder & Co., Zurich, Switzerland; F. Patman, 
The Globe Typewriter Co., London, England; Eric W. 
Lundberg, Stockholm, Sweden; J. Block, Montreuz, Swit 
zerland; James H. Graham, South Africa. 

Friends from this side of the ocean who visited the 
booth of this journal during, the show included the fol- 
lowing: 

J. E. Neahr, general sales manager Underwood Type- 
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FOR SPEED AND ACCURACY. 


writer Company, New York, N. Y.; G. Walter Spahr, gen- 
eral sales manager Elliott-Fisher Company, Harrisburg, 
Penna.; Tim Thrift, advertising manager American Multi- 
graph Sales Company, Cleveland, Ohio; D. W. R. Mac- 
Donald, president Ellis Adding Typewriter Company, 
Newark, N. J.; A. P. Brooks, general manager Hammond 
Typewriter Company, New York, N. Y.; L. J. Conger, 
scales manager Corona Typewriter Company, Inc., Groton, 
N. Y.; H. J. Snyder, Corona Typewriter Company, Inc., 
Groton, N. Y.; Senator Ben Conger, president Corona 
Typewriter Company, Inc., Groton, N. Y.; Professor J. 
N. Kimball, New York, N. Y.; O. L. Gagg, Eastern. dis- 
trict manager Elliott-Fisher Company, New York, N. Y.; 
Mr. and Mrs. P. M. Hensell, O; K. Manufacturing Com- 
pany, Syracuse, N. Y.; G. F. Yancey, Neidich Process 
Company, Burlington, New Jersey; Robert Macke, secre- 
tary Samue! C. Tatum Company, New York, N. Y.; Harry 
Bates, advertising manager Underwood Typewriter Com- 
pany, New York, N. Y.; E. B. Terry, Mail-O-Meter Sales 
Company, Chicago, Illinois; W. H. Beardsley, managin 

director General Typewriter Exchange, Brooklyn; T. W. 
Richardson, general manager Bircher Company, Roch- 
ester, New York; L. S. Wilson, purchasing agent Royal 
Typewriter Company, N. Y.; W. H. Hulse, Brooklyn, New 
York; W. P. Keene, Underwood Typewriter Company, 
New York: H. C. Grubbs, Dalton Adding Machine Com- 
pany, New York; J. F. Soby, Hammond Typewriter Com- 
pany, New York; C. E. Gardner, New York manager 
Hammond Typewriter Company, New York; R. G. Ruth- 
erford, Montclair, New Jersey; John P. Hogan, sales 
manager Federal Adding Machine Company, New York; 
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F. E, Cotherin, New York manager American Multigraph 
Sales Company, New York; Wesley A. Stanger, Ediphone, 
New York; A. B. Abrams, Geyer’s Stationer, New York; 
J. W. Marsh, Ideal Stencil Machine Company, Beileville, 
Illinois; Tom McMahon, Underwood Typewriter Com- 
pany, Albany, New York; D. Dorsey, Office Device 
Company, Philadelphia, Penna.; James Brown, Multicolor 
Sales Company, New York; G. S. O’Dell, New York man- 
ager Noiseless Typewriter Company, New York; Rowland 
Jolly, Filing, Inc.. New York; W. H. Alexander, Ideal 
Stencil Machine Company, New York; N. E. Terry, Mail- 
O-Meter Sales Company, New York; R. B. Hays, New 
York manager Monroe Calculating Machine Company, 
New York; H. D. Snyder, American Clip Company, 
Long Island City, New York; Major P. H. Senior, office 
director of sales, Washington, D. C.; Captain W. D. Koch, 
office director of sales, Washington, D. C.; Messrs. Cosman 
and Smith, Office P. A., Post Office Department, Wash- 
ington, D. C.; C. P. Jacques, superintendent general sup- 
ply committee, Washington, D. C.; Albert G. Drain, Sup- 
ply Division, War Department, Washington, D. C.; C. P. 
Garvin, New York manager F. S. Webster Company; 
Laird C. Dinsmore, New York manager Corona Type- 
writer Company; W. 1. Halsey, Eastern manager Ester- 
brook Pen Company, New York; Earl White, Service 
Machines Company, Boston, Mass.; M. L. Fawcett, gen- 
eral sales manager International Money Machine Com- 
pany, Reading, Pa.; W. A. Clarke, Clarke Stamp Pad Com- 
pany, Long Island City, N. Y.; Miss Mabel Dill, Beck 
Duplicator Company, New York; E. C. Eckler, Lincoln 
Typewriter Company, New York; H. Simon, Lincoln 
Typewriter Company, New York; P. G. Underwood, sales 
manager Moore Push Pin Company, Philadelphia, Penna.; 
O. J. Timberman, Boorum & Pease Company, Brooklyn, 
New York; J. H. Bernheiser, Acme Staple Company, Cam- 
den, New Jersey; Major C. I. Wagner, New York; William 
Mayne, Hutchinson Office Specialties Company, New 
York; J. A. Williams, Crouch & Fitzgerald, New York; 
W. H. Young, Rotospeed Company, Dayton, Ohio; W. F. 
Sroufe, Washington, D. C.; Allen Frost, Trussell Manu- 
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facturing Company, Poughkeepsie, N. Y.; P. B. Waldin, 
general sales manager Marchant Calculating Machine 
Company, Oakland, Calif.; L. Debarnot, manager foreign 
department Marchant Calculating Machine Company, 
Oakland, Calif.; F. E. Wilber, San Francisco, Calif.; E. 
R. Irwin, San Francisco, Calif.; Sam B. White, Providence, 
Rhode Island; Dave E. Bloch, New York; D. N. Conklin, 
Underwood Typewriter Company, New York; Harry I. 
Seddon, L. C. Smith & Bros. Typewriter Company, Rich- 
mond, Virginia; T. O. Grisell, Elliott-Fisher Company, 
Harrisburg, Penna.; M. E. Phillips, Elliott-Fisher Com- 
pany, Harrisburg, Penna.; Messrs. Griffing and Terry, 
Corona Typewriter Company, Inc., New York; P. A. Hoff- 
man, Smead Manfacturing Company, Hastings, Minn.; B. 
Jogelsen, Type-Release Company, New York; T. T. Malle- 
son, Royal Typewriter Company, New York; G. H. Tosse, 
Royal Typewriter Company, New York; James Brown, 
Multicolor Salés Company, New York; Monroe Goldman, 
New York; P. G. Locke, Speed Key Company, New York; 
Mrs. E. A. Kennedy, Remington Typewriter Company, 
New York; George W. Dickerman, vice president Rem- 
ington Typewriter Company, New York; B. A. Pincus. 
Hadley Pivot Post Binder, New York; David G. Story, 
Brandt Automatic Cashier, New York; O. F. Da Rocha, 
Rocha & Co., New York; J.’C. Liggett, Costmeter Com- 
pany, New York; George Wigginton, Kalamazoo Loose 
Leaf Company, Kalamazoo, Mich.; B. A. Goossen, 
Langslow Fowler Company, Rochester, N. Y.; H. C. Tut- 
tle, Lightning Office Appliance Company, New York; M. 
R. Landes, Polar Manufacturing Company, Philadelphia, 
Penna.; F. W. Storck, general manager Standard Envelope 
Sealer Manufacturing Company, Everett, Mass.; H. C. 
Hoskyns, secretary Standard Envelope Sealer Manufac- 
turing Company, Everett, Mass. 

An interesting little series of sales at the business show 
were those of the first three Underwood portable type 
writers. The first one of these little machines to be sold 
went to the Corona Typewriter Company, the second to 
the National Business Show Company and the third to 
Office Appliances. 


THE TYPEWRITER CONTESTS 


SOME FINE RECORDS MADE AT BIG EVENT IN NEW 


YORK—W. F. OSWALD, WINNER. 


BY J. N. KIMBALL, 


MANAGER OF CONTESTS 


Not only was the sign “standing room only” called for 
at the International Typewriting Contest held at the 
Business Show in New York October 20, but getting right 
down to brass tacks, there was no standing room avail- 
able, and at least two thousand eager students and teach- 
ers were compelled to spend the time on the main floor 
of the Armory while waiting for the announcement which 
should give them the names of the winners. 

An examination of the table of results will show that 
a big drop in the net figures of all the writers is in evi- 
dence, due to two reasons—a somewhat large call on the 
contestants during the past year for other than strict 
practice work (due to business conditions) and the fact 
that a close analysis of the story used proves it to be 
more difficult than the matter written in the preceding 
contests. This was intentional and wise. The story used 
this year, “The King of the Great White Way,” covered 
a larger vocabulary than usual and contained many proper 
names which required the use of the shift keys, thus in- 
creasing the standard of strokes per word. 

It is intended to keep the matter in future at the same 
standard and I venture to prophesy that even with this 
increase in difficulty the records will eventually reach close 
to 150 words per minute, if they do not pass that figure, 
for there is absolutely no reason why this should not be 
the case. The 1919 story, so far as it can be analyzed, 
appears to be about three words per minute slower than 
that of 1918, and the falling off in the results can be dis- 
tinctly traceable to a nervous tension which was apparent 
everywhere, and the fact already stated that frequent 
calls upon the head-liners for demonstration and other 
work have resulted in desultory practice—always detri- 
mental. This is shown in the work of Mr. Tangora, the 
amateur winner, who wrote a larger gross than last year, 
and who has not been cut off from practice by outside 
calls. He is a dangerous chap, that Tangora, and will un- 
doubtedly be heard from next year, when he takes his 
place with the other hour writers. 

hardly be 


The work of the professional writers can 


praised too much. Mr. Oswald was not in the 1918 con- 
test, being obliged to do his bit (and it was a good-sized 
bit, too) at Washington, where he wore the stripes of 
a sergeant of engineers, and his “come back” was some- 
thing worth talking about. Again, he went into the con- 
test without “nerves,” not expecting to be able to write his 
name on the Trophy, but simply with the idea of doing 
his best both in speed and accuracy, and from a commer- 
cial standpoint a finer bit of contest work would be hard 
to find. 

Thirteen must be Oswald’s mascot, for this is the thir- 
teenth time the Trophy has been put up. His is the sev- 
enth name to be engraved on the cup, and the congratula- 
tions which he received were something phenomenal. No 
sooner was the result announced than telegrams were 
fired at him from all over the country—he must have 
had more than a peck-basket full, all worded differently 
but with the same general tenor, which might be ex- 
pressed by the one word received from his old teammate, 
Hoyt, now of Wichita, Kan. There was but one word in 
Hoyt’s telegram and you will not find it in the dictionary, 
but it “gets there” all the same—it was “Whooee!” 

Next year the International Contest will be held at the 
Grand Central Palace, New York, and under conditions 
which will enable a large audience to comfortably see the 
operators at work. This has been impossible for the past 
few years, as the only contest space available has been 
the gymnasium and which allowed for but a limited num 
ber of spectators, and the change will be a welcome one. 
A contest scheduled at San Francisco the week of March 
3 will also be held under ideal conditions, and that at the 
Coliseum, Chicago, November 17, will also allow of a 
large audience being present. This latter is a school 
contest, pure and simple, and should interest every school 
in the Chicago district. 

And incidentally, as one who has seen them all and to 
a small extent been a part thereof, I want to add my testi- 
mony to that of many others that the 1919 Business Show 
was far and away the best of its kind ever held—bar none. 
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d THE EXTENSIVE AND STRIKING EXHIBIT OF THE UNDER WOOD ‘TYPEWRITER COMPANY. \ 


OFFICIAL RECORDS 


INTERNATIONAL CHAMPIONSHIP TYPEWRITING 
CONTESTS, NEW YORK CITY, OCTOBER 20, 1919 


PROFESSIONAL CLASS. Und. Minnie Regelmeyer........ 3709 
Words Rem. Gavel Geli ocsse< 00 scsb sas 4080 
Net Per Und. Ray E. Newgeon......... 372 
Machine. Gross. Errors. Pen. Words. Minute. Rem. Adelaide Steinberg........ 4188 
n- Und. William F. Oswald........ 8383 49 490 7893 132 Rem. Elsie Keller............... 3853 
ad Und. Margaret B. Owen........ 8482 60 600 7882 131 Und. Barney Stapert............ 3632 
of Rem. Hortense §S. Stollnitz...... 8901 106 1060 7841 131 Und. John J, Skalla............ 3178 
Und. Rese Bloods, 0. 06s cvccocsse 8366 53 530 7836 131 ee . 
e- Und George L. Hossfeld........ 8428 63 630 7798 130 NOVICE CLASS. 
n- Und. Bessie Friedman.......... 8191 54 540 7651 128 Und. Doris Liftchild.........e. 1532 120 1412 
is eae ae Und. Joseph Costantino......... 1636 1386 
AMATEUR CLASS. Und. Elsie Brendgen............ 1735 41 410 1325 
. - , re F ; Rem. nth Des ooo acacrccczas 1479 18 180 1299 
T- — —— page ep ase * po - a oa = Und. Peter Domenick........... 1589 85 1239 
nd. reorge ‘ WASKILE. ween eee an oe oe ‘ > e U i. E Green gt are ee 13 20 11 4 
rd Und. Howard G. Pfrommer...... 3970 23 230 3740 125 ” one peeeage ee ° 
Und. Genevieve Maxwell........ 4051 340 340 B71 124 WINNER ONE MINUTE CHAMPIONSHIP 
ir- Und. Clarence D. Bills...:.. ... 8790 16 160 3639 121 Suess ; r : 
v- Rem Marion C. Waner......... 4175 67 8670 3505 117 William F. Oswald—147 words without error. 
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OW THE BURROUGHS ADDING MACHINE COMPANY AT THE LEFT, AND THE KALAMAZOO LOOSE LEAF COMPANY AT 
ne. THE RIGHT. 





THE EXHIBITS DESCRIBED 


ACME CARD SYSTEM COMPANY of New York City exhibited in and finding. The exhibit was in charge of W. H. Alexander, R. H 
booths 38 and 39, showed a system of card filing devices known as the Alexander and Franklin Warren of the New York office J. W. Marsh, 
Rapid Sight Method. Attention was called to the metal cabinet system, general sales manager of the Ideal Stencil Machine Company, of Belle 
the transparent tube system and the card record system. A new price ville, Ill., was also present. 
system adopted by a large mail order concern was demonstrated. The 


exhibit was in charge of L. 8S. Beard, New York district manager: AMBERG FILE & INDEX COMPANY occcupied Block E and demon 
Jerome Feaster, C. V. W. Fosdick, Henry P. Lane, J. J. Donovan, Ray- strated filing cabinets in wood and steel, filing supplies, et rhe 
mond Green, C, A. Van Der Sluys and Jeanette Jaffy. exhibit was in charge of Paul G. Amberg, assisted by members of the 


New York sales force and some of the members of the Philadelphia 
ADAMS GROSBECK COMPANY of New York City demonstrated in Boston and Connecticut sales forces. 
booth #8 a line of loose leaf accounting devices manufactured by the 


Accounting Devices Company of Chicago. The devices shown included a AMERICAN KARDEX COMPANY of Tonawanda, N. \ exhibited all 
“Flexion’’ expansion binder; ‘‘Typocount’’—a ledger paper made for the products the company manufactures, embracing a variety of sight 
machine bookkeeping, and the Bates bank statement cases, made from indexing systems and devices, and including a system of bank check 
light steel plates. They are equipped with key lock and finished in files, check sorters, note cases and indexes. A new steel ibinet was 
baked-on enamel. Hasps and handles are also provided. The exhibit also shown. The main exhibits visualized cards in cabinets, on rotaries 
was in charge of G. 8. Howell, assisted by P. A. Mirabella, Jos. Hanley, and in panels. The booths were in charge of J. B. Summers, district 
H. 0. Allen, and Frank Drew. sales manager for New York City territory, assisted by F. M. Glover, 


O. F. Reese and A. B. Bush. 
ADDRESSOGRAPH COMPANY of Chicago occupied three booths—#62, 





63 and 64 They demonstrated the Addressograph for all manner of ad- AMERICAN MULTIGRAPH SALES COMPANY, Clevel: O., ex 
dressing work; the Graphotype for making metal address plates; various hibited in booths 84 and 93 well known machines for printing 
styles of such plates: and complete equipments for a large variety of and form typewriting, also the Universal folding machine d interest 
name and address-writing work, with steel cabinets for address plates, ing feature was a special show machine finished in nickel and white 
etc., were demonstrated. E,. J. Ferris, manager of the company’s New enamel, with a large counter attachment showing the speed at which 
York office, was in charge, assisted by the following members of the the machine was running. At the end of every 100 impressions an 
New York sales force: George Biesinger, W. L. Buckman, L. C. Cunard, electric light flashed. Eight large framed displays showed the range 
A. W. Darby, E. C. Hawkinson, A. F. Knauer, F. C. Lenke, K. of multigraph printing and form typewriting. The exhibit was in charge 


MacGregor, ©. E. L. Shaw, A. E. Yaccarine, R. E. Connelly, C. F. Doscher of F. Cotherin, New York manager; B. F. Van Konnel, R. D. Acker, 
and Mr. Albers. . Walter Strain, T. T. Timmerman, C. A. Rhineholtz, M. M. Spillane 
Robert Lipp, H. C. Baker, H. Boote and D. White of the Metropolitan 
ADDRESSERPRESS, THE, made by Elliott Company of Cambridge, sales force, 
Mass., was demonstrated in booth 15. Various models of office and 


automatic addressing machines, stencils written on the typewriter and AUTOGRAPHIC REGISTER COMPANY, Hoboken, N. J n booths 36 
die-cut stencils used in hand-operated, foot and electric power machines and 37 exhibited autographic registers for making delivery, sales and 
were shown. The exhibit included the new Elliott automatic selector credit slips, express receipts, bills of lading, ete A single and a 
machines, and the new dial hand stencil cutter. The exhibit was in double systemizer used in connection with Elliott-Fisher typewriting 
charge of Burleigh Smart, manager, assisted by Everett Warfield, Harold machines for making the more complicated combinations of office and 
Eustis, John Siegrist and Frank Weeks. factory records in from three to five copies were also demonstrated. 

Ernest Spitzer was in charge, with salesmen and typists to demonstrate 

ALEXANDER, W. H., of New York in booth No. 1 showed the Ideal 

stencil machines, Garvey fountain stencil brushes, stencil inks, etc. The BECK DUPLICATOR COMPANY of New York City in booth 14 showed 
machines cut letters, diamonds, triangles, squares, etc. The exhibit the self-feeding ‘‘Ironclad’’ duplicator—a gelatin roll machine, with an 
included newly designed cabinets to store stencils and facilitate filing attachment which feeds paper, a sheet at a time, to the duplicating 
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UPPER LEFT—THE CORONA TYPEWRITER COMPANY. UP PER RIGHT—WALES ADDING MACHINE COMPANY. LOWER 
LEFT—MARCHANT CALCULATING MACHINE COMPANY. LOWER RIGHT—NOISELESS TYPEWRITER COMPANY. 
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UPPER LEFT—THE ADDRESSOGRAPH COMPANY. UPPER 


surface Two different colors of ink may be used at the same time. A 
cloth-back duplicating roll was also shown. The exhibit was in charge 
of Albert Isaacs, president of the company, assisted by Theodore Dan- 
heiser, C. A. Kenworthy and other members of the New York staff. 


BEVERLY SALES COMPANY, New York City, showed a variable line 
spacing device for all typewriters of standard spacing, writing with as 
many spaces as desired up to the triple space. The booth was in charge 
of William 8S. Snyder, general manager. 


BENDUS, J. V., of New York City occupied booth 17 and showed a 
binder for fastening together papers for archival use, and to fasten 
bonds and large quantities of documents. Mr. McAlpin was in charge. 


BLUM’'S COMMERCIAL MAP PUBLISHING COMPANY, of New York 
City, in booth 3 showed maps and atlases adapted for commercial pur- 
poses. An atlas and a very large wall map of the United States, pocket 
maps, etc., were shown. These maps show distances from point to point, 
differentiating between towns and cities by different type styles. Popula- 
tion and industries are shown. Max L. Blum and Mr. Sussfeld were in 
charge. 


BOSTON TIME STAMP COMPANY, INC., Boston, Mass., in booth 91 
exhibited ‘‘Ajax’’ time stamps of metal, containing no rubber parts. 
The clock used in connection with the stamp is separate from it and 
the frame is all metal, Date wheel and die are of brass. The feed is 
automatic, Joseph Levy was in charge. 


BRANDT MANUFACTURING COMPANY, Watertown, Wis. See David 
G. Story. 


BRAY STUDIOS, INC., New York City, occupied the large room at 
the left of the entrance where they gave a two-hour educational moving 
picture show, five shows a day. The object was to show the commercial 
possibilities and business uses of moving pictures One picture showed 
the construction, operation and uses of one of the best knowh adding 


machines, Other pictures were, ‘‘Trailing an Application,’’ “‘How the 
Telautograph Works,” ‘‘How the Telephone Talks,’ and ‘Taking 
Chances.’’ The exhibit was in charge of G. G. Curtis. 


PROOKMIRE ECONOMIC SERVICE, INC., New York City, occupied 
booth 17 with a demonstration of a service system The company issues 
at frequent intervals a ‘‘barometer’’ showing the movements of business 
in relation to all phases of commercial and economic conditions. Charts 
are made of financial and business conditions, commodities, stocks, bonds, 
etc. Mr. Westervelt was in charge. 


BURROUGHS ADDING MACHINE COMPANY, Detroit, Mich occupied 
Bleck C with a display of the latest models of adding, bookkeeping and 
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RIGHT—INTERNATIONAL TIME RECORDING COMPANY. 
LOWER LEFT—M. G. DE SIMONE, CALCULATING MACHINES. LOWER RIGHT—THE EGRY REGISTER COMPANY. 


ealeulating machines of its manufacture. The machines ineluded the 
smallest type of five bank machines up to and including the largest type 
of forty bank machines, which will count up to a duodecilion. A machine 
with a motor carriage return was featured. This machine is set to a 
number of stops and when it makes its entries across the page and 
comes to the total column, it automatically returns to first position. 
Another feature was the calculator which handles fractions together with 
whole numbers. A. H. Loucks and F. C, Davies were in charge. Dem- 
onstrations were handled by G. P. Spalding, B. L. Holton, and J. W. 
Caslin. 


COMPTOMETER, THE.—See Felt & Tarrant Manufacturing Company. 


COMPUTING-TABULATING-RECORDING COMPANY, New York City, 
had booths 20, 21 and 22, wherein they demonstrated several different 
scales, including those of the Moneyweight Scale Company, represented by 
J. G. Rankin; International Automatic Scale Company, by A. W. Beck- 
ingham; and the Detroit Automatic Seale Company, by J. 8. Johnson. The 
Tabulating Machine Company division was represented by William Mac- 
Lardy, and the Time Recording Company of New York by T. C. Moore. 
The foregoing divisions indicate the character of the machines demon- 
strated. The exhibit was of much interest to the business public. The 
gentlemen named above were assisted by their respective salesmen. 


CONTROLLER COMPANY, INC., of New York. Booth No. 40. The 
new American-made Controller calculating machine was here dei a 
strated. The machine handles all the opefations of arithmetic. In 
multiplication the multiplicand has eight places available, the mul 
nine places and the product has sixteen places available. In division it 
is possible to use sixteen places for the dividend, eight for the divisor 
and nine for the quotient. The depression of the keys shows the corre- 
sponding numbers in a horizontal line on the plate. A special feature is 
available for setting up the dividend. Oscar Muller, president of the 
company, was in charge of the booth. 


CORONA TYPEWRITER COMPANY, INC., Groton, New York. Booth 
No. 19 The Corona portable typewriter, weighing a little over six 
pounds, was demonstrated here. Various styles of ca cases were 
shown, also collapsible stands. The carrying cases included traveling 
bags, with space especially arranged for the machine. Laird C. Dins- 
more, New York City manager, was in charge, assisted by a competent 
sales staff from the New York office. The Hon. Ben , president 
of the company; L. J. Conger, general sales manager; H. J. Snyder, 
secretary, and W. I. Beckert, eastern division manager, were present at 
the booth a part of the time during the show. 


COSTMETER COMPANY, THE, Boston, Mass., eccupied Booths 83 and 
94. The Rapid Reference file was demonstrated here. This file holds 
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visibly indexed cards and sheets in such a way that any one in a file of 
several thousand can be immediately exposed when desired, when it can 
be read, written upon, reclassified, offset cr removed. J. C. Liggett, 
president of the company, was in charge, assisted by E. E. Fowler. 
sales manager; Gordon Turner, general manager; W. C. Child, assistant 
sales manager, and a corps of salesmen. 


DALTON ADDING MACHINE COMPANY, Norwood, Cincinnati, 0., 
occupied Booths 4, 5, 6, 7 and 8, where they exhibited adding, listing 
and calculating machines. A feature of the display was the demonstra- 
tion of work done by the shuttle-carriage full automatic statement ma- 
chines. The exhibit was in charge of H. C. Grubbs and T. J. Sheridan. 
managers of the New York City office, assisted by a corps of salesmen 
and demonstrators. L. V. Amann, the company’s agent at Syracuse, 
N. Y., was also present during the week. 


DE SIMONE, M. G., New York City, had Booth 92, where he demon 
strated the ‘‘Epic’’ calculating machine and the ‘‘Perfect’’ denominator. 
The former machine is a time and pay calculator. It is key-operated, 
with two banks of keys, one representing the hours of the starting time 
and the other of finishing time. The rates are interchangeable, and can 
be added to or changed according to expanding requirements. The latter 
machine—the denominator—is operated by the depression of keys in any 
manner corresponding to the money value of each employe’s wages, 
when the machine registers and gives the total of every denomination of 
currency required from the bank. M. G. De Simone was in charge, with 
Cc. F. Worth as chief assistant. R. M. McGlaughlin, William Bush, 
Victor Lambert and Miss Barton were the demonstrators. 

DETROIT AUTOMATIC SCALE COMPANY.—See Computing-Tabulat- 
ing-Recording Company. 


DICK COMPANY, A. B., CHICAGO, Illinois, occupied Booths 48 and 53. 
Here they exhibited rotary mimeographs equipped with stands and mo- 
tors. Two different models were demonstrated. Machines operated elec 
trically and by hand power were to be found at this booth. The Mimeo- 
scope was also demonstrated. The different kinds of work accomplished 
were on display. Edward W. Hill, special representative from the fac 
tory, was in charge, and arranged the exhibit. He was assisted by L. 
Flatow, New York sales manager; J. K. Briggs, A. C. Wieder, J. F. 
Nounnan, Jr., F. A. Oonaty, and J. E. Foster. 


DICTAGRAPH PRODUCTS CORPORATION, New York City, occcupied 
Booth 42 witk a display of various sound transmission devices, com- 
prising an intercommunicating system of office and factory telephones; 
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a device whereby the occupant of a closed car may communicate witb 
the chauffeur, and the ‘‘Acousticon,’’ which is a microphonic device 
enabling deaf persons to hear ordinary conversation. The dictagraph is 
an office or factory telephone system radiating from the office of the 
chief or manager, who presses a button which rings any department 
according to the button depressed. The executive then talks in an 
ordinary tone of voice, but need not talk directly into the device, for 
a microphonic arrangement in the box on his desk carries his words t 
the person to whom the conversation is addressed in another part of the 
Nowell 


factory. The device has other interesting features E. P 
sales manager, was in charge, assisted by H. N. Duncan, H. L. Law 


rence and E. C. Holcroft 

DUPLICATOR MANUFACTURING COMPANY, Chicago, Illinois. Boott 
85. Here different models of the ‘“‘Ditto’’ duplicating machine were 
demonstrated. The framework of these machines is of stee The dupli 
cating substance is a sheet of gelatin, strongly backed, which winds 
upon rolls. There is a flat steel bed across which the gelatin passes 
In making the master copy copying ink er copying typewriter ribbons 
are used. The device has varied uses in the office and factory, and its 
mechanism and uses are familiar to the field. The exhibit was ir 
charge of W. J. Myers, New York district manager, assisted by W. F 
Worts, A. M. Donat, B. 8S. Dadd and C. Jaffer. R. K. Russell, genera 
sales manager, was present a part of the week. 


EGRY REGISTER COMPANY, Dayton, Ohio Booth Different 
types of manifolding registers were shown here. An automatic cast 
drawer register and an electrically operated display machine were fea 
tured. Machines of this type for several different mmercial uses 


hulman, New 
Goehren 


were demonstrated. The booth was in charge of P. J. 8 
York sales agent. C. R. Hall, assistant sales manager; G. E 
B. London and C. A. Eschner directly represented the home office 


ELLIOTT COMPANY. See Addresserpress. 


ELLIS ADDING TYPEWRITER COMPANY, Newark, N. J Boott 
70, 71, 78, 79 and 80. Various models of adding typewriters for bank 
transit and debit work, also a line of bookkeeping machines for ledger 
posting, billing, etc., were demonstrated here. Departments were ar 
ranged showing the different applications of the machines to various 
kinds of accounting work. The exhibit was attractively arranged 
Frank O'Leary and I. F. Bowen were in charge, assisted by competent 
demonstrators. J. W. R. MacDonald, president of the company, and 
P. Nicholson, New England manager. were also present during the week 
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ELLIOT?T-FISHER COMPANY, Harrisburg, Penna Booths 81 and 82, 
95 and 96. The full line of machines and systems for bookkeeping by 
machinery were thoroughly demonstrated here, showing how books of 
all kinds and in every kind of business, including the extensive systems 
of banks and large commercial houses, may be kept by the machine 
method, with a saving of time and clerical help. The exhibit was in 
eharge of the staff, G. W. Spahr, general sales manager, and the fol 
lowing were active in the demonstrations: C, C. Fitch, manager of bank 
sales division; W. R. Busch, manager of educational division; H. C. 
Rose, manager of retail-wholesale sales division; R. C. MacGuffin, man 
ager of manufacturing sales division; T, 0. Grisell, special representative 
Mr. G. W. Spahr, sales manager, in attendance at the booth during 
the show. The entire New York sales staff of the Elliott-Fisher Com 
pany were in attendance. They are 0. L. Gagg, district manager 
Cc. H. Reed, local manager; T. E. Jones, assistant local manager, and 
F. W. Adams, F. A. Andrews, L. F. Betts, A. C. Brownlee, L. A. Gerau 
J. A. Kaiser, C. O. Lippy, J. A. McCarthy, R. M. McCleary, E. A. 
Maloney, E. G. Merckling, A. R. Mitchell, W. E. Phillips, C. 8. Rogers, 
P. T. Shade, N. R. Swanton, W. J. Thompson, W. M. Thomson r. L 
Benedict, eastern district manager, was in attendance part of the time 
and likewise some of the local managers in his district. 


ESTERBROOK STEEL PEN MANUFACTURING COMPANY, Camden 
N. J. Booth 17. Steel pens in a variety of styles and for many different 
kinds of work were shown here. One of the most interesting features 
of the exhibit was the demonstration of the actual process of manu 
facturing steel pens from the sheet steel through the fourteen different 
operations until the finished pen is secured The booth was in charge 
of William I. Halsey, eastern manager, and R. W. Mueller, Jr 


FEDERAL ADDING MACHINE CORPORATION, New York City 
Block A. Here was demonstrated an interesting adding machine of 
standard appearance, designed by a man who is famous as an inventor 
of machines of this class. One of the features of the exhibit was a 
demonstration of two of the machines through telephone receivers 
arranged along the rail of the booth, so that dozens of visitors could 
hear the demonstrators as the figures were being transcribed. A _ touch- 
system ten-key bookkeeping machine was also demonstrated. The exhibit 
was in charge of John P. Hogan, sales manager, James W. Cash and 
J. J. Jenkins of the advertising department. Salesmen and demon- 
strators assisted 

FELT & TARRANT MANUFACTURING COMPANY. Chicago, Ill. 
Booths 47 and 54. This exhibit consisted exclusively of Comptometer 
adding and calculating machines, which were demonstrated by operators 
who had graduated from the training schools of the company. As a 
part of the service system the company maintains nearly 100 schools 
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throughout the country for the training of operators. M. E. O’Brien, 
the company’s New York agent, was in charge of the exhibit, assisted 
by the following salesmen and demonstrators: E. B. Brindley, J. W. 
Dudley, E. E. Cottelle, J. B. Burke, F, BE. Hochbaum, H.-W. Winseler, 
Cc. F. Witkowski, R. W. Frost, E. A. Dunton, H..W. Punke, J. 
Clark, H. T.-Gorringe, R. S. Denney, J. D. O’Brien, D. M. 

W. Eltinge, Grace Lawson, Elinor Somes, L, Shepherd and Grace Grogan. 


FILING, INCORPORATED, New York City. Booth 91. This exhibit 
was educational only and consisted of the monthly magazine, *‘Filing,” 
which gives information as to the saving of time, space and money in 
the filing department. The magazine maintains a ‘special service - 
ment for the solution of problems which confront the fling . 
Rowland W. Jolly, president of the company, was in charge, assisted 
by Mrs. Jolly and Mrs..E. M. Burroughs. 


FLEXI FILE MANUFACTURING COMPANY, Chicago. Ill. Booth, 
west half of 91 A line of fling specialities was demonstrated here, 
possessing, as the name indicates, features of elasticity and adaptability. 
The files fit any cabinet and no follower block or compressor is needed 
in the drawer Vv. V. Redman, who has recently been a inted man- 
ager of the company’s new branch office in New York ty, was in 
charge, assisted by L. H. Soule. Richard McKnight, president of the 
company, was present a part of the time during the show. 


GENERAL DRAFTING COMPANY, New York City. Booth 17. This 
exhibit included several charts, maps and drawings. A new Latin- 
American atlas is a feature of the line. Besides stock maps, special 
maps are available. Mr, Alpens was in charge of the exhibit. 


GERMPROOF CUP MACHINE COMPANY, New York City. Booth $2. 
A machine for making drinking cups from a roll of prepared paper was 
the feature of this exhibit. Turning a handle unwinds the roll and cuts, 
shapes and forms the paper into a drinking cup. G. O. O'Donnell was 
in charge. 


GRAHAM-CHISHOLM COMPANY, New York City. Booth 51. Loose 
leaf binders, ledgers, sheets and various loose leaf devices were featured 
here. A tray and binder for use in connection with posting machines 
were demonstrated. Bernard Dutcher, Charles J. Monsette, Joseph Col- 
lins and G. P. Snyder were in charge. 


HAMMOND TYPEWRITER COMPANY, THE, New York City. Booths 
74 and 75. Multiplex typewriting machines in a number of different 
models were demonstrated here. These machines have interchangeable 
type systems for diferent styles of type, different languages, etc. Ma- 
chines especially designed for mathematicians; machines for writing 
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Oriental languages from right to left; machines for advertising writers, 
with variable spacing between the letters and interchangeable type—all 
were shown. The exhibit was in charge of Charles O. Gardner, man- 
ager of the New Yerk branch, assisted by the young men and young 
women of his sales organization. A. P. Brooks, general manager. of the 
company, and John F. Soby, assistant general manager, were actively 
associated with the exhibit. 


HOOVEN SERVICE, INC., THE, New York City. Booths 9, 10 and 
11. Automatic typewriters in various combinations were shown here in 
operation, producing form letters, circulars, etc., in actual typewriting 
from a master roll, which operates the automatic machine after the 
manner of the music roll in a player ‘piano. Master machines for pre- 
paring the rolls were also shown and explained. Paul M. Hooven, presi- 
dent of the company, was in charge, assisted by James H. Reynolds, 
sales manager, BE. R. Metzger, Raymond Crane, and operators who made 
the demonstrations. 


HUTCHINSON OFFICE SPECIALTIES COMPANY, New York City. 
Entrance Booth. A paper fastening device was demonstrated. In opera- 


tion this device uses a spool of special grade stitching wire from whick 
it makes and fastens staples through the sheets to be fastened together. 
The booth was in charge of William Mayne, general manager. 

INTERNATIONAL MONEY MACHINE COMPANY, Reading, Pa. 
Booths 45 and 56. Pay roll machines and visible adding and listing 
machines were featured at these booths A new model of pay roll 
machine was shown which prints the amount on the pay envelope at the 
same time the amount is listed on the tape, and with the same operation 
the correct number of various denominations of coins necessary to make 
up the amount is listed and the total added. The exhibit was under the 
direction of General Sales Manager M. L. Fawcett and personal super- 
visien of the New York City district manager, Jas. S. Brown, assisted 
by New York State District Manager W. P. Davis, New Jersey District 
Manager W. T. Anderson and Connecticut District Manager J. F. 
McAvoy. A corps of salesmen and demonstrators from the New York 
City office were also present. 


INTERNATIONAL SCALE COMPANY, New York City. Booth 20. 
See Computing-Tabulating-Recording Company. 

INTERNATIONAL TIME RECORDING COMPANY, New York City. 
Booth 21. See Computing-Tabulating-Recording Company. 


KALAMAZOO LOOSE 
Booths 58, 68 and 69. 


LEAF BINDER COMPANY, 
Toose leaf devices were shown 


Kalamazoo, Mich. 
here, including 
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AND INTERESTING EXHIBIT. UPPER RIGHT—DAL- 
THE MONROE CAICULATING MACHINE COM- 

regular, current and transfer binders built on the thong principle, with 
out screws, nuts or bolts, but with leather thongs which take care of 
the necessary expansion and contraction. A ledger posting desk and 
equipment for mechanical ledger posting was also demonstrated New 


York sales force of the company had charge of the exhibit. George P 


Wigginton. general manager of the company, Was present a part of the 
week. 

KEYSTONE ENVELOPE COMPANY, New York City Booth 28 A 
line of fiber expanding envelopes, mailing envelopes, lal« holder en 
velopes, vertical file pockets, advertising wallets, filing folders, et« 
was shown here. W. H. Leedom, New York manager, was in charge 


assisted by A. P. Curtis and W. C. Gregor. The company sales man 


ager, W. F. Loomis, was present during the show. 


KIRKLAND, CHARLES A., INC., New York City Booth 99 rhe 
new Victor adding machine was demonstrated here. Machine has a full 
bank flexible keyboard, retaining the numbers set as a 
against error. Errors are corrected by depressing the clear key, 
releases the entire amount set up in the keyboard, or by 
any key, which automatically restores any other key in the same vertical 
column. The clear key is on the left side of the keyboard and the 
repeat key on the right side A competent corps of handled 
the exhibit. 
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KLAXON COMPANY, THE, New York City. tooth 13. The Klaxo 
eator and the Klaxophone were demonstrated here. The former is a code 
sending instrument for operating signals throughout the departments of 
an organization. The latter instrument provides a means by which an 
executive can call his secretary or office boy or ask the switchboard 
operator for a number or for any other service without raising his voice 
above the normal pitch. The instrument reproduces the words of the 
executive in a tone sufficiently loud and distinct to be heard twenty 
feet from the receiving end. M. M. Keith and R. T. Mills were in 
charge, assisted by a corps of salesmen. 


KOHLHAAS COMPANY, THE, Chicago, Il. Booth 31 Reference 
files, desk reminders, bankers’ note cases, form letter files, files for stock 
records, etc., were shown here. A feature of the exhibit was a new 
form letter file permitting the form letters to be removed and replaced 


at will. Other features included letter sorters, requisition files, files 
for bills of lading and in-sight card systems. Erwin Ennis, a manager 


of the New York office, was in charge, assisted by M. A 
eral manager of the company, from the factory 
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LANSLOW FOWLER COMPANY, Rochester, N. Y¥ Hall exhibit. 
Special articles in commercial and industrial furniture were shown here. 
A desk’ was exhibited embodying. the chair and desk in one unit, and 
having a writing.surface of 24x42 inches and occupying a floor space 
of 42x42 inches, including the chair. A typist’s desk was shown having 
several interesting features, including a semi-revolving chair seat pro- 
viding easy ingress and egress. Another device was a chair desk with 
tilting top especially adapted for mechanical and architectural drawing. 
B. A. Goossen, manager of the commercial department, was in charge, 
assisted by R. ¢ Van Doorn. 


LIGHTING OFFICE APPLIANCE COMPANY, New York City Booth 
34. This concern represents the Bircher Company, Inc The exhibit 
was a demonstration of an electrically-driven machine for the rapid 
opening of large quantities of mail. A hand and electric letter sealing 
device was also demonstrated, providing moisture, by a pumping action 
and sealing with positive pressure. The machine has an automatic 
feed. ‘The exhibit was in charge of Harry C. Tuttle, proprietor of the 
Lightning Office Appliance Company, assisted by Thomas W. Richardson, 
general manager of the Bircher Company of Rochester Expert operators 
from the Naticnal Cloak & Suit Company and the Bankers’ Trust Com- 
pany demonstrated the action of the electric letter opener It was 
stated that one young woman from the National Cloak & Suit Company 
had opened about 25,000,000 letters in a year, and a young man from 
the Bankers’ Trust Company had handled with the machine a large 
amount of valuable collateral peculiar to the banking business 


LINE-A-TIME MANUFACTURING COMPANY, INC., Rochester, N. Y. 
tooth 18. Here was a device for the converience of the typist, securing 
her notes in a machine which moves them up, line by line, beneath a 
stationary bar which is at the same time a line indicator The device 
is so made and placed that the copy being transcribed is always at the 
same position with relation to the eyes of the operator when sitting at 
the machine. Eight sizes of the device were shown. The exhibit was 
in charge of Louis Stock, Metropolitan manager, assisted by his secretary, 
Miss A. H. Kadelak, and members of the Metropolitan sales force, in- 
cluding M. Fenster, R. W. Rogers, O. E. Ries, F. Foerster, O. Gustafson, 
J. A. Walker and J. W. Snyder, who is handling the New Jersey 
territory. 


MAIL-O-METER SALES COMPANY, Chicago, New York and Detroit 
Booth 80. Demonstrations at this booth covered an interesting line of 
mailing machinery for sealing, stamping and counting letters. One 
power-driven machine has a capacity of 7,000 to 15,000 envelopes an hour. 
A hand-operated model of the same machine was also shown. An auto- 
matic check endorsing machine for use in banks was shown. The exhibit 
was in charge of N. E. Terry, New York manager, assisted by H. P. 
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Morgan, A. M. Opramolla and Harry Hill of the New York office. 
G. E. Sheldrick, general manager, from,the Detroit office, and BEB. B. 
Terry, the company's sales manager, of Chicago, were also present. 


MARCHANT CALCULATING MACHINE COMPANY, Oakland, Calif., 
and New York, N. Y. Booths 46 and 55. A visible calculating machine 
was here demonstrated. The machine is made in several different models 
to meet demands for various calculating machines. A. B. Rohrer was 
in charge, assisted by a competent corps of demonstrators, 


MONEYWEIGHT SCALE COMPANY, New York City. Booth 20, See 
Computing-Tabulating-Recording Company, 


MONROE CALCULATING MACHIN® COMPANY, New York City. 
Booths 72, 73, 76 and 77. Here a well-known calculating machine was 
demonstrated. Some interesting work was done on these machines by 
expert operators, who demonstrated speed, accuracy and versatility. The 
following executives of the company were in attendance: J. R. roe, 
president; H. G. Dechant, vice-president in charge of sales; R. M. 
Farmer. assistant sales manager and advertising manager; J. D. West, 
assistant sales manager; F. E. Norris, assistant to sales manager; G, W. 
Laine, systems service department. Members of the New York sales 
force present during the show include R. B. Hays, district sales manager 
in charge of the exhibit; J. L. Bacon, Jr., KB. 8. Baldwin, G. H. 
Baldwin, R. D. Bryan, H. A. Daniela, J. P. Gatehouse, J. D. Haughe: . 
R. H. Halmage, G. K. Kendall, G. L. Lindsley, C. F. Metzger, A. W. 
Rudiger, J. F. Sehwedo and C, EB. Stevens, and the Misses Kathryn 
Heney, Frances Heney, O. M. Dahl, Lucy M. Kern and Esther Muller. 


MULTICOLOK SALES COMPANY, New York City, Booths 45 and 46. 
and 56. Competent demonstrators here exhibited an interesting 
printing machine for reproducing from metal typewriter type faces form 
letters, circulars, et« Regular type faces may also be used, likewise zinc 
etchings, half-tones, etc. Means are provided whereby the user may 
print through a ribbon, producing fac-simile of typewriting; or he may 
vse a direct inking attachment for the printing of letter-heads or such 
other matter as may be desired, or he may employ a combination of 
both methods, printing letter-head in ink and form letter through the 
ribbon simultaneously, Provision is made for printing in from one to 
three colors at the same time. The machine is equipped with a self- 
feeding attachment which was here shown for the first time at any 
busipess exposition. Other devices shown included calculating machines, 
pay roll and adding machines and the Mentges folding machine. The 
exhibit was under the supervision of L. D. Camps, general sales man- 
ager of the Lisenby Manufacturing Company, makers of the Multicolor 
press, and was immediately in charge of the staff of the Multicolor 
Sales Company 
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MULTIPOST SALES AGENCY, New York City. Booth 2. Stamp 
affixing machines and sealing machines made by the Multipost Company, 
and Reynolds envelope sealers were demonstrated at this booth. The 
machines included equipment which will take care of the various de- 
nominations of postage stamps. A parcel post stamp machine was 
shown which can be used independently or in connection wtih the regular 
Multipost. The booth was in charge of Nathan L. Caro, assisted by 
E. Knapp, W. P. Kronenbitter, Robert Corn and J. Devine. 


NATIONAL STATISTICAL BUREAU, INC., New York City. Booth 

. A system of punched cards by -which statistical information is 
collated and classified was demonstrated at this booth. The system 
involves the use of sorting and tabulating machines. The service was 
explained by E. V. Lane, manager, and Ralph Winters. 


NATION’S BUSINESS, THE, New York City. Booth 100. Here the 
mission of the magazine, ““‘The Nation’s Business,’’ was explained and 
subecriptions were taken. This magazine is the official publication of 
the Chamber of Commerce of the United States. L. W. Rogers was in 
charge of the booth, assisted by Mrs. Saunders and several of the staff. 


NOISELESS TYPEWRITER COMPANY, New York City and Middle 
town, Conn. Booths 65, 66 and 67. A standard typewriter which oper- 
ates without noise was demonstrated at this booth, which was well 


arranged. A background of clever caricatures was used to emphasize the 
features of the machine. The exhibit was under the direction of E. J. 
Sheehan, general sales manager, and the personal supervision of S. 


Odell, district manager for New York City, assisted by the New York 
sales force. 


OFFICE APPLIANCE COMPANY, THB, Chicago, Ill., and New York, 
N. ¥. Booth 97. The service of the journal, ‘‘Office Appliances,’’ was 
explained at this booth. Charles H. Everly, eastern manager, was in 
charge, assisted by Dwight N. Briggs and a competent staff. 


0. K. MANUFACTURING COMPANY, Syracuse, N. Y. Booth 29. 
Hard and electric letter opening machines, sanitary erasers and paper 
fasteners were demonstrated at this booth. Letter openers are so ar 
ranged that all danger of cutting the contents of envelopes is eliminated. 
The typewriter and pencil erasers include an adjustable metal holder 
three inches long and one-half inch wide, and a strip of rubber one 
eigbth ef an inch thick of the width and length of the holder. A light 
pressure with the thumb and finger feeds clean rubber down until such 
a time as it is used up when a new filler is inserted. The exhibit was 
in charge of P. M. Hensel, secretary of the company, and D. A. Griffith, 
manager of the New York office. Assistants were also on hand. 


0. K. MULTIGRAPHING COMPANY, Philadelphia, Pa. Booth 86. 
The “Even Print."" “Single Space Underscore,’’ vertical rules and 
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Magnatype glass devices used in connection with multigraph work were 
shown here. The application of these devices was explained in detail by 
E. Schuler, B. Bowman, William Kuerlle and Mrs. John McDevitt 


OLIVER TYPEWRITER COMPANY, Chicago, Ill. Booths 43 and 44 
57 and 58. Latest models of the Oliver typewriter were demonstrated 
The booth was excellently arranged and tastefully decorated. The 
Oliver *‘Exerciser,”’ a mechanical device, showed a method of testing out 
the machine. The exhibit was under the general direction of C. W 
Price, New York manager, assisted by the New York organization and a 
number of demonstrators. 


OMNIGRAPH COMPANY, INC., Des Moines, lowa Booth 32 The 
Omnigraph duplicating machine was the subject of this exhibit. Machine 
uses a roll of paper from which it automatically prints letter heads in 
one color, form letters through an inked ribbon in the same or another 
color, and fac-simile signatures from a logotype in a third color. The 
express strike prevented the delivery of the machines at the booth, and 
E. E. Strawn, secretary and manager of the company, was kept busy 
explaining the working of the machines by means of photographs and 
printed descriptive matter. 


POLAR MANUFACTURING COMPANY, Philadelphia, Pa Booth 35 
A comprehensive line of office specialties including forty items was dem 
onstrated at this booth. These included non-shine chair pads, stationery 
drawer trays, desk calendars, desk pads, pocket index card cases, desk 
reminders, letter trays, etc. The exhibit was in charge of M. R. Landes 
proprietor of the company, assisted by Joseph Seiberlich and Clement 
H. Fox, New York representative. 


RAND COMPANY, THE, Tonawanda, N. Y Booths 60 and 61 A 
comprehensive system of visible indexes for all purposes was demonstrated 
here. Many adaptations of the system now in use by business concerns 
were explained by H. A. Van Houten and a corps of salesmen 


RAPID ADDRESSING MACHINE COMPANY, New York City Block 
B. Equipment for addressing envelopes, etc., was shown at this booth 
Automatic machines for mail order concerns, publishers, et: were dem 
onstrated. A feature of the exhibit was a duplex machine which per 
forms five operations at one and the same time. It runs a proof sheet 
of the mailing list, a mailer strip, automatically picks out the expira 
tions, counts the actual subscription list and files the stencils in tl! 
right places. The booth was in charge of John 8. Nolan, assisted by 


Ponton, R. B 


G. BE. Burleigh, M. A. Towne, R. L. Greene, W. 8 
Withrow, H. C. Hammig, A. Pryibil, T. W. Ferguson and M. Ackerman 
READY MADE SIGN COMPANY, New York City. Booth 17. Different 
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kinds of enameled steel signs with standard exhibited 


here under the direction of S. Picker. 


phraseology were 


RECORDING DEVICES COMPANY, Dayton, Ohio, and 
N. Y. Booth 17 A device for the doors of business offices 
which automatically records any or all of six different keys which lock 
or unlock the door, showing on a strip of tape the time of either or 
both operations. Each key is numbered and the number is printed on the 
tape with the time at which the key was inserted in the door. The 
booth was in charge of H. A. Ackerman and William Elsinger 


New York, 
was shown, 


REMINGTON TYPEWRITER COMPANY, New York City. Booths 23, 
24 and 25. This exhibit consisted of accounting typewriter-adding 
machines with the Wahl adding and subtracting mechanism. Demonstra 
tions of the work that can be done with these machines in all the opera 
tiens of bookkeeping, including not only the writing, but the adding and 
the cross computations, and the finishing of the last results, occupied 
the attention of an energetic staff of competent demonstrators. The 
demonstrations included an aceounting machine as equipped for the use 
of the Federal Reserve Bank; others for the writing of thirty columns 
of figures, and for municipal accounting, etc. A schedule was arranged 
whereby the booths each night were placed in charge of members of the 
accounting machine force. From the eastern district branches special 
accounting machine representatives were brought in to assist in the work. 


RIBBON IMPROVEMENT COMPANY, New York City. Entrance Booth. 
A device intended to prolong the life of a typewriter ribbon by applying 
a preservative to the fabric and a solvent for the remaining color, both 


in one operation, was shown here. J. C. Phelan, general manager, was 
in charge. 
ROSS-GOULD LIST AND LETTER COMPANY, St. Louis, Me. Booth 


17. On exhibit here was a desk system file, in which all correspondence 
and folders stand upright as in the regular letter file. It is equipped 
with tabs for names and occupies a space small enough to go under the 
covers of most roll-top desks. It is made of cold-rolled steel, and is of 
unit construction so that additional sections may be added as required. 
Solid rubber feet are provided. The booth was in charge of Messrs. 
Ross and Douglass 


SAFEGUARD CHECK WRITER COMPANY, 
Booth 33. Here a check-writing machine was 
to prevent the raising of checks without detection. The 
and protects the check at one and the same time, also 
name of the payee. Models for different countries were 
Collins and James Collins, officers of the company, 
the work at 
manager, 


INC., New 
shown—a 


York, N. Y. 
device intended 
machine writes 
putting in the 
shown. R. F 
were in charge, but 
Dieter, 
manager, in 


the show was under the supervision of Edward P 
City, 


sales with H. N. Schwarz, New York sales 











UPPER LEFT—THB MULTIPOST SALES AGENCY'S 
LOWER LEFT—THE MAGAZINE, “THE 
ING COMPANY. 
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command, Members of the New York force 


in the demonstrations. 


personal City selling 


assisted 


SHAW COMPANY, A. W., Chicago, Ill., and New York, N. Y, Booth 
50. This exhibit featured the A. W. Shaw publications for business men 
and the Shaw management service. The latter is a method for the dis- 
tribution among business men of the most timely and helpful articles 
that appear from time to time in “‘System’’ and other Shaw publications. 
These are assembled in separate divisions in series of six, each series 
covering one of the different phases of business practice, The 
booth was under the direction of E. M. Milburn. 


seme 


SMART ADDRESSING MACHINE CORPORATION, Buffalo, N. Y. 
Booth 30. Here the exhibit consisted of a line of addressing machines 
and duplicating machines. The addressing machine is a hand-operated 
mechanism using a two piece stencil consisting of a card index frame 
with a flexible typewriter stencil insert. A small attachment converts 
the addressing machine into a duplicating machine for the 
of post card notices, price lists and other small forms from a stencil. 
Several other devices were shown, including small post card duplicators, 
a tag addresser and ‘“‘Tagograph’’ of interest to manufacturers and ship- 
pers. L. W. Reed, general sales manager, and George R. Curry, New 
York City salesman, were in charge of the booth. 


STANDARD ENVELOPE SEALER MANUFACTURING COMPANY, 
Everett, Mass., and New York, N. Y¥. Booth 12. Two models of hand- 
operated envelope sealing machines were shown and one model of a 
motor-driven sealer. A hand-operated postage stamp affixing machine 
was also demonstrated The sealing machines were demonstrated et 
work upon many different sizes and shapes of envelopes. The exhibit was 
in charge of Marcus M. Plechner, general agent, assisted by iis chief 
mechanic, Jos. Cowa, chief stenographer, bookkeeper and expert demon- 
strator, Miss Pauline Mayer, and assistant stenographers and demonstra- 
tors, the Misses Lenore Plechner and Beatrice Glaser. Frederick W. 
Sterck, general manager of the company, was present during the show, 
also H. C.: Hoskyns, salesman. 


STANDARD REGISTER COMPANY, Dayton, Ohio. Booths 26 and 27. 
Five or six different designs of autographic registers were demonstrated 
here, each one for a special purpose. There were manifolding registers, 
total summary registers, registers designed for the use of interurban 
train dispatchers, and for many other purposes, Steel stands with casters 
and threaded upright for raising and lowering the bed were demon- 
strated for the benefit of register users. Cash drawers may be attached 


to any of the several different models of registers shown. A. V. Bice 
and George H. Flowers were in charge, assisted by Messrs. Berger, Ritter, 
Lowell and Willard 


UPPER 
BUSI NESS.” 


RIGHT—THE 
LOWER RIGHT 


ACME CARD SYSTEM COMPANY. 
THE LINE-A-TIMB MANUFACTUR- 
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description of which appears elsewhere in this is- 
sue. One of the features of the exhibit was an 
interesting pictorial representation of the develop- 
ment of the writing art from the time of the 
quill pen to the present day of machine corre 


STORY, DAVID G., New York City, N. ¥. 
Booth 86. The machine known as the Brandt 
automatic cashier was exhibited here. Coin han- 
dling machines in different models and of different 
capacities were demonstrated. Special machines 


for banks were also shown, likewise a pay roll spondence and bookkeeping by machinery oncluding 
machine, which deiivers by the touch of a finger with views of the company’s factory at Hartford, 
on a key the exact amount of coin required into Conn. Part of the exhibit included typewriter 
the pay envelops in the fewest number of coins. speed demonstrations by persons famous for their 
The booth was in charge of David G. Story, speed and accuracy in typing The exhibit was 





assisted by several salesmen. under the direction of General Sales Manager J. 
E. Neahr 

TABULATING MACHINE COMPANY, New 
York, N. Y. Booth 22. See Computing-Tabulating- 
Recording Company. 


UNIVERSAL FIXTURE CORPORATION, New 
York City. Booth 17. This exhibit was made up 
of display stands consisting of light, strong frames 
carrying a number of wings or leaves attached to 
the frame and swinging door fashion. These leaves 
ire intended for the display of various articles of 
merchandise The exhibit was in charge of Arthur 
Heine, vice-president of the corporatior 


TODD PROTECTOGRAPH COMPANY, Roches- 
ter, N. Y., and New York City, N. Y¥. Booth 90. 
Check writing and protecting machines were dem- 
onstrated here, with new characters of special type 
adapted to special lines of business. Forgery- 
proof registered checks and a system of forgery 
insurance were also explained. Field Manager Rus- 
sell J. Brown and District Sales Agent Julius 
Mentzel were in charge, assisted by salesmen. 


VICTOR ADDING MACHINE COMPANY See 
Kirkland, C. A, 


TOLEDO SCALE COMPANY, Toledo, O., and WALES. ADDING MACHINE COMPANY, Wilkes 





New York, N. Y. Booth 39. A line of springless Barre, Pa Sooths 87 and 88 Different models 
mailing scales was demonstrated at this booth. of adding and listing machines made by this com 
A larger scale was included in the exhibit and pany were demonstrated at these booths hese 
visitors were invited to weigh themselves. The included seven and nine bank machines, and new 
exhibit was in charge of H. N. Seeley and C. H. ALFRED E. PEYSER OF models of bank ledged posting machines, comme! 
Osbourn, assisted by B. B. Sheldon, N. L. Thomp Ever _ DD i . . cial ledger posting machines shuttle carriage 
son and M. B. Judkins. PEYSER & PATZIG, INDUS- machines, and the multiple counter automatic book 
TRIAL PHOTOGRAPHERS, keeping machine. G. A. Murwam, New York sales 
TYPE RELEASE COMPANY, New York City, NEW YORK, N. Y. mapager, was in charge, assisted by salesmen of 
Booth 91. The device demonstrated at this booth the Wales organization. A N Smith, general 
is an attachment for typewriters. When the manager, and H. 8S. MacLean general sales 
device is attached it is unnecessary to pull back jammed type-bars with manager, were present part of the week. 

the fingers—simply touch the back spacer and the machine is instantl euteieatinninaeien o. meee _ — a : ~ 
ready for action. The booth was in charge of V. Jogelson, guneel WERTSNER & SON, INC., C. S., New York City. Booth 17. Maps 
manager. and map mountings were displayed at this booth; also thumb tacks, map 
devices and mounted posters. The display was in charge of Charles 

UNDERWOOD TYPEWRITER COMPANY, New York City. Block D, B#¥e? president of the concern. 

This exhibit included the company’s complete lines of correspondence YORK SAFE & LOCK COMPANY, New York City Booth 41 Lines 
typewriters and bookkeeping machines, with practical demonstrations of of fire and burglar proof safes of the most recent pattern were shown at 
their various applications. The special feature of the week was the an- this booth. E, J. Schubert was in charge, assisted by C. A. Dodd and 


nouncement display of the Underwood Standard Portable Typewriter, a H. McGinley. aie 





LEFT—BEXHIBIT OF THE A. W. SHAW COMPANY. RIGHT—BOOTH OF UNIVERSAL FIXTURE CORPORATION. 








The universal blunder of this world is in thinking that there are certain per- 
sons put into the world to govern and certain others to obey. Everybody is 
in this world to govern and everybody to obey. There are no benefactors 
and no beneficiaries in distinct classes. Every man is at once both bene- 
factor and beneficiary. Every good deed you do you ought to thank your fel- 
low-man for giving you an opportunity to do it; and he ought to be thankful 
to you for doing it—The Reverend Phillips Brooks. 
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THE FOURTEENTH ANNUAL CONVENTION 


THE NATIONAL ASSOCIATION OF STATIONERS AND MANUFACTURERS OF THE UNITED STATES HOLDS BIG AND 
SUCCESSFUL MEETING AT HOTEL JEFFERSON, RICHMOND, VA.— IMPORTANT CHANGES MADE IN ASSOCIA- 
TION’S ADMINISTRATIVE SYSTEM—MANY INTERESTING DEBATES, PAPERS AND ADDRESSES 





OFFICERS and DIRECTORS 
of the 
NATIONAL ASSOCIATION of STATIONERS and MANUFACTURERS 


OFFICERS: 
Vo) Es ia eh ee Ralph Sherman Bauer of the R. S. Bauer Company, Lynn, Mass. 
First Vice-President. . William Pitt of the Irving-Pitt Manufacturing Company, Kansas City, Mo. 
Second Vice-President... .William G. Whittemore of the American News Company, New York 
Third Vice-President. ..J. Ogden Pierson of the Dameron-Pierson Company, New Orleans, La. 
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EE he's kc ca sete sttwece ek Harry W. Rogers of Wilbur & Hastings, New York, N. Y. 
] PEs A awelinie. oS B tae anaes Amedee Peting, George D. Barnard Company, St. Louis, Mo 
; DIRECTORS: 
{ From the Stationers—Woodson P. Waddy of Everett- From the Manufacturers—H. C. Bainbridge, Charles T 
‘ Waddy Company, Richmond, Va.; John M. Cooper of Foote Bainbridge’s Sons, Brooklyn; William C. Bardenheuer, 
‘ & Davies Company, Atlanta,’ Ga.; Charles A. H. Thom Boorun & Pease Company, New York: R. B. Carter, The 
‘ of Gregory, Mayer & Thom Company, Detroit, Mich.: Carter’s Ink Company, Cambridge, Mass.; H. S. Dennison, 
$ W. A. Montgomery of J. K. Gill Company, Portland, Ore Dennison Manufacturing Company, Framingham, Mass.: 
5 Charles L. Mitchell of Crane & Co Topeka Kans. ; ‘Henry F. H. McChesney, Hall & McChesney Company, Syracuse, 
5 t Fr k Tich N y k: Charl A. St ‘ N. Y.; George Parmenter, American Crayon Company 
§ Frank of Frank & Tichenor, New York: Charles A. Stevens Waltham, Mass.; Eberhard Faber, E. Faber, New York: 
§ of Stevens, Maloney & Co., Chicago; Fred J. Young of William H. Redington, Sanford Manufacturing Company, 
‘ H. 8S. Crocker & Co., San Francisco; Eugene Pettus of Chicago; F. B. Towne, National Blank Book Company, 
¢ Blackwell-Wielandy Company, St. Louis; John P. Black Holyoke, Mass.; Frank D. Waterman, L. E. Waterman 
? of Marcus W. Wolf Company, Baltimore, Md. Company, New York. 
‘ 
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NEXT CONVENTION: ST. LOUIS, MO., OCTOBER 14 TO 18, 1920 
Digest of Resolutions Adopted at the Richmond Convention. 


Resolved, That the directors from the manufacturers be deemed to constitute a committee on tariff matters affecting the prod- 
q ucts manufactured and sold by members of this association, in order that the first vice-president may feel free to call upon 
them for such co-operation and assistance as may be required in the event that tariff legislation should demand attention prior 


to our next convention. 

Resolved, That it is the sense of the National Association of Stationers and Manufacturers of the United States of America 

that the manufacturers should maintain the standards and limitations of varieties and styles of their several products as 

established by the various war-service committees in this industry. 

Resolved, That the incoming president of this association is hereby authorized to appoint a committee of three dealers to 

{ co-operate with the special committee of three manufacturers already designated by the chairman of the manufacturers’ con 
ference, and that the combined committee is hereby directed to investigate the subject of dealers’ catalogues and report at 


the next convention. 

Resolved, That the cash discount period quoted in connection with a given purchase of merchandise is as important as an» 
| other term of the contract, and a violation thereof should be regarded as an objectionable and improper trade practice; further, 

that the manufacturers in this association are hereby requested to report such violations of trade discount terms as may here- 

after occur on the part of dealers who are members of this association to our Grievance Committee for appropriate atten- 

tion by that committee. 

Exhibits at Conventions.—In obedience to the request of the manufacturers’ conference that the present rules, which 
have obtained in this association during its entire history, forbidding the display of exhibits at our conventions, be reconsid- 
ered at this time, we have given the matter our careful thought. We have followed the arguments and extended debate attend- 
ing the consideration of this subject at the Springfield convention, held in 1913; we have considered the activities of our 
annual meetings as at present conducted and the amount of time which has been necessarily devoted to the transaction of 
the business of the convention, including the conferences of the three groups in our membership, and the preparation of com- 
mittee reports; we have reflected that trade antagonism among the sellers and buyers of stationery products would be the 
inevitable outcome of permitting exhibits, even at hours during which no formal sessions would be held, and we are of the 
unanimous and emphatic opinion that the following resolution should be adopted by this convention: 

as to net price lists is hereby approved, that the manufacturers 


q 


= 


Resolved, That the recommendation of the retail conference 
{ of stationery products be requested to sell to dealers at a net price list, instead of from a long list with discounts; and it is 
understood that this recommendation 4s in accord with the sentiment first crystallized at the 1917 convention of this association 
Proposed Revision of By-Laws—Your committee recommends the adoption, by the association of the proposed revised by- 
q laws, as draftéd by the Executive Committee, with the following amendments to the said draft, the adoption of which we 
recommend as substitutes: 
q Art. IV. Sec. 3. Strike out the words “resident agents of manufacturers.” 
Add new Sec. 4 to read: 

“Associate membership shall be open to the business colleagues of individual members, who shall have 
of proposing their representatives for such membership; associate members shall not have the privilege of voting, but shall 
have the right to attend all meetings of the association and the privilege of the floor.”’ 

Renumber Sections 4, 5 and 6 in the draft as Sections 5, 6 and 7: 


q Art V. Amend Sec. 2 of the draft to read as follows: oe 
“Sec. 2. The annual dues of the local association and individual members, 


the privilege 


other than manufacturers, shall be thirty 





dollars. 
“The manufacturers shall be classified for the purpose of their payment of dues into three divisions, by a special com- 


mittee of manufacturers. The members of Division A shall pay $100 per year, of Division B $75 per year, of Division C $50 
per year. 

“The dues of associate members shall be $15 per year. The dues of new members joining after January 1 of any year 
shall be pro-rated for that year on a quarterly basis, that is to say: Members joining during the first quarter shall pay dues 
for one year; those joining during the second quarter shall pay for nine months; those joining between July 1 and October 1 
shall pay for six months, and those joining after the latter date shall pay for three months.” 
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q Art. Vil Amend Sec. 4 of the draft to read as follows: 


! “Sec }. The Executive Committee. An Executive Committee to consist of the president and of two other members of 


the Board of Control shall be appointed by the president, 


subject te the approval of the board, immediately following the 


adjournment of the annual convention. The Executive Committee shall exercise all powers of the Board of Control when 
the latter is not in session, and shail fill all vacancies however. occurring.’ 


q Art Vill imend Sec. 6 of the draft to read as follows: 


“Sec. 6. General Manager In addition to the officers 


provided for in Article VII, the Executive Committee shall em- 


ploy for a suitable period of time, at an agreed compensation, the exelusive services of a general manager of the association; 
such an officer shall be preferably a man of training and practical experience in the stationery business, and shall be subject 


to the authority of the president and the Executive Committee; 
activities maintained by the association, including the direction 
shall have charge of all cost-finding research and such other 
Committee from time to time, and with their approval he shail 


and necessary.’ 


q Amend Sec. 7 of the draft to read as follows 
Sec. 7. Field Secretary. The general manager, with 


his duties shall embrace the direction of all the educational 
of the work of the National Catalogue Comméssion, and he 
matters as may be determined by the president and Ezecutive 
employ such subordinates and assistants as may be requisite 


approval of the Executive Committee, shall have authority to 


employ at an agreed compensation a field secretary, whose entire time shall be given to association, and whose duty tt shall 
be to encourage and foster the formation and conduct of local associations, and to keep in constant touch with them, and pro- 


mote co-operation among them and with this association.” 
Cu Resolved, That the association hereby endorses the action 
by the following: 


“The experiences of the war have clearly demonstrated 


the country as well as to industry. 


of the Chamber of Commerce of the United States as represented 


the value of national trade organizations and their services to 


“This conference heartily approves the plan of the organizing each industry in the country in @ representative national 


trade association, and expresses the belief that every dealer, 


jobber, manufacturer and producer of raw materials should be 


a member of the national organization in his trade and cordiaily support it in its work.” 
“It is the sense of this convention that a system of uniform cost accounting should be adopted by each industry.” 


“We recommend consideration of revision of all Federal 


laws dealing with business conditions, to the end that by 


proper readjustment of their provisions and of the functions of Federal agencies industry and commerce in the United States 
may clearly know at all times their powers, rights, limitations and obligations.” 


Il. The public interest requires adjustment of industrial 


q /. Industrial enterprise, as a source of livelihood for both 
sideration is given to the situation of ail persons dependent 


employer and employe, should be so conducted that due con- 
upon it. 
relations by peaceful methods. 


III. Regularity and continuity of employment should be sought to the fullest extent possible, and constitute a respon- 


sibility resting alike upon employers, wage earners and the 


public. 


IV. The right of workers to organize is as clearly recognized as that of any other element or part of the community. 


V. Industrial harmony and prosperity will be most effectually promoted by adequate representation of the parties in 
interest. Existing forms of representation should be carefully studied and availed of insofar as they may be found to have 


merit and are adaptable to the peculiar conditions in the various 
Vi. Whenever agreements are made with respect to 


VII Such agreements should contain provision for 


regarding meaning or application 


industries 
industrial relations they should be faithfully observed. 
prompt and final interpretation in the event of controversy 


Vill Wages should be adjusted with due regard to the purchasing power of the wage and to the right of every man to 


an opportunity to earn a living at fair wages, to reasonable 


to the enjoyment of proper social conditions. 


IX. Fixing of a basic day as a device for increasing 
X. Efficient production in conjunction with adequate 
output below reasonable standards is harmful to the interests of wage earners, employers and the public, and should not 


sn 


be permitted Industry, efficiency and initiative, wherever 


indolence and indifference should be condemned. 


hours of work and working conditions, to a decent home and 


compensation is a subterfuge that should be condemned. 
wages is essential to successful industry. Arbitrary restriction 


found, should be encouraged and adequately rewarded, while 


XI Consideration of reduction in wages should not be reached until possibility of reduction of costs in all other direc- 


tions has been exhausted. 
XII. Administration of employment and management 


/ 


of labor should be recognized as a distinct and important function 
of management and accorded its proper responsibility in administrative organization. 

I. The committee recommends adherence to the policy of corporate ownership and operation with comprehensive regulation. 
| Il The commitee recommends return of roads to corporate operation as soon as remedial legislation can be enacted, 


III. The committee recommends adherence to the period of Federal control as now fixed unless and until impossibility 


of remedial legislation in this period clearly appears. 


Iv. The committee recommends permission for consolidation in the public interest, with prior approval by government 


authority, in a limited number of strong competing systems. 


V. The committee recommends a requirement that railroad companies engaging in interstate commerce become Federal 


corperations, with righis of taxation and police regulations reserved for states. 
VI. The committee recommends exclusive Federal regulation of capital expenditures and security issues of railroads 
engaged in interstate commerce, with provision for notice and hearing for state authorities. 


VII. The committee recommends Federal regulation of 


interstate rates affecting interstate commerce, 


VIII The committee recommends a statutory rule providing that rates in each traffic system shall yield an adequate 
return on a fair value of the property as determined by public authority 

IX The committee recommends a Federal transportation board to promote development of a national system of rail, 
water and highway transportation and articulation of all transportation facilities. 


Wma. Pitt, W. G. WHITTEMORE, R. D. PATTERSON, R. 8. 


HAT the annals of the association may record as 
WV being its most important meeting since the initial 

convention in Chicago in 1904 came to an end at 
Richmond, Va., with a memorable dinner on Thursday 
evening, October 16. The convention officially ended on 
the following day, which, however, as is the rule, was 
given over to golf and other forms of entertainment. This 
convention of the National Association of Stationers and 
Manufacturers was, it will be recalled, the first in two 
years, the last one having been held at Chicago in 1917, 
the intended meeting of the following year having been 
called off by the health authorities of Richmond on ac- 
count of the influenza epidemic. 


BAUER, CHAS. A. LENT, Resolutions Committee. 


There were several matters of prime importance to be 
taken up and decided at this convention, and the attend- 
ance, according to forecast, was large. It is said that the 
attendance at the Richmond convention broke all previous 
records. Members not only came from every part of the 
United States, but some were present even from Canada. 

By Monday morning, October 13, the members had be- 
gun to arrive in force, and when evening came the ma- 
jority of those attending the convention were on the 
scene. Throughout the entire day on Monday the lobb 
of the Jefferson hotel was crowded and the credentials 
committee, consisting of Fred P. Seymour, chairman; 
James F. Ryland, Arthur F. Robertson, James R. Arming- 
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ton and DeWitt C. Dunn, were kept busy from nine in 
the morning until late in the afternoon. 

Delegations from the east and west began to arrive in 
Richmond as early as Sunday afternoon and evening. They 
came during a tremendous downpour of rain. It had been 
planned to greet these delegations with patrol wagons, 
sprinkling carts and other water wagons, and a miscel- 
laneous assortment of vehicles and to bear them tri- 
umphantly through the residential portions of Richmond 
to the headquarters hotel, but the rain, alas, prevented 
the full fruition of this dazzling plan. 

Sessions Begin. 

The first one of many sessions scheduled for the week 
was the meeting of the National Catalogue Commission at 
10 a. m. on Monday. At noon the Board of Control held 
a meeting. Both were executive sessions. At one o’clock 
a plate luncheon was served to the gentlemen in the Palm 
court of the Jefferson, while the ladies at the same hour 
were entertained at the Country Club of Virginia. 

In the afternoon the retailers, wholesalers and manufac- 
turers held the first session of the convention. About 150 
retail stationers attended the retailers’ conference in the 
auditorium of the Jefferson. Ralph S. Bauer of Lynn, 
Mass., presided. The conference listened to reports from 
the carbon paper and inked ribbon committee, and from 
the committees on loose leaf, blank books and miscel- 
laneous items. The report of the committee on ribbons 
and carbons brought out some discussion concerning 
coupon books and their uses. E. Y. Horder, E. D. L. 
Sperry, John Brewer, L. B. Herr, C. W. Meyrick, Arthur 
L. Cole, of Lawrence, Mass.; John W. Ogren, and others 
participated in the discussion. Mr. Meyrick said that his 
firm, when issuing coupon books, stamps on the coupon 
the price at which it is sold and at which it is redeemable 
in merchandise as a measure of protection against an ad- 
vance of manufacturers’ prices. Mr. Cole uses all avail- 
able means to obtain information concerning possible 
customers and enters this data on a card index. The data 
includes, besides the name and address of the possible 
customer, the kind of typewriter he uses, size, number 
and kind of carbons and ribbons preferred, color, etc. 
Later a sales letter is prepared and sent to these prospec- 
tive customers and the information previously obtained 
is thus used to good advantage. The net result, apart 
from other business brought in, has been to double the 
ribbon and carbon business of his house. Mr. Ogren of 
Chicago asked if retailers as a rule keep a record of their 
sales on coupon books as a check against the liability 
arising from the number of coupons still unredeemed. He 
suggested that much of this business is going to type- 
writer supply houses instead of to stationers. Edwin I. 
Baer of Canton said that his house lists as a liability in 
its inventory and in making out income tax returns all 
outstanding coupons. Mr. Sperry said that his company 
keeps a list of all coupons sold, with the names of cus- 
tomers. When coupons are turned in the numbers are 
checked off on the list. This plan supplies information 
at any time of the number of books still out and the hold- 
ers of them. 

In the absence of the chairman of the committee on 
blank books Mr. Bauer read the committee’s report. At 
the conclusion of the reading the report was discussed. 
The discussions turned on the subject of medium sizes. 
A member from Montgomery, Ala., inquired the sense of 
the meeting as to whether or not medium sizes should 
be carried in stock when procurable. Mr. Connell of 
Philadelphia said that in his experience when a customer 
calls for something in a medium sized book he requires 
special printing or ruling and that therefore it does not 
pay to carry such books in stock. Mr. Steinmueller of 
Baltimore intimated that if the manufacturers were, on 
request, to reissue discontinued medium sizes some con- 
fusion might result. Customers might go to one store for 
a 200-page book and be told there is no such thing in 
stock, then go to another store and find the item de- 
manded. He urged that the attention of the manufactur- 
ers be called to the former resolution regarding the manu- 
facture of these books. Mr. Frank of New York sug- 
gested that the manufacturers, when mentioning sizes in 
their catalogues, should always give the binding side of 
the book. This suggestion was made a recommendation 
to be brought before the general conference on Wednes- 
day. Another recommendation to be brought before the 
general conference was suggested by Mr. Gibbs of Chi- 
cago, viz., that manufacturers rule medium or demy books 
to millions instead of to hundreds of thousands. 

The report of the loose leaf committee was made by 
its chairman, Frank R. Welsh. In accordance with the 


recommendations of this report Mr. Welsh was authorized 
to appoint a committee of ten to meet with a committee 
of the manufacturers to discuss net price lists. 

The report of the committee on miscellaneous items 
was read by the chairman of the committee, Edwin I. 
Baer. At the conclusion of the report the chair called on 
Mr. Horder for remarks. Mr. Horder called attention 
to the poor window displays of miscellaneous items-ordi- 
narily made in stationery stores, and compared the dis- 
plays in English stationery windows with those of sta- 
tionery stores in America. He said that the five and ten 
cent stores are getting much of the business in miscel- 
laneous stationery that should go to the stationery stores. 
The subject of group insurance for employes having been 
brought up, Mr. Kilbourn outlined an insurance and profit- 
sharing plan his company had worked out whereby com- 
mittees from the store and the plant meet with the board 
of directors and discuss matters pertaining to the welfare 
of the employes. He has put an employes’ committee in 
charge of the store and his firm gives a bonus at regular 
intervals to the salesman who is adjudged by the com- 
mittee to have made the best record during the period. 
Leon Damon of Boston told how, every Saturday after- 
noon at four o’clock, the employes of the Damon store 
hold an educational meeting. Questions put in a query 
box during the week are discussed. Traveling salesmen 
are often called in to address these meetings, and new 
goods are brought up and talked over. A suggestion as 
to the payment of transportation charges on mail orders 
brought out the fact that Mr. Coffman of Fort Worth 
pays the freight on mail orders amounting to fifty dollars 
and over, and that thereby he secures larger orders with 
all the items on one bill. Mr. Meyrick believed that it is 
not necessary to pay freight charges, since customers will 
buy, whether or no, if they receive good service. A rec- 
ommendation was finally adopted to the effect that it was 
the sense of the meeting that stationers should not pay 
freight charges. 

Manufacturers’ Conference. 

The first session of this conference was held on Monday 
afternoon in the Palm room of the Jefferson hotel. Wil- 
liam Pitt of the Irving-Pitt Manufacturing Company and 
first vice-president of the National Association of Sta- 
tioners and Manufacturers, presided over the conference. 
James Armington of the Dennison Manufacturing Com- 
pany, acted as secretary. 

The first address was made by Eberhard Faber on 
“Benefits of Membership in the National Association.” 
Mr. Redington, president of the Sanford Manufacturing 
Company,: Chicago, spoke on the social side of the con- 
vention, while Mr. Dennison of the Dennison Manufac- 
turing Company of Framingham, Mass., read a most in- 
teresting address on “The Proper Co-ordination of Capital 
and Labor.” This address concluded the events of the 
session. 

Traveling Men’s Night. 

This lively and interesting entertainment was in charge 
of W. Y. Goodwyn of Richmond. The audience consisted 
of about 1,500 persons who were well entertained through- 
out the evening. Mr. and Mrs. Goodwyn received the 
visitors at the entrance of the hall, and a brief welcoming 
address was made by Woodson P. Waddy. Six charming 
young ladies—the Misses Hazeltine Wattson, Mary Wil- 
kinson, Mildred Williams, Virginia Ellington, Katherine 
Valentine and Antoinette Thierman—costumed as ciga- 
rette girls, passed the cigars and cigarettes. Specialty 
dances were given with much grace by the Misses Boyer 
and Traylor; Alvin Smith, president of the Smith-Court 
ney Company, of Richmond, proved himself an entertain 
ing monologist as well as a singer of no mean ability. He 
told a number of. amusing anecdotes, and related some 
stories which he said were on Mr. Waddy and Mr. Good 
wyn. Vocal selections by Mrs. John Dorset and Miss 
Marjorie Harcum were received with enthusiam. The 
evening’s entertainment concluded with dancing, the music 
for which was rendered by the Jordan Curtis orchestra. 

The evening’s entertainment was complete, well-rounded 
and ably conducted throughout, reflecting credit upon all 
who participated. 

Second Day—Retailers and Manufacturers’ Conference. 

The conference opened at 9:30 Tuesday morning, R. S. 
Bauer presiding. Harley S. Wantz of St. Louis, chairman 
of the Committee on Pens and Pencils, reported for that 
committee. This as well as the other reports and ad- 
dresses will be found in the section immediately following 
this introduction. After the reading of the report Mr. 
Bauer suggested that it called for some discussion. 
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L. B. Herr said that the pencil manufacturers do not 
make enough distinction between orders the dealer has 
taken under contract, with the very strong morai obliga- 
tion to try to fill those contracts, and in orders for the 
counter trade. Little difficulty is found in getting pencils 
to sell over the counter, but some obstacles have been 
encountered in filling orders taken under contract. If 
manufacturers cannot supply all the goods wanted for the 
store, then the dealer must put up with the inconvenience; 
but contracts should be fulfilled absolutely to the letter. 

Mr. Pomerantz suggested that stationers should recom- 
mend that manufacturers, now that the war is over, dis- 
continue selling directly to the government and to ‘com- 
panies which are working under government direction, 
such as the Emergency Fleet Corporation, etc. During 
the war direct sales were all right, but now, since sta- 
tioners are among those who must help pay for the war 
by excess profits taxes and other taxes, it is no more than 
right that manufacturers should return to the ante bellum 
policies. He believed the government would be willing 
to buy through the stationers and to pay them a small 
profit, and that the manufacturers should be asked to 
work out a plan to this end. The suggestion of Mr. Pom- 
erantz was, after some further discussion, put in the form 
of a motion and made broad enough to include a request 
tor the refusal of direct sales to all consumers. 

John M. Cooper, chairman of the Committee on 
Standardization, next presented the report of his com- 
mittee. This report was followed by a lively discussion 
participated in by Mr. Horder, Mr. Cooper, Mr. Pierson, 
Mr. Bayless, and Mr. Emory. The discussion centered 
about the standardization of the compensation of outside 
men. It was suggested that the matter might be worked 
out on the basis of profit rather than on the basis of sales. 
This would tend to prevent cutting by outside men. Mr, 
Horder described a system of insurance which has been 
inaugurated in the Horder stores. For one who has been 
with the house one year, whether man or woman, the 
insurance is $500; when the salesperson has been with the 
house five years the insurance goes up to $1,000, payable 
in the event of death or total disability. 

Mr. Cooper said that the report had recommended sal- 
ary and commission because a case had been known 
where the salesman questioned the report of the house on 
the profits and the matter finally came into court and a 
great deal of trouble and annoyance resulted, to say nothing 
of useless expense. In response to a query from Mr. Pier- 
son Mr. Cooper said that the salary and commission plan 
works well with both inside and outside men. He cited 
a recent case where a young man worked some days dur- 
ing his luncheon hour in order to bring up his sales for 
a given period to $2,000 and thus increase his commission. 

Mr. Bayless said that his system was a little different 
than that outlined by Mr. Cooper. He did not use the 
graduated scale suggested by the report, but applies the 
three per cent commission to all sales. The firm takes 
a chance on the salesman up to $65 a month. After the 
commissions were added sales increased the first month 
over thirty per cent. Objections, such as failure to answer 
telephone calls promptly and indifference in waiting on 
customers, were instantly done away with. 

Mr. Emory of Detroit favored a straight commission 
for outside men. The house can control its salesmen on 
a straight commission basis if it will, as well as on a salary 
basis. He had found the selling costs on the commis- 
sion basis averaged but 63% per cent. The salesman is 
given a schedule of prices in different quantities. If the 
salesman cuts the price the commission is charged back 
to him. Mr. Emory did not believe it necessary to pay 
commissions to the store men. lf they are hired rightly, 
treated with consideration and are paid according to 
their merits, they will give the service for which they 
are paid in full measure. The problem, asserted Mr. 
Emory, resolves itself into each man handling his own 
business in the way which experience shows him will give 
the best results. 

After the report of the committee was accepted and 
placed on file, the chair announced the main purpose of 
the day’s conference to be to give the manufacturers of 
the different items handled by the stationery trade a 
chance to tell the retailers what, in their judgment, the 
conditions are going to be during the coming year as to 
filling orders promptly, price fluctuations, scarcity of 
materials and anything else that enters into the distribu- 
tion of their products. Mr. Bardenheurer was then called 
to the floor and spoke on blank books and loose leaf de- 
vices. He was followed by Mr. Yawman who spoke on 
files and office furniture. The remarks of Mr. Faber on 
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pencils followed those of Mr. Yawman and brought out 
a number of queries to which Mr. Faber replied. In 
answer to a question Mr. Faber said that the pencil in- 
dustry is about three months behind with its orders, pos- 
sibly four, and that this condition may continue for some 
time. Partial deliveries are being made to satisfy imme- 
diate requirements, and the pencil manufacturers would 
like to have the co-operation of the dealers, whose cus- 
tomers should be supplied promptly, but not in too large 
quantities in the near future. It would be of assistance 
to the manufacturers if the dealers would check up on 
their end of the line and arrange to give partial deliveries 
to customers who themselves require quantities. In 
times like the present it often happens that large orders 
are placed, not with the expectation of getting the entire 
order at once, but a proportion thereof. It is reasonable 
to suppose that dealers themselves will place orders well 
ahead of their requirements, and these conditions are 
taken into consideration by the manufacturers. 

Mr. Faber believes that there is little danger of an influx 
of foreign-made pencils, and that conditions are such that 
if there are any importations from abroad they will not 
be very large for some time to come. 

Mr. Bauer, to bring the matter of supplying customers 
pro rata a little more clearly before the conference, in- 
quired if it was the idea of the speaker that, where a fre- 
tailer had been accustomed to supplying someone with 50 
gross of a given brand, this fact should be. stated to the 
manufacturer with the order, so that the manufacturer 
could arrange to keep the customer supplied with enough 
to keep him going rather than to risk his disappointment 
by not being able to supply the goods at all? Mr. Faber 
replied that this was the idea precisely. 

Mr. Frank inquired if it is not a fact that American 
manufacturers are exporting large quantities of goods 
to the detriment of American dealers? Mr. Faber replied 
that where an American manufacturer has connections 
abroad he is naturally endeavoring to supply his customers 
as far as he possibly can, but not to the detriment of the 
domestic dealers. He had heard the same rumors, but 
the imputation that American manufacturers are filling 
export orders to the disadvantage of American dealers 
is not true. Deliveries are not made in the same propor- 
tion to the export trade as to the domestic trade, or as 
were delivered before the war. Speaking for my own 
concern, said Mr. Faber, we are refusing, as far as for- 
eign trade is concerned, new accounts or countries where 
we have not been before. 

Replying to a question concerning a charge of 25 cents 
on imprints, Mr. Faber said that his own company is 
not in a position to make any imprints at all and still 
satisfy the regular trade. It is not profitable for them to 
make special imprints where it is necessary to produce 
a certain stock in smaller quantities than usual in the 
regular course of manufacture, and to put a special die 
on the machinery, and provide special labels and special 
boxes and special labels on the boxes. It is almost im- 
possible to produce such goods within 25 cents the gross 
additional—in fact, within fifty cents. The retail station- 
ers should try to avoid placing imprint pencils. He will 
be better off to place his orders for the standard lines 
which he will receive more promptly. This, Mr. Faber 
pointed out, is a temporary condition arising from the 
present situation as to demand and supply. 

Chairman Bauer next introduced L. A. Hawkes, who 
spoke on behalf of the steel pen manufacturers. Mr. 
Hawkes said that pencils and pens are in one group and 
that Mr. Faber had answered for both. He said that the 
steel pen manufacturers are continuing to make imprints 
when they can. They are not able to turn out as many 
as formerly, nor so rapidly. Quick deliveries are pre- 
cluded by the heavy demand for the regular brands. 

Replying to a question from Mr. Gibbs concerning the 
necessity of making certain numbers for which the dealers 
have little demand, Mr. Hawkes stated that in foreign 
countries where American pen manufacturers have had 
trade different styles of pens are used from those which 
are common in this country. It is necessary for the manu- 
facturers to take care of this demand from such trade 
as they purpose to handle. In the United States, too, 
the users of imprint pens have always ‘tried to get some- 
thing a little different from the regular lines. They have 
thus built up a demand for certain of these goods, and 
it is necessary to continue making them the same way, 
for the slightest change would injure the imprinter’s 
business. 

The report of the Committee on Inks and Mucilage 
was read by its chairman, Theodore A. Steinmueller. At 
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the conclusion of the reading Mr. Horder inquired if the 
price is being generally maintained on the quarts. He 
had heard that one Canadian dealer is getting only $1.25, 
while dealers in most of the states are getting $1.40, and 
in Connecticut they are getting $1.75. Mr. Frank of New 
York replied that he did not know about the $1.75, but in 
New York the price is only $1.25 and at some places it 
is less than that. A dollar and twenty-five cents is a close 
hgure considering the expense of handling bottled goods. 
Asked if he could suggest a way whereby the National 
Association could remedy the situation in New York, 
Mr. Frank replied that he could think of none except 
constant hammering at the subject. It is a matter of 


publicity—educating the stationers up to the facts. Mr.- 


Fischer of Connecticut here remarked that they did not 
wish it to be understood that ink is higher in Connecticut 
than elsewhere. The price there is $1.25—not $1.75. The 
report of the Committee on Inks and Mucilage was then 
accepted and placed on file, after which Mr. Byers, in 
the absence of the chairman of the committee, N. J. 
Jacquin, read the report of the Committee on Paper and 
Envelopes. At the conclusion of the report, Mr. Connell 
and Mr. Bailey made suggestions as to lessening the 
number of shades in the same colors, the idea being that 
if the manufacturers would continue certain of the poli- 
cies adopted during the war it would be good for the 
entire trade. Mr. Brooks suggested that the paper manu- 
facturers be heard from, and the chairman thereupon 
requested Mr. Gillette to make a statement. Mr. Gillette 
said that the paper manufacturers are cutting down on 
colors and sizes as far as possible. They are making 
what they call mill sizes and, despite the recommenda- 
tions of the papeterie makers, are standing quite firm 
upon certain sizes and weights. Once paper mills would 
take anything in the way of an order that came along. 
He then stated that the Hampshire Paper Company had 
discontinued several shades, and that the manufacturers 
as a whole, he believed, were cutting out a multiplicity 
of colors. They are also discontinuing certain weights 
that are not considered staple, and certain odd sizes. 
Asked if there is a disposition to cut out certain weights 
in typewriter papers, Mr. Gillette replied that there are 
mills which specialize in making very light typewriter 
papers. Ordinary mills are not equipped to make papers 
lighter than 13 pounds, and usually charge the same for 
this as for 16 pound papers. Because of the cost of manu- 
facture the paper-maker would rather sell 16-pound paper 
at the 16-pound price than 13-pound paper at the 16-pound 
price. One does not feel as much difference between 16 
and 13-pound papers as between the 16 and 20. There isa 
tendency to cut out the 18-pound and the 22-pound papers. 
We have broken away from the old tradition, eliminating 
the 18 and 22-pound paper and are sticking to the mill 
weights of 16, 20 and 24 pounds. 

Mr. Brooks inquired if loose leaf work has not multi- 
plied the colors of paper. Mr. Gillette replied that this has 
probably had a good deal to do with the matter. Some 
manufacturers, however, have gone into colors, advertis- 
ing them for the use of large corporations in departmental 
work. During the war the government put restrictions 
on colors and the paper men went over their lists, de- 
termined which sold best, and confined the manufacture 
to those colors. Different manufacturers obtained differ- 
ent results in looking over their lists, with the result that 
there were many different colors. In other words, sup- 
pose, said Mr. Gillette, that we found lavender to be our 

oorest selling celor, but someone else found it to be 
his best. We discontinued it, but the other man retained 
it. Since conditions have changed, we want our lavender 
business back, and we therefore returned to our old colors. 
We are not taking on any more colors. We will not vary 
our line. 

Mr. Gillette said that, speaking from the flat paper 
standpoint, he believed the manufacturers would be only 
too willing to discontinue any tint that was so close to 
another there would be no reason for continuing it. 

Mr. Cooper said that the subject interested him be- 
cause of its bearing on the manufacturing end of the busi- 
ness of the Fielder & Allen Company. If it happens that, 
at some time they cannot get the color of paper from the 
mill they have been getting it from, and order from an- 
other mill, there will be a difference in the shade, of blue, 
for instance. In loose leaf, the result sometimes is that 
the customer will have two shades of blue in his ledger. 

Mr. Rogers suggested that there be established a stand- 
ard blue and a standard goldenrod, otherwise the trade 
will never get anywhere on the subject. What the sta- 
tioners are really interested in is flat paper. 

The chairman next introduced W. H. Webster of the 
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Gibson Art Company, who gave an interesting talk on 
greeting cards. Mr. Webster’s address is presented in 
full in the succeeding section. Following this address, 
the session adjourned for luncheon. 


Tuesday Afternoon Conference Between Manufacturers 
and Retailers. 
The first report of the session was that of the Com- 


mittee on Hardware and Glassware. In the absence of 
Uri Doolittle, chairman of the committee, the report was 


read by Secretary Byers. The report was short, but 
brought out quite a lively interchange of views. Mr. Irwin 
of Philadelphia said that the average dealer is more in 
terested in the discount than in the nature of the goods 
“If the discount is 50 per cent, we are interested,” said 


he. “If it is 40 per cent we are mildly interested, but if 
it is any less than that we have no interest at all.” 

Mr. Herr of Lancaster said that some dealers lose sight 
of the fact increased volume does not necessarily mean 
increased profit, and that the argument that it is pos- 
sible to make up on small discounts by a large turn-over 
is a fallacy. 

Mr. Falconer of Baltimore believed that dealers should 
recognize the depreciated value of the dollar when figur- 
ing the profits they wish to have. Money will buy much 
less than formerly. If before the war a profit of ten per 
cent was sufficient, they should now have fifteen or twenty 
per cent. Discounts should be adjusted to the new scale 
of money value, Mr. Cole of Lawrence pointed out that 
there is a difference between actual profits and percentage 
of profit. A book, for instance, which before the war 
netted a profit of 40 cents now sells for $2.00 and nets 
80 cents, but the percentage of profit is the same in both 
cases. 

Mr. Falconer replied that the merchant must now pay 
out so much in taxes that his profits should be larger in 
order to meet this additional expense. 

The report of the Hardware and Glassware Committee 
was then accepted and filed, and was followed by a speech 
by W. H. Redington, president of the Sanford Manufac- 
turing Company of Chicago. Mr. Redington said that it 
is impossible to forecast what the future will bring. The 
situation is uncertain and is affected by many different 
factors. Instancing the difficulties of manufacture, he 
stated that the Sanford factory was closed for five weeks 
recently by a strike of the packing box workers. Freight 
shipments are so uncertain that raw materials are being 
shipped by express. Raw materials have not changed in 
price and there is no ground on which to base the expec- 
tation of a decline. Gum Arabic remains at the former 
high level. Glassware manufacturers will not quote prices 
beyond January, and the greatest difficulty is encountered 
in securing supplies. Manufacturers will have no difficulty 
in filling orders for the balance of the year. Cold 
weather will restrict later deliveries. Mr. Redington ad 
vised against buying now for the spring trade, and ex- 
pressed the opinion that there will be no advance in 
prices. 

James R. Armington of the Dennison Manufacturing 
Company was the next speaker. Part of his address con- 
sisted of a report made by P. A. Kempt of the Manufac 
turers’ Committee on Hardware and Glassware. 


Third Day of the Convention—Wednesday, October 15. 
The first regular session of the convention was called 


to order at 10:00 a. m., Wednesday, by the president, 
William Henry Brooks, who introduced Woodson P 
Waddy, president of the Richmond Stationers’ Associa- 
tion, who gave the address of welcome from the stationers 
of Richmond. Mr. Waddy’s remarks were witty, eloquent 
and to the point, and he was heartily cheered. In closing, 
he introduced the Hon. George Ainslie, Mayor of Rich- 


mond, who welcomed the visitors on behalf of the entire 
people of Richmond. He extended a cordial and hearty 
welcome to the delegates and a particular welcome to the 
ladies. He related a repeated observation of former Gov- 
ernor Mann of Virginia, who, when welcoming ladies and 
gentlemen from the North, used to say that if the ladies 
had come down into Virginia ahead of the Federal troops, 
there would never have been any war at all. 

Mr. Waddy next presented to Mr. Brooks a gavel made 
from the wood of a tree that was planted and grew in the 
cemetery at Jamestown. It was planted at the time the 
foundation of the old church on Jamestown Island was 
laid, and constitutes a truly historic memento. After Pres- 
ident Brooks had fittingly acknowledged the gavel, Mr. 
Horder suggested the singing of “My Country, ’Tis of 
Thee.” and the chair so ordered. everyone standing and 
Mr. Horder leading the hymn. Then followed the adop- 
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tion of the minutes of the 1917 convention as printed in 
the Year Book, after which the president read his annual 
report, which is presented in full in the following section, 
At the conclusion of the president’s report Mr. Lockwood 
moved that it be received and that the recommendations 
be referred to the Resolutions Committee and the refer- 
ences to deceased members to the Necrology Committee 
This was accordingly done. 

The president then announced the appointment of R. H. 
Baxter of New York and Francis Irwin of Philadelphia 
as sergeants-at-arms during the convention. 

The report of the Executive Committee was next pre- 
sented by Charles A. Lent of New York, and is given in 
the succeeding section. The report was received and the 
recommendations referring to amended by-laws were sent 
to the Resolutions Committee. The balance of the report 
was accepted. 

Then followed the report of the secretary, Mortimer W. 
Byers; the report of the treasurer, Henry W. Rogers; 
report of the auditor, J. Ogden Pierson; the report of the 
first vice-president, William Pitt; report of the wholesale 
conference by William C. Whittemore, second vice-presi- 
dent; report of the third vice-president, Ralph S. Bauer; 
report of the Board of Control, read by Secretary Byers; 
report of the National Catalogue Commission, read by 
the chairman of the commission, Fletcher B. Gibbs; report 
of the secretary of the National Catalogue Commission, 
by W. D. Pittman. All of the foregoing reports were 
received and proper disposition was made of them. The 
last report scheduled for the day was that of Fletcher B. 
Gibbs, national councillor, and owing to its importance 
the reading of it was deferred to the following day. 
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[he session concluded with the appointment by the 
president of the following committees: 

Nominating Committee—Fletcher B. Gibbs, William J. 
Kennedy, Charles E. Falconer, Millington Lockwood, 
Robert D. Patterson, Charles A. Lent and Charles N. 
Bellman. 

Budget Committee—Henry.W. Rogers, Harry A, Prizer 
and Eberhard Faber. 

Necrology Committee—William Pitt, William J. Chaplin 
and E. Y. Horder. 

Vacancies on Convention Committee—J. H. Schermer- 
horn and John M. Cooper. 

After a few suggestions as to the meetings of the vari- 
ous committees, their time, place, etc., the session was 
adjourned until the following day, Thursday, at 10 a. m. 

The last sessions of the convention were devoted to re- 
ports of various committees and the report of the national 
councillor from the association to the Chamber of Com- 
merce of the United States, Fletcher B. Gibbs. The com- 
mittee reports included those of the Nominating Com- 
mittee, Credentials Committee, Convention Committee, 
Necrology Committee, Budget Committee, Membership 
Committee, special committee appointed by the retailers’ 
conference to confer with the leose ieaf manufacturers, 
and the Committee on Resolutions. 

It is, we believe, both appropriate and fair to conclude 
our main story of the convention with a word in recogni- 
tion of the splendid work done by Geyer’s Stationer, which 
for many years has published the Convention Daily. The 
work has always been done with perfect devotion and 
conscientious ability. The stationers appreciate this work, 
and other publishers owe a debt of gratitude to Geyer’s, 
which saves them much toil and inconvenience. 


ENTERTAINMENT FEATURES 


For the annual dinner the Richmond stationers chose 
a real Southern menu and served it in the Armory of 
the Richmond Light Infantry Blues. The evening was 
that ot Thursday, October 16, and it seemed that every- 
one who could get into the Armory did so. About 700 
people were present—a record attendance. The toast- 
master was Woodson P. Waddy, and at his table sat the 
officers of the association, their wives, and Douglass S. 
Freeman, Ph. D., LL.D., editor of the Richmond Dispatch, 
and the Rev. Edward N. Calish, Ph. D., who pronounced 
the invocation. 

In his opening remarks the toastmaster promised to 
upset custom and not take the time of the other speakers. 
He told the story of the coloted man who, caught stealing 
chickens, and being pursued by a man with a shotgun, 
adjured a rabbit which sprang up in his path to “get out 
of the way and let someone run who can.” He said that 
he was proud to greet in Richmond the largest conven- 
tion ever held, making it necessary to move the annual 
dinner to the Armory, since no other hall in the city was 
large enough to accommodate the people. He compli- 
mented those who brought their wives, and congratulated 
the men on their good taste in selecting grace and beauty 
for their life partners. He introduced the retiring pres- 
ident, William Henry Brooks. Just before Mr. Brooks 
rose, a beautiful bouquet of American beauty roses was 
brought in and presented to Mrs. Ralph Bauer. 

Mr. Brooks responded briefly to the introduction of the 
toastmaster, thanking the stationers of Richmond for 
their work in handling the convention so successfully. 

Ralph S. Bauer, the new president, was next intro- 
duced. He said he was going to make a serious speech. 
He extended greetings from the Old Commonwealth of 
Massachusetts and the Boston Stationers’ Association, to 
the Old Commonwealth of Virginia and the stationers of 
Richmond. He expressed appreciation of the honor which 
had come to him in being selected to lead the associa- 
tion for the coming year. He reviewed the settlement 
of the two commonwealths of Virginia and Massachusetts 
and referred to the important services both had performed 
in the development of the country. He made reference 
to the work done by the association during the year. It 
is important to realize that the whole world is facing a 
new era. Competition for the most part has been elim- 
inated and now is coming a fuller recognition of those 
who have worked with us and for us as being partners 
in our enterprises. Mr. Bauer extended thanks to the 
people ef Richmond for their kindness, praising the en- 
tertainment features and referring particularly to the 
high character of the Monday evening event. He bespoke 
for St. Louis a larger attendance even than at Richmond, 
and called attention to the fact that then the association 


will have been shown some of the fruits of the new plan 
under which the association is to operate—a plan which 
he was sure would bring the members of the organization 
closer together than ever before. 

The next speaker was Dr. Douglass S. Freeman of 
Richmond, who made a most eloquent and witty address. 
He said that, being a newspaper man, he had long wanted 
to meet the man who had put news print up to $6.25, and 
if the gentleman were present he challenged him to meet 
the speaker outside at the close of the meeting. His 
speech was well worth reproduction in full. Unfortunately 
we can cull but a few of. his more striking sentences: 
“The only enemy in America today is ignorance.” “A 
large mouth and a small wit frequently go with an ex- 
tensive pocket book.” “America wants yaa all today 
the best they have.” He closed his speech with an eulogy 
of the printed page and its place as a pioneer in civilizing 
the world. Words are soldiers in the war for progress. 

The last speaker of the evening was Fletcher B. Gibbs 
of Chicago, whose remarks carried much truth as well as 
humor. He said only two of the conventions he had 
attended had not needed steam heat—Massachusetts and 
Virginia. He said that the visitors had seen all the fine, 
beautiful and instructive sights in Richmond, referring to 
each historical scene or structure in fitting terms, but 
they had looked in vain for the $1.50 hotel rooms they 
heard about before they came. Nevertheless, said Mr. 
Gibbs, “We came, we saw and we were conquered.” He 
paid graceful compliment to the ladies of Richmond and 
referred in closing to the State of Virginia and its ser- 
vices to the nation. 

Mr. Waddy closed the evening by thanking all the 
speakers and all present. He said that the people of 
Richmond had derived, he believed, as much if not more 
pleasure in entertaining than the guests in being é@nter 
tained. 

Reference has already been made to the excellent enter- 
tainment provided on Traveling Men’s Night and to the 
vocal music supplied by Miss Margery Harcum, a Rich- 
mond contralto, who has been stuying in New York, and 
Mrs. John L. Dorsett, soprano of St. Paul’s Episcopal 
choir. They sang solos and duets, to the delight of every- 
one present. 

The ladies of the convention were kept busy throughout 
the week. On Monday afternoon they were taken to the 
Country Club for luncheon; afterward they toured the 
city in automobiles. On Tuesday afternoon they were 
entertained at luncheon at the Women’s Club. On 
Wednesday they lunched at the Commonwealth Club 
followed by tea at Miller & Rhoads’ at four o’clock, an 
on Thursday they took luncheon and spent part of the 
day at the Westmoreland Club. 
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THE CAMERA’S STORY OF THE CONVENTION 


IN WHICH THE CAMERA WORKED TO ITS APPOINTED 
PURPOSE. IN SOME CASES THE CAMERA BALKED— 
FORTUNATELY WITHOUT LOSING THE LIKENESSES 




















Mrs. W. P. Waddy, Chairman, 
Women’s Reception Com- 
mittee. 





Woodson P. Waddy, Chair- 
man, Executive Commit- 
tee and Men’s Recep 
tion Committee. 











Old St. John’s Church, Richmond, Va., where, during the oe 
Virginia Convention of 1775, Patrick Henry made his famous ; 
speech, concluding: “Give me liberty or give me death.’’ The 
original structure was completed in 1741 when Virginia was 
part of the Old Dominion under George III. and the church was 
under the Bishop of London. 








A. J. Schwartz, 
Chairman, 
Dinner Committee. 














At the left, J. H. Schermerhorn of the Jos. Dixon Crucible 
Co. At the right, Ivan Allen of the Fielder & Allen Co. Cen 





Samuel Iseman, ter. Moses Method, 99 years old, who is called the original 
Chairman, of Old Black Joe, despite the fact that when the song was 
Hotel Committee. written ‘‘Mose’”’ was a hale youngster of forty-odd. 
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The Celebrated Washington Monument in Richmond, Va., Designed by Houdon, and Erected in the Grounds of the Virginia 
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ASSOCIATION WHO, AS CHAIRMEN OF LOCAL COMMITTEES, DID 
SO MUCH FOR THE ENTERTAINMENT AND WELL-BEING OF 
THE ViSITORS: 


mittee; S. S. Rosendorf, Chairman, Program Committee; A. H. Reinach, 
Chairman, Publicity Committee; A. Y. Waddey, Chairman, Golf Com- 
mittee. Lower left—J. F. Ryland, Chairman, Automobile Committee. 
Dower right—W. L. Goodwyn, Chairman, Traveling Men’s Night Com- 
mittee, 


Capitol. 


SOME OF THE MEMBERS OF THE RICHMOND STATIONERS’ 


Upper row, left to right—W. H. Adams, Chairman, Financial Com- 
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Left, Percie Johnson of St. Johns, New- i.eft to right—DeWitt ©. Dunn, Mrs. Dunn, Mrs. Sidney 
foundiand. Right, H. C. Sharp, Ester- goyne, Mrs. J. M. Cooper. Sidney Burgoyne 
brook Steel Pen Co 





The Y and E Group. Left to right—R. E. Rose, New York: W. E. Andrews, agency dealer manager , = mal hom«s 
office; W. H. S. Rinner; H. P. Rockwell, export manager 
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Left to right—P. A. Hoffman, Smead Manufacturing Co., Left to right—H. E. Fisher, Treasurer, The Conklin Pen 
Hastings, Minn.; Harry L. Willson, Willson Stationery Co., Manufacturing Co., Toledo; C. A. Luck, President; 
Winnipeg; D. F. Perkins, H. C. Boyeson Co., St. Paul; Leroy Cc. C. Cobb, Sales Manager. 


Carrithers, Carrithers & Co., Chicago 





| . a sie, ay 
ioe ee alia vy i 
Left to right—Harry Weis, H. A. Consor and Frank Weis of Left to right, standing—R. E. Duplessis, P. F. Webster, J. J. 
the Weis Manufacturing Co., Monroe, Mich Walder, J. F. Cronin. Seated—E. C. Loomis, C. E. Davis. 
all of the Automatic Pencil Sharpener Co., Chicago. 

















Left nand picture—A Group of Stationers and Manufacturers at Old St. John’s Church. Center picture, left to right—DeWitt 
Dunn of the William Mann Co., Philadelphia; E. B. Dellmuth, the C. Howard Hunt Pen Co., Camden, N. J.; Joe 
Hildreth of the Esterbrook Steel Pen Manufacturing Co., Camden, N. J., in the background. 





OFFICE APPLIANCES 














Top row, left to right—A. C. Besser, Shaw Blank Book Co.; Where the camera performed rather dimly. The first gen- 
A. W. Cox, Thaddeus Davids Ink Co.; C. E. Harmon, Cushman tleman wasn’t identified; the second is Col. John essimore 
& Denison Manufacturing Co. Bottom row—Joe S. Krall, Office Canton Art Metal Co., and the third is G. H. P 
Supply & Printing Co.; J. S. A. Wittke, Shaw Blank wook Co. 3oston Index Card Co. 


Standing, left to right—Dan Condit, New York; Edwin I. Baer, Canton, O.; John Tuite, New York, N. Y.; G. H. Thomas, 
Canton, O.; John Dornette, Cincinnati, O.; D. W. Collins, Oklahoma City; Harry Williams, Buffalo; Chas. S. Jacobson, New 
York; George B. Graff, Boston. Seated, left to right—Harry Weis, Monroe, Mich.; L. E. Williamson, New York; E. Y. Hor- 
der, Chicago, Ill.; L. B. Emery, Detroit; J. J. McDonald, Hartford, Conn. 


ow 0 


Getting ready to leave the hotel for the trip to the Standard Some of the delegates entering the plant of the Standard 
Paper Manufacturing Company plant. Paper Manufacturing Compan) 
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Upper left-hand picture, left to right, standing—Al. Will'ams, D. C. Archbold, Eberhard Faber, H. D. Shipman, Harold 
Struble. Seated—Mrs. Archbold, Mrs. Williams, Mrs. Faber, Mrs. Shipman, and Master Williams.—Upper right-hand picture, 
left to right—John CC. Mitchell, W. S. Stafford and E. A. Baughman ef S. S. Stafford, Inc., New York.—Middle left-hand picture, 
left to right—Uri Doolittle, Syracuse; W. R. Gregory, Jr., Gregory, Mayer & Thom, Detroit; J. S. Sprott, General Fireproofing Co., 
Youngstown, O.; C. C. Carpenter, George Mandeville, The Samuel C. Tatum Co., Cincinnati; L. F. Johnson, Tampa, Fla.—Lower 
left-hand picture, right, standing—Ivan E. Allen, Atlanta; left, not identified by the photographer. Seated—Joseph Dixon Co. 
representatives: W. G. Stringer, Philadelphia; J. M. Ready, New York; J. H. Schermerhorn, vice-president, Jersey City; Herman 
Price, manager, pencil department; A. J. Pfaff, home office.—Lower right-hand picture, left—Ralph B. Wilson, president, 
Western Stationers’ and Manufacturers’ Golf Association; right, Eberdhard Faber, president, Eastern Stationers’ and Manufae- 
turers’ Golf Association. 
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BEAUTIFUL CLUB HOUSE OF THE RICHMOND COUNTRY 














CLUB. 


THE ANNUAL GOLF CONTEST 


The second annual contest between the eastern and 
western groups of golfers in the National Association of 
Stationers and Manufacturers was, held at the Country 
Club of Virginia the day after the close of the convention. 
The Easterners, captained by J. R. Brundage, Holyoke, 
carried off the honors of the day, which included the 
Faber cup, won by the Westerners at the Chicago con- 
vention. The Westerners, under the captaincy of F. H. 
Butenschoen, Chicago,’ made a gallant defense of the 
treasured trophy, but were outplayed by their opponents. 

Play was started at nine-thirty with a clear sky and 
promise of ideal weather conditions, but before noontime 


clouds came up and the last of the round was played in a 
drizzling rain. The comforts of the handsome club house, 
the capital chicken dinner, and the good fellowship of the 
occasion afforded ample compensation for the slight wet 
ting. 

After the dinner came the awarding of the prizes to in 
dividual winners and the presentation of the Faber cup 
to the successful contestants. 

Eberhard Faber, president of the eastern golf associa 
tion of the trade, spoke in behalf of the winners. He 
complimented the team captain and the players upon their 
successful achievement, paid a compliment to the valor of 








CHARMING CUSTODIANS OF THE GOLF TROPHIES.—LEFT TO RIGHT 


GA.; MRS. SCOTT PARRISH OF 
RICHMOND, VA., AND MRS. J. M. COOPER, ATLANTA, GA. GEN- 
TLEMEN—LEFT TO RIGHT: A WELL-KNOWN FINANCIER; A 
PROMINENT GOLFER, AND A STATH SENATOR FROM THE SOUTH 
—ARMED VOLUNTEERS FOR THE DEFENSE OF THE CUSTODIANS. 


MRS. IVAN ALLEN, ATLANTA, 
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LEFT TO RIGHT—WILLIAM H. FOSTER, PRESIDENT, THE GENERAL FIRE- 


PROOFING CO., YOUNGSTOWN, O.; 
PERIAL METHODS CoO., CHICAGO.; 


F. H. BUTENSCHOEN, PRESIDENT, IM- 


Cc. E. WEYGAND, PRESIDENT, C. E. 


WEYGAND & CO., NEW YORK; ARTHUR JACKSON, PRESIDENT, SOLID- 


HED TACK CO., NEW YORK; W. C. 


GRIFFIN, WILSON-JONES COoO., NEW 


YORK; R. H. BAXTER, PRESIDENT, DEFIANCE CO., NEW YORK, AND 


GUY E. HAMLIN, McMILLAN BOOK 


their opponents and pledged his group to a strong de- 
fense of honors at the contest in St. Louis next year. R. 
B. Wilson, president of the western association, felici- 
tated the successful rivals, reminded the losers of the 
glorious victory at Westmoreland and inspired his forces 
for the contest to come. 

The Faber trophy, for which the eastern and western 
golfers of the trade compete at convention tournaments, 
was presented by Eberhard Faber. Title to ownership 
can be had when it has been won three successive times. 
At the last preceding convention the cup was won by 
the Westerners, to which group also went the principal 
medals of the day. In the Richmond play the tables 
were turned by a clean-up of all honors. 

The Country Club of Virginia, where the contest was 
staged, is one of the most delightful clubs, making one 
of the most interesting golf courses of the South. The 
house is of large dimensions with a quiet charm of archi- 


CcoO., SYRACUSE. 


tectural design in exterior and interior. Its commandin 
situation presents a fine view of the magnificent land- 
scape. The topography of the country affords opportu- 
nity for players’ skill, the fairways snaking up and around 
the hills, across ravines and through wooded slopes, which 
trap the shots of the unwary. 

The following players composed the competing teams: 

Eastern—J. R. Brundage, W. G. Whittemore, Arthur 
Staveley, Carl Whitaker, J. C. Robertson, F. T. Burk- 
hardt, James R. Armington, A. W. McCloy, B. E. San- 
ford, A. W. Williams, H. P. Coburn, Eberhard Faber, 
R. E. Rose, Arthur L. Reed, Harry Haupt. 

Western—F. P. Seymour, A. E. Johnson, A. C. Ham- 
mond, Lee A. Smith, W. H. Foster, Bill Youmans, Charles 
Fargo, F. H. Butenschoen, C. J. Stromberg, C. A. Luck, 
Harley Wantz, R. B. Wilson, C. A. H. Thom, C, A. Stev- 
ens, H. B. Struble. 

The scores of the members of the teams competing for 

















EIGHTEENTH FAIRWAY NEAR THE LAST TEE 
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the Faber trophy also counted in other events, in which 
the following players also participated: 

Guy Hamlin, Arthur Jackson, Robert Griffin, R. H. Bax- 
ter, Frank Swan, Charles Wadham, R. S. Crump, Charles 
E. Weyand, Herman Price, J. M. Cooper, George Burk- 
hardt. 

The low gross score of 85 was made by J. C. Robinson 
of Richmond, Virginia, winning the Joseph Dixon Cru- 
cible Company cup. The Chicago Golf Association cup 
for the low net score of 76 was won by Herman Price 
of Jersey City. Class A low net at 78 was tied by Fred 
Burkhardt of Springfield, Mass. (?) and A. C. Hammond 
of Chicago. Cuff links, presented by the Richmond Sta- 
tioners Association, went to Mr. Burkhardt on the toss- 
ing of a coin. 

Class B low net was made by Arthur Jackson of New 
York, his 78 winning the penknife contributed by the 
Richmond Stationers Association, 

Class C low net went to Robert Griffin of New York, 
with a 79 which took a belt, which the Richmond dealers 
had provided. 

Class A consisted of players having handicaps from 1 
to 16, Class B of players with handicaps from 17 to 26, 
and Class C from 27 to 36. 
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With a few exceptions, the scores did not equal the 
standard of the play at the first contest, despite the fact 
that the fairways were in fine condition. But a delightful 
spirit of camaraderie prevailed and everybody had a fine 
time. It was probably the only golf contest ever held 
without lambasting the handicapping committee. Instead 
of complaints the committee, which consisted of the two 
team captains, were crowned with a wreath of laurel and 
given the blessing of the group. 

Various explanations were offered for the high score. 
One player, who usually totes a 90 home to the loved 
ones, struggled in with 105. The fairways were fine, he 
said, but instead of soft, velvety grass over which he had 
been used to playing, there was a tough. wiry, little 
growth which got a grip on the ball like a miniature oc- 
topus. Several times, he said, when the irons failed to 
release it, he had to resort to a pocket-knife. ‘Why that 
course,” he said, “took a grip on the ball like Strangler 
Lewis on his opponent.” The explanation offered by an- 
other player for his high score was that instead of con- 
centrating on the game, he could not keep his mind off 
the craps played along the fairway by the caddies. 

The interest in the contest has been increased by the 
trophy changing hands. The players will look forward to 
a big game at St. Louis next October. 


REPORT OF THE PRESIDENT 


When you honored me by electing me to this high office on the 
eighteenth of October, 1917, I felt that I fully realized the responsibility 
that it entailed, but had I known that this responsibility was to be 
continued another year, I feel that my nerve and courage, of which I 
thought I possessed a considerable quantity, would have weakened and I 
would not have been as cheerful as I was at that time in assuming the 
office. 

The war in which we were just beginning to make our weight and 
strength felt had been under way then for about six months. Twelve 
months later found us participating in the military triumphs of the 
Allied armies, and every man of us alive with the ardor of patriotic devo- 
tion, and ready to gather in friendly counsel to contribute what we might 
as an association, to the splendid task of winning the war. The end was 
nowhere in sight; it was ended in thirteen months from that time—in the 
meantime we had the awful calamity for which we were unprepared, the 
epidemic of influenza, which was destined to cause a greater loss in lives 
than was suffered by our troops in foreign service. 

Reference is made to these circumstances because events have moved 
so swiftly in the two years since we have had the opportunity to gather 
together in this way, that in confronting the tasks of the moment, we are 
prone, perbaps, to lose sight of the soul stirring ordeal through which we 
have recently passed as a nation, and to forget that however perplexing 
the problems of peace and readjustment may be, they are the inevitable 
development of that war into which we entered with so much fervor and 
with so unselfish a devotion; and as we cannot and would not escape the 
consequences of that war, so we were able to enlist in the conduct of the 
war itself. 

Six days before our convention in this hospitable city of Richmond one 
year ago, your authorities forbade public gatherings and it became the 
duty of the Executive Committee to postpone the convention as there was 
no place whete we could feel sure the convention could be held with safety, 
or time to make any other arrangements. 

My last year’s report which appeared in papers of this field gave you 
an account of my stewardship for my first year in office, and I will be as 
brief as possible in presenting my accounting for this year, as the com- 
mittee reports have been given you in detail what has been accomplished, 
and to every chairman I extend a personal and official assurance of grati- 
tude for the loyalty and co-operation reflected in their performance of 
duty toward the craft here represented. 

Too much praise cannot be given to Mr. Woodson P. Waddy and all 
his associates having local arrangements in charge, for the prompt and 
efficient action which they took to notify all whose reservations had been 
made, of this regrettable step, for it meant to them the cancellation at 
the last moment of the results of months of sustained and unselfish 
activity. To this, these gentlemen promptly added a renewed invitation 
to make Richmond the convention city for this year, despite the duplica- 
tion of effort which such a step necessarily entailed; and the consequent 
almost sheer imposition upon their abundant good nature. The invitation 
was gladly accepted and you will agree in the statement, I feel sure, 
that we are genuinely in the debt of these good hosts of ours, and that 
in confessing.the-heavy obligation under which we rest, we can but ask 
them to aecept the assurances of our deepest appreciation. 

By. reason ‘of.our inability to meet last year and conduct an election, 
your ofticers and committees ‘have been forced to hold over with but one or 
two exceptions,.and in some instances, including .my .own, this was a 
penalty which-would have been, gladly avoided. However, we have co 
operated to the best of our capacity and with the warmest desire to serve 
you, acceptably, to the end that’ this organization might continue to 
promote the aims and purposes for which it was founded and in which it 
has thus. far prospered. 

Before we had really settled down to the task of carrying into effect the 
instructions of the 1917-convention, and within one month after its ad- 
journment, the association suffered the loss of its First Vice-President, 
Mr. William D. Bevin, of the Boorum & Pease Company: of New York; 
you will recall that recommendations had been adopted at that. convention 
that’ the manufatturers discontinue the use of a price list and discount 
sheet,,.and :eubstitute a plan of selling at net prices and issue for the 
guidance .of{gbetrade at large, and as part of their several catalogues, 
the recomme tions of the National Catalogue Commission as to re-sale 
prices in units and in quantities. This plan was particularly. commended 
by the»manufactyrers of loose-leaf devices, whe were unanimous in its 
support. * Mr.oBevin had just been re-elected as First Vice-President, and 
looked forwardwith enthusiasm to enlisting the co-operation of the manu- 
facturing group as a whole, of which he was the head by virtue of his 
office, in the effective operation of these plans. His interest in the welfare 
of this organization, and his recognition of the possibilities which the 


Association offers for effective service to the manufacturing members as 
a whole, through a more coherent grouping of their interests and a more 
intimate discussion of the problems which are peculiar to them, rendered 
his re-election as head of the manufacturers a foregone conclusion to his 
colleagues, although a matter of surprise to himself, within my personal 
knowledge. 

Mr. Bevin’s warm friendships among the retail trade were the growth 
of nearly thirty years of intimate contact, and his loss was one which 
we could net contemplate with sentiments of other than deep sorrow. If 
I seem to dwell upon this subject, it is for the reason that nearly two 
years have elapsed since the sad event occurred, and perhaps a more 
extended comment is therefore permissible than would otherwise be the 
case, 

The Association was without a committee te fill vacancies, an omission 
which has been rectified in the new by-laws presently to be offered, 
so the Executive Committee assumed the responsibility of acting in that 
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eapacity, but first ascertained the views of the directors from the 
manufacturers, in selecting a successor to the vacant office Mr. William 


Pitt, of the Irving-Pitt Co., of Kansas City, was the overwhelming 
choice of his colleagues, and the Executive Committee therefore but 
registered that choice, in asking Mr. Pitt to accept the First Vice- 
presidency; he loyally acquiesced and has since discharged the duties 


assigned to him with that fidelity and ability which have characterized 
all that he undertakes and have resulted in his identification as one of 
the successful men of larger capacity in the community of American 
industry. 

Mr. Samuel Ward, than whom no one took a warmer personal interest 
in the welfare of the Association, passed away within a few days of the 
death of Mr. Bevin, and it is a grateful task to recall these men to 
memory today, and to offer the earnest hope that their kindly presence 
will long be remembered. 

The death of Mr. Andrew Geyer occurred on July 28 of this year, and 
the Association thereby lost a good and loyal friend His interest in our 
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welfare was manifested not only through the col 
umns of his paper, but in his personal contact with 
the trade, and his passing away should be for- 
mally noted in our records with sincere regret. 

The Catalogue Commission immediately set 
about the preparation of recommended re-sale 
prices in quantities, and the formulation of the 
necessary plans required the holding of a special 
meeting in St. Louis in December of 1917: and 
in Richmond in March of 1918. Our deliberations 
in that city were formulated in a letter to the 
Federal Trade Commission, in order that the 
plans and purposes of the Association might be 
fully and frankly disclosed and criticized, if 


criticism were in order None being received, 
the work proceeded as will be more completely 
described in the chairman’s report. In this 


connection reference should be made to the fact 
that in the year of 1918 former President Robert 
D. Patterson, who was then our National Cata- 
logue Commission chairman, forsook the paths of 
virtue, upon a retail basis, for a manufacturing 
career—fortunately for us, however, with an 
honored member of this Association. Mr. Pat 
terson’s services, first as president and then for 
five years as chairman of our most industrious 


committee, are so well known and so highly 
valued, as to render homage in this report clearly 
superfluous. The vacancy created by his resig 


nation was of such heroic proportions that sheer 
consternation was the result of its announce- 
ment. I assure you that -is in my own case, 

In these circumstances the organization turned 
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for the further development of the organiza- 
tien through the employment of a general man- 
ager te assume much of the burdens heretofore 
carried by the Chairman of the National Cata- 
logue Commission, as well as other duties of a 
similar nature; also the employment of a field 
secretary who shall be subordinate to the general 
mangger and assist him in the further upbuilding 
of the Association, That meeting was attended 
by representatives of most of the active local 
associations, and our somewhat extended report 
explained that these suggestions, while sponsored 
by your Executive Committee, were in fact a 
formulation of instructions given to us by that 
gathering. ‘The report was placed before you 
over two months ago, in the hope that you would 
reflect upon it and agree in the soundness of the 
recommendations set forth. 

Not the least conspicuous lesson which Amer- 
ican business men learned from the war was the 
absolute necessity for trade organizations. No 
great period of time elapsed after the formation 
of the War Industries Board before the repre- 
sentatives of all such associations were sum- 
moned into conference with the government offi- 
cials, many of whom were recruited from such 
associations. This impetus which the trade or- 
ganizations thus received will not soon be per- 
mitted to lose momentum and the industrial prob- 
lems of the present and the future are destined 
to be put into the way of solution in just such 
meetings as this. 

Many suggestions will be the outcome of our 


instinctively to the one man whose familiarity HARRY A. PRIZER, WHO RE- deliberations for the conduct of our affairs in 
with the difficult requirements of the situation PORTED FOR THE BUDGET the immediate future and to those I shall con- 


and whose demonstrated capacity to accom 
plish the desired results, indicated his conspicuous 
fitness for the task and thus again Mr. Fletcher 
B. Gibbs permitted himself to be drafted into your service. with results 
that are known to you all, He is too modest a man to recount the 
heavy personal sacrifice under which he has directed the affairs of the 
Catalogue Commission for the past year and there is nothing hazarded 
in the statement that he has earned your enduring gratitude, as he has 
long commanded mine 

The Catalogue Commission has done wonderful work and in their 
efforts to meet the demand for quicker revision of the recommended 
re-sale prices they have been issuing the Association News every two 
weeks instead of monthly as in previous years. This has added greatly 
to their work and while it has increased our expenditures very consider- 
ably, I think it has more than justified the expense by the results ac- 
complished. 

The Executive Committee has had its duties multiplied considerably 
by the conditions under which we were placed because of their being 
no convention last year. We submitted our plans for continuing the 
work of the Association for this year to the Board of Control, and 
received the sanction of that body, and then proceeded to carry them 
into effect as completely as possible. 

I want to make a public acknowledgment of my appreciation and 
gratitude to the other two members of the committee, two of your 
former presidents, Mr. Charles N. Bellman and Mr. Charles A. Lent, 
on whom I have leaned heavily for counsel and support and they have 
never failed to respond to the frequent calls that have been made on 
them in giving me the benefit of their sound judgment: and they are 
entitled to the thanks of the entire Association. F 

Two of our meetings were of particular importance: One held in Atlantic 
City in May of this year was attended by a large delegation of manu 
facturers, and a report was issued to the trade setting forth the facts 
as to the then conditions of labor and materials, from which the dealers 
were expected to draw their own conclusions as to the probabie course of 
retail prices. Similar information was sought as part of this meeting, 
so that the merchant may face the future with confidence begotten of 
what the manufacturer now knows of underlying conditions. 

Our other public meeting was held in Chicago last June, and our report 
was sent to every member explaining in detail certain important plans 





COMMITTEE. tribute but one; Germany has already begun 


to invade the markets of her near neighbors 

with manufactured goods which sell at prices 
defying competition under present manufacturing costs of labor and 
materials. 

It does not require the gift of prophecy to discern a similar invasion 
of the American market, and that means that the tariff will have to 
be revised. or the manufacturers and artisans of this country will suffer. 
The business men, and the producers, foresaw this at the election last 
November, although the topic was not broadly discussed; it would therefore 
seem the part of wisdom for this Association to provide for the appoint- 
ment of a Tariff Commission to be composed of manufacturers, which 
might promptly organize, establish headquarters, and set about the 
compilation of necessary statistics to insure a fair consideration of this 
great industry, when the necessity for a careful presentation arises, 

Such committee would be a proper adjunct of this Association, which 
ecomprehends in its membership practically all of the manufacturers of 
stationery products in this country. This suggestion is respectfully com- 
mended to your serious consideration. 

A subject to which I think it is proper to refer at this time is the size 
of our membership. While this bas been maintained and increased some- 
what during the last two years it does not in any way represent the 
increase that we should have and which we are entitled to as the results 
of our efforts for the benefit of the stationery trade at large. 

In an annual report from the Stationers’ Association of the United 
Kingdom, the English organization, which corresponds to ours, I find 
that they are increasing at the rate of 1,000 members in the year 1918, 
and some 260 in 1919, and we should certainly do as well as they are 
doing, considering the benefits that we are all receiving. 

A selfish interest should make every stationer of the United States 
anxious to become a member of this’ Association and share in the 
responsibilities, as they are sharing in the benefits. 

In closing you will permit me to remind you that our organization is 
what it is today, not so much because of what has been undertaken by 
the administration now going out of office, but because of all that was 
done by those who have previously wrought in the same spirit, and we 
may all pay to them a fitting tribute by carrying forward into the 
distant future, undefiled at our hands, the fruits of their efforts. 

WILLIAM H. BROOKS. 
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REPORT OF THE SECRETARY 


Fifteen years ago this Association came into existence at a cenvention 
held in the city of Chicago, on October 3d, 4th and 5th, and the charter, 
Gated on the 8th day of that month, was signed by eighty gentlemen, 
many of whom are here present. 

The purposes sought to be accomplished were stated in the second 
paragraph of the charter to be the creation of a permanent feeling of 
friendship and fraternity between manufacturers and dealers in stationers’ 
goods, and to promote harmony ef spirit between competitors, te prevent 
trade antagonism, and further united action, promoted by good fellowship 
and mutual respect, to strive for the aims and purposes which may be 
ef mutual advantage to its members. . 

From the original membership of eighty, the organization has grown to a 
numerical strength of 1,285, which is the total of our membership as 
this report is issued. 

It will perhaps serve a useful purpose to reflect for a moment upon 
the means which have been devised to enable the organization to carry 
into effect the aims and purposes of the founders. The corporate structure 
today embraces the following: 


(a) A president, three vice-presidents, secretary, treasurer and auditor. 

(b) A Board of Control, consisting of twenty directors from the man- 
ufacturers and dealers, the officers and past presidents of the Association. 

(c) An Executive Committee of three, exercising the functions of the 
Board of Control between conventions. 

(d) A group ef trade committees representing the merchants in the 
Association, classified a@eording to the articles handled by the cemmercial 
stationer. 

(e) A like group of committees consisting of the manufacturers in the 
Association, similarly classified and having in charge the problems which 
pertain to the manufacturers. 

(f) A committee of experts from the dealers, known as the National 
Catalogue Cemmission, whose function is to collect information as to the 
cost of merchandising the commodities handled by stationers and to 
issue recommended resale prices for the guidance of the trade throughout 
the country. 

(g) Publications issued in the interests of the members, that is the 
National Association News, now published twice each month during the 
year, and directory of members, entitled ‘“‘Who’s Who In the Stationery 
World,’”’ and so arranged as to indicate the nature of the business 
transacted by each member as well as the geographical distribution of 
the membership. 

(h) An Information Bureau conducted by the Secretary of the Catalogue 
Commission, who is also the editor of the National Association News, 
and the function of which is to keep the merchants in the Association 
accurately and promptly informed as to new and discontinued lines 
produced by the manufacturers, and with regard to matters of a similar 
import. 

(1) Machinery whereby the merchants and manufacturers in the Asso 
elation can meet separately in connection with the annual meetings to 
discuss and adopt appropriate recommendations with regard to matters 
affecting either the trade in general or the special group in question. 

(J) Special committees not falling within classification ‘‘d’’ above set 
forth, such as the Special Membership Committee, Grievance Committee, 
Convention and Registration Committees, etc. 

The successful conduct of the affairs of the Association requires the 
co-ordination of these several departments, and reference is made to them 
at this time in order that the members may comprehend the fact that 
during the course of each year more or less activity is being maintained 
in every one of these departments, and the result of their several efforts 
is Iaid before you in annual convention from year to year without perhaps 
sharply presenting to you the obvious fact that a great deal of industry 
and a marked degree of ability is being employed in the conduct of the 
affairs of your Association from year to year. 


For the most part, the work of the Association is being done by 
volunteers whose enly reward is to be found in the knowledge that their 
tasks are well done and in the appreciation extended to them by their 
colleagues, and finally in the realization that in the short period of time 
which marks the span of this organization's life, fundamental conditions 
in the stationery industry are much more wholesome than in the period 
prior to 1904. 

The time has now come, in the judgment of your Executive Committee, 
as will be more particularly set forth in its report, for carrying forward 
the work of the Association upon a more businesslike basis, which 
involves the employment of other and additional officials to the end that 
the results thus far achieved may be more widely appreciated than is 
now the case, and that mere intensive efforts may be applied along 
certain special lines of the Association’s work; the occasion seems ap- 
propriate, therefore, to direct your attention, as has been attempted 
above, to the fact that this organization is today maintaining a fairly 
widespread and complex system of activity upon a basis of annual dues 
ridiculously out of proportion to the magnitude of the task at hand and 
the measure of service rendered. 


But scant reference has been made to the increase in the membership 
of the Association because that subject will be dwelt upon in detail in 
the report of Mr. Charles L. Mitchell, Chairman of the Special Member- 
ship Committee, who has devoted much time and labor to the conscientious 
performance of his task. 

When the convention assembled two years ago there were 1,106 members, 
so that the increase to 1,285 is gratifying in the extreme, when the fact 
is borne in mind that the usual percentage of resignations, delinquencies 
and other depletions in membership has been encountered. 


From the standpoint of the Secretary’s relation ‘to the Association, 
the most notable development in the work of the organization during 
the past two years has been the splendid growth of co-operation between 
ithe manufacturers and dealers in the Association. It is not intended 
to suggest that perfection hag been attained. This is a human institution, 
and human frailties are reflected in all our undertakings; but with a 
liberal appreciation of this obvious condition, the fact remains that the 
broad spirit of tolerance and helpfulness between th@ two main branches 
of the industry, is more in evidence than ever before; the willingness of 
the manufacturers to meet in Atlantie City last spring in order to place 
before the trade all available information concerning underlying conditions, 
and a projection of that activity at this convention are so significant as 
to be worthy of repeated commendation and appreciation. 

No confidence is betrayed in the statement that the affairs of the 
Secretary's office could not be conducted if he were not able to appeal 
te the responsible heads of the largest and most important among our 
manufacturing interests for information and assistance upon frequent 
occasions when the necessity is presented. 

The work of the War Service Committees from the manufacturing 
group is too well known to you to require recounting at this time, and 
it is significant that the retail dealers as a whole have been so gratified 
with the work ef those War Service Committees that in many instances 


the continuance of the restrictions adopted by the manufacturers has been 
urged by the dealers. 

The lack of a report by the Committee on 
evidence that within the organization at least, a 
been made in the cultivation of the spirit of forbearance, and 
course, is as it should be. 

Fifteen years ago, when this Association was founded, the precise 
limitations fixed by the law upon the conduct of organization affairs was 
not the matter of grave concern, that it has come to be at this time 
It is no easy task to guide an Association in the channels of sanity and 
safety without sacrifice of efficiency, and yet that is the task which 
is laid upon those who undertake to act the part of a pilot for such 
a craft as this Association has grown to be. 

You will recall the satisfactien which was manifested in business circles 
when the Federal Trade Commission was constituted with a view to 
affording to the commercial interests of the country a tribunal before which 
the mixed problems ef law and economics growing out of the complex 
requirements of modern trade, might be adjudicated in a non-technical 
spirit and ih the interests of the community at large 

It was the privilege of this Association at its Atlanta convention ip 
1916 to listen to a splendid address by the then Chairman of that body 
Mr. Edward N. Hurley, and his remarks were largely devoted to bringing 
home to his auditors the necessity for studying costs in order that 
business might be conducted upon a margin of fair profit 

Mr. Hurley is no longer connected with the Federal Trade Commission 
and the law under which that body is now operating has been amended 


Grievances is further 
splendid advance has 
this, of 


in some respects, and other amendments are now pending in Congress 
The Commission, as at present constituted, has been most diligent, 
painstaking and fair in its attitude toward business men and their 
collective activities, and at the same time the Commission regards its 


task as a serious one and its functions as worthy of the respect of the 


country. : ‘ 
The frequent complaints issued by the Commission 
attention in order that trade practices regarded as 


require study and 
unfair by the 
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Commission may not be allowed to creep into the industry which this 
Association represents. 

The Commission is in favor of a regulated system of price maintenance 
on identified and advertised goods and has memorialized Congress to that 
effect, reserving to the Commission, or some other similar body, the right 
to inquire into all contracts for price maintenance and to alter the 
terms thereof in the interests of the public—that is to say, the consumer 
if the occasion so requires. 

The fact that the Commission recognizes the necessity for a special 
law upon the subject indicates that under the existing statutes no 
system of price maintenance can be permitted, and a very large part of 


the complaints issued by the Commission up to this time have to do with 
this question. ° 

The Supreme Court of the United States, in the spring of 1919, decided 
the celebrated Colgate case, and in effect held that a manufacturer has 
the right to refuse to sell a price-cutter and to tell him in advance that 
such refusal is likely to follow the cutting of prices upon the manu 
facturer’s products. This right, in the view of the court, is not in 
conflict with the law which forbids a manufacturer to enter into a contract 
with a dealer for price maintenance, because such a contract imposes 
an impediment or restraint upon the trade of the dealer, and is therefore 
repugnant to the law. The attitude of the manufacturer, under like 
circumstances to those disclosed in the Colgate case, is simply this: 

He does not imposé a restraint upon the sale of his product in the 
hands of the dealer, for the latter is entirely to do as he likes, but he 
is simply warned that if he doés cut prices, he will find it difficult to 


again purchase goods from the manufacturer. 
This subject is dwelt upon because the Federal! 
sincé announced its belief that the Colgate case is not 


Trade Commission has 
controlling and 


its intention to issue complaints against manufacturers without regard 
to that decision, and it is believed by your Secretary that some manu 
facturer will, if necessary, contest a ruling by the Federal Trade Com 


mission in accordance with its latest attitude, through the highest courts 
in the country. 

The attention of the Association has been heretofore called to the 
fact that the plan under which the National Catalogue Commission under 
took to carry into effect the instructions conveyed to it by the convention 
in Chicago of two years ago was submitted in detail to the Federal 
Trade Commission, and the Association was advised that the said plan 
did not conflict with any law which the Commission was obliged to 
enforce, and to the best of our belief all of the proceedings of this 
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Association have thus far passed the scrutiny of the Federal Trade Com 
ssion, and we intend that they always shall 

Last month a member of the Federa) Trade Commission appeared before 
the Committee on Judiciary of Congress, and, according to newspaper 
reports, stated that the Clayton Act was not sweeping enough and did 
not give the Federal Trade Commission power to investigate the methods 
followed by organizations which represent big business, 

He requested, therefore, that certain sections of the act should be 
strengthened. It is believed that the remarks attributed to Mr. Murdock 
had special reference to the producers of basic commodities, and pro 
ceeded from a conviction on his part that the prices of steel, coal, shoes, 
etc., are being artificially inflated through the activity of volunteer 
rganizations 
The recommendations of Mr. Murdock were taken under advisement 
yy the Congressional Committee to which they were addressed, and it 
s probable that within the near future legislation will be suggested 
for the purpose of amending the statutes under which the Federal Trade 
Commission derives jurisdiction 

It may be doubted whether any group of government officials, not con 
fronted with the necessity for conducting industrial enterprise, that is 
to say, not having to support themselves in the field of business activity, 
an grasp the handicap which is imposed upon employers who have to 
deal with all powerful combinations of labor, while they in turn are 
forbidden to indulge in collective bargaining themselves 

We are admonished by public speakers and government officials from 
time to time that under our system of law no special privileges are 
granted or immunities enjoyed by any element or class in the community, 
and an expression of hope may be permitted that in the further study 
and analysis of the industrial conditions in this country, the Federal 
Trade Commission and similar government agencies may awaken to a 
realization of the necessity for requiring that organized labor shall be 
expected to perform its contracts with the same degree of fidelity which 
is exacted from every other component part of the community, and that 
labor organizations violating the law shall be subject to the same 
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discipline and pay the same penalty which is sought to be visited upop 
manufacturers and merchants under the circumstances. 

During the past year the retailers in the Association were somewhat 
suddeniy confronted with the necessity for collecting a tax under the 
Revenue Act of 1918 on fountain pens, under Section 906 of said Act, 
taking effect April list, 1919 

The law was passed the latter part of February, 1919, and early in 
March your Secretary undertook to ascertain through corresponding with 
the Collector's office in Washington whether fountain pens were compre- 
hended in that section of the law, because they are not specifically men- 
tioned. Letters and telegrams brought no result, so a visit was pro 
to Washington on March 28th and 29th and finally an informal ruling 
was obtained which was embodied in telegrams sent to all local associations 
on March 3ist. This subject is referred to by way of explaining that 
the delay in procuring a ruling on the subject was not due to any lack 
of effort on the part of the Association but was occasioned by the many 
complications which arose in the Collector’s office and the handicap under 
which he labored in issuing instructions for the guidance of taxpayers. 

It would extend this report beyond reasonable lengths to refer to the 
various activities of the Association with which it has been the duty of 
the Secretary to keep in touch; they are to be placed before you, for the 
most part, in the various reports to be presented at this convention, 

You will understand that all that takes place here is not the result 
of chance but represents a more or less compact statement of the activities 
which have been carried forward in the various channels of the Aaso 
ciation’s progress since the last annual meeting was held, and your close 
attention to those reports and your conscientious consideration of the 
recommendations to be made, is not only invited but is confidently expected. 

In conclusion, the opportunity is availed of to express 
sense of obligation under which the undersigned rests for the help which 
has been accorded to him by President Brooks, the members of the 
Executive Committee, Mr. Fletcher B. Gibbs, and the various Commit- 
tee Chairman and members and directors of the Association. 

Respectfully submitted, 
MORTIMER W. BYERS. 
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REPORT OF NATIONAL CATALOGUE COMMISSION 


in making my report for the National Catalogue Commission, I propose 
to leave to our secretary, Mr. Pittman, the task of covering the details 
of the work. I shall attempt only to give you an outline of the com 
mittee’s duties, the manner in which we have attempted to fulfill them 
and such recommendations for the future conduct of the work as have 
been suggested by a very strenuous year’s experience. 

For reasons well known to members, the annual convention of the 
Nationa: Association of Stationers and Manufacturers which had been 
scheduled to be held in Richmond a year ago failed to assemble 

In this emergency the Executive Committee at a meeting held in New 
York on October 16, 1918, decided to continue all committees then stand 
ing Unfortunately for the organization and particularly so for this 
committee, Mr. Robert D. Patterson who had so ably served as its 
chairman, had resigned from the ranks of the dealers to become asso- 
ciated with a manufacturing company. This made him ineligible for 
continued service as a member of the National Catalogue Commission 

To fill this gap, I was asked to act as chairman of the committee, and 
Mr. W. J. Kennedy of St. Louis was appointed to fill the vacancy occa 
sioned by my advancement to the chairmanship. Mr. Kennedy is an ex 
president of the Naticnal Association, has been very closely in sympathy 
with organization work for the past fifteen years, and as publisher of the 
National Association News had become thoroughly familiar with the 
work of the commission. 


This committee, as at present constituted, therefore, consists of the 
following members 

Mr. James §S tall of the Kilham Stationery & Printing Co., Port 
land, Ore. 

Mr. Charles N fSellman, of the Franklin Printing & Engraving Co., 
Toledo, Ohio. 

Mr. William J. Kennedy, of the William J. Kennedy Stationery Co., 
St. Louis, Mo 

Mr. Harry A. Prizer, of the William Mann Company, Philadelphia, Pa. 

Mr. Fletcher B. Gibbs. of Shea Smith & Co Chicago, Ill 

Mr. W. G. Whittemore. of the American News Co., is a member of 
the committee in an advisory capacity. 

Mr. W. D. Pittman, in addition to acting as secretary of the com 
mission, officiates as manager of the information bureau and editor of 
the National Association News, both of which activities are under the 
direction of the committee. 

At this same meeting of the Executive Committee it was determined 
to publish the Association News twice each month instead of once as 


heretofore. This change became effective in January, 1919, since when 
Mr. Pittman and myself have become fully appreciative ef the flight of 
time We never before realized how fast the days could slip by until 


our calendar was marked off for us by semi-monthly publication dates: 
and I may as well state at this point that there never hes been a time 
when necessity pressed that the St. Louis office bas failed to rise to the 
cecasion and push the work through—frequently at great personal. 
sacrifice 

The budget adopted provided for expenditures by the commission—for 
the year ending with this convention—to the total amount of $12,000 
This amount was subsequently increased 10 per cent, making a total of 
$13,200, all of which, however, has not been used, the total expenditure+ 
for the year having amounted to $12,318.09. 


As most of the members are aware it is the duty of the Nationa) 
Catalogue Commission to prepare and publish a list of standard prices on 
staple goods and to distribute said list or revisions of it ad the recom 
mendations of this organization. 

It has been the custom of the committee to meet once or twice annually 
for the purpose of carefully analyzing the overhead cost of doing business 
and determining upon the different bases which are to be used in com- 
puting the recommended retail selling prices. 

These bases are submitted to Secretary Pittman, who maintains ap. 
office in St. Louis where the actual work of computation is done. 
copy is completed it is submitted to the chairman who checks an@é 
returns it for publication in the Association News. 

The changes in merchandise values occasioned by the war have caused 
us during the current year to devote much of our time to revisions ip 
prices; and as most of the staple lines were carefully reviewed at the 
two meetings of the commission held last year, the bases of pricing then 
determined upon have since been used in figuring the revised recom- 
mendations; thus rendering it unnecessary to hold a meeting of the 
commission during the present year, and enabling us to devote to other 
activities the funds which would have been needed for this purpose. 

In planning the season’s work, it was determined to cover blank booke 
and loose leaf goods at the earliest possible moment, but when ready to 
review these and many other of the staple lines, great difficulty was en- 
countered in obtaining the net costs from manufacturers, whose lists op 
account of the frequent advances in the costs of material and labor were 
constantly suffering changes 

For this reason our work has been subjected to many delays and vexa- 
tions complications which have rendered it impossible for us to produce 
results at all adequate to the necessities of our members. 

During the early part of the year the operations of the committee 
werely closely investigated by the Federal Trade Commission, but as no 
official communication has as yet been received from this body, I am 
hoping that our work has not been found open to criticism. 

A growing conviction of its bearing upon our activities has led us to 
give considerable space in the National Association News to articles 
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tending to encourage dealers to give more careful study to the very 
important subject of overhead expense, and in November, 1918, a ques- 
tionnaire was addressed to 630 members of the National Association en- 
gaged in the retail business. This questionnaire was framed with the 
view to ascertaining each member’s cost of doing business. The com- 
mission had figured this cest at 30 per cent, and while we were satisfied 
that this was a-fair estimate as representing the average percentage of 
overhead in the years previous to 1917, we were anxious to learn whether 
it had since suffered any increase. 

Of the 680 copies of the questionnaire sent out, only 91 were returned. 
Whether the limited number of returns received indicate that 85 per cent 
of our members among the stationers keep no record of their expenses, 
or whether it means that they were disinclined to reveal the intimate 
details of their business, the committee is unable to determine. If the 
former reason applies, an effort should be made to induce every dealer to 
adopt a simple form of accounting that will enable him to keep track of 
his expense of doing business. 

A survey of the questionnaires returned indicated that the cost of 
doing business still very closely approximates the low average of 30 per 
cent, which has been used by the commission as the basis in figuring 
the recommended resale prices. 

It has been suggested by some of our members that the National 
Catalogue Commission prepare and print for general sale to dealers or 
consumers a loose leaf recommended price book of a size convenient to 
fit a pocket or desk pigeon hole; a book that would contain recommended 
prices applying to the leading staples and that could be generally used 
for reference by dealers and salesmen in all parts of the country; one 
that could be kept up to date by the insertion of frequently published 
leaf renewals, and sold at a price that would pay for the cost of its 
publication. 

Such a book to be generally useful would have to be so edited that it 
could be used in different territories by the addition or subtraction of a 
flat percentage to offset the differences in freight rates. 

A national price book containing recommendations of this character 
which could be adjusted to local conditions, would be of great benefit to 
hundreds of our members among the dealers who do not have the knowl- 
edge, experience or time to edit price lists of their own; and would go 
far to stabilize fair retail selling prices in all territories. 

This project would require for its execution a more complete organiza 
tion than the commission has as yet had at its disposal, but with an 
adequate clerical force under properly experienced editorial direction the 
plan might be feasible. 

The disappointing feature of this committee’s work has deen its slow 
progress. Secretary Pittman, with his one accountant and single sten- 
egrapher, has done heroic service, but the volume of prices edited, while 
of inestimable value, has been totally inadequate to the crying needs of 
our members. Seemingly endless lists have been figured and checked in 
tedious detail, but we have always had before us work that pressed for 
attention, but which could not be reached. 

Under these conditions I was firmly impressed in April of this year 
that the time had arrived for the National Association to provide itself 
with a centralized working organization, within which could be embraced 
the exploitation of all its practical activities. 

I therefore suggested to President Brooks the advisability of taking 
steps to present to this convention an enlarged organization plan which 
should provide for: 

(a) The retention of our present organization as outlined in our by- 
laws, including the national secretary, whose duties are largely those of 
legal advisor. 

(b) A business manager with headquarters in some centrally located 
western city, preferably Chicago, who shall be subject to the direction of 
the president and executive committee. A man whose wide experience 
and executive ability will enable him to assume the direction of the work 
of the National Catalogue Commission, and improve it along lines that 
have been frequently discussed, 

(c) The retention of Secretary Pittman as assistant business manager 
with duties practically the same as at present. 

(ad) The employment of a field secretary, whose work shall be to an 
extent similar to that conducted during the last three years by Mr. 
Dunn, but whose duties shall also include an effort to co-ordinate the 
activities of local associations with those of the national organization. 

(e) The retention of the information bureau and the publication of 
the National Association News; these two branches of the organization 
work to be made self-supporting by opening the pages of the Association 
News for the sale of advertising space. 

(tf) The engagement of such additional clerical assistance as may be 
necessary to properly conduct the work of the office. 

What I had in mind was a dual organization consisting: 

(1) Of the national officers, the Board of Control and Executive 
Committee whose work will be to outline the policies of the Association. 
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(2) A business organization whese work shall be to develop and carry 
out these policies. 

President Brooks with his ready receptivity of any suggestions calcu 
lated to advance the usefulness of the organization was immediately 
impressed with the advantages which this plan offered 

To put it in shape for presentation to this convention a conference was 
held in Chicago on June 17 last, which was participated in by the mem 
hers of the Executive Committee, the presidents, chairmen and other 
officers of twelve associations, two of the underwriters of the so-called 
Dimond movement, Messrs. Dimond and Dunn, and the chairman of this 
committee. 

At this conference the above suggestions, practically as written, met 
with approval, and they will be presnted to you at a later period during 
this convention in the shape of proposed amendments to the by-laws 

Their adoption, I believe, means a great step in advance In these 
times no organization can rest upon its merits. It must either advance 
or go backwards. It means, of course, larger annual dues; but if our 
members among the dealers can be shown that the services rendered by 
the organization are to be greatly enlarged and improved, I am convinced 
that they will be willing to pay the increased dues. While $15 per annum 
for inadequate service may be regarded as an expense, twice this amount 
will be willingly paid if it can be viewed as an investment that is t 
bring returns of tangible value to the business 
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While the proposed enlarged business organization is designed primarily 
to take from the shoulders of the scores of willing workers, who have 
contributed so liberally to the success of the association, those exacting 
duties which though self assumed have cut so deeply into the hours 
that should have been devoted to their personal interests, there is no 
thought of doing awsy with the various committees; all of which should 
be retained. 

In closirg, I wish to commend in the highest terms the services of 
Mr. W. D. Pittman and those of his accountant, Mrs, Stone, both of whom 
have exhibited an accuracy and proficiency in their work and an unvary 
ing devoticn io the interests of the association, which should entitle 
them to special consideration in any plan adopted for an enlarged business 
organization 

This report has the approval of all the members of the commission 
with the exception of Mr. Wm. J. Kennedy, who, in endorsing it, with 
holds his appreval of some of the recommendations 

Respectfully submitted, FLETCHER B. GIBBS, Chairman 


SECRETARY’S REPORT—CATALOGUE COMMISSION 


The National Catalogue Commission of the National Association of 
Stationers and Manufacturers of the U. S. A. has the following activities 
of eur association in charge: 

1. The operation of an information bureau. 

2. The publication of our semi-monthly paper, the ‘‘National Associa- 
tion News.”’ 

3. The general work ef the National Catalogue Commission, which 
has been, during the past year, principally the preparation and publica 
tion of recommended resale prices. 

As the secretary of this commission I have been charged with the 
actual work of carrying forward these activities, under the direction 
of the chairman of the commission, and I herewith report, with regard 
to same, as follows: 

Our offices are located on the third floor, at No. 411 Olive street, St 
Louis, right in the very heart of the business district and close to most 
ef cur stationers: but because the building is not medern the rent of three 
offices, including heat, light and janitor service is only $20.00 per month. 
Location admirable, offices comfortable. 

(The report also included an inventory of the cffice, the insurance on 
which is $2,000.) 

The Information Bureau. 

In the fall of 1915 we began our work, with nothing but a bare office, 
a desk or two, and a few chairs. We had not one scrap of ‘‘information”’ 
in our information bureau; but we started out to assemble descriptive 
catalogues and other matters of that kind; and in the meanwhile Mr. 
Evan Johnson, the genial editor of “Office Appliances,"" gave us a com- 
plete copy of his reference files, showing where to procure thousands of 
articles; and these typewritten pages are still in our possession, treasured 
very highly, for the information they contain, and especially as an evi- 
dence of the good-will of the donor. 

As the months went by we received many scores of coveted lists of 


goods from manufacturers; until now we have in our files catalogues 
from 2,390 manufacturers, and more are being received every day. We 
also watched Geyer’s Stationer, and whenever we noticed the advertise 
ment of something we did not have we clipped the ad out and filed it 
so that, today. we have 614 of these ads properly filed; and these cata 
logues and clippings are not enly filed, but indexed and cross-indexed 
ready for instant reference. 

Indeed, we have every reason to believe that we have in the St. Louis 
oftice the most complete files of stationery items in existence, and it is to 
be regretted that more of our members have not made use of them 
Only 490 have used the information bureau to date; these made 2,711 
inquiries, of which 686 have been received during the last year We 
were able to answer promptly all of the 2,711 inquiries but 332 of them 
and these we published in our paper; and while we can not definitely state 
how many of these 322 were answered by our members, yet we think we 
are safe in saying considerably more than one-half of them We will 
hope that our members will use the information bureau more liberally in 
the future. 

The business forms and photos of store interiors, collected by Mr 
Bellman three years ago, are still being sent to our members who request 
to inspect them. 

The National Association News. 

While it was in our minds, from the first, to publish a paper it was 
not until the first of January, 1917, that we-reached a point where we 
thought it advisable to begin. Our initial number was small, but the 
paper grew apace, until in January, 1919, we began to publish two 
numbers each month. The year’s tecord is as follows: 

Pages of price 

Dates of issue, 1918. recommendation. Total pages 
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The columns devoted to matter other than the recommended re-sale 
prices, occupied during the year 111% pages; these included the editorial 
page, the information bureau, the clearing house, the new goods and dis 
continued lines, new members, etc., et 

The clearing house columns were used by 190 members, who wished 
ta yrocure 195 articles that were scarce; and wanted to dispose of 605 
articles on which they were overstocked; and I know, from the many 
letters I have received, that most of them were successful in making the 
desired turnover This service we are rendering to our dealer members 
is a very important one and they should all use it liberally It assists 
them to obtain what is hard to get and to unload surplus stocks, without 
cutting prices at home. 

The new goods and discontinued lines columns were used by 137 of 
our manufacturing members; and we hope they will all use these columns 
in the future, as news relative to changes in lines is of interest to our 
dealer members and the conveyance of the message to their customers 
ought to be worth a great deal tc our members who make the goods. 

The information bureau columns are used chiefly to seek answers to 
questions which are addressed to us, and to “which we cannot find the 
reply in our records; and we thank those of our members who have 
responded to them. 

The cost of printing, binding and mailing the paper for the past year 
has amounted to $6,949.50. Our present contract for printing the National 
Association News (with Wm. 7. Kennedy Stationery Co., St. Louis) 
expires with the December 15 issue, and what the new costs will be I 
do not venture to predict. 

Fortunately we have no difficulty with the post office authorities in 
getting our papers through at the pound rate, and we hope they will not 
disturb us in this privilege. 

If, on account of price recommendations, it should be decided to 
publish the weekly instead of semi-monthly, we shall be glad to under- 
take it; the amount of extra work would not be very considerable, unless 
tl total number of pages for the month was increased. 

We have not indulged in jokes and jingles because our space has been 
so limited and valuable. If we have been too serious we would like to 
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know it, when we will try to hand you a few smiles every now and then? 

During the war we helped Uncle Sam out a bit, with a few articles; 
and since the boys have returned from their jobs ‘‘over there,’’ we have 
tried to help them get jobs over here. 

The editor hopes that the paper has been well received during the 
year that has passed, and assures the members that if he has it in hand 
for another year, he will endeavor to do still better. The most important 
thing for you to do is to tell the office boy or janitor not to throw it in 
the waste basket before you see it. 

The most important feature of editing the National Association News 
during the past year (and; in fact since March, 1918) has been the 
omputation of the recommended resale prices and their preparation for 
publication in the News; and I would not feel that my report as secretary 
of the National Catalogue Commission was complete without telling you 
something about this work. 

4s the chairman has stated in his report, no meetings of the members 
of the commission have been held this year, for the reason that the 
commission mapped out more work in the two meetings held last year 


than we could publish without exceeding our appropriation, The situation 
was rendered particularly difficult because of the fact that we had to 
revise so many of our former recommendations, on account of changing 
merchandise values; and even then we were unable to make all of the 
revisions we ought to have made. Do you recall the days when you 
used to roll snowballs—how big they would get? Well this work of price 
computing reminds me of that; for the more new lines we consider the 
more revisions we will have to make in these days of changing 

and the ‘‘ball’’ has already gotten too big for our appropriation, for, let 
me remind you who are printers, that it costs money nowadays to have 
a paper printed 

At the two meetings of the commission held last year different lines 
of goods were reviewed These included the following lines, Adding 
machine paper (rolls) 

Arch files, 5; board clips, 5; basket, wire, metal and fibre, 12; box 
filer, 4; blank books, 5; brass paper fasteners; coin wrappers and bill 
straps, 1; compasses and dividers, 3; desk pads, 3; Dennison Mfg. Co.’s 
linc; faney boxes and desk sets, 3; filing accessories, 9; finger pads and 
shields, 3; inks and adhesives, 22; loose leaf goods, 12; moisteners, 8; 
oiled boards, 1; pencil point protectors, 4; pencil holders, 3; pencil 
lengtheners, 4; pencil sharpeners (pocket), 2; pencils, lead, 6; penholders, 
6; paper clips, 17; paper fastening machines, 13; postal seales, 4; pine for 
office use; rubber bands; rubber erasers, 7; rulers and yardsicks, 5; spun 
glass and soap erasers, 1; slate pencils, 1; stationers’ tinware, 4; sta- 
tioners’ glassware; shears and scissors, 2; steel erasers, 3; steel (and 
silvered) pens, 10; spring paper clips. 5; vertical file folders, 6, and wire 
goods, generally for office, 6. 

It will thus be seen that the commisstoners ‘‘attended strictly to busi- 
ness’’ when they met, and they sure mapped out some work for the 
secretary to doe; therefore, it is no wonder that there was no negessity 
for them to meet this year, especially when one considers the revisions of 
the above lines, made necessary by changing prices. 

ler the benefit of those who may not know, or who may not have given 
the matter any thought, it might be well to explain how they worked 
for six or cight days. and how we have worked ever since. 

The commissioners considered 41 different classes of goods, such as 
pencils, pens, erasers, ete., found in 187 different catalogs, and they estab- 
lished bases uvon which the recommended resale prices were to be com- 
puted To illustrate: 
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Lead pencils: They are a very common staple with every stationer, 
and the commissioners, after taking into consideration: 

1 he net cost of goods to the dealers. 

! cost to dealers to do business. 

he > ante k or slow sale of the article. 

4 he reasonable net profit to the dealers. 

they established a basis upon which to work our recommended resale 
prices for each 1 dozen, one-half gross, 3 gross, 5 gross, 10 gross, 25 
grovs and 50 gross. It therefore became necessary for us to figure nine 
prices for each and every pencil made by each and every manufacturer. 

The cemmissioners established the bases (the plural for basis) of com- 
putation for all the articles considered, and as these bases differed widely 
for different classea of goods, this office was afflicted with no lack of 
variety in methods of figuring. 

With these established bases before us it was then our duty to take 
one manufacturer’s list after another, and work out the recommended 
resile prices in the manner referred to, and after doing so, and type- 
writing the copy, the results were sent to Mr. Gibbs, the chairman of 
the commission, to be checked, and be it said to his credit that he did 
not give these typewritten lists a ‘‘once over,’’ in some careless fashion; 
but he checked each and every item, and made suggestions and some- 
times corrections. The amount of work performed by Mr. Gibbs was 
both considerable and exacting. 

After he had checked them, he returned them to us, and we published 
them in the ‘News.’ A few mistakes crept in, which we correc 
but considering the thousands of prices figured, we think that the mem- 
bers will admit that the percentage was small, for which we are glad; 
and much credit is due to our faithful and efficient accountant, 
Stone, for her accuracy 

Then came the revisions, and they are still coming; and as I have said, 
our appropriation was not large enough te continue to push this snow 
ball—ever increasing in size, 

As our chairman has stated, our work, though prodigious, has not 
sufficed to keep apace with the urgent demand; but, if more recommenda- 
tions are wanted, and they are wanted quicker. we must have the clerical 
force and the money with which to pay for an enlarged paper. We submit 
that we have done reasonably well with the equipment we have had, 


New Members Obtained. 


Incidentally with no special or planned effort we have been the means 
of securing 38 new members, and we believe a much larger number could 
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have been secured had we had the time and the stenographic help to go 


after them. 
Conclusion. 

{ am under many obligations to our members who have assisted me 
in my efforts, and I sincerely thank them; and I am especially grateful 
for the help I have had from the chairman of the National Catalogue 
Commission, who has been at all times, patient, considerate, painstaking 
and thorough in his endeavor to help the work of the secretary along. 

I have noted with great interest the proposed plan for an enlarged 
organization, which is worthy of the originator, Mr. Fletcher B. Gibbs 
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I can see in it wonderful possibilities for a greater service from the 
three-fold work I have been doing, and in addition theret other branches 
of the service lengthened and strengthened. 

I am hoping, however, that in the final arrangements I may be assigned 
a place that will enable me to gather the fruits from the trees I planted 
and have attended with such zealous care for the past four years; and 
this is but a natural desire from a very natural man 

With highest hopes for the continued success of our undertakings, thi» 
is Respectfully submitted, W. D. PITTMAN, Secretary to the Nationa 
Catalogue Commission. 


REPORT OF EXECUTIVE COMMITTEE 


Your Executive Committee has held several informal and a few formal 
meetings since the convention held in Chicago in 1917. Until October 
6th, 1918, the duties of the committee consisted largely in informally 
aiding the President in sundry conferences called by him and in electing 
few members of the Association from time to time, in accordance with 
our duties under the by-laws. 

On October 16th, 1918, the Committee held an extended meeting to 
take appropriate action regarding the postponement of the Fourteenth 
Annual Convention of the Association, which was rendered necessary by 
the epidemic of influenza prevailing in Richmond, of which information 
was given on October 9th of that year. 

The report of that meeting, in printed form and bearing date of 
October 17th, 1918, was submitted to the members of the Board of 
Control, and having been unanimously approved by all members of the 
latter body voting on the subject, it was published and distributed to 
all members of the Association through the columns of the National 
Association News in November of last year.: A copy of that report is 
annexed hereto for publication, as part of the records of this Convention, 
and for ready reference in the future. 

The said report was incomplete in that it failed to set forth the 
aames of delinquent members of the Association, who were dropped at 
that meeting, in obedience to the appropriate provisions of the by-laws 
The said names are as follows: 

Delinquents, 1918. 


American Office Equipment Co., Atlanta, Ga. 

Anderson, George B., Galveston, Texas. 

Barnes, Co., L. A., Fort Worth, Texas. 

Boone, Riley, Marshall, Texas. 

Bramm, C. E., Jersey City, N. J. 

Brown Book Co., Asheville, N. C. 

Chambers Office Supply Co., Jackson, Miss. 

Clipless Paper Fastener Co., Newton, lowa. 

Collins, Sidney E., Chicago, Il. 

Cootey Co., Minneapolis, Minn. 

Davis, Wm. A., Co., Boston, Mass. 

Dresner Co., Wm. J., New York City. 

Durable-Ink Co., Chicago, Il. 

George Bros., Lincoln, Neb. 

Grippen Co., D. W., Mason City, Iowa. 

Lewis, Charles R., Baltimore, Md. 

McAvoy Book & Stationery Co., Macon, Ga. 

MeNceil Co., Phoenix, Ariz. 

Nelson, Errol, San Francisco, Cal. 

Reuter, H. G., Ptg. Co., St. Louis, Mo. 

Smith. Charles M., New York City. 

Zac Smith Stationery Co., Birmingham, Ala 

Standard P. & L. Co., Houston, Texas. 

Storr, H. 8S. & Co., Raleigh, N. C. 

Thiem, James E., Raleigh, N. C. 

Thomas & Grayston Co., Minneapolis, Minn. 

Thornton & Bracey, Dallas, Texas. 

Tyson, E. W., Tyrone, Pa. 

Weands Stationery Co., Bethlehem, Pa. 

Wells, Ross V., Pontiac, Mich. 

Wilson, Frank B., Seattle, Wash. 

Winchenbaugh, Lester FP., Boston, Mass. 

During the spring of the present year it became manifest that al) 
available information ought to be collected for the purpose of putting 
vefore the stationery industry a definite and accurate statement of the 
conditions underlying the manufacture. and sale of products handled by 
members of this Association, and to that end your Committee called a 
public meeting in Atlantic City which was held on April 2d and 3d, 1919, 
and was fortunate in securing the co-operation of Mr. William Pitt, 
first Vice-president of the Association and head of the manufacturing 
group of the organization, to summon representative manufacturers to 
that meeting in order that the purposes in mind might be completely 
accomplished, The gathering was helpful in the extreme and enabled 
your Committee to present to the stationery industry a survey of 
business conditions which was published in a special edition of the 
National Association News under date of April 8th, 1919. The speed 
with which this publication was accomplished was possible only because 
of the splendid service rendered by Mr. Gibbs, the Chairman of the 
Catalogue Commission, who went to St. Louis with the notes upon which 
the survey was based, and he and Mr. Pittman collaborated to such 
good effect that the survey was promptly put in type and with the 
help of Mr. Bellman was placed before all the members of the Association 
within a brief space of time. Your Committee took the liberty of 
believing then, and believes now, that this was a very considerable 
service to the Association, and effectually tended to stabilize market 
conditions which were in a fair way to become greatly unsettled at 
that time. 

The third formal meeting was held in Chicago on June 17th, 1919, which 
was attended by Mr. William Pitt and Mr. Frank D. Waterman, represent- 
ing the underwriters of the Dimond campaign, Mr. Dimond and his 
assistant, Mr. Dunn, and the chairman of other officers of twelve local 
associations, and Mr. Fletcher B. Gibbs, the Chairman of the Catalogue 
Commission. 

The purpose of that meeting was to receive the suggestions of those 
present as to enlarging the scope of the Association's activities and the 
employment of a general manager and field secretary, the former to take 
over many of the burdens heretofore borne by the Chairman of the 
National Catalogue Commission, and the latter to devote his time and 
energy to the formation and conduct of local associations and the mainte- 
mance of close relations between them and the National organization. 

This committee prepared a special report of that meeting which was 
published under date of July 24th, 1919, in the National Association 
News. Copy of that report is annexed hereto for the purpose of future 
reference. 

We shall not at this time repeat the arguments advanced in that 


report in favor of the adoption of the particular amendments to the 
by-laws therein referred to. The subject has been given due publicity 
throughout the Association, and it is believed that all in attendance at 
the Convention are familiar with the reasons advanced in favor of the 
change and improvement of our organization, and, for the most part, are 
ready to support these changes with the same degree of loyalty that 
has been manifested in times past when progressive measures have bee! 
advocated. 

In addition to these duties, the Executive Committee was instructed 
to prepare a new edition of the by-laws by resolutions adopted at the 
Chicago Convention, held in 1917. This we have done, and we present 
herewith a complete revision of the by-laws, which embraces the changes 
suggested in our report of July 24th, 1919, and other modifications 
rendered neccessary by the present size and capacity of the Association 

We have prepared a special report by way of comment on the various 
changes printed in pamphlet form, and presented with the proposed 
revision, in order that you may be accurately informed of all changes 
from the existing by-laws contemplated by the revision 


The committee formally recommends to the Convention the adoption of 
the revised by-laws as proposed, and this recommendation, in the usual 
course, will have te be referred to the Committee on Resolutions, the 


report of which Committee in turn will bring the revision before the 
Convention for appropriate action. 

We have elected all new members whose applications are now on file 
at the date of this report, and in accordance with the directions of 
Section 5, Article IV, we report the following members as delinquent in 
the payment of annual dues and their names have been dropped from 
the roll of membership in consequence of said delinquency 

Art Novelty Co., Chicago, lll 

Bower & Co., Phoenix, Ariz. 

Rradtford, Wm, K., Co., Wilmington, Del. 





C. A. Lent of New York, who reported 
for the Executive Committee 


Burton, Don M., Co., Lima, 0. 
tush-Chatterfield Co., Flint, Mich. 
Ideal Office Supply Co., Pittsburgh, Pa. 
Kilborn, C. Rodney, New Haven, Conn. 
Magee, Jas. G., Co., Springfield, Mass. 
Monarch Stationery Co., Chicago, Il. 
Morton Mfg. Co., Louisville, Ky 
Murray, M. R., Huntville, Ala. 
McClure Office E. Co., Macon, Ga. 
McGill Ticket Punch Co., Chicago, Il. 
Popham, Geo. H., Co., Ottawa, Can. 
tockford Printing Co., Rockford, Il. 
Phoenix Printing Co., Augusta, Ga. 
Schumert & Warfield Co., New Orleans, La. 
Shannon, E. W., Appleton, Wis. 
Sharp, P. W., P. & M. Co., Thief River Falls, Minn 
Stationery Shop, Rock Island, Il. 
Respectfully submitted 


WILLIAM HENRY BROOKS, CHARLES N. BELLMAN, CHARLES A 
LENT, Executive Committee. 
Dated Richmond, October 15, 1919. 


Special Report of the Executive Committee. 

The Executive Committee held a special meeting in New York ot 
October 16th, 1918, in the office of the secretary, all members being 
present, and in addition Mr. Fietcher B. Gibbs attending at the request 
of the president in order that the Committee might have the benefit of 
his advice. The conclusions reached by the Committee may be cop 
veniently tabulated as follows: 
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1. As to the Fourteenth Annual Convention 

On the §th of October, 1918, President Brooks was notified by the 
Committee of Arrangements for the Convention in Richmond that the 
Board of Health in that city had prohibited all public gatherings and 
closed all public meeting places of every character, by reason of the 
severity of the influenza epidemic there prevailing. This action of the 
authorities meant that the Convention must be postponed Accordingly 
a special meeting of the Executive Committee was held on that afternoon 
in New York, Mr. Bellman’s vote being taken over the telephone, and 
the postponement was ordered. 

The present by-laws contain no provision covering the emergency which 
has arisen, and, therefore, your Executive Committee was forced to proceed 
to a decision with nothing to guide its deliberations except the desire 
to think and act wisely and for the good of the Association according 
to the dictates of our best judgment. 

The several officers and members of the Committee have received com- 
munications and verbal statements directly and indirectly from members 
of the Association, indicating that this decision to indefinitely postpone 
the Convention, which was reached on the 9th inst., has met with practi- 
cally unanimous approval. 

The subject of arranging for the holding of the Convention at a 
later date was very carefully examined, and it was the unanimous opinion 
of those present that either a postponed date should be announced at 
this time or the entire project should be abandoned and no Convention 
should be arranged for prior to the second Monday in October of 1919. 
{t was found to be impossible to decide at this time to hold an annual 
meeting at any time in the near future, because of the threatening 
prospect of the further spread of the influenza epidemic now prevailing 
throughovt the country, and the drastic precautions now being taken in 
every community to arrest its further development. 

The Committee was thus absolutely without facility to enable it te 
select an available meeting place at any time within the next sixty days, 
and was further influenced by the numerous cancellations of reservations 
reported to the Committee by those in charge of arrangements at Rich- 
mord, indicating the existence of widespread reluctance on the part of the 
members to be away from their homes at this critical time, and it was 
believed that that condition is likely to obtain over an indefinite period. 

This situation results not alone from the epidemic, but from the very 
anusual stress of the general industrial prospect, shortage of labor, 
transportation difficulties and the centering of individual activities in 
maiters directly or indirectly related to the war 

The question of endeavoring to arrange for a meeting during the winter 
months was carefully considered. The Committee reflected that the 
expected coal shortage and added transportation difficulties, which are 
believed to be inevitable, will but add to the impediments outlined above, 
and are likely to render the holding of a successful Convention during 
the first four months of the year 1919 no less difficult than in the near 
future. 

Recognizing, therefore, the impossibility of fixing any date within a 
period of time which would not conflict with a regular Convention in 
October of 1919, the Committee concluded that the Fourteenth Annual 
Convention must be postponed until the regular meeting time next year. 

2. The Present Administrative Equipment. 

The By-Laws provide (Section II, Article 6) that the officers and directors 
who were elected in Chicago in 1917 shall serve for one year ‘‘and until 
the election of their successors.’’ Therefore the Association can be 
administered by the officers and directors now serving, and its affairs 
will continue in the hands of the officials chosen at an annual meeting, 
who have had the benefit of one year’s experience in office 

8. Plans for the Future, 

(a) National Catalogue Commission. 

It is recognized that the work of the National Catalogue Commission 
is of greater value to the members than ever before, and that the 
service now being rendered can be enhanced by the publication of the 
bulletins of the Commission in the National Association News twice 
nstead of once a month, as heretofore, and accordingly the Committee 
voted to increase the appropriation for the work of the Catalogue Com 
mission, as may be needed in this connection 

President Brooks read to the meeting the resignation of Mr. Robert 
D. Patterson, the Chairman of the Catalogue Commission, who has now 
become a manufacturer, and, therefore, ineligible to continue as a member 
of the Commission The facts are that Mr. Patterson resigned his con 
nection with the Buxton & Skinner Printing Co., of St. Louis, and is now 
associated with the McMillan Book Company, of Syracuse. The President 
stated that he has no alternative but to accept the resignation, and 
at the same time directed attention to the heavy obligation under which 
the Association rests to Mr. Patterson for his unselfish devotion to duty 
while he has been in charge of the most important work ever since his 
retirement from the presidency of the Association in 1913. 

President Brooks was able to state to the Committee that in this 
critical situation Mr. Fletcher B. Gibbs had been prevailed upon to resume 
the chairmanship of the Commission upon the assurance that Mr. W. D. 
Pittman, the able and efficient Secretary, would be continued in office 
at an increased compensation and with an additional allowance for office 
rent and clerical assistance rendered necessary by the increased activities 
above outlined 

Your Executive Committee is persuaded that the services rendered by 
the Catalogue Commission are of the greatest possible benefit to the 
stationery industry, and to the members of the Association, and the 
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coustant revision and publication of its bulletins is an essential service 
during these times of commercial uncertainty, and, therefore, that 
necessary expense incident to this work must be allowed, even though 
the income from dues for the year 1919 may not furnish the 

sum in addition to other necessary expenses of the Association, and in 
authorizing the disbursement of the Association's funds in this way your 
Committee feels that it is acting for the best interests of the trade and 
of our members. 

Chairman Gibbs expects to be able soon to announce his nomination 
of new member of the Commission to fill the vacancy created by Mr. 
Patterson’s resignation 

(b) The Reports of Officers and Committees. 

Your Executive Committee has directed that the Association of 
the officers and committees of the Association be assembled without 
delay, and placed before the members and the trade at large as follows: 

The trade papers volunteered to publish and distribute these papers 
to all members of the Association as well as their other subscribers as soon 
as they can be collated, and have offered this service to take the place ip 
a measure of the Convention Dailies heretofore published. 

The Secretary was instructed to render the matter available in this form 
and to arrange for the publication thereof by the American Stationer, 
Office Appliances and Walden’s Stationer and Printer, Geyer’s Stationer 
and other trade publications. all of which have been most generous ip 
their support of our Association activities, 

It is hoped that the members will preserve these publications as they 
will take the place of the Year Book for 1918. 

In connection with the 1919 Year Book, it is contemplated that the 
important reports will be published as part of that volume for future 
reference. It is recognized in this connection that some reports from 
the Manufacturers’ Committees may not be available at the present time 
because of the delay in arranging necessary readjustments and the 
adoption of restrictions under the authority of the War Industries Board. 

These latter reports also will be issued from time to time during the 
year and published in the National Association News and aiso in the 
trade papers 

(c) Committees. 

It is intended to keep intact all of the present committees now in office, 
and it is expected and believed that they will continue to contribute 
materially to the service which the Association renders to its members, 

(d) Expenditures During the Coming Year. 

Your Executive Committee will be largely guided by the expenditures 
during the past year in making the necessary appropriations during the 
coming twelve mnoths, believing that in so doing they will have the 
benefit of the best experience now available. No increases other than 
as heretofore stated are contemplated, with the exception of the necessary 
disbursements incurred by the Convention Committee in Richmond, which 
it is the expectation of your Executive Committee to reimburse as 
promptly as possible 

(e) Place of Holding the 1919 Convention. 

The place of the next annual convention meeting cannot be determined 
at this time for reasons which must be apparent to every one. However, 
the effort will be made to decide this question during the early part of 
next year in order that timely arrangements may be made, and it is the 
intention of your Executive Committee to submit this matter with ite 
recommendation to the Board of Control. 

New Members and Delinquents. 

Your Committee has elected all new members of the Association whose 
applications have been received on or before October 16th, and al) 
delinquents have been dropped in accordance with the appropriate provision 
of the by-laws 

Amended By-laws, 

Your Committee has drafted proposed amended by-laws, in accordance 
with a resolution adopted at the Chicago Convention of 1917, and this 
matter will have to be referred to the 1919 Convention. 

This Report. 

This report, subject to the approval thereof by the Board of Control, 
is to be published* and distributed to the members of the Association at 
the earliest possible moment 

As stated at the outset, the conclusions of the Committee were in al) 
respects concurred in by Mr. Gibbs, and he has examined and approved 
this report. 

WILLIAM H. BROOKS, President; CHARLES A. LENT, CHARLE® 
N. BELLMAN, Executive Committee, Dated Oct, 17, 1918. 

Attached to the report of the Executive Committee was a copy of the 
Committee’s ‘‘Proposed Report,’’ which was issued by Mr. Brooks, Mr. 
Bellman and Mr. Lent following a meeting held by them in Chicago in 
conjunction with Mr. Dimond and various chairmen and presidents of 
leading local associations of stationers thronghout the country. This pro- 
posed report was dated July 24, 1919, and was published in full in the 
August issue of Office Appliances, pages 18 and 14, and need not, there- 
fore, be recapitulated here It might be well, however, to repeat that 
the committee in that report for the first time publicly identified the 
public spirited manufacturers—the Irving-Pitt Manufacturing Company, 
the L. E. Waterman Company, Eberhard Faber, the Boorum & Pease 
Company, and the Eaton, Crane & Pike Company—through whose gen- 
erons contributions the actual working out of the Dimond plan was made 
possible 


CONVENTION GROUP TAKEN ON THE STEPS OF THE SECOND BAPTIST CHURCH, RICHMOND, BY A KODAK IN THE 
HANDS OF THE REPRESENTATIVE OF OFFICE APPLIANCES, WHEN THE REGULAR PHOTOGRAPHER FAILED 


TO GET A PICTURE. THE LIGHT CONDITIONS WERE 


AGAINST PHOTOGRAPHY, AS WILL BE NOTED. 
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REPORT OF FIRST VICE-PRESIDENT 


‘he manufacturers’ group of your Association has been in conference 
in connection with the Fourteenth Annual Convention of the Association 
on the afternoon of October 13th, and the morning of October 14th, 1919. 
The conferences have been attended by a large and representative group 
of manufacturers, who have given close attention to a rather more 
ambitious program than was outlined at the last meeting of the Asso- 
ciation. 1 wish it were possible to convey in this report an accurate 
indication of the interest which has been displayed by those who have 
participated in the conferences, but I shall content myself with asking 
the convention to accept the assurance of the chairman of these con- 
ferences that they have been successful in every respect. Papers were 
prepared by the following gentlemen, which were subjected to discussion 
anc in some instances were made the basis of resolutions hereinafter 
to be referred to. The titles of these papers were as follows: 

Penetits of Membership in the National Association, by Mr. 
Faber; 

Standardization, by Mr. Edward E. Huber; 

Cash Discount Abuses, by Mr. James R. Armington; 

Labor and Production, by Mr. Henry 8. Dennison; 

The Social Side of the Convention, by Mr. Wm. H. Redington. 


In the discussion which followed the reading of each of these papers, 
the speakers were limited to five minutes each, and there is nothing 
hazarded in the assurance that many Interesting and instructive ideas 
will be retained by all who were privileged to listen to or participate 
in the discussion. It was the unanimous desire of the manufacturers’ 
conference to preserve the very excellent paper presented by Mr. Den- 
nison in the records of the Association by having the same reprinted 
in full in the Year Book, 

Our own Committee on Resolutions submitted a report to the con 
ference as a result of which your chairman was instructed to report 
the following matters in the form of recommendations presented to the 
convention by the manufacturers’ group: 


Eberhard 


(a) Manufacturers’ Dues. 


Resolved, That it is the sense of the manufacturers’ conference that 
the dues of the manufacturing members of this Association be increased 
and graded, beginning at the highest rate to be paid by retail members 
up to a2 maximum of one huwrdred dollars per member, and that manu- 
facturing members should have the privilege of enrolling non-voting 
memberships in the names of members of their respective companies, 
and the amount of dues to be paid by such non-voting members to be 
determined by action of the convention through appropriate amendment 
to the by-laws. 

(b) Standards of War Service Committees to Be Continued. 

Resolved, That it is the sense of the manufacturers’ conference that 
manufacturers should maintain the standards and limitations of varieties 
and styles of their several products as established by the various war 
service committees. 

(ec) Dealers’ Catalogues. 

Resolved, That a proposed resolution, presented by Mr. C. R. Fargo, 
pertaining to dealers’ catalogues, embraces a carefully framed suggestion 
looking to the improvement of such catalogues, and we recommend that 
the entire matter be taken up for further investigation by a commit- 
tee of manufacturers to be appointed at this time in conjunction with 


a committee of retailers, and that the report of the chairman of this 
conference contain an appropriate suggestion to this effect. 

In conformity with the action of the conference last referred 
to, the undersigned appointed the suggested committee as follows: 


above 


Mr. c. R. Fargo, of Irving-Pitt Manufacturing Company 
Mr. Wm. C. Bardenheuer, of Boorum & Pease Company 
Mr. H. P. Cobourn, of Dennison Manufacturing Company 


(d) Cash Discounts. 


Resolved, That it is the sense of the manufacturers onference that 


because some dealers deduct cash discounts after the expiration of 
the cash discount period, the matter should be thus formally called 
to the attention of this convention, because the continuance of this 
objectionable practice may lead to the abolition of the cash discount 
privilege. 
(e) Vote of Thanks. 

Resolved, That a vote of thanks is hereby extended t ‘'r. Henry 8 

Dennison for his able and interesting presentation of an essay devoted 


to labor problems and production, and a similar expression of obligation 
is hereby conveyed to Mr. Eberhard Faber, Mr. Wm. H. Redington, 
Mr. Frank D. Waterman, Mr. Edward E. Huber, Mr. < R. Fargo, Mr 
Wm. C. Bardenheuer, Mr. James R. Armington, Mr. James H. Schermet 
horn and Mr. L. A. Hawkes, who prepared papers for consideration and 
discussion by the manufacturers’ conference, 
(f) Manufacturers’ Nominating Committee 

Resolved, That the Nominating Committee of three 
floor of the manufacturers’ conference to canvass the manufacturers and 
obtain from them an expression of their preferences in the matter of 
nominations for the office of First Vice-president of the Association and 
ten directors from the manufacturers, who are to be elected by the 
convention; and such committee is to report the result of its canvass to 
the Nominating Committee appointed by the convention 

In conformity with the foregoing resolution, the manufacturers on 
ference selected a Nominating Committee composed of the following 
named gentlemen: James R. Armington, Robert D. Patterson, and J. H 
Sc hermerhorn. 


be chosen on the 


(gz) Exhibits at Conventions 

Resolved, That the question of arranging for exhibits by manufacturers 
in connection with the conventions of this Association should be reported 
by the Resolutions Committee of this Association to this convention for 
appropriate action. This resolution is not to be taken as an expression 
of preference by the manufacturers upon this subject, but is presented 
in order that the subject may receive consideration at this time 

(h) New Manufacturing Committees 


For the guidance of the manufacturers’ group in this Association the 


conference resolved that hereafter a special division, to be composed 
of greeting card manufacturers, and another division to be composed 


of manufacturers of ribbons and carbon papers, be added to the ciassifica 


tions already prevailing among the manufacturers’ group of the Associa 
tion. 
This report places before you in convenient form for consideration 


those matters transacted at the manufacturers’ conference 
action by the convention of the Association. 
Respectfully submitted 
WM. PITT, 


which require 


First Vice-president 


October 15th, 1919. 


REPORT OF THIRD VICE-PRESIDENT 


A retailers’ conference of the Association, held at 2:20 p. m., October 
13th, 1919, in the Jefferson Hotel, Richmond, Va., was as follows: 

It was the unanimous recommendation of the entire gonference, without 
exception, that the retailers desired the manufacturers to abandon 
entirely their quoting list prices with a discount on all articles manu- 
factured for the stationery trade; that, in the adjustment of rising 
or lowering values in the manufacture of articles handled by retailers 
at list prices with discounts, and considering the increased cost of 
operating business, there was not the possibility of insuring a fair 
return to the retailer where list prices with discounts were used. It 
seemed to be the concensus of opinion that this statement could not be 
made teo strongly to the manufacturers, as representing the sentiment 
of the retail distributors of their products, and that every effort on the 
part of all retailers should be made to discourage manufacturers from 
continuing the present practice. It was asked of the retailers present 
whether or not any of them had been interrogated by any manufacturer 
as to what their position was on this matter, to the end that it could 
be decided by any manufacturer that the retailers’ position endorsed list 
catalogue prices with discounts. Only one retailer in the entire con 
ference showed that there had been any such suggestion made to him 
by a manufacturer The expression seeemed to be very positive that it 
was most desirable that the manufacturers should meet the retailers on 
this very important matter and, without further delay, arrange to issue 
only net trade lists and abandon the list prices with discounts. 

Another matter that the retail conference was unanimous on was that 
there should be a determined effort on the part of a special committee 
appointed by the chairman to wait on a representative committee of all 
loose leaf manufacturers for the purpose of standardizing loose leaf 
lines, both in style, size and prices, in an effort to place this commodity 
on a uniform basis, which would produce greater sales more economically 


than at the present time 
There was general protest against some of the blank book manufac 
turers rearranging to manufacture 200-page books and other numbers 


and sizes that had been dropped at the request of the Blank Book Com- 
mittee of the National Association two and three years ago, working 
through conference arrangements, and subsequently adopted by the war 
service committees of the manufacturers. 


It was also recommended by the retail conference that with demy and 
medium sized blank books, there should be an additional ruled column, 
taking in millions rather than stopping, as at the present time, with 
hundreds of thousands, for the reason that these particular books were 
generally used for special purposes by large concerns who had need of 
that additional column; and it was further voted that blank book manu- 
facturers, in naming the size of books, should give the binding side 
first, the same as is now done by loose leaf manufacturers. 

An interesting report was presented by the Committee on 
Envelopes, from which the following is quoted: 

“The great benefits gained by the retail stationers from the reduction 
in the number of styles and thicknesses of blank books, and from the 
elimination of certain numbers of pencils, pens and rubber bands, lead 
us to believe that it would be equally beneficial if similar reductions 
could be made in the number of weights, sizes and grades of envelopes, 


Paper and 


if certain numbers of typewriter papers could be eliminated, and if the 
number of shapes, sizes and colors of fancy papers could be kept down 
nearly to the’ basis reached during war times.”’ 

The conference approved of the foregoing, and, in th 
sulting in such approval, it developed that present feit that the 
recommendation of the committee is to be interpreted as applying with 
special reference to commercial flat papers, in which there seems to be 


discussion re 


those 


a wholly unnecessary assortment of numbers with slight variation in 
shades and colors and almost hopeless lack of uniformity in designation 
of the basic colors such as blue, green and yellow This subject is 


referred to in this report in the hope that the incoming committees from 
both the retail and manufacturing groups in the Association can co 


operate in the formulation of recommendations, which will be acceptable 





to the paper manufacturers, looking to an improvement in these general 
conditions. 

Interesting reports were presented to the conference on carbon paper 
inks, adhesives, blank books, pens and pencils, loose leaf devices, mis 
cellaneous items, files and office furniture and standardizing, which were 


freely discussed by very many of those present 

Particularly was the undersigned instructed to express the warm appre 
ciation of the retailers at the trouble taken by 
groups of manufacturers in appearing at the conference and 
explaining the conditions which underlie the production of many of the 


representatives of the 


personally 





staple articles distributed by the retailers rhe nlightenment thus 
gained is calculated to place the merchants tn the yp sion of valuable 
information, which will enable them to form a reasonably accurate 
judgment of the probable trend of market conditions in the near future 
and thus arm them against hasty action, which might be based upon 


unfounded rumors, 
The entire meeting of the retailers was productive more individual 
liscussion than at any similar conference held in recent 
There was a discussion of matters affecting the employes in stationery 
establishments, such as what provision is being made for approaching 
id age and disability, etce., in regard to profit-sharing plans, and the 
proper method of compensating salesmen; also schools of instruction, at 


years 


which their salesmen especially are given definite information in regard 
to the goods that they sell, even inviting, if possible, manufacturers 
who happen to be present to give information to the salesmen. All of 
this preved very interesting and brought out individual discussion from 


several different slants. Then there was the matter of the pre-payment 
of freight, brought up by a member of the retailers’ conference from 
Milwaukee, resulting in an expression of opinion that stationers should 
not prepay freight on any goods sold to be delivered out of town, that 


is, regardless of the amovnt of purchase, fully 90 per cent of the retail 
stationers present voting in favor of this matter 

Two new members from Canada were introduced at this conference 
Mr. Johnson of Newfoundland and Mr. Willson of Winnipeg 

We feel that ip all respects the conference was helpful and that all 
those who attended and participated in the discussion have been supplied 
with much valuable information which can be applied in the future con 
duct of the enterprises represented by the retailers present 


RALPH 8. BAUER 
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REPORT OF MEMBERSHIP COMMITTEE 























his Your Membership Committee begs to submit to you the following report The membership Committee files are an interesting volume. We are 
of the work for the year ending October 1, 1919 cutting out all the individuality of the Membership Committee with the 
red Our report shows that the total number of memberships secured since exceptior f the work of one member, Mr. Walter G. Stringer, the 
our written report submitted on October 15 of last year is 180 Philadeiphia representative of the Joseph Dixon Crucible Co., who has done 
rhe total membership secured since the convention of 1918, not con more actual missionary work than any other member of the National 
sidering the reinstatements, is 175. Association, and he has the results to show for his efforts. 
During the year the Membership Committee induced five to reinstate On his travels it has been possible for him toe come in contact with 
their membership, after they advised our secretary that they intended to those who should be members of the association, and he has been ‘‘on the 
at, withdraw from the association or had been dropped by the Executive job’’ every day in the year, and too much credit cannot be paid him by 
2 Committee for the non-payment of dues the officers and members of the National Association for the wonderful 
ed The records of our treasurer show that this committee has spent during amount of work that he has done, as well as the results that he has 
his the past year $144.28 obtained 
unt In orfer to get a line on the number of stationera in the United States Mr. Stringer has added to our membership list during the past year 33 
the chairman cf this committee wrote to ‘‘Boyd’s System Service’’ (who new names , 
S are the largest compilers of mailing lists), and asked them how many Under the new plan of organization the fleld secretary will have chatge 
. names of stationers in the United States they could furnish us, and of the membership work, and this is as it should be, and he will be able 
ted new wetie as tallews: : to get results that a Membership Committee writing letters could not land. 
mg “Replying te your lettcr of September 22, beg to advise that we can I have in my dies 2 any instances of where we have written as many 
“g furnish vou with the names of 10.444 stationers in the United States as cigbt letters endeavoring to convince a retail stationer that he should 
Mr We can furni you with between 1,200 and 1,400 names of office supply join the National Association, and the membership would finally be turned 
sats dealers doing $5,000 or over a year "The larger list will cost you $85 and in credited to some member of the association, and we were mighty glad 
and the smaller list $35 : >a ; to see their name come in, although the Membership Committee work did 
; ‘ i : . not show up in any way whatever 
I wrote n. G. Dun & Co., and isked them how large 1 list of stationers Understand, please, that I personally am not seeking any glory, but 1 
the and office outfitters they could give us, and their reply was as follows: am begging of you to leave the personal part of this membership work 
and We can prepare lists for the United States as follows: Retail station out of the question entirely, as I have worked on the basis that I was 
of ers, about 12,000 names, price $7.50 per thousand Office supplies, about but the one lesignated to handle the Membership Committee work of 
and 800 names, price $5 These names to be selected from the latest city the national rganization 
the and other directorie I have enjoyed the privilege of doing what little I could do during the 
to From these reports it will be shown that we have but a very small past two years to build up this membership, as it has brought me in 
percentage of the retail stationers and office outfitters members of the ilmost personal contact with several thousand stationers of the United 
“00 National Association States whom I would not have come in eontact with nor had the privilege 
ing The effectiveness of our National Association : going to be measured of corresponding with through ary other channel. It has been a wonderful 
H by the interest which can be built up among the retail stationers It is experience which has been thoroughly appreciated and enjoyed, although 
the retail stationer who comes in contaet with the public He is the there naturally has been considerable work connected with it all. 
one who sells stationery and office supplies and the one who carries a As stated before, our reorganization plan will have the effect of 
rers stock of stationery and office supplies on his shelves to hand over to the handling this membership work as it should be handled, for I can see 
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customer, if the customer tells him what he wants and he happens to in the two years I have had charge of the work that we are working 
ppre- know what the customer is talking about on the wrong basis to have an ordinary layman out in the middle western 
the The only way we can build up the membership among the retail sta section of the country working with correspondence trying to build up 
nally tioners is to be able to convince the retail stationer that he is getting a membership of the National Association, where personal contact and 
f the his money’s worth, and you have got to sell the retail stationer on the personal arguments were absolutely necessary to get the desired results. 
thus good that a membership in the National Association will do him I want tc express to President Brooks and the officers of this associa- 
uable I believe that the suggested changes in the Constitution and By-Laws tion once more my appreciation of the privilege of serving in the capacity 
urate and the new plan of organization will bring about constructive results as chairman of this committee during the past two years, and I hope 
ture, and make it possible for us to interest a large percentage of the retail they are satisfied with the results of our efforts. 
upon stationers in the National Association work Respectfully submitted, CHARLES L, MITCHELL, Chairman; WALTER 
The new members secured during the past year and the names of those G. STRINGER, HARRY J. STRATFORD, SAMUEL HARGRAVES, J. M. 
idual who secured these new memberships have appeared from time to time BYCK, D. H. HOMES, F. A. HOFFMAN, P. A. KEMPT, JAMES R. 
in the National Association News. ARMINGTON, HARRY SHARP, D. P. SITES, Membership Committee. 
onery 
ching 


na REPORT OF COMMITTEE ON PENS AND PENCILS 


egard 





urers 
ll of Mr. Chairman and Gentlemen: pen business, and there are many things which we would like to have the 
from It is human nature to ‘‘put off’ things which can be put off, and do “‘at manufacturer do for us, but we wish to call attention to the betterments 
pment present’’ matters which are at hand demanding attention There are al which we enjoy now as compared to ten, or five, or even three years ago. 
from ways things at hand demanding attention, things which if left undone, we On account of war restrictions the manufacturers discontinued many 
hould know, will bring us a reminder in the next mail or a sharp call on the items which were really duplicates of the other items in every way except 
that phone before today is done. The past two years have been strenuous ones stock number and steck name. This has simplified our stocks to a con- 
retail for us all, and especially for those of us who are actively in charge of siderable degree For all we have heard on this point, express the 
the buying and selling stationery. The chairman has the usual supply of hope that these duplicates will stay discontinued, and be joined in their 

rence ‘‘reasons’’ for having done so little work, investigating and collecting: data retirement by other needless ones. 

3 for a report to this convention. Calling upon the other members of the We hear fewer complaints about manufacturers selling to consumers 
1t all committee for assistance and ideas he found them fortified with the same now than at any time in the history of the organization. Let us hope 
»plied material Committee reports are in the ‘‘put off’ class. that after production overtakes consumption and supply equals demand, 
. con Ever since the organization of this association this subject has been the manufacturers will not only continue to practice this policy or habit 

thoroughly covered by successive committees yes after year No doubt whichever it is, but will adhere even more closely to it. No one can 
ER there are many things which we still have to le about the pencil and get all the business. and a manufacturer who sells consumers indis- 
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eriminately at less than a retail price is taking business which, on 
account of its volume and the necessary work, does not produce a profit, 
but keeps the retailer from making a profit, some of it on the manu 
facturer’s own product. 


This committee bas letters from several prominent pen and pencil 
manufacturers, and after reading them carefully we can almost believe 
that no merchandise of this kind is sold by any of them except to dealers 
and the United States Railroad Administration. Of course, we all know 
that a certain amount of business goes direct to the manufacturers. A 
sumber of pen manufacturers sell direct to consumers, but, in most 
cases, they charge retail prices. Some manufacturers, both pen and 
pencti, fil) such orders through some dealer, or credit seme dealer with 
the profit on such sale if the goods are billed direct. Two prominent 
manufacturers who have adopted such policy state that they have lost 
business by refusing to sell consumer, but we believe the prestige they 
have gained through the trade has been worth the sacrifice. The fact 
that they express the intention of continuing their policy, is evidence that 
they also believe it. 


Before the war the pencil manufacturers claimed they had to sell 
consumers at wholesale prices in order to compete with imported com 
petition. We believe our members will discourage the use of imported 
pencils and will refuse to carry them in stock. But we do not want 
to be penalized for standing up for our home manufacturers. Last year 
the jobbers’ convention passed a resolution whereby the Jobbers’ Associa 
tion agreed to discourage all importation of foreign pencils. At this 
year’s convention the Pencil Committee asked to have that resolution 
recalled because the manufacturers have added a charge of twenty-five 
cents per gross to all imprints in addition to increasing the minimum 
quantity. We have the same ground for protesting that twenty-five 
cent charge and we should do so vigorously. 

“Jobbers selling consumers at wholesale prices’ 


is another subject 
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which, as one manufacturer puts it, is “always bobbing uy One manu 
facturer suggests a conference on the subject between the wholesale and 
retail division of this association. Another asks if the Stationers’ Asso 


ciation has ever decided the question of ‘‘What constitutes a jobber.’ 
Another large manufacturer states that he ‘operates no special rate te 
jobbers, because there are so few actual jobbers in the untry and most 
of them do more or less retailing, the ‘‘most’’ part f it at wholesale 


and the ‘“‘less’’ part at retail prices. 

One prominent pen manufacturer suggests that stationers confine their 
stocks to manufacturers’ brands, carrying no ‘“‘imprint brands’’ in stock 
but furnishing them to order only. (‘This refers to pen dealers’ imprints 
and not the stationers’ own brand.) If you examine your pen stock you 
will probably find that the average age of your imprint stock is severa 
times that of your manufacturer's standard brands 

There are many complaints about delays in filling orders for staples 
Some dealers claim that the manufacturers are concentrating their efforts 
on the building up of export business, and are neglecting their domestk 
trade. We know of no way to remedy this, except to *t promised ship 
ping dates when order is given and then keep hammering away at them 

The last and most important point is ‘‘profit."" Are you following the 
recommendations of the Catalog Commission, making pens and pencils 
40 per cent merchandise in gross lots and scaling the price in accordance 
to the quantity? If so, you probably have had no trouble in realizing 
a fair profit on these lines since adopting this policy If you have not 
adopted these recommendations, our advice is to do so without further 
delay. There is no reason why your pen and pencil sales should not 
yield you a fair profit. That is not likely to be the case unless you are 
guided by the recommendations of the National Catalog Commission, for 
these recommendations are based upon closely studied experience of wel} 
informed stationers as to the cost of selling such merchandise. 

Respectfully submitted, HARLEY 8. WANTZ, Chairman; KELLOG 
SMITH, C. A. STEVENS. 
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REPORT OF COMMITTEE ON STANDARDIZATION 


Your Standardization Committee submitted, at the San Francisco con 
vention, a suggestion for a standardized accounting system for our busi- 
ness. At the Atlanta convention we submitted suggestions looking toward 
a standardized cost finding system. At Chicago we outlined a plan that 
we thought might lead to a standardization of stock records, and perhaps 
a semi-perpetual inventory 

We now desire to present a suggestion that may in time be worked 
into a standardized method of remunerating salesmen in our line of 
business. 

As far as we can learn the general practice among stationers all over 
the country is to pay a straight salary to salesmen; we understand that 
some concerns pay a straight commission, and a few others pay a com 
bination of salary and commission, After careful investigation of the 
matter, the latter plan appeals to us as being for the best interest, not 
only of the employer, but of the employe as well. 

The hepe of extra compensation in the form of commission on increased 
sales it seems to us will surely be a spur to the interest of almost any 
salesman—indeed that is true of those of us who happen to be at the head 
of or in executive positions in the various concerns we represent. 

In considering the matter it seems to us that some fixed salary should 
be paid, either weekly or monthly, as seems best, so that salesmen 
wil! have something definite te count on to meet his most pressing neces 
sities. This salary, in our opinion, should be materially smaller than 
would be paid to the employe if he were on a straight salary basis. 

In addition to this a small percentage should be paid to the salesman 
on all sales made by him, and it seems that this percentage should be 
fixed so that if the salesman sells an average amount, his commission plus 
his fixed salary would produce an average income, as compared with other 
men in the same line of business, or with men of similar capacity in 
other retail lines. When he has reached this point, however, he etill has 
the opportunity of increasing his income by increasing his efforts and 
selling a larger amount of goods. 

Somewhat the same end might be reached, of course, by fixing a 
larger salary in the first place, and then only paying commissions on the 
amount over and above a certain fixed minimum. We believe, however, 
that the plan outlined above will produce more satisfactory results. 

To illustrate. A man might be paid $65.00 per month (which equals 
$15.00 per week) for which amount he would be required to perform the 
reguiar duties around the store keeping stock, etc., even to handling an 
absent salesmen’s customers, when he knew that the other salesman was 
entitled to commission on the sale (should the plan of assigning definite 
eustomers to certain salesmen be adopted) and in addition to this a com- 
mission of 2 per cent might be paid on all sales up to $1,000.00 and 2% 


per cent where the total runs between $1,000.00 and $2,000.00 per month 
and 3 per cent on all sales, where the total runs over $2,000.00 per 
month; with perhaps an extra percentage on hand stock items, or items 
that you particularly desire to bave pushed—this additional compensation 
not to interfere in any way with the original percentage mentioned above 
but to be paid in cash, immediately after the sale is made and approved 

In this way an incentive is held out, not only for the usual commis 
sions on increased sales, but for the reaching of a definite goal of—say 
2,000 per month, which when reached, immediately insures a iarger per 
centage on all sales previously made under that amount, as well as those 
over that amount. 


The figures immediately following show various amounts of sales with 
the total income produced on those amounts under this plan will insure 
the salesman a fair average compensation when he gets up te $1,500 or 


$1,600 per month—a better average when he gets to $2,000, and of course 
when he gets to $3,000 and upward it insures him an income materialls 
better than the average of other men in his line 


- Commission rotal Direct 
Amount sales. Salary. Rate. Amount. compensation. sales cost 
$ 500 $65.00 2e $ 10.00 $ 75.00 15% 
750 65.00 2e 15.00 80.60 10.7% 
1,000 65.00 2¢ 20.00 85.00 8.5% 
1,100 65.00 3e 83.00 98.00 8.9% 
1,500 65.006 3e 45.00 110.00 7.3% 
2,000 65.00 3c 60.00 125.00 6.7% 
2,100 65.00 4c 84.00 149.00 7% 
2,500 65,00 4c 100.00 165.00 6.6% 
3,000 $5.00 4c 120.00 185.00 6.2% 


On the other hand, it will be noted that the direct sales cost to the 
house shows rather a decrease in percentage, even though the percentage 
paid to the salesmen is higher, for the simple reason that under this plas 
it will cost the house no more in straight salary to sell $2,000 or $3,000 
than it does to sell $1,000 per month. 


Where such a plan as this is adopted it will probably be well to make 
the basis for department managers something like a monthly salary of 
say, $100.00 or $150.00, which would be supposed to cover the executive 
and buying work required, with a commission, say, of 2 per cent on his 


personal sales, and of 1 per cent, or even 1 per cent over-riding com 
mission on the sales made by the salesman who are working directly 
under him. The idea of this being to make the salesmen perfectly willing 
to come to the department manager at any time for assistance in closing 
up a difficult ae and causing the department manager possibly tc 
watch the work of his salesmen more carefully and to be ready and 
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willing to jump in and help them where it appears to be necessary, even 
though the salesman do not ask for it Still the commission would not 
be high enough for him to want to take the sale away from the salesman 
and handle it alone 

This plan is submitted, not with the idea of its being adopted in its 
entirety, but rather with the idea that it might possibly be subject to 
change to fit conditions in various sections of the country, but it does 
seem to us that such a plan might be adopted as. a standard in the 
country as a whole, or in various sections, with great advantage to the 
stationery trade, or certainly, where there are several good stationers in 
a city, it might be adopted as a standard in that particular city 

The advantages of a uniform system of compensation all over the country 
are so obvious that they will readily occur to each of you It would 
probably make for permanency in our sales forces, and it would be of 
direct benefit to the employes, in that it would give them the incentive 
for thought and study of the line so as to increase their selling ability, 
when they can see the direct reward in the shape of dollars and cents 
within a month, and not put off in the shape of a possible raise in salary 
et the end of the year 

Certainly it seems that it would have a tendency to prevent the thing 
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that happens every now and then—some unserpulous competitor, or some 
stationer from a distance coming in and employing one of our men, with 
glittering promises of what he can do in some far distant field at a very 
much higher salary and commission than we can afford to pay 
because it can then be stated to the salesman as a rule that the high 
class houses have pretty much the same plan of compensation all over 
the country and if they are not going with a genuinely high class concera 
it would be better not to make a change at all because he can probably 
do better right where he is, and while this of course would be of benefit 
to employers in stabilizing sales forees, it would be equally of benefit 
to the salesman himself in making him more of a permanent citizen is 
the community where he happens to be located. 

We might add that in our opinion this plan should be so arranged as 
to keep the direct sales cost to an outside limit of 8 per cent, and cap 
probably be handled so as to make the cost not more than 6 per cent, 

Your committee hopes that the suggestion presented will at least be 
the beginning of an improvement in the handling of this matter of com- 
pensation, which at times is certainly a very difficult one. 

IVAN E. ALLEN, 0. L. JERNIGAN, CHAS. M. MARSHALL, JOHN 


M. COOPER, Chairman 


GREETING CARD CAMPAIGN 


Vhe following address was made by W. H. Webster of the Gibson Art 
Company: 

Mr. Chairman I haven't come to make a speech, only to talk about 
a subject about which we are all interested and I am going to use all 
brevity I can possibly summon to lay before you an appeal 

During the fall of last year we introduced a campaign of national 
advertising. We assumed and we want to take the benefit or credit that 
it was due to that campaign the success of the wonderful cleaning up of 
stock in 1918. Barly during the beginning of the year in the first days 
we were asked by a great many people what was the program of the 
Greeting Card Association for this year. Stimulated by the unanimous 
report from all parts ef the country that we could cover that the adver 
tising campaign had been a very successful one, we went ahead and pre 
pared a campaign for this year that necessitated double the amount of 
money that we raised last year. In 1918 we raised about $28,000 donated 
entirely by subscriptions from manufacturers and manufacturers of sup- 
plies. We first began in the Saturday Evening Post and the Ladies’ 
Home Journal. We brought to you this year a campaign of co-operative 
work and we ure not asking you for a long financial support, but we are 
asking you for co-operate work, for without the assistance of co-operation 
yur campaign would not be a success, no matter how much money we 
might spend in national periodical advertising We have succeeded in 
raising among manufacturers and supply men $30,000, which has been 
onid in. A plan has been submitted for co-operation among the retail 
jealers by membership in Class A at $20.00 and membership in Class 
B at $10.00 There is no difference in the benefits which you would 
receive from either Class A or Class B. We separated the two classes, 
feeling there were a great many dealers whose business had so increased 
that they would without hesitation subscribe to Class A 

I think all ef you gentlemen here today are conversant with the won- 
ferful growth and demand for greeting cards. it has only been a few 
years ago that it was an almost unknown industry in America Two 
years ago there was an estimate of about three million dollars’ worth of 
Christmas cards and greeting cards sold. Last year there were over nine 
million dollars worth sold. This year there has been over fifteen million 
dollars’ worth sold 

Now, gentlemen, the contract of the manufacturer in some respect 
senses when he has sold and delivered to you a shipment of merchandise 
The Greeting Card Association feels its has just begun. We believe that 
yur industry, which is merely in its infancy, will be possibly the largest 
me connected with this association. We have one hundred million people 
n America. We eliminate 25 per cent for children and foreigners, we 
have seventy-five million. What if we can educate them to buying on 
an average of five cards each? It would astonish you gentlemen to know 
that we haven’t today facilities for the manufacture of greeting cards 
to meet that demand, and is it not very reasonable to feel that 5 per 
apita is a small average? 

There are many new departures in the greeting cards business. One 
jeparture that is very worthy of considering by you gentlemen while you 
are here is the solicitation of business houses There are one or two 


members of the Greeting Card Association who are laying emphasis thir 
year upon that particular part of their business and they have had ap 
enormous success with it. You gentlemen will spend an hour and some- 
times a day selling a filing’ cabinet when at this time of the year there 
are dozens of people in the towns you live in who want just that kind of 
a greeting card to thank their patrons for their patrenage and favors of 
the year. It is an astonishing statement to make that the greeting cards 
business has grown from a small picayune business of practically only 
two manufacturers cight years ago until we have over sixty today and 
they seem to be all thriving 

I have heard a discussion yesterday in this room that was interesting 
from the point of view of window displays and miscellaneous items. } 
think it is taking up lots of good time to tell you gentlemen that 
ecards are one of the most prominent miscellaneous items that agg 
use for your display purposes. Yet a dealer will buy a few cards and 8 
cabinet and put it under the counter. A customer will say, ‘“‘Have you got 
some birthday cards?’’ ‘Oh, yes, we have got them. Here they are.’ 
Then they go on about their business selling a bottle of ink or a tablet 
when at the same time by carefully soliciting that customer they would 
get three times the volume of business and, Mr. Chairman, four times 
the profit. I don’t believe it is necessary to tell you gentlemen that thie 
is a profitable business for you. You are all waking up to it, but we 
come to you for the first time and ask you for co-operation. 


We are going to send to every buyer a house organ once a month which 
will be filled with useful hints of the most successful manner of selling 
greeting cards of all kinds. This bulletin will be filled with papers by our 
suecessful merchants on the economic way of disposition of their cards 
and useful hints on how to secure profitable business for you. 


We have published a little book which we have entitled ‘*Forget-me- 
not.’ It has a page for every month, starting with January, with aiz 
leaves for birthdays and anniversaries. How many of you remember your 
best friend's birthday? How many of you when Christmas comes remem- 
ber one of your old friends who have left that place where you have 
beth lived all your lives and whe has gone away and you don’t remember 
to send him a Christmas card, but he remembers to send you one and 
and then you feel like a dirty deuce in the deck. This little book we 
are going to distribute free and we are going to advertise it in the 
national mediums, selling it for ten cents. Last night I gave fifteen or 
twenty to some of the ladies and they said, “It is just what 1 want, 
just what I am going to keep in my bag.”’ There are ten pages in the 
back of the book for Christmas card addresses, 

This is a part of a propaganda to create a nation wide interest in al) 
our customers to use this book freely and to buy more gree cards. 
The whole purpose of the National Greeting Card Association is to in- 
crease your business and, incidentally, our own. If you will co-operate 
with us by either selling them—you can buy them from the association at 
$5.00 a hundred, $45.00 a thousand—we have published six hundred thou- 
sand and we haven't got enough, we are going to print another edition. 
If you will get one-half of your customers to use this little book yoo 
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will bave no trouble to increase your plant and increase your business 
because they are going to demand it from you. 

I know that it is forbidden to talk shop, but I would like to have as 
many of you as have not already subscribed to this campaign to do so 
while you are here or when you get home to do so. Where can you spend 
$10.00 or $20.00 to such an advantage as you can by endorsing this 
caropaign and supporting it. You might say that my name doesn’t appear 
on this page, but if you are a wide-awake dealer in your city your name 
does appear invisibly on that page because when they read that message 
that we have put in the Ladies’ Home Journal, in the Pictorial Review, 
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in the Metropolitan, in the Cosmopolitan and eight or nine other maga 
zines they will think of John Smith in your town and buy them. 

I den't think it is necessary tc say any more. I know that you are 
with ue. The only thing we are asking you to do when you become 
asseciated with us in this work is to carry out to the plans we have 
worked out for you, help us by co-operating in those plans, take the sug 
gestions we have brought to you and use them freely. And, gentlemen, 
I again assure you that it will only be a short time before you will be 
paying greater attention and more attention to the selling of greeting 
cards. 


REPORT OF THE NATIONAL COUNCILLOR 


CHAIRMAN 
ASSOCIATION OF 


OF DELEGATION 
STATIONERS 


REPRESENTING NATIONAL 
AND MANUFACTURERS IN 


THE CHAMBER OF COMMERCE OF THE U. 5S. A. 


The Chamber of Commerce of the United States, or as it is commonly 
designated, *‘The National Chamber,’’ is a federation of the commercial 
organizations of the country. 

Its membership embraces over twelve bundred chambers of commerce, 
boards of trade and trade associations, and is representative of the 
business sentiment of every state and territory of the United States. 

The National Association of Stationers and Manufacturers is one of 
nearly four bundred trade organizations included in the membership of the 
national chamber, and is represented in that body by six delegates, one 
of whom is a member of the Chamber's National Council. 

fhe National Council is an advisory body in the Chamber of Commerce 
of the United States, which consists of one representative from each of 
its organization members and acts—when requested to do so—in an 
advisory capacity to the Chamber's board of directors. 

It assembles annually on the day preceding the annual 
the Chamber, when it passes upon the program of the 
selects the Nominating Committee. At other times it is 
special call. 

Special Meeting of the National Council.—Such special call was issued 
during the latter part of last year, when a meeting of the National 
Council was convened in Atlantic City on December 4, 5 and 6. 

With the Chamber's aid the Government during the war had organized 
and brought into active service over three hundred war service com- 
mittees. These committees represented as many national industries and 
were formed for the purpose of co-operating with the War Industries 
Board, the object being to formulate and carry out certain business 
policies which were deemed necessary for the winning of the war, the 
main one being the speeding up of production. 

Through the work of these committees the industries which they repre 
sented had been given a very valuable lesson in the benefits of co-opera 
tion, and the results accomplished both for the Government and for the 
industries had been so satisfactory as to instill in those industries, 
which had not previously been organized, a most enthusiastic and de 
termined sentiment in favor of permanent co-operation. 

The Naticnal Chamber of Commerce, recognizing this sentiment, con 
ceived the plan of inviting the members of these war service committees 
to meet in conference with its board of councillors for the purpose of 
formulating some plan of future co-operation which could be made useful 
in solving the many problems which would follow the close of the war. 

A meeting was arranged to take place at Atlantic City early in 
December, 1918, but in the meantime the armistice was unexpectedly 
signed on November 11, with the result that this conference took the 
form of a Reconstruction Construction Congress of American Industries. 

While the first announcement of the conference had attracted general 
interest, the sudden termination of hostilities gave its new purpose 
special significance, with the result that the attendance—estimated at 
over 5,000—-was larger than even the most sanguine had anticipated. 

It was without doubt the most representative gathering of business men 
ever assembled in the United States. Almost every industry had its 
delegate. 

The program provided first for separate meetings of the 373 war service 
committees, in which each industry was given the opportunity of pri- 
vately airing its own peculiar after-the-war problems. 

The following day these war service committees assembled in thirty-six 
‘related groups.’’ Here in these thirty-six meetings, each attended by 
large audiences, many hundreds of suggestions and recommendations 
presented in the form of resolutions—were threshed out with much argu- 
ment and oratory, and either rejected or approved. 

These thirty-six ‘‘related groups’’ in turn reported the results of 
their deliberations to ten ‘‘major groups.’’ Each of the latter meetings 
assumed the proportions of a good sized convention. Here many of the 
old arguments were repeated, but with less heat, and again the piles 
of resolutions were sorted and reduced in number and some new ones 
added. 

The resolutions resulting from the meetings of the ten ‘‘major groups”’ 
were turned in to the ‘Clearing Committee,’’ the title by which was 
known the Resolutions Committee ef the Congress; and by the time 
this committee had completed its arduous labors their number had been 
reduced to thirty-one. 

These were reported to the final meeting of the Congress, and the 
fact that they received without debate practically the unanimous approval 
of that great assembly testifies to the thoroughness with winch all 
debatable questions had been threshed out in the series of minor meetings. 

The concrete results of this congress were set forth in the thirty-one 
resolutions adopted at the final session. They represented the solemn 
convictions of the master craftsmen of America, and laid the foundation 
of the nation-wide confidence in the future of our industries which almost 
immediately followed, 

It would not be possible in the limited space of this report to give 
you a brief outline of.these resolutions, but there are two of the thirty- 
one which so closely affect the principles for which this organization 
stands that I quote them in full: 

ustries Should Be Organized.—‘*The experiences of the war have 
clearly demonstrated the value of national trade organizations and their 
service to the country as well as to industry. 

“This conference heartily approves the plan of organizing each industry 


meeting of 
meeting and 
subject to 


in the conntry in a_ representative national trade association, and 
expresses the belief that every dealer, jobber, manufacturer and producer 
of raw materials should be a member of the national organization i 


his trade and cordially support it in its work. 

Uniform Cost Accounting.—‘‘It is the sense of this 
a system of uniform cost accounting should be adopted by each industry 

The Seventh Annual Meeting.—The seventh annual meeting of the 
Nationai Chamber was held in St. Louis, Mo., on the last two days of 
April and the first day of May, 1919. 

The meeting began on Monday, April 28, when at 2:30 p. m., 


convention that 


President 


Wheeler called together the National Councillors in the roof garden of 
the Statler Hotel. 

A permanent and suitable building for the occupancy of the Chambet 
at Washington as its national headquarters has now become desirable 


for efficiency in the conduct of the Chamber's activities and for the 
convenience of its members. A site has been selected on the corner of 
H street and Connecticut avenue, and it is estimated that the total cost 
of iand. building and furnishings will approximate two and one-quarte 
million dollars. 

It is expected to raise this amount, or a large portion of it, by popular 


subscription, and I hope that the National Association of Stationers 
and Manufacturers may be included in the list of contributors 
The programs of the general sessions contained the names of speakers 


interesting addresses on topics closely 


convention The list 


of national fame, who delivered 
related to the subjects under discussion by the 


included Hon. Carter Glass, Secretary of Treasury; Hon. William ¢ 
Redfield, Secretary of Commerce; Hon. Edward N. Hurley, chairman of 
the United States Shipping Board: Hon. Walter D Hines, Direct 
General of Railroads, and many others. 

The needs of American business as seen in the light of war experience 
and the several months of readjustment which had followed were made 
known in definite terms as the result of this meeting at St. Louis 

While the resolutions adopted express a composite wpoint of indus 
trial leaders as to the solution of a number of national questions that 


are before the public for settlement, they do not by any means represent 
the entire value of the three days’ procedings. 


In view of the recent investigations made by the Federal Trade Com 


mission of some of the activities of the National Association 
Stationers and Manufacturers, it may be of interest to our members to 
learn of the stand taken by the National Chamber of Commerce relative 
to revision of Federal trade laws: 

“We recommend consideration of recision of all Federal laws dealing 
with business conditions to the end that by proper readjustment 
their provisions and of their functions of Federal agencies industry and 
commerce in the United States may clearly know at all times their 
powers, rights. limitations and obligations.’’ 

Probably the two most important subjects which have been unde! 
investigation. by the National Chamber since the close of the war are 
industrial relations and remedial railroad legislation, and as these are 
two problems of paramount interest to business in which every 
national organization should be interested, 1 would not feel that my 


your attention 


report was complete without calling them to 
Relations.—The Com 


Referendum Number Twenty-seven—Industrial 


mittee on Industrial Relations of the Chamber, after a careful study 
of the subject, presented to the Board of Directors a report on the 
principles of industrial relations. The thirteen propositions set fort! 
in this report were submitted te a referendum yote on April 16, 1919 
These propositions as adopted by the Chamber of Commerce were 


of Stationers and Manufacturers 


endersed by the National Association 
Resolutions unde! 


and will be found in the report of the Committee on 
the heading ‘‘National Councillor’s Report."’ 

Referendum Number Twenty-eight—Remedial Railroad Legislation._-The 
Committee on Railroads of the Chamber presented to the Board of 
Directors a report on remedial) railroad legislation The ten propositions 
set forth in this report were submitted to a referendum vote on June 
9, 1919; 511 organizations situated in 45 states, the District of Columbia 
Hawaii and Italy, filed ballots. The propositions submitted were as 
follows: (These propositions as carried by the Chamber were endorsed 
by the National Association of Stationers and Manufacturers and will 
be found in the report of the Resolutions Committee.) 

In closing I desire to impress upon you my firm conviction that the 
Chamber of Commerce of the United States is performing a great 
service for our national industries. No step in its work is taken without 
the most exhaustive research and study, and I believe that when it has 
once committed itself to a definite policy its actions should be upheld 
by all American business organizations. 

I therefore recommend that this report be referred to the Committee 
en Resolutions, with the request that it prepare for the endorsement 
of this Association such of the Chamber’s declarations and committments 
quoted in this report as the committee feels it would be wise for this 
organization to approve. 

Our representatien at the National Chamber's annual 
St. Louis, consisted of Messrs. Charles A. Lent, Millington 
and your councillor. 


meeting, held in 
Lock wood 


Respectfully submitted, 


FLETCHER B. GIBBS, National Councillor. 


NATIONAL *ASSOCIATION MEMBERSHIP BENEFITS 


AN ADDRESS BY EBERHARD FABER, 


The following address was made by Eberhard Faber at the conference 
held by the Manufacturers in the Palm Room of the Jefferson Hotel, on 


Monday afternoon: 
Referring to the report of our Executive Committee, it is planned to 


extend the business activities of this Association by the appointment of a 
general manager and also a field secretary. The general manager is to 
work out such problems that have heretofore been taken up by the Na- 
tional Catalogue Commission, while the field secretary is to devote him- 
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No one can rest on his oars 
and hope to win a race 


HE typewriter as a great commercial necessity 
is growing in use. There are many thousands 
in use now where before there were hundreds. 

This provides a marvelous opportunity for the sta- 
tionery trade. Are you looking after that trade? It 
is well worth it, and the business of selling type- 
writer ribbons and carbon papers belongs to you. Do 
you want it? By all means do not let your compet- 
itors get ahead of you in selling these popular ar- 
ticles. You cannot afford to let old customers get 
into the habit of buying these goods elsewhere; you 
want and require all of their trade. If they get in 
the habit of going elsewhere for a certain thing they 
may soon be induced to supply all their needs in the 
stationery line there. This means that you cannot 
afford to ignore typewriter supplies. They should be 
liberally carried in stock. 

The M & V line of Typewriter Supplies are the 
most reliable on the market. They are made to please 
and do please in every particular. It is also the most 
popular line that is sold. 

Typewriter Ribbons of the M & V high standard. 
Typewriter Carbon Papers in a choice variety in all 
colors for all purposes. 


Pencil Carbon combining every requisite. 


MITFAG & VOLGER, Inc.. 


Principal Office and Factory 
PARK RIDGE, N. J., U.S.A. 
BRANCHES 
NEW YORK CHICAGO SAN FRANCISCO 
261 Broadway 205 W. Monroe St. 35 Montgomery St. 
CLEVELAND ST.LOUIS BOSTON 
326 Erie Bldg. Merchants Laclede Bldg. 160 Congress St. 


LONDON 
7 and 8 Dyers Bidg., Holborn, E. C. 
AGENCIES ALL OVER THE WORLD 


nineties 
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self to the task of aiding the numerous local associations that have re- 
cemtiy been organized through the efforts of Mr. Dimond and bis associate. 
Mr. Dunn, and furthermore to continue the work of organizing similar or- 
ganizations in other localities. These new offices if properly filled by cap 
able and competent persons will no doubt add greatly to the benefits de- 
rived from the National Association by each individual member. On the 
other hand, it will also mean an added expense, which under conditions 
existing heretofore, could not be accomplished. In other words, the 
present rates of annual dues must be readjusted. 

I personaily have followed with a great deal of interest the plan and 
methods adopted in organizing the Stationers Association of Great Britain, 
who have a similar organization to our National Association, and have 
classified their membership from the start into three groups, viz.: Retail 
Dealers, Wholesale Dealers and Manufacturers. 

The Association in Great Britain has established a very low rate for the 
tetailer in the assessment of annual dues, and a higher rate for the 
wholesale dealer, and a very much higher rate for the manufacturer, 
which seems to have worked out very satisfactorily for many years. 

This claseification in the assessment of annual dues is not without good 
reason. It is surely of the greatest benefit for the manufacturer to have 
the retail dealers well organized, as he can in such case treat and act 
with a large group of firms instead of dealing with each individual retail 
firm. The same applies to the wholesaler, but not to so great an ex- 
tent. 

I have had the membership contained in the recent 
Who” under date of September, 1919, analyzed as far as 
4o so properly, and find the following result: 


issue of ‘‘Who’'s 
I was able to 


EP OOTP OE IO 58 py AEA ERLE, OED 405 
RS -1i5 cc id vidoe ¢natbbiaede vtted< asad cebu ices 86 
Retailers avndhibndwes Chad tadetcemabccecésciée 612 
nO n,n oo a. da aieeiliahispe tAowend 6 des 20 
Trade Journals Ee ne vat ba dvdpGawednesyhscedsceese 5 
I NN De el ls Me sed awebeecens 141 
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I have assumed the title ‘‘Associate Members’’ for such names that ap- 
pear in the list and who are identified with firm members, and find that 
out of this membership there are the following representatives of the 


three classes, viz.: 
OS . ps bui'd-p BG0 bs bas Cad b awe dh be ceed. a> cdc cle 90 
ND: ot Oe, la ciate an ba hie 6 as C900 CEA eae tied te o Woo 4 
ED, vod bee x cicuwrOgh Choe nb sabes oS eadP ab i23-0000 o< 47 
ees - Aambatate  TEGIGS 6b hed potcicccctpecéccece 141 


I have furthermore found that in the membership classified from Nos. 1 
to 11 appear the names of a number of firms who are assigned the title of 
“Manufacturers and Wholesalers,’’ but who do not appear at the end of 
the list under that title, so I presume that they are in a class of retail 
dealers who while they may manufacture or job, are doing the greater 
proportion of their business as retail dealers. These I find in numbers to 
be: 


PTD 26 dicccsenenecnes 59 (designated as No. 11) 
DOR Scab onc ev udewntneth 95 (designated as No. 10) 

I would recommend a classification of all members of the National As- 

sociation which should hereafter be fixed, as follows: 

Manufacturers. 

Wholesale Dealers 

Retail Dealers. 

Associate Members 

Local Associations. 

Trade Journals. 


A FEW 


McChesney of Syracuse, N. Y., were interested 
Donald, now associated with him 
Donald accompanied 


Friends of Francis H. 
to learn at the Convention that his son, 
in business, has recently returned from war service. 
his father to the Convention. 


This was the first convention of the National Association which C. A. 
Luck, the new president of the Cenklin Pen Manufacturing Company, has 
attended. 











GEORGE PARMENTER, AMERICAN Ww. 
CRAYON CO., WALTHAM, MASS., DI- 
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EBERHARD FABER, DIRECTOR FROM 
THE MANUFACTURERS 


And beg to present the following preamble and resolution for consider 
ation by the Resolution Committee of the Manufacturers’ Group: 

WHEREAS, the Executive Committee of the National Association of 
Manufacturers and Stationers have submitted a plan to extend the busi 
ness activities of this Association, which will involve additional expense 
and thereby necessitate an increase in the present annual dues, it is here 
by 

RESOLVED, That members present representing the Manufacturers 
Group of the Association, heartily approve such plans proposed by the Ex 
ecutive Committee, which include the appointment of a general manage? 
and also a field secretary. And it is further 

RESOLVED, That we recommend the adoption of a new classification of 
the present membership comprised in this Association for the purpose of 
assessing various annual dues under such classification and would re 
spectfully recommend the following schedule, viz 


Manufacturers. 

Wholesale Dealers. 

Retail Dealers. 

Associate Members 

Trade Journal Representatives. 
Local Association Representative, 


And that hereafter the 
$75.00. 


annual dues fur manufacturers be advanced te 


CONVENTION NOTES 


& Matthews Company was obliged t 


P. A. Kempt of the Ireland 
leave on account of illness. 

Colonel John Messimore of the Canton Art Metal 
those who were prominent about the convention hotel 

The photographers who are responsible for the pictures which 
appear in the illustrated section are Honeier & Clark, 307 E. Broad St. 
Richmond, Virginia. This concern are not commercial photographers, bnt 
are art photographers. Their work attests their skill 


Company was among 


best 


. 





OF J. K. 
co., PORTLAND, ORE., DIRECTOR. 


GILL EDWIN I. BAER, COM 


CHAIRMAN, 
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OT merely manufacturing the 
best in quality but supplying 
that Sheet or Ribbon that 

will best perform the particular 
work desired. 





PANAMA 


CARBON PAPERS and 
TYPEWRITER RIBBONS 


‘The Line that can’t be matched” 


MANIFOLD SUPPLIES CO. 


BROOKLYN, N. Y. U.S. A. 


A 








REPORT OF COMMITTEE ON BLANK BOOKS 


There are many indications that the business condition of the country is 


improving. 


Prices on most of the necessities have decreased during this last month 
domestic 


according to the list published in the Economist, the volume of 
business is larger and building operations are increasing. 


The balance of foreign trade in favor of this country in July amounted 
com- 


to 226 millions. This is a decrease of almost 400 millions when 
pared with June and means that our exports have decreased and our im- 
ports increased enough to make that change. 

This result has helped materially in starting commodity prices down- 
ward in this country. The exports of gold in July were 53 million dollars 
more than the imports, which is another item helping to reduce our do 
mestic commodity prices 

Among the principal crops, the production of wheat, 
toes, rice and sugar beets will be larger than last year. 

The month of September has seen more strikes and labor disputes set- 
tled than were begun during its span, and with the steel strike growing 
weaker from day to day it looks as if the labor situation would become 
clearer. 

The increased production per man which must come to justify the pres 
ent high wage is already apparent in several lines and the knowledge 
that it must come is making headway among the workers. 

The effecting of economies in manufacture which was forced upon every 
one by the exactions attending our being at war helped very materially to 
put the whole blank book situation in much better shape for the dealer 
and the manufacturer, while the needs of the consumer are just as well 
cared for as ever. 

The 


corn, sweet pota 


combined opinions of retail dealers over the country as gathered 
from a great many letters received by your Blank Book Committee are 
that the changes made in reducing the number of styles and thicknesses 
in the different sizes should be continued permanently. 

The same investment as formerly, confined to the smaller list of num- 
bers affords a stock easier to keep, more nearly free from slow items and 
more satisfactory in every way. 

The changes seem to be meeting with that 


universal approval 


except 





W. H. 


REDINGTON, PRESIDENT, SAN- 
FORD MANUFACTURING CO., CHI- 


THEO. A. 


CAGO, DIRECTOR FROM 
MANUFACTURERS. 


STEINMUELLER, 
MAN, COMMITTEE ON INKS AND 
MUCILAGE, 


some stationers think that 200-page books should be 
cheaper and medium priced lines. 
The National Blank Book Company have already met 


following numbers: 797, 846, 747, 890 and 892 


tained 


this request in the 


Several stationers rather strenuously insist that the manufacturers of 
blank books confine their output to the following: All Cap, Demy and 
Medium Book. Journals ruled to a center line in the item column We 
find that some manufacturers rule the journal with and some without the 


center line. 
If a dealer is carrying a book with center ruling an 


unfortunately is 


unable to procure the same from his regular source of supply and orders 
from a manufacturer who does not make the same style book with center 
ruling, confusion is caused. 

The point that all employers should acquaint their sales people with is 
that while certain thicknesses of blank books have been discontinued the 
faint lines in the remaining thicknesses have been made rarrow; for ex 
ample, a cap-size book formerly had 43 faint lines to a page, the ruling 
now used has 48 lines to a page. The crown-size now have 51 lines in 
stead of 48 The small demy size 58 lines instead of 53, so that the 
purchaser is receiving quite a little benefit from the new rulings in the 
way of lines per book. 

Several numbers of memorandum books have been dropped by the mar 
ufacturers, enabling the retailer to reduce his stock materially Che 
manufacturer has been rather hard put to find a substitute for genui 
leather, both in cowhide and Russia, for memorandum books We ut 
derstand that the leather being purchased today is of an inferior quality 


and that the manufacturer is unable to get the required number of pieces 
from these skins which they are purchasing so as to keep the price 
genuine leather memorandum books somewhere within reason 

A very good substitute has been found which several of the manufactu 
ers have been using instead of the genuine leather We understand this 
is meeting with the entire appreval of the trade and that the sale 
memorandum books has been considerably increased 

Respectfully submitted, 

ARTHUR L. PAYNE, Chairman Blank Book Committee LEROY | 


BARNES, SAMUEL SEEMAN 





CHAIR- C. A. H. THOM, DETROIT, DIRECTOR 


REPORT OF COMMITTEE ON LOOSE LEAF 


time 
leaf 


Loose Leaf Committee cannot at this 
account of the manufacturers of loose 


that the 
report on 


It is with regret 
make a satisfactory 


devices not working harmoniously to carry out the recommendations 
made at the Chicago Convention that all loose leaf material was to be 


a net cost and not from list price with a discount. 
that the Catalog Commission furnish the dealers 
list figuring on the cost of doing business and giv- 
a legitimate profit. This has been done and a number of 
have distributed their recommendations to the entire 


sold to the dealer at 


It was recommended 
with a re-sale selling 
ing the merchant 
the manufacturers 
trade. 
stationer’s standpoint, it is almost impossible to show a 
profitable return on merchandise sold from a list, as in many definite 
cases the nei lost sight of and salesmen who have the privilege 
of making prices, take the order regardless of the cost of doing business, 
invariably losing sight of the profit the dealer should receive. 


From the 


cost is 


This state of affairs was brought about by one of the loose leaf manu 
facturers issuing a catalog with list prices, giving a discount instead of a 


net cost. About one year ago, one of the manufacturers, without notice 
to, or consultation with, the trade, or this committee, issued a new cata 
log containing list prices which differed materially in some instances 
from the recommendations of the National Catalog Commissions. A 
number of other marufacturers followed, using a discount list instead of 
following out the recommendations made at Chicago. The situation has 
been further complicated, by the addition of many special lines by the 


manufacturer. 





The ioose leaf line is becoming entirely too large for the dealer 
stock sizes and styles, consequently he will have to order single items 
increasing the cost of handling both to the dealer and manufacturers 

During the last four years the manufacturers sta rdized their lines 
and prior to the introduction of these special sizes t lealer enjoyed 
reasonably profitable return on loose leaf business 

The spécial loose leaf display weeks have prove ig success, the 
trade papers co-operating splendidly by playing up feature and de 
voting a large part of their publications to advertising the line of loose 
leaf devices. The question as to the best seasons year for thes 
special display weeks should be debated and decided at this time 

The line of loose leaf is one of the best and cleanest of merchandise 
the stationer handles, and if it is not simplified so that it can be 
nomically handled by the dealer, a large number of sales will be lost, as 
most dealers are not fully equipped with expert loose f salesmen 

rhis committee recommends that a committee of ten of the largest 
ers of loose leaf devices be appointed by the President, and that he 
turn, act as chairman to set a date that would be satisfactory, to get 
loose leaf manufacturers together and devise some plan to standardize tl 
line, both in style, size and pricing. This would not only eliminate a 
large number of styles and sizes, but place this commodity on a uniform 
basis which would greatly benefit the members of this association 


FRANK R. WELSH, 
COLOMB, Committee. 


Chairman, HARRY H. SHAFFER, JAMES M 
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Old Hampshire 
Cypemriter Papers 
Manuscript Covers 


Old Hampshire 
Bond Z 





Old Hampshire 


A line of carefully selected “best sellers” 
comprising in addition to Old Hampshire 
Bond, other grades, weights and finishes 


of relatively high quality. 


To see is to believe. 


Send for new sample book. 


FINE STATIONERY DEPARTMENT 


Hampshire Paper Company 


SOUTH HADLEY FALLS 
MASSACHUSETTS 


Makers of 


Old Hampshire Bond—Vellum—Lawn 
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MISCELLANEOUS REPORTS 


REPORT OF THE TREASURER. 


Receipts. 
Pn. s ohne sods ce eh ede de tcdh's vecceunse $ 4,195.92 
Receipts from M. W. Byers, Secretary................---+0005: 19,275.50 
Receipts for interest on bank balance............. ee ee 125.65 
Coupons on Liberty Bonds... .......... ce ceeceenceeceee ee eecees 94.57 
Additional subscriptions on bulletins.....................4-.- 7.00 
Four checks redeposited dah odatt, «Apin.qite 02.5 Decbbedcaccebacd 60.00 
$23,758.64 
Disbursements. 

National Catalogue Commission .............06s0cceeeeees . $12,318.09 
Secretary’s salary and expenses ee ATR SS Ee 4,000.00 
Traveling expenses ... 1c Gi dal ob aaleitbds «cae dele cticpnevies . 412.19 
Printing and postage pM de ERG RUM bes 0% eA S08 <2 6 cahy 0 éa>< 936.92 
Executive Committee's expenses-—traveling...............6.65+: 505.90 
Executive Committee’s report and distribution........... om Par 91.19 
Membership Committee .............eetecneenerereeeens hee 144.28 
Chamber of Commerce dues... ...... 05... cee cence cee en eenees _90.00 
1918 Convention account ........-. Cau ebb b Up ob 0h en tee wadede’s 706.39 

Stenographer’s fee at the Convention ...........-e--:eeeeeeeees : 
Exchange on checks ......-- eee e ese ceeneneerectes ee _9.39 
Paper for year book held by George IR ba 50 6A wae ba 66 65-09 157.00 
Sundries ....e-seerene cowtteeeneséga en 66S be CuES ceawea 44.98 
‘Who's Who’’ and delivery OC kOe ee RTED ERO . epee i aiele™ 598.00 
$20,014.32 
Less $60.00 charged twice ... 2.2... - cece ewe ence nee eeeneeenens 60.00 
Total disbursements OF Kodi: 0 baie Ole hs $19,954 é 2 
Cash balance on hand ‘ roe) Gen Bare Sidid ares he -« 8,804.32 


In addition to the above we have on hand: 


Two $1,000.00 Liberty tonds $ 2,000.00 








ROGERS, TREASURER. 


HARRY W 


une $500.00 Liberty Bond.........-. 0. ce cee eeeeeees "EAS Pe eae 500.00 
Two $100.00 Liberty Bonds...... 2.2.6... ..eee cece cuees aababe 200.00 
One $50.00 Liberty Bond sha ddkeaded neéGndcs +60 pethas 50.00 
fee $100.00 W. 8. S. Folder... . 0.02. ccccsecccccceccccnces 100.00 


$ 2,850.00 
Purchased by popular subscription taken at Chicago Convention. 
Total balance on hand, including Liberty Bonds and W. 8. 8S. 


at par value $ 6,654.32 


Respectfully submitted, 
October, 1919. H. W. ROGERS, Treasurer 


AUDITOR'S REPORT. 


To the Fourteenth Annual Convention. 

The undersigned reports as follows: 

I have examined the records of the Secretary and Treasurer and find 
that the receipts and disbursements, as stated, are correct and the 
Treasurer has on hand today and should be charged with © a ane ts 

as ks we . $6,654.32 


i a er rrrrerrrT Ter? ce ory Tria es Eee ee . $3,804.32 
liberty Bonds: 
OS Pere ne eon $2,000.00 
EE ok ooo kg aamer eens temhet wae hhens em 500.00 
ED eves ss Kebcntecudawdoometevdses en - 200.00 
1 at $50.00 ..... octec tees aos meres RAaeReRE : 50.00 
War Sdvings Stamp Folder wees 100.00 


—._ *$2,850.00 


*Total par value. 
Total balance on hand 


Sé-e , $6,654.32 
I have not physically examined the Liberty Loan Bonds and the War 


Savings Stamps certificate but accept the assurance of the 
that he has them im his custody. 


rreasurer 


Respectfully submitted 
J. OGDEN PIERSON, Auditor 
kichmond, Va., Oct. Mth, 1919. 


REPORT OF NECROLOGY COMMITTEE 

Since the last convention of the National Association three of our most 
useful, valued and respected members have gone from us, and the faces 
we loved ard the men we honored will be seen amongst us no more 

Their deaths occurred in the following order 

Mr. W. D. Bevin, of New York City, died on 
his 59th year. 

Mr. Samuel Ward, of Boston, died at his home 
Mass., on November 22, 1917, in his 72d year 

Mr. Andrew Geyer, of New York City, died on July 28, 1919, ip 
his 78th year. 

Only four weeks before he passed away Mr. Bevir s chairman of 
this committee, read his report on the deaths of members during the 
preceding year. How little we realized at that time that he would be 
the first of our membership to follow. Mr. Bevin was one of the big 


men amongst manufacturing stationers, was first vice-president of this 


November 8, 1917, it 


Newton Centre 


association at the time of his death, and was always ready to give his 
time and wise counsel to its upbuilding. 

A man of strong character, loved by his associates 1 wise business 
counsellor, a friend to the young man in the stationery field 

We are glad that we had the privilege of knowing n, glad that he 
was one of us, proud to have had his friendship, but niss him at our 
annual gatherings and his place is hard to fill 

In the death of Andrew Geyer the stationery trade lost one of its 
most upright and vigorous personalities 

Always present at our conventions, he was 10V every n e! 
and visitor, and his strong New England features earty hand ASE 





will always be remembered. 

The great interest he took in our association wa denced by his 
keen desire to have the minutes of the convention put in printed forn 
day by day before our members. 

He has gone from us, but his influence remains 


Samuel Ward exerted upon this association, from its beginning, a great 
influence for good. 

The high moral tone of the association at the preset time is due 
large measure to his great influence in its early days He stood firm as 


his loved Plymouth Rock for all that is highest and best; a true Americar 
citizen; an inspiration to those who loved the right terror to those 
who contemplated wrong. 
Of him truly it may be said: ‘‘He feared God and loved his fellow met 
We hear his voice of faith expressed in the word of the poet Tennysor 


‘‘Sunset and evening star, and one clear call for me 

And may there be no moaning at the bar when I put out to sea 
But such a tide as moving seems asleep; too full for sound or foam 
When that which drew from out the boundless deep turns again home 
“Sunset and evening bell, and after that the dark 

And may there be no moaning of farewell when I embark 

For tho from out the bourne of time and space the tide may bear me far 
I hope to see my Pilot face to face when I have crossed the Bar 


Frederick P. Bushnell of Philadelphia died on June 4, 1919, in hi 
forty-fifth year. Mr. Bushnell was a regular attendant at our annua 
conventions and is missed by many. His loss is greatly felt by the Alval 
Bushnell Company, and the sympathy of every member our organizatior 


is extended to the firm of which he was a member and to his immediate 
family. 
Mr. Chairman, in honor of these friends who have gone from us, your 


committee recommends that a page in our Year Book be devoted to their 
memory. ard that copies thereof be sent to their respective families 
Respectfully submitted, WM. PITT, E. Y. HORDER, W. J. CHAPLIN 


REPORT OF COMMITTEE ON PAPER AND ENVELOPES. 
Your Committee on Paper and Envelopes regret that owing to very 
recent changes in the committee, they have found it difficult in the short 


time sirce the changes were made to formulate recommendations on the 
different items proper for consideration by this committee 
The late chairman of our committee who resigned because he was 


devoting his time almost exclusively to office furniture and did not fee 
competent to make up this report, came graciously to our aid, when we 
in cur desperation sent out an “‘S. O. 8."’ 

The great benefits gained by the retail stationers from the reductior 
in the number of styles and thicknesses of blank books, and from the 
elimination of certain numbers of pencils, pens and rubber bands, lead us 
to believe that it would be equally beneficial if similar reductions coul 
be made in the number of weights, sizes and grades envelopes, if cer 
tain numbers of type writer paper could be eliminated, and if the number 
of shapes, sizes, and colors of fancy papers could be kept down nearly t 
the basis reached during war times. The consumer in each case would 
easily adapt himself to these changes, the retail stationers would not be 
burdened with the necessity of carrying such a large variety, and the 
manufacturer would pass on to both retailer and consumer the price 
reductions possible as a result of the large increase in the volume of 
production of each of the smaller number of styles 

We regret that it is impossible for us to make definite recommenda 
tion, but. we must leave these suggestions for the committee with 
confidence that the manufacturers are ready and anxious to co-operate 
with the retailer in every move of this kind 

Respectfully submitted, N. J. JACQUIN, Chairmar 
E. 0. VAILE, JR. 





WILL A. BEACH 


REPORT OF BUDGET COMMITTEE 

Your committee appointed to submit a budget for the coming year is 
of a loss, in view of the proposed change in dues, to estimate the probable 
receipts of the association with any degree of certainty Therefore we 
are unable to submit a definite budget for the year. In view of this 
we would respectfully recommend that the matter be referred to the 
Executive Committee for their consideration and action With the in 
formation at hand regarding the proposed increased activities contemplated 
by the association, that a minimum of $40,000 will have to be provided 

H. A. PRIZER, EBERHARD FABER, H. W. ROGERS 


Ge 
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REPORT ON TYPEWRITER RIBBONS AND CARBON PAPER. 


During the past year the situation in the typewriter ribbon and carbon 
paper business, as far as can be ascertained, has not developed any rad- 
ical changes, except that the enormous demands of the government de- 
partments threatened at times to deplete the market. Prices have con- 
tinued at the same level, and are steady. In the matter of light weight 
typewriter carbons made from four-pound imported tissues, there is not 
a plentiful supply on hand, but enough to carry on normal business 
without inconveniencing either dealer or user to any particular degree. 
In the matter of ribbon cloths we learn that the supply is easier than 
when we made our report a year ago, and the qualities good. It is the 
opinion of your committee, based on information gathered from leading 
manufacturers, that many stationers have failed to appreciate the profits 
which a well conducted ribbon and carbon paper department would add 
to their business. As most of you know there is a good margin of profit 
on these lines. 

We venture to offer a few suggestions which may prove helpful to the 
ribbon and carbon paper department. 

A.—Select some one of the leading brands of typewriter ribbons and 
carbon papers, and epecialize on this particular brand. By so doing, you 
ean secure the heartiest co-operation of the manufacturer, in your adver 
tising and sales promotion. 

B.—Have one person in the department thoroughly post himself in all 
the details of the business, the uses of the various grades, etc. If possi- 
ble. have him visit the factory so that he can see how the goods are 
manufactured. This persen should also familiarize himself, to a certain 
extent, with other makes and grades of carbon paper and ribbons. 

C.—Assign a certain section in the store (we would suggest near the 
typewriter papers) for this department and equip it with cabinets and 
boxes so that the goods can- be conveniently shown, and the stock easily 
taken care of. It pays to make sure that each customer receives the 
quality, weight and kind of carbon paper best suited to the uses to which 
it is to be put, and in the case of typewriter ribbons, the clerk should 
ascertain the style of the machine, the type used on same, also whether 
or not the stenographer, who is to use it, has a light or heavy teuch. 
There is quite a difference in stenographers in this particular. In other 
words, your clerk should be able to give expert advice in these matters. 
Most complaints are caused by trying to use a ribbon or carbon paper not 
intended for the use to which it is being put. You can get many helpful 
suggestions along this line from the manufacturers and trade papers. 

D.—Finally, see that the standard prices on the goods are maintained 
Build up your business on quality and service. 

We feel confident that there is a good, profitable field for typewriter 
ribbons and carbon papers in most of the commercial stationery stores. 

Respectfully submitted, 

GEO. E. DAMON, HENRY 8. HUTCHINSON, JOHN T. 
mittee. 


BAILEY, Com- 


REPORT OF THE WHOLESALE CONFERENCE. 


The two years that have elapsed since the last meeting of the 
organization have been marked by increased co-operation and pleasant 
relations between the retailer, wholesaler, and the manufacturing 


stationers of the country. 

In the past five years particularly, 
the retailer has found the wholesaler a great 
his business. 

During the war and reconstruction period the jobber anticipated his 
wants six months in advance. The result was he had the goods on his 
shelves when the retailer wanted them and kept the retailer fairly well 
supplied. 

The jobber also analyzed the cost of doing business and sold 
chandise at a small profit above the cost of doing business. 

I was appointed on the Committee of the National Catalog Commission 
in an advisory capacity. It has been a great pleasure to work with 
the rest of the Committee, making recommended prices for the retailer 
to use. 

There has been reconstruction work done by this Committee and they 
should have the thanks of the entire Association for their efforts in 
getting information to you so promptly. 

The competition that formerly existed between the jobber and the 
retailer, selling the consumer, has been practically eliminated—the 
jobber now sells the retailer, selling at the recommended prices of the 
National Catalog Commission, in most instances. 

The recommended prices of both the retailer and the wholesaler are 
now working on a scientific basis; in my opinion are direct cause of 
the sound business conditions existing in our field today. 

As I said before, we are all co-operating, our relations are pleasant, 
and on a firm basis. Our future is bright. Thank you. 

W. G. WHITTEMORE, Second Vice-president, 
National Association of Stationers and Manufccturers. 


I think I can say with certainty 
help and aid to him in 


mer- 


REPORT OF SPECIAL COMMITTEE APPOINTED BY RETAILERS’ 
CONFERENCE TO CONFER WITH LOOSE LEAF 
MANUFACTURERS. 

At two meetings of the joint committee of the loose leaf manufacturers 
and ten retailers appointed by the two groups, according to a resolution 
adopted by the retailers’ conference, the question of the manufacturers 
issuing and selling to the dealers from a net list, rather than publishing 
a long list, less a discount, was thoroughly discussed and the following 
resolutions were finally offered, and on vote proved acceptable to all 
present except two manufacturers, who did not feel in a position to 

give a definite decision without more time to consider the proposition. 

The resolutions are as follows: 

Moved that it is the sense of this meeting that the manufacturers of 
loose leaf devices‘ be requested by this association to publish the prices 
of their merchandise to the dealers in a form of net lists. 

Moved and seconded that it is the sense of this meeting that when 
publishing resale prices the loose leaf manufacturers be requested to 
publish the prices recommended by the National Catalogue Commission. 

This committee suggests that these resolutions take effect January 
1, 1920. 

FRANK R. WELSH, Chairman. 


REPORT OF CONVENTION COMMITTEE. 

Your committee met at 2:30 p. m., Wednesday, in Room A, where we 
had presented to us an invitation from Springfield, Mass., sponsored by 
the Connecticut Valley Stationers’ Association, and urged by Mr. McDonald, 
by Mr. Winslow, secretary of the convention bureau of the Springfield 
Chamber of Commerce. 

A very cordial invitation was also extended by St. Louis, Mr. Kennedy, 
Mr. Adams and others appearing in their city’s behalf. 

Each of these invitations were supported by letters and telegrams from 
the mayors, Chambers of Commerce and other civic bodies. 

The invitation from St. Louis was so cordial that the Springfield repre- 
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sentatives were persuaded to withdraw their invitation in favor of 
St. Louis. 

Your committee therefore unanimously decided to recommend the 
acceptance of the St. Louis invitation to hold the fifteenth annual con 


vention in their city. 
WOODSON P. WADDY, G. H. SCHERMERHORN, JOHN M. COOPER 


REPORT OF COMMITTEE ON MISCELLANEOUS ITEMS. 


Your Committee on Miscellaneous Items has no genera! report for this 
year, but respectfully refers to previous ones where miscellaneous sub 
jects were treated to the best of our ability. 

No requests for information have been received, nor have any 
tions been offered, on which to base a discussion or make a report 

This condition is due, perhaps, not so much to the fact that we station 
ers are free from problems which might come within the province of this 
committee, but more because they are su great and of such a general na 
ture that valuable suggestions are not at hand. 

Commercial stationers as a rule agree that 
that the scarcity and delay in the delivery of merchandise is practically 
the same all over the United States—and that the labor situation affects 
us all alike. 

Under such circumstances this committee makes no formal report but 
assures you of its readiness to investigate any matters which may be 
presented. 

Respectfully submitted, 

EDWIN I. BAER (Canton, Ohio), Chairman; W. R 
Mich.), GEORGE M. SPALDING (St. Louis, Mo.) 


REPORT OF CREDENTIALS COMMITTEE. 
Mr. President: I 
members and visitors of any convention 


sugges 


business was never better 


GREGORY, (Detroit 


have the honor to report the largest registration of 

which this association has held 
For comparison 

Chicago. Philadelphia 


nN POCORN AL T CCT Oe ee 304 286 
SE occ bodies stv danésm< 29 71 88 
Ladies registered .......... 141 144 191 

545 519 565 





FRED P. SEYMOUR, CHAIRMAN, CRE- 
DENTIALS COMMITTEE 


Total paid registration, 404. 
Total registration, with ladies, 545. 


Cash received from members............ $4,575 
Cash received from visitors................. 1,485 
$6,060 


Respectfully submitted, F. P. SEYMOUR Chairman Credentials 


Committee. 


REPORT OF THE BOARD OF CONTROL, 


The present Board of Control held its first meeting on October 18, 1917 
directly after the adjournment of the thirteenth annual convention in 
Chicago. 

Pursuant to directions of the by-laws, the 
election ‘of secretary and fixed his compensation. 

By vote of the board, the secretary was directed to supervise the pub 
lication of the year book and to make such changes in the form pre 
viously employed as might seem to be desirable; and matters of general! 
interest to the Association at large were discussed prior to the adjourn 
ment of the meeting which occurred at the end of a session lasting one 
hour. 

Your board was called upon to consider the report of the BExecutive 
Committee, issued under date of October 17, 1918, setting forth the facts 
in regard to the necessary postponement of the convention, which was 
expected to meet in Richmond in October of last year, by reason of the 
influenza epidemic, and proposed plans for the conduct of the affairs of 
the association during the coming year. This report was submitted to 
the members of your board and was approved, and thereupon it was 
published in the National Association News and distributed to all members 
of the association. 


board proceeded to the 
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An autocrat of accuracy! So 


quick in action 1s the Mimeo- 

graph that the dictation of a moment ago 
becomes the business-getter of the hour. 
A perfect glutton for work, an interpreter 
of ideas, an organization co-ordinator. But ) 


its marked quality 1s its accuracy. With fine 
exactness it reproduces letters, maps, diagrams, | 
drawings, forms, bulletins and the like at the amaz- | 



































ing rate of five thousand an hour. Hundreds of 
copies available within a few minutes. In thousands 
of American industries it is effecting essential econ- 
omies. What it is doing so well for others it will do 

















88 equally as well for you. Install it today—for its fine 
fale | accuracy and speed. Or information and catalog ““T” 





—from A. B. Dick Company, Chicago—and New York. 
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Our second meeting was held in Richmond on October 13, 1919, at 12 
o'clock noon, as part of the present convention. No action was required 
at that meeting and all that transpired was an informal discussion of 
the new positions contained in the proposed revised by-laws referred to 
in the teport of the Executive Committee. Attention was directed par- 
tienlarly to the contemplated new officers of the association, to-wit: Gen- 
eral manager and field secretary: and it was stated to the board that the 
Executive Committee was of the opinion that it had so framed the pro 
posed amendments as to convey the idea that the general manager is to 
devote his entire time to the duties of his office and is to be a stationer, 
and the field secretary is to be under the direction of the genera] manager. 

It was the understanding of the board that the entire proposed revision 
of the by-laws would be automatically referred to the Committee on 
Resolutions, the report of which will present the subject to the convention 
for action, 


REPORT OF FILES AND OFFICE FURNITURE COMMITTEE. 

The following report was presented, but not read: 

Mr. Chairman and Gentlemen of the Convention: 

The unusual condition of the labor and material markets, which control 
the manufacture of office furniture and files, makes it indeed difficult for 
your committee to present a report, which can be of much value at the 
present time. A year ago we were facihg government restrictions and la- 
bor shortage, due to the drafting of all classes of men and the concen- 
tration of labor in strictly war work. 





FILES 


E. ALLEN MEAD, CHAIRMAN, 

AND OFFICE FURNITURE 

COMMITTEE. 

roday, in this phenomenal era of business, the manufacturer is confront- 

ed with problems which are new to many. The labor shortage is again 

serious, which naturally results in material shortage. The unrest in the 

steel industry, we fear, will further curtail production, at least for a time, 
with the manufacture of this product. 

In the wood furniture lines, the manufacturers are experiencing diffi- 
culty in obtaining veneers, the veneer mills’ output being oversold from 
six to twelve months, and manufacturers who lay their own veneers are 
not able to get deliveries. 

In the face of these disturbing conditions, together with the high 
freight rates and large overheads, if ever prices are to be maintained it 
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vember. 1970 


should be now. There should be no excuse for selling goods at a figure 
that does not carry a fair profit. 
Respectfully submitted, 


E. ALLEN MEAD, Chairman, HARRY A. THOMPSON, W. J. ORTELI 


REPORT OF COMMITTEE ON INKS AND MUCILAGE. 

Your Committee on Inks and Adhesives was instructed by Secretary 
Byers that if there were any important questions on its subject we 
should submit to our members the customary blanks, otherwise it would 
not be necessary to do so. 

After careful consideration the committee was at a loss to bring before 
the members a series of important questions relative to the ink ané 
mucilage industry, but it was decided to get an expression of opinion 
on the subject from the members through the column of the ‘‘Nationa 
Stationers News,”’ so on June 15 the ‘‘News’’ kindly published the 
following: 

“The Ink and Mucilage 
geations from the retail stationers, 
pastes and mucilage for the preparation of its 
any subject of importance and value that should be 
retailers’ conference at the coming convention ?’’ 

Stationers either overlooked this published request, or possibly the im 
and mucilage branch of the stationery business did not require this 
committee’s attention, for no suggestions nor communications were re 
eeived. Therefore the usual question blanks were not issued for this year 

It was nevertheless the intention of your committee to propound a series 
of questions relative to the inferior quality of inks and pastes that leading 
manufacturers had placed on the market. This plan, however, was aban 
doned for it became evident the brands were improving and manufac 
turers were willing end anxious to replace the inferior with better stock 
This action was, of course, to their best interest, but is none the less 
commendable. 

The ink industry faced unusual difficulties !n the manufacturing of 
their products when snddenly forced to change their formulas and experi 
ment with a ©hinese product instead of Arabian gall and American dyes 
that were not permanent in color. 

It 48 believed that now practically all of the lines are 
satisfaction ‘for Arabian gall is again obtainable and the 
American dyes are apt to improve if the industry is placed in a permar 
ent position by means of tariff protection. 

It will not be amiss also to remind you of two important selling better 
ments that now seem to be thoroughly established with the trade 

First. Reputable manufacturers no longer practice selling to consumers 
and at the same time giving them bonuses or premiums with sale 

Second. Stationers who at one time or another sold certain brands of 
inks without profit now sell at renumerative prices or at the rates ree 
ommended by the Catalog Commission. 

Many other improvements in selling inks and adhesives besides the twe 
named above have taken place in the last fourteen years, and your 
present committee, which has served for several years, find it difficult te 
suggest a series of questions on any subject not mentioned in former inb 
and mucilage reports withovt receiving the much desired suggestions from 
the members as mentioned above. 

This difficulty may not arise with the ink committee to be appointed 
by your next president, nevertheless, in conclusion we urgently recom 
mend that the members of this association communicate to this com 
mittee all matters of interest and importance in time of the preparatiom 
of its 1920 report. 

Respectfully submitted, THEO. A. 
RELL, E. H. CLARKE, Committee. 


Committee would be pleased to receive sug 
jobbers and manufacturers of inks 
annual report. Is there 
brought before the 


giving greater 
colors of 


STEINMUELLER, Chairman; E. RP 


REPORT OF COMMITTEE ON HARDWARE AND GLASSWARE 


Mr. President and Gentlemen: 

Circumstances and conditions for the past two years have been of sucs 
an unusual nature, your Committee on Hardware and Glassware have beep 
at a loss where to begin or what to do to bring to this body a report of 
interest. We abandoned the idea of a questionnaire as we believed this 
method has been thoroughly gone through, and while much good has beer 
aceomplished the time was not ripe to pursue this method. 

We find that the manufacturers have continued to box well their prod 
ucts, although at times hard to keep up to a high standard, but we believe 
they have done the best they could. Especially is this true of ink wells 
It is the recommendation that glassware items such as sponge cups an¢ 
cheap bankers’ inks be packed in boxes of 6 or 12, and properly labeled 
even though to do so would mean an additional cost to the stationer. 

We also recommend that the manufacturers of tinware devise some 
method of stamping the numbers on the bottom of cash and bond boxes 
etc., so that they can be more readily recognized by salespeople wher 
making sales, 

Respectfully 
LUTZ, ARTHUR J. 


submitted, URI DOOLITTLE, Chairman: GEORGR ® 


WALKER 


THE SOCIAL SIDE OF THE CONVENTION 


BY W. H. REDINGTON, 


TURING CO., 


W. H. Redington, president of the Sanford Manufacturing Company of 
Chicago, discussed the benefits of the social side of the National Conven 
tion He said: 

That's fine subject! Four men were playing whist. One of them was 
anfortunate enough to be dealt a hand of thirteen trumps and he only 
took one trick. His partner led an ace. Of course he was obliged to 
trump it, and his partner threw him out of the window before he could 
get a chance to explain. I suppose if I should take the ‘‘con’’ side of 
this question, I would be thrown out of the window by some of you be- 
fore I had an opportunity to tell you I was joking. 

I don’t suppose there are two men in this room that are up against the 
same thing, and yet I suppose there are few here that are not up against 
the real thing. Possibly some of us are so fortunate in this reconstruc- 
tien period as to be out of trouble, but if there are such I have not had 
the pleasure of meeting them and they probably do not realize their good 
fortune. 

Most of we have about all we can stand up under. When a man is in 
trouble he wants help. It is not always financial help by any means. It 
is advice, and encouragement, and sympathy. 

Now the benefits of the social side of our conventions come from rubbing 
up against our neighbor and absorbing his good fortune and giving him 
some of ours. I don’t believe it is possible to meet our fellow men as we 
do here and not gain greatly for ourselves or help the other fellow. Some 
times it is a question which does us the most good. 

There is no argument against sociability of the right sort. There is 
no question about the benefit of the social side of our convention. To 
many it is the drawing card of the meeting. The ladies have added to 


PRESIDENT, 


SANFORD MANUFAC- 


CHICAGO. 


the social side, but sometimes some of us, particularly the manufacturere 
have thought that this was not rightly managed. Not all men have wive+ 
to bring. Some wives won't come. Some men’s wives, as in my own 
case, are invalids and can’t come. These men alone, who need the bene 
fits of the social side of the convention more than anyone else, have not 
had the pleasure of meeting with the ladies and have been left out. &S& 
the criticism bas been made that the ladies’ committee might enlarge 
their efforts and take in some more of the lonely tightwads (they may 
have called them) in our evening entertainments It is a hard propos 
tion, I must admit, but possibly something might be put into a man’s 
life at some convention that would keep a warm spot in his heart for 
many years. 

Personally, I have no grievance of my own, but I do know a lonely 
man who received no attention at one of our conventions, and took the 
midnight train for home and has never come back He is no small factor 
in the stationery business of the country 

Of course I understood that this is really a stationer’s affair, and te 
them the manufacturer and the jobber must bow, but possibly the sta 
tioners might run across a rare gem among the unknown if the socia 
side would only draw him out. 

What I think we should have at every convention is a Get-Together 
Night, when all members should remain at headquarters and a committee 
appointed to see that all are made acquainted. This I understand is prac 
tically an impossibility, as like all conventions, someone either has an axe 
to grind or the convention is made up of little cliques which make thelr 
own engagements. But for the benefit of the dealers at large I think that 
my snggestion would be a wise one to consider 
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The difference between a 
Bushnell ‘‘Paperoid”’ 
Wallet and an imitation is 
really a matter of ancestry. 


Bushnell’s ‘‘Paperoid’’ is 
a reddish-brown, leather- 
like paper, made from rope 
fibre, which grows to per- 
fection in only one place 
in the world, the Island of 
Mindanao, in the Philip- 


pines. 








There are several imita- 
tions of ‘‘Paperoid’’ on the 
market, similarly colored 
and finished, but their an- 
cestry harks back no farther 
than the spruce forest \of 
the North Atlantic States. 
They are only wood-pulp. 
They appear tough, but 
they will not wear. 
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Stationers cannot afford 
to risk their good name'on 
imitations, nor can jusers 
afford to purchase them, 
when Bushnell’s “‘Paper- 
oid” Filing Containers can 
be “obtained. 
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CO-OPERATION BETWEEN CAPITAL AND LABOR 


A TIMELY 
DENNISON, 


AND 


COMPANY, 


The present industrial situation offers a labor problem which arises out 
of a hundred different causes of yesterday and today, most of which can 
be accounted for by the general statement that our advance in mechanical, 
electrical and chemica! engineering during the last century has been ac- 
companied by only the barest beginnings of an advance in social engineer 
ing. We will do well to approach the labor problem with a confession of 
vast ignorance and a spirit of deep humility. In such a spirit we can 
have a quarrel with no one except that hopelessly hopeful chap who has a 
simple remedy ready to hand. 


Since the industrial revolution, methods of production have cramped the 
manual laborer of each generation more and more—cramped him not only 
physically but mentally and spiritually as well. While his hands have 
been helping great machines to turn out more and more production, the 
powers of his head and heart have fallen into comparative disuse in the 
preductive process, until, as is inevitable, these natural forces have too 
ofter turned into engines of destruction. So acute today is the situation 
that it is the duty of every American to make his sacrifices of time, 
money, advantage anc peace of mind toward winning our way out of this 
great confusion, just as two years ago it was the duty of every American, 
whatever other duties he might have, to give some part of himself to the 
great task of building up the power of democracy; and I can't see for 
the life of me why the man who today does anything to make more diffi- 
eult the development of sound industrial relations is not a blacker traitor 
than the rankest pro-German of two years ago. ‘To quote the splendid re- 
port of the Garton Foundation: “It seems that we stand at one of those 
definite turning points in human history where a generation of men has it 
in its power, by the exercise of faith and wisdom, by facing the problems 
of the moment withcut passion and without shrinking, te determine the 
course of the future for many years. If we can rise to the height of our 
opportunity we may hope not merely to pass safely through the immediate 
crisis, but to contribute largely to the future welfare of the nation.’’ 

The advance towards better industrial relations must take place equally 
along two main lines of approach. On the one hand there must be a 
rapid improvement of attitude, a growth of that manly relation which is 
the essential and eternal factor in the call of the Christ towards the 
Brotherhood of Man The past hundred years of industrial life with all 
its brutalities have made the assumption of an attitude of partnership ex 
traordinarily difficult fer all, but as in financial operations we expect to 








risk money in order to make gains, here as well, if we will gain, we must 
risk confidence in our fellowman, Some of it will be misplaced and 
losses will occur; some of it will be soundly placed and priceless gains 
will accrue. Accustomed as we are.to the process of risking money why 


this new field of risk? Today, moreover, we 
have no choice but to risk. There is no savings bank into which to tuck 
our management policies. for safe keeping. Faith we must have and 
courtesy and tact, and .an abiding belief in the reality of our partnership 
with labor. In a werd, we. must constantly remind ourselves that the 
workman has much the same value and relation to our business as has the 
customer; the one buys our money with his service, the other our service 
with bis money. «Their interests as compared to ours are mutual in the 
performance of the greatest measure of service and opposed only in the 
division of the fund of wealth resulting therefrom. The good-will of each 
is a priceless asset of slow and adventurous growth. 


The New Machinery. 


make such fine words about 


But we cannot advance upon the goal of sound industrial relations by 
merely strengthening the spirit of partnership. There must be, too, a 
most intensive development f technique—the technique of management. 


developed step by step with the improvement of attitude a 
giving it permanency and force. Unembodied in such ma 
ff partnership might go booing and moaning about in 
let me also remind you that without the spirit the 


There must be 
machinery for 
chinery the spirit 
ghostly futility; but 


mere machinery will be as a grewsome corpse, which moveth not about, 
neither does it moan—but in a short while all the neighbors do. I claim 
again that the whole stew we are in can in a sense be laid to the door 


of technical advance unaccompanied by the growth of the spirit. More of 
the same will be no cure 

I want to take up in such detail as my time allows a description of the 
field of development for this science of management. I must take these 
details up in order because language has no such diabolical device as an 
organization ehart with which I can inflict upon you all at once the sey 
era! factors of equal weight. Take warning, therefore, that order of se 
quence does not mean order of importance. Let us put first, then, Man 
agement Shearing 

Management Sharing. 

By management sharing I mean in part an extension of the 

which most healthy businesses enter into after their early pioneering stage 


process 


of one-man contro! When « concern grows up, more and more men have 
to be consulted before wise rules can be adopted, until finally it be 
comes necessary to systematize this policy of consultation through a com 
mittee formation Two kinds of advantage can always follow such a 
spreading out of the duties of management. Management gains advice 
from those more immediately in touch with the daily processes of the 
business and the men thus called into consultation are broadened in out 


look, lifted up in self-respect and inspired with renewed enthusiasm and 
loyalty. Just as the factory manager has found help in handling his 
technical problems through committees of. Department Heads and fore 
men, so be will find help in handling his much more difficult human prob 
lems from committees of the employes themselves. 

Works Committees. 

Ent the employes’ committees have further great advantages. The in 
stinetive desire for self expression and for understanding, the wish to have 
something to say about things that concern you, even though your opinion 
isn’t always followed, and to know something about the whys and where 
fores of your job is constantly repressed among workmen in plants above 
the smallest and too often develops a bitter sore spot from its inter 
nal chafing. I suppose the day has gone by when it is necessary to ex 
pose the old comfortable fallacy that ‘‘every one of my workmen can ex- 
press himself freely to his foreman’’ or ‘“‘finds the manager's door wide 
open.”’ A hundred different reasons make that sort of contract in a large 
plant impossible. The workman must have his representative, he must feel 
behind him the strength and permanency of an institution which he can 
regard as in some degree comparable in power to the great corporate in 
stitution which stands behind the boas. 

If they are to take their places as 
committees of workmen should be of their own 


Size, 


vehicles of self-expression, these 
election and in fact it is 


INSTRUCTIVE ADDRESS BY 
PRESIDENT, THE 
FRAMINGHAM, MASS. 


HENRY S. 
DENNISON MANUFACTURING 


7" t) the plan tse 
pial it he pila l 


and 


success of the 


spite of 


vital to the permanent 
of their own devising. In 


almost 
shall be 


possible delays minol 


imperfections In the scheme better success will follow when the workers 
themselves elect a ccemmittee to investigate various plans, devise one to 
suit their needs, and submit it to the management and to their fellows fo 
adoption or amendment. It is so much more important that it should be 
their plan and should have their best spirit to help in its working out 
than that it should be a perfect plan but not their own It’s none t 
much of their own that workmen under the factory system of today iD 
create. 

We must, moreover, be patient with the early failure Shop Commit 
tees of our own or other companies Not even a well tested machine 
controlled by an expert operator can run without break-downs, and these 
delicate social machines are new and imperfect as yet and to be run by 
two groups of greenhorns 

Besides affording normal satisfacton to the instincts of self-expressi« 


and self-respect, and affording education to both management and men, the 
Works Committee offers the opportunity to build up a mutual understand 


ing, without which no partners would expect to work effectively 
together. It is too often true today that employers and employes nevé 
come into contact except in conflict—that each learns to know the other 
only in his fighting mood. Let me quote from W. |! Mackenzie King 


‘Whatever affords occasion for employers and employes, working men and 


officials, to meet and confer together, to come to know and to trust eacl 
other, and to understand each other’s problems and points of views, is in 
the highest degree advantageous. Then when difficulties arise. the door 
opens naturally to conference. Aloofness and distrust give way to frank 
discussion. Knowledge of each other gained by employers and employes 





through frequent meetings permits issues, as one writer has 


expressed it 
‘to be thought out, talked out, even fought out without 


rancor.’’ No mat 


ter what the occasion, wherever the parties to Industry have become a 
customed to deal together either by direct conference or throug! repre 
sentatives, the possibility of serious friction is materially lessened rhe 





principle of the open door between Management and Labor is one that cat 
not be too highly commended.’ “In these days when the condition 
throughout the world is what it is, any man or any group of men. wh 
are unwilling to enter into conference for the sake of avoiding strife—I do 
not care who the party or parties may be—any man who is unwilling té 
enter into conference for the sake of helping to make osition rightfully 
understood is a public menace and should receiys sideration from 
society 
Collective Bargaining. 

With a Works Committee plan of their own choosing behind them most 
bodies of workmen who have not been too sadly maltreated in the past 
want no other rights for their committees than the right to know in ad 
vance of proposed changes in policy which will affect them, to sit i I 
sultation with the representatives of management and to present their in 
portant cases directly, if necessary, to those highest tuthority It is 
certainly no more than common sense that wages nditions of 
ployment be taken up with them Our whole economic structure is base« 
upon the settling of values by the process of bargaining: wheneve 
equality of strength hetween the bargainers exists no true values can be 
fixed and the structure is racked throughout No equality strengtl 
knowledge can long exist between a corporation and the single workma 
who time and again has been forced by weakness and ignoranre to s« is 
ability to labor below its cost and to break the market r all his fellows 

For collective bargaining and for a dozen other purposes Works ( t 
tees are to be recommended It is most significant t t t the Canadia! 
Industrial Conference last month, among all the differ es of opinic ne 
unanimous note rang out that manager and man nu t meet each other 
face to face and sit together over their mutua! proble 

And here let me offer a most solemn warning Any dealings between 
employers and employes which contain the elements retense or shar] 
practice, any dealing, not based soundly upon sincerity and sympathy 
will endanger the honest purposes of labor and m gement the world 
over. 


Trade Unions, 


rhe principles underlying Works Committees are the principles underly 
ing Trade Unions, but the necessity of fighting for bare existence is 
given to most Trade Unions a highly centralized form fitting for offense 
and defense. This form, however, can be expected to adapt itself to the 
more decentralized form fitted for co-operative an ustructive effort 
ibout as fast as capital honestly gives it the chanc Or if it does not s« 
idapt itself then must the state step in and alter it as it should alter any 
destructive agency which had persisted beyond its day 

One of the closest students of trade unionism. in. this country, Professor 


from uniform in 


Hoxie, has demonstrated that the trade union is very fa 

either form or spirit He classed them from Business Unions and Uplift 
Unions through Revolutionary to Hold-up and Guerilla. Unions, and shows 
pretty clearly the influence upon its charaeter of .the environment in which 
a trade union has grewn. We will do well ourselves to forego the pleas 


ure of assuming all trade unions to be of the worst sort and face the facts 


that trade unions are the normal and necessary results of evolution; that 
they have done much good and some harm and that they are today insti 
tutionalized so thoroughly that to count upon brushing them aside is silly 
They are a part of our national structure and must be o-operated with 
and trusted to the limit While the extreme fighting forms cannot today 
be taken into partnership, the more constructive fort I ind in an et 
vironment of co-operation and partnership the destru ve ‘unions cannot 
long survive. Whatever may seem to employers t be good temporary 
fighting tactics it is certain that it will pay in the long run to co-operate 
with unions to the fullest extent possible, and it is still more certain that 
any Works Committee plan giving employes a representation whi ex 
cludes trade unions or does not provide the proper place for them in the 
scheme is not built on lines which will lead to industr health 

If this proposal to provide for laber’s share in management should seem 
to any of you an unthinkable limitation upon the employer's authority et 
me remind him that in one field the power and authority of the workman 
is today absolute: he can of his own untrammeled w vithhold his 
operation, 

Good Management. 

Sharing management, then, is the first of the important considerations 

which lie before us in the labor problem, but sharing poor management 


along the road The art and science of 
productive organization out of the 


nature which offer 


won't get us very far 
men, of constructing a 
elements of human 


handling 
infinitely varied 


themselves as raw material, an 





yR 


stand 


most 


in ad 


kinan, 
ll his 


vathy, 


November, 1919. OFFICE APPLIANCES 89 


Every year for fourteen years, 
the Office Appliances World’s 
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and accuracy has been won on 
an Underwood Typewriter. At 
the Annual Business Show in New 
York City, October 20, 1919, all 
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ators on the Underwood. The 
World’s Championship was de- 
cided in favor of William F. 
Oswald on the Underwood. The 
World’s Amateur Championship 
was decided in favor of Albert 
Tangora on the Underwood. The 
World’s Novice Championship 
was decided in favor of Doris 
Liftchild on the Underwood. The 
Efficiency of the Underwood has 
made these remarkable records 
possible. Best records are al- 
ways Underwood Records. 
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ganization which shall ruu with the minimum fri 


without undue 


zig-zagging in its course—this branch of the science of social engineering 
demands the attention of thinking men, it seems to me. more than any 
branch of human knowledge ever did before. We have made a good begin. 
ning by creating a profession of employment management which, througb 
the painstaking work of many individuals and the sharing of their ex 
perience through meetings in the National Employment Managers Associa 
tion, bas taken’ long strides in the technique of hiring icing, training 
transferring, promoting and discharging of amployes rhe work of the 
National Association of Corporation Schools in this field is also to be 
commendet, but a practically unlimited opportunity f the better hand 
ling of men Ties yet before us. 
Foremen 

We make sometimes in the head office elaborate plans which for execu 
tion go into the hands of foremen who have neither been chosen for 
trained into an ability to carry them out. I doubt if there is a mar 
here who believes that he can make better progress in his factory by be 
lowing at his men and I doubt if there is a man here in whose plant can’t 
be found some sample of the bellowing bull type of foremanship We 
want our foremen to be leaders of men, patient, firm, tactful teachers of 
the right way to do things; we know that men will inevitably find for 


themselves leaders if the management doesn't provide them, yet we have 
chiefly chosen foremen for their skill in operations they’re not likely té 
continue to perform, or for the physical strength which it is against al 
law and common sense that they should use Some have been so badly 
chosen that there will be no place for them in an orga ition whose 
tive force is anything higher thaa fear, but most of them will be four 
more than ready to stand behind the development of a wise technique 
management if you will give them the chance throug group meetings 
training classes and the inspirations of example I must again quote fr 
King’s ‘‘Industry and Humanity" ‘“‘Men whose wor s that of directing 
other men cannot be too considerate in attitude, too attentive to irritations 
or too impartial. The art of obtaining co-operation by methods other thar 
those of force requires some understanding of human rature, and a little 
sympathy with its short-comings. Men who do not possess these qualities 
in addition to technical knowledge, should never be placed in positions 
authority. Companies that have dismissed salesm« o have forfeite 
sales through carelessness, indifference. or ill-temper ave not hesitated 
to retain foremen and bosses who have been most indifferent to working 
conditions, and harsh and ill-tempered in dealing with employes Em 
pleyers should recognize that an official who disregards the well-being 
his men is as much a source of danger to the industry that employs |! 
as a neglectful officer in the army is to the companies under his comma 
Goud-will of employes is as desirable as the good-w istomers. 
The Forces of Instinct 

There remains a field of opportunity which for me exceeds all others 
fascination, and of which it might be said all others were a part That 
the field of opportunity offered to us to call into the s« e of productior 
all the inherent motives, dispositions or instincts « We have in t 
past to a large extent called merely upon economic motives, that is upor 
the instinct of preservation of self and family; and t gh we have lf 
consciously tapped some of the other great sources « power, we have it 
our blindness turned them against productive service re often than t 
ward it. We can never stop these instincts from their work We ma) 
approve or disapprove of them at our pleasure; they w remain at work 
as truly as the forces of attraction—with us perhaps gainst us perhaps 
but very rarely exactly neutral 

We may cry out against the evils of the times, an taking joy in the 
complaint, curse the agitator as though forsooth he were anything more 
than a symptom. We may think to obstruct the course of nature by 
sistance—as, one on a time, the great engineer, who threw a mighty dan 
athwart the course of a small stream to conserve for s benefit and 
fellows’ the waters thereof And it took many years for the steady it 
flow of the waters to build him the lake he hoped for, and day by day ! 
watched it jealously as it grew. As always, he wanted more, he built 
penstocks nor spillways to waste his previous store ind when, at last 
the waters’ came to the top and threatened to flow ‘ he built yet al 
other layer along the course of the dam's head; and iin he did so ar 
again until the weight of the superstructure began to strain upon the 
foundations he had laid in his early years and through the very strengt! 
and greatness of the wall cracks let the water beg to flow For yea 
still he raged and mended flaw after flaw and built yet more on top 
Only with the seasoning of old age did he realize that for nature’s irre 
sistible forces spillways must be bnilt So in his declining years he pr 
vided an outlet to waste some of the precious wate he had hoarded 
throughout his life, and with his last breath asked in fear whether the 
trembling structure still held upon its over-strained foundations 

The wiser engineers of today must profit by the lesson of the past ano 
if they take full profit will neither repress nor waste the forces of man 


interest, but harness them all into the service of his fellows 
Self Respect. 

Great as is the instinct of self-preservation t ot warrant 
neglecting the instinct of -self-respect By a decent consideration and 
courtesy shown to each workman from the time he enters the employment 
oftice—by surrounding him with clean, businesslike orking facilities 
most of all, by showing him at regular intervals appreciation of the good 
and bad points in his work, the workman’s self-resp« can be added to the 
incentives which lead to better quality and quantity of product Posted 
progress records of the quality of each man’s work, so ably advocated by 
Robert Wolf, and periodic private interviews with some representative 
the management familiar with his personality and record. will both prove 
of deep satisfaction to the instinct of self-respect It is this instinct 
which is so brutally violated by the public call-dow that stone-headed 
tool of the cave man that still persists like an appendix in the delicate 
structure of modern industrialism. It is violated too by inefficient man 
agement, which, by forfeiting the support of this human motive, be 
comes more inefficient still. Men bitterly resent being made to feel infer 
iority, and the lower the grade of the man who humiliates them the great 
er ic the internal demand for satisfaction or revenge 

Loyalty 

Then there is the instinct_of loyalty by which there is born in each 
of us a need that we devote some part of ourselves to something bigg 
and better than ourse!ves. Throughout the war the terrible power of this 
instinct was evident in the fields and the factories Is it inconceivable 
that James’ ‘‘moral equivalent of war’’ shall be found in industrial serv 
ice? Men will work harder for a cause than for money and be happier ip 
the working. Where the company they work for means nothing more than 
an impersonal money-getting machine, the instinct of loyalty is balked and 
turns inevitably against the goal of production. Men will work with more 
joy and better grace for the company whose standing is high in the com 
munity, high because of its service to mankind, not because of its financia) 
power, and if which ‘thesmen they see about them representing theeman 
agement are men whose consideration and sense of justice inspire their 
loyalty. 

Again, that great desire for self expression, which by its very defi 
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tion can find it« satisfaction in precisely the same way in no two individ 
vals, can if built inte our modern industrial system bring back all that 
was best in the system of craftsmanship which preceded it With some 
men this yearning for self expression finds almost sole satisfaction in 
creative work; these are the artists and artisans of our race and can be 
found quite as often in factories as in studios But in more people the 
need is to express some opinion, some point of view, to ‘‘get something off 
the chest,’ to have some say in the life that is going on about them, no 
matter how small; or, if nothing more, than to tell to some one what are 
the thoughts and feelings in their hearts Probably no balked human 
tendency can raise more havoc than this; in political groups it is a prolific 
breeder of revolution; in single individuals it is the basis of Freud's 
striking analysis of a wide variety of cases of insanity; and in industry 
has caused irritations and bitternesses impossible to cure 

Nor can employers leave out of account the instincts of love and of play; 
he may or may not directly control his home and recreational environ 
ment, but he very directly pays any bills poor housing and lack of 
recreation may run up 

I do not pretend to have the knowledge if I had the time to do more 
than thus to hint at the energies ready to be let_loose in the service of 
mankind—energies greater and certainly more necessary for our social 
health today than even those mysterious electrical forces which demon 
strate themselves here and there in radium, the X-ray, and the Aurora, 
but are undoubtedly locked up in the atoms of every substance which lies 
about us. It is in the unlocking of the forces of human spirit that we 
may look fer the great inventions of this century 

Works Committees Necessary to Good Management. 

If the trial lists which we have drawn up for our own use and in which 
the various instincts and the devices we might use to satisfy them were 
tabulated, it was noticeable that the device of the Works Committee ap 
peared under every heading. On one or another of its sides the Works 
Committee tends towards the satisfaction of most of the human disposi 
tions with which industry will find itself concerned and it is probable that 
in the further development of the art of social engineering as with the de 
velopment of scientific management, it will be found impossible to go far 
along the road without calling upon the help of the employes themselves 
through their representatives in Works Committees With all the refine 
ment of scientific methods in the Taylor system, its success is partial and 
rare, where, as Valentine and Hoxie both disclosed, the element of consent 
is lacking. Therefore I have placed the Works Committee first and look 
to it as an essential tool in the development of the technique of manage- 
ment 

Unemployment. 

In all that has gone before I have taken for granted fair wages, condi 
tions and hours as part of the bare mechanical foundations upon which 
any successful industrial structure can be raised I think, however, that 
there is an added element needed in that foundation to which few of us 
have given sufficient attention. Te the workman an element of attractive 
ness in his job after present wages and conditions are considered is secur 
ity of the future To be thrown out capriciously and at odd times and 
finally for keeps at old age, is a threat which holds itself over the heads 
of workingmen and interferes in more ways than one with the whole 
hearted performance of their work, Unemployment and under employment 
cause high wage rates, low producing ability and unstable social condi- 
tions. If we employers are to be social engineers, we must tackle the 
whole problem of unemployment, not casually or as a matter of charity, 
but earnestly, persistently and as a matter of self preservation, with the 
determination that the extremes of seasonal and periodic unemployment 
shall be eased and an honest workman assured against capricious dismiss 


al This is a big job, impossible if you choose the word, but none the less 
absolutely necessary Flying was impossible about twenty years ago, and 


this is a lot more important than flying Much of the improvement will 
come through efforts of the selling and merchandising departments but a 
most interesting suggestion which merits considerable attention of business 
men was made by Professor Ross early this year, that a “dismissal wage’’ 
of about two months’ wages be paid by the employer to every employe 
whe is discharged for any cause other than a short list of unpardonable 
sins. Perhaps the slow recognition of the great cost of labor turn-over may 
make such a step unnecessary, but it is clear that such difficult steps as 
must be taken to prevent the evils of under-employment can hardly be ex 
pected unless employers penalize themselves pretty severely for discharges 
and lay-offs which are by any ingenuity preventable 

Difficult as measures for the security of the workman's future may 
seem, they must nevertheless be faced except by the slackers who turn 
their backs on the whole great labor problem, and it is only with some 
suggestion of an answer in our hands that we can have the nerve to ask 
labor not to use that utterly destructive but at present wholly necessary 
deviet the strike 

Industrial Parliaments. 

It is not only within the works that I believe management and labor 
must sit together that these problems may be solved I urge that great 
national organizations of employers and of employes sit together in confer 
ence and that their representatives mix as freely and frequently as op 


portunity allows These contacts at first will be of little apparent value 
and the first half dozen meetings of any of our committees or national as 
sociations should be expected to be almost fruitless Working together is 


not so simple a proposition that it can be accomplished without patient 
trial and repeated failure 
Absentee Management. 

lt is clear from all these considerations and more besides that the job of 
management which shall make any progress towards solution of the labor 
preblem is a highly expert job, not to be entered upon casually or by rea 
son of banking affiliations or birth Above all it is a job requiring direct 

d specific knowledge of the institution to be managed We very rightly 
rail against the interference in our businesses of the national] union or 
ganizer who may be attempting to impose instructions from some head 
quarters a thousand miles away without any knowledge of the pe uliarities 


of the specific ue If the non-resident representative of labor interferes 
with the best policies of management, how can we expect wise manage 
ment by a group of non-resident representatives of capital When the 


sharing of management with the workman is proposed, our first doubts are 
based on the unquestioned fact that the workman does not and cannot 
know all the important intricacies of the business. But does he know less 
of its intricacies than a body of stranger stockholders whose votes neve! 
theless in the long run may entirely control its destinies It may be 
grarted that stockholders at the moment know more than workmen about 
business principles in general, though even here they will have to begin 
to study pretty soon if they are to keep up with the progress being made 
by some trade union schools, but I claim that what are really meant in 
this connection by general business principles are the principles of 
finance—the principles which grow out of the study of balance sheets and 
profits accounts. not out of such an intimate study of the technique of 
management as I have hinted at above tasing business policies wholly 
nupen the showing of this and next year's profits instead of upon all the 
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basic considerations that lead to a long and healthy business career is just 
one of the fundamental errors which has led us into our present muddle 


Control by Capital. 


The rights to full control which our present corporate habit grants to 
capital have developed so gradually as to seem a part of the scheme of 
nature. In the earliest instances a man’s head and hands most commonly 
went along with his capital and the capitalist and manager were actually 
one Moreover, capital in the early part of the last century was ex 
tremely scarce, could exact the most favorable terms and had the added 
advantage of being able to wait for the best terms to present them 
selves. But with the new century the situation had changed as indicated 
by the gradual increase of non-voting preferred stocks, bonds and other 
forms of investment of capital without control, so that I believe it to be 
only stating the tendency of the times to say that mere capital will even 
tuaily have to give up its complete control of the industrial process. The 
more experienced, more highly trained group of employes actually at work 
in the business will gain that control, though it will be a control tempered 
on the one hand by its contractual obligations to capital and on the other 
by its human obligations to labor. I say with entire confidence that those 
concerns who earliest recognize this and take gradual and well-thought 
steps towards this end will be the gainers. 

Mr. L. P. Alford, before the Society of Mechanical Engineers last June 
made an excellent summary of the status of Industrial Relations in which 
be said: ‘‘In American industry today far too often the owners and direct 
ors live hundreds and thousands of miles away from the workers in their 
plants, under entirely different conditions, as varying as New York City 
and a Massachusetts mill town or a Middle West factory community. Al 
exact knowledge one of the other is lacking, and no assurance exists that 
a policy determined upon the directors’ room will meet the needs and 
rights of the workers in some far distant locality It is the creation of 
this situation of absentee directorate that has done much to focus atten 
tion upon the necessity of developing a body of principles, practice and law 
to satisfy the needs and safeguard the rights of all who are engaged in 
or dependent upon American industry.’’ 

It is to be noted that many of the plans which provide for stock owner 
ship by employes, though perhaps difficult to defend as scientific profit 
sharing, have the very considerable virtue of slowly overcoming the kill 
ing evils of absentee ownership. 

Control by Management, 

The control of industry will by a steady trend move in the direction of 
the greatest practical intelligence, since competition, domestic and foreign 
will see to it that, blunderingly by and by, little by little, but inevitably 
intelligence wiil win. As stockholders become greater in number and 
more removed from the industry and as labor becomes better educated 
and takes a more intelligent part in production, labor will inevitably gain 
a greater share of contro] and capital will lose. But 1 do not plead for the 


transfer of control from capital to the manual worker It is just this ex 
treme proposal which has clouded the issue. It is the managing grou; 
those employes of an industry with the longest and broadest training 

its affairs, whose planning ability and imagination are called upon in the 


exercise of their duties, who must take up the chief burden of control Let 
no one be fooled by the gentle side-step that the absentee board of direct 
ors hires and depends upon its expert operating mar Such an official is 


at best a hirel man and must make the showing expected by those wh 
hire him and will make the best showing that their ignorance will swallow 


And neither is he fully depended upon; no set of human beings as direct 
ors of a corporation can wholly keep their hands from interference, as four 
hired managers out of five can tearfully relate. 

No organization can long remain uncolored by its head A board of di 
rectors ignorant of the affairs of the business it is presumed to direct 
has rarely succeeded in getting and backing up over long periods sucl 
daring management as the present situation demands 4 board of directors 
whose chief business is finance and the floating of securities will inevitably 
be interested when such questions arise and but half terested in the 
probiems of production or operation. 

Capital must in the course of nature give over its control to the man 
agerial group co-operating with the workmen. Capital will exact its rental 
charges of interest and its full payment for risk and will insist, of course 
upon its right to control under conditions similar to foreclosure, that is 
to say, when its contract has been violated. Capital can very wisely now 
begin on that course by insisting that its boards lirectors shall be 
chiefly men working full time in the industry and best acquainted wit ts 
needs. 

As capital must for its own good and the community's inevitably give 
up its obsolete functions of control, so must labor see to it that its share 
of control is exercised in a manner to win it more, and give up as fast as 
its own security wiil allow the fighting methods which though not today 


obsolete will inevitably become so. 
Profit Sharing. 

It is said that an honest essay of the labor problem must follow so tor 
tuovs a course! It would be so much simpler and more hopeful if some 
one jewel of a plan of profit sharing could have been recommended to re 
solve all our difficulties. But unfortunately profit sharing in relation to the 
labor problem is about the same as Tangential Transformation in a course 
of mathematics—a post graduate affair. It can be taken in small doses 
in the freshman year, but is likely to upset the stomach and, what is 
worse, to ruin the taste for more. We are all hot after schemes of profit 
sharing today but we were just as hot shortly fcllowing the civil war, 
when prosperity and a tight labor market ran together A bare corporal’s 
guard of the plans installed at such times have survived periods of stress 
and depression. This is significant and means that while prosperity-sharing 
has some logical basis, no true profit-sharing (as distinct from a bonus or 
gift plan) has yet been invented which will tie corporate profit and man 
ual labor into a rational and therefore long lived system My own belief 
is that in order to survive, profit sharing must follow management shar 
ing. When capital has been paid for its services and its risk all the 
money-market asks, when material has been paid for at market prices and 
labor at the going rate and there still remains a profit it must be either a 
return for the exercise of foresight, imagination and business ability and 
belong to management, or it must have been unjustly extracted and be for 
feit to the state. It may or may not pay to give bonuses to customers or 
to workmen, but the sharing of profits in good times and bad, for better 
for worse, for richer, for poorer, must in any rational plan be among 
those who must drive and steer the craft and chart its course into the 
future. 

But again and yet again it must be emphasized that neither Works 
Committee systems nor union recognition, neither advance in the science of 
management nor the withdrawal of capital from control can of them 


selves suffice. In the words of the Garton report The details of a prac 
tical programme require most careful study and experiment. gut what 


ever form the new development may take, the essential preliminary is the 
adoption of a new attitude with regard to industry, the recognition of na 
tional responsibility for industrial conditions, the recognition of the joint 
responsibility towards the nation borne by those who are engaged, whether 
1s Employers or Employed, in its activities 
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are two features which find their highest 
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Smith Premier 
/ypewriter 








development on the 





Motion Saving— 


Because only one motion is required to print any 
character on the keyboard. Only one motion is re- 
quired to start any indented line. The Swzuth 
Premier is the only typewriter which has both of these 
motion saving features—the Since Kery and the 
SeLF-STARTER. 


Convenience— 


Because the Sruith Premier carriage is non-shifting. 
This makes form writing on the widest of carriages as 
easy as ordinary letter-typing. It also renders easy a 
quick change of carriage. If you havea rush telegram 
to send, your stenographer does not have to remove 
from the machine the letter she may be writing. She 
simply removes the carriage—with the letter in it— 
inserts another carriage and writes the telegram. 
This same convenience is a deciding factor when the 
same machine is used for widely different kinds of work. 


Nor are motion saving and convenience the only 
features which commend the SMITH PREMIER TyPE- 
WRITER to its users. It is unsurpassed in durability, 
permanence of alignment, quick action, lightness 
of touch, ease of operaticn and manifolding power. 














SMITH PREMIER- TYPEWRITER CO., Ltd. 


6 and 7 Queen St., Cheapside, London, E. C. England 
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The Natural Way of sasuriie 


HE whole world’s figuring is done with but 10 

numerals. That’s all there are. The 10 speak 
all languages —answer all problems. The Sundstrand 
has but 10 keys, one for each numeral. It needs 
no more. 


That's why the Sundstrand handles every variety of 

re work faster and easier. 10 keys are enough! 
Because of the compact, logical arrangement of the 
keyboard, and the rapid touch system, it operates as 
you would write, one hand doing it all. It’s the 
natural way of figuring. Hence the easy speed. 
Always accurate and willing. There is not a single 
superfluous part. Carry it to your work, on desk, or 
shop bench. It prints in plain sight. Hundreds of 
big, modern business concerns have used them for 
years. You, too, can benefit by the Sundstrand per- 
fected 10 key principle. 





See the Sundstrand man. He’ll be calling soon. 
Have him explain the exclusive Sundstrand features, 
rinting on back stroke of the handle—correcting after 
ndle is pulled forward—multiplying beyond the 
number of columns in the machine—and others. 
Have him tell you of the many savings you can get 
from the 10 key Sundstrand, 


Meantime, don’t forget the booklet. It’s worth read- 
ing. A note on your letterhead brings it. 


SUNDSTRAND ADDING MACHINE Co. 
Factory and General Offices, Rockford, Illinois, U. S. A. 
Sales offices and Service Stations in principal cities (22) 
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Armington, James R., Dennison Mfg. Co., Boston 
Baer, Edward I Baer’s, Canton, Ohio 
Bailey, John T toston Stationers’ Assn... Boston 
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Bauer, Ralph 8., R. S. Bauer Co., Lynn, Mass 

Baxter, R. H., Defiance Mfg. Co., New York 
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Bartens, A. J., Shallcross Ptg. & Sta. Co., St. Louis 

Bellman, Chas. N., Franklin Prtg. & Eng. Co., Toledo, Ohio 

Rest, Ernest Merton, Typewriter Tepics, New York 

tecser, A. E.. Shaw B. R. Co 

Blanchard, Geo. H Greenfield Mfg. Co 

Bleakly, F. S., Bleakly Bros., Camden, N. J 

Bolton, W. E., Baughman Sta. Co., Richmond 

Bonnett, ( k., Standard P. & L. Co. 

tostick, Smith M., Geo. B. Hurd Co., New York 

Brainerd, G. W American Pad & Paper Co 

Brewer, John, H. K. Brewer Co., New York 

Bryan, F. 8S., Columbia, 8. C. 
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tingham, F. C., Boorum & Pease Co., Brooklyn, N. ¥ 
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Butenschoen, F. H., Imperial Methods Co., Chicago 

Byers. Mortimer W New York. 
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‘alkin, D. J.. Keuffel & Esser Co., New York 
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arpenter, C. C., Samuel C, Tatum Co., Cincinnati, Ohio. 

arpenter, C. H., Wahl Co., Chicago 
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asey, M. J., James Hogan Co. 
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Jayton, Sam 8S., McMillan Book Co., Syracuse, N. Y 
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onstano, M. C., Sheaffer Pen Co. 

obb, ©. C., Conklin Pen Co., Toledo, Ohio 
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‘ronin, J. F., Automatic Pencil Sharpener Co 
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ooper, F. S., Miller-Bryant-Pierce Co., Aurora, Ill 

‘ooper, John M., Foote & Davies Co., Atlanta, Ga 
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ranston, Robert S., Grand & Toy, Ltd., Toronto 

rump, R. 8S., Standard Paper Mfg. Co., Richmond 
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Jonger, A. D., American Stationer, New York 

sooley, H. R., Young & Selden Co., Baltimore, Mid. 
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Jobourn, H. P., Dennison Mfg. .Co., Framingham, Mass. 
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sole, Benjamin \ Bell Book & Sta. Co. 

Shariton, W. C., Southern Paper Co., Richmond 

Jollins, J. M., W. Reid Gould, New York. 

joffman, J. Richard, Reiner’s Co., Fort Worth, Tex 

thalmers, Edw. A., Geo. E. Chalmers Co., Rutland, Vt 

Jonnell, Chas. A., Automatic Prty. & Sta. Co., Philadelphia 

srawford, Robb, Myers & Shinkle Co., Pittsburgh, Pa. 

ox, Allan W., Thaddeus Davids Ink Co., New York 

Consor, H. A., Weis Mfg. Co., Monroe, Mich 

Cotterel. David W., Cotterel-Ebner Co., Harrisburg, Pa 

Davis, Wm. M., Forsyth & Davis, Inc., Kingston, N. Y 

Davies, Jr., C. C., American Clip Co., New York 

Dayis, C. E., Automatic Pencil Sharpener Co., Chicago 

Davis, W. D., Conklin Pen (o., Toledo, Ohio. 

Davis, A. W., Emry Davis, Inc., New York. 

Dornette, Jr., John J., Dornette & Bros. Co., 

Dalton, Ernest, Union Ribbon & Carbon Co., 

Dodsworth, Walter L., Samuel Dodsworth Book Co., 

Delimuth, E. B., C. Howard Hunt Pen Co., Camden, N. J. 

Diehl, Wm. R., Diehl Office Equip. Co., Columbus, Ohio. 

Doolittle, Uri, W. H. H. Chamberlin, Syracuse, N. Y. 

Davis, Clarence P., Ward’s, Boston. 

Davidson, F. 8., L. E. Waterman Co., Chicago 

Duplessis, R. E., Automatic Pencil Sharpener Co 

Damon, L. B., Damon Co. 

Dunn, DeW: itt C., Wm. Mann Co., 

Dyson, L. Dyson & Bro. 

Dunne, A., Hi. P. Dixon Co. 

Emery, B., Hilton, Hart & Garrett. 

Bggers, J. H., L. E. Waterman Co. 

Everly, C. H., Office Appliances, New York. 
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Diversity in 
Office Chairs 


G A valuable feature of the Masters Line 
of office chairs is their wide range. For 
those who demand the best that money 
can bu, we have the exact chairs that are 
needed. But the line also includes low- 
priced chairs for the man of moderate 
means and it includes all grades in be- 
tween. There is no need for any dealer 
handling the Masters Line to disappoint 
a customer. 


@G Of course you know of the workman- 
ship that enters into this line. No chairs 
are better made. They have refined, dis- 
tinctive designs, the workmanship is of the 
best and the finish is truly a quality finish. 


G An inquiry from you for our catalogue 
will show you the real opportunity the 
Masters Line has in store for you. 


The Taylor Chair Company 


ag He: Ohio 


Export Department: 
Chipman, Limited, 10 Bridge St., New York. 
Cable Address: Chipmunk 
Branches: Sydney, Australia; Melbourne, Australia; Perth, 


Australia; Wellington, New , England; 
Havana, Cuba; Buenos Aires, prvi Be a Chile. 
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Epes, Chas. C., Epes Stationery Co., Newport News, Va. 
Fisher, H. E., Conklin Pen Mfg. Co., Toledo, Ohio. 

Faber, Eberhard, Eberhard Faber, New York. 

Falconer, Chas. E., The Falconer Co., Baltimore; Md, 

Fargo, Chas. R., Irving-Pitt Mfg. Co., Kansas City. 
Francis, F. E., Fishel Paper Co, 

Pigueredo, F., Jr., Frank G. Robins Co., Havana, Cuba. 
Fleming, H. J., Paper Mfra7"Co., Philadelphia. 

Foster, W. H., General Fireproofing Co., Youngstown, Ohio. 
Frank, Henry, Stationers’ Assn. of N. Y. 

Frater, Harry L., Wilson-Jones Co., New Orleans, La. 
Francis, J. 8., Baughnian Sta. Co., Richmond. 

Fischer, G., Fischer Co. : 

Gardner, J. D., Columbia Office & Supply, Columbia. 
Gartmann, Fred, Eagle Pencil Co., New York. 

Gash, Kdward, Geo. B. Hurd & Co., New York. 
Gassenheimer, Leo, Mercantile Paper Co., Montgomery, Ala. 
Gee, C. C., Virginia Staty. Co., Richmond. 

Garner, Ivan E., Roaring Spring Blank Book Co., Roaring Springs, Pa. 
Gerry, W. E., Wahl Company, Chicago. 

Gibbs, Fletcher B., Shea Smith & Co., Chicago. 

Gillette, Robt., Hampshire Paper Co., Holyoke, Mass. 
Goddier, M. T., Baughman Staty. Co., Richmond. 

Gosiger, Paul A., Tenacity Mfg. Co., Cincinnati. 

Goodwyn, W. L., Standard Paper Mfg. Co., Richmond. 
Graff, George B., Geo. B. Graff Co., Boston. 

Gregory, Wm, R., Jr., Gregory, Mayer & Thom Co., Detroit. 
Griffin, W. C., Wilson-Jones Co., New York. 

Groom, Thomas, T. Groom & Co. 

Gray, H. 8., H. A. Ink “Eradicator Co. 

Hackett, H. C., American Vulcanized Fibre Co., Milwaukee, Wis. 


Hayes, N. O., Logan Swift & Brigham Env. Co. Div., Worcester, Mass. 


Hali, Wm. B., Macey-Hall Co., Cincinnati, Ohio. 
Hermance, Wm. M., Dulany, Vernay Co., Baltimore, Md. 
Homer, H. F., Esterbrook Pen Co. 

Hohl, F. C., Eveready Mfg. Co. 

Harmon, C. E., Cushman & Denison Co. 

Harpeld, F. G., Dameron-Pierson. 

Hall, ¥. 8., Goodrich Rubber Co. 

Herr, L. B., Herr & Son, 

Howell, W. E. P., Dennison Mfg. Co. 

Hancock, Lou F., Art Metal Const. Co., Jamestown, N. Y. 
Hullett, Jno. G., Baltimore Office Supply Co. 

Halperin, Ralph, New York City. 

Hawkes, L. A., C. Howard Hunt Pen Co., Camden, N. J. 
Hamlin, G. E., Syracuse. 

Hammond, A. C., Dexter Folder Co., Chicago. 

Horwood, G. R., Everett Waddy Co., Richmond. ® 
Harrison, Frank, Whiting Paper Co., New York. 

Havens, M. C., Dover, N. J. 

Haupt, Harry, Kimpton-Haupt Co., New York. 

Hawkins, Harold E., Stationers Loose Leaf Co., Milwaukee. 
Headrick, Wm. W., J. G. Shaw Blank Book Co., New York. 
Hildreth, J. H., Esterbrook Pen Mfg. Co., Chicago. 
Hogan, Wahl Co., Chicago. 
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Hogg, C. M., Baughman Staty. Co., Richmond. 
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Jackson, B. P., Sanborn, Vail & Co., San Francisco, Cal. 
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Jackson, Arthur P., Solidhed Tack Co., New York 
Johnson, A. E., Defiance Mfg. Co., New York. 

Johnson, Leo F., Florida Office Supply Co., Tampa, Fla. 
Johnson, P., St. John’s, Newfoundland, 

Katasek, A., Burrows Bros. 

Kalbach, H. A., Blaisdell Pencil Co., Philadelphia. 
Kastner, E. J., L. E. Waterman Co. 

Kempt, P. A., Ireland & Matthews Mfg. Co., Detroit. 
Ketchum, Bert, Shaw-Walker Co., Muskegon, Mich. 
Kimball, J. C., Field, Parker Co., El Paso, Tex. 
Kilbourn, J. I., L. H. Biglow & Co., New York. 

Kral, Joe S., Office Supply & Prtg. Co. 

Krug, R. A., American Lead Pencil Cv. 

Kennedy, W. J., Kennedy Staty. Co. 

Kelly, E. J., Pounsford Staty. Co. 

Keller, C. L., Cutler Desk Co. 

La Monte, G. V., La Monte & Son. 

Langston, F. C., Ritzman Co. 

Luther, H. J., Pomeroy Ink Mfg. “o., Newark, N. J. 
Lane, Jacob M., Lefax, Inc., Philadelphia. 

Luck, C. A., Conklin Pen Co., Teledo, Ohio. 

Leonard, Murray J., American Lead Pencil Co., New York. 
Langstadter, Aaron, A. Langstadter, Inc., New York. 
Lent, C A., Brown, Lent & Pett, New York, 

Levy, E. L., Southern 8S. & 8. Co., Richmond. 

le Noir, W. D., C. E. Sheppard Co. 

Linsky, Jack, Union Staty. Co., New York. 

Lockwood, Millington, Buffalo, N. Y. 

Logan, Richard D., Chairman Stationers’ Club, Toledo, Ohio. 
Loomis, BE. C., Automatic Pencil Sharpener Co. 

Little, E. L., Brown-Morse Co. 

Levine, M. I., Union Staty. Co. 

McDonald, J. J., Conn. Valley Staty. Asso. 

McChesney, D. S., Hall & McChesney Co. 

McChesney, Francis H., Hall & McChesney, Syracuse, N. Y. 
McCloy, A. W., A. W. McCloy Co., Pittsburgh, Pa. 
McCleary, H. R., Irving-Pitt Mfg. Co., Kansas City, Mo. 
McLeod, C. M., J. F. B. Garrett Co. 

McNeil, F. S., Defiance Mfg. Co. 

Mandeville, G. S., 8. C. Tatum Co. 

Martin, R. C., Boorum & Pease Co., Syracuse, N. Y 
Meloy, O. P., Joplin Ptg. Co. 

Meehan, W. P., Royal Staty. Co 

Manley, D., Andrew Geyer, Inc. 

Manning, G. A., Joplin Ptg. Co. 

Merrill, F. J.. F. Doane & Co. 

Meyrick, C,. W., H. H. West Co. 
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Mead, E. C., Richmond Paper Co., Richmond. 

Messimore, Col. John W., Canton Art Metal Co., Canton, Ohio 

Moore, G. H., Pound & Moore Co., Charlotte, N. C. 

MeQueen, J. E., Wrenn Paper Co., Middletown, Ohio 

Mills, J. F., Mills Ptg. Co. 

Mitchell, J. C., S. S. Stafford Co. 

Mitchell, J. J., Binney & Smith Co. 

Moody, W. S., Williams Printing Co., Nashville 

Montague, M., Standard Paper Mfg. Co. 

Moore, R. 8., Ault & Wiborg Co 

Morton, J. M., Elliott-Fisher Co., Harrisburg, Fa. 

Meyer, C. M., Wilson-Jones Loose Leaf Co., Chicago, 

Montgomery, W. A., J. K. Gill Co., Portland, Ore. 

Mills, J. M., Mills Ptg. Co. 

Neil, Jas. W., The Wahl Co., Chicago, Ill. 

Nelson, R. E., Goes Litho. Co. 

Norris, Geo. L., Union Ribbon & Carbon Co., New York 

Novak, Frank, Terrells Equipment Co. 

Niccolls, R. E., Manifold Supplies Co. 

Ogren, John W., Chicago Stationers’ Assn., Chicago. 

Owens, W. R., representing the Marcus Ward Co. and the Gresham Slavs 
Book Co., Philadelphia, Pa. 

Pancoast, T. H., Thaddeus Davids Ink Co., New York. 

Parmenter, Geo. E., American Crayon Co., Waltham, Mass 

Patron, M. D., Internatl. Sta. Co., New York. 

Patterson, Robt. D., McMillan Book Co., Syracuse, N. Y¥ 

Peabody, G. H., Boston Index Card Co. 

Pelton, James F., C. R. Gibson & Co., New York 

Perkins, D. F., H. C. Boyeson Co, 

Petty, W. J., Forman Bassett Co., Cleveland. 

Pfaff, A. J., Jos. Dixon Crucible Co. 

Pierson, J. Ogden, Dameron-Pierson Co., Ltd., New Orleans 

Pitt, Wm., Irving Pitt Mfg. Co., Kansas City. 

Pitiman, W. D., Natl. Cat. Commission, St. Louis. 

Plummer, H. duB., H. K. Brewer & Co., New York. 

Pogue, R. H., Dewberry & Montgomery Staty. Co. 

Pomerantz, A., A. Pomerantz & Co., Philadelphia. 

Price, Herman, Jos. Dixon Crueible Co., Jersey City. 

Prizer, H. A., William Mann Co., Philadelphia. 

Peting, Amadee, G. D. Barnard Staty. Co., Richmond, Va. 

Robms, Albert V., Clarke & Stuart, Co., Ltd., Vancouver, B. © 

Rhodes, Fred B., Melton Rhodes Co., Greensboro, N. C. 

Robertson, A. D., Altermarle Paper Mfg. Co., Richmond, Va 

Robertson, J. C., Southern Paper Co., Richmond, Va. 

Rauch, Norman, Enlow Co., New York. 

Redington, W. H., Sanford Mfg. Co., Chicago. 

Redman, C. W., Texas Company, Houston, Tex. 

Ready, John M., Joseph Dixon Crucible Co., New York 

Reed, A. L., A. L, Reed Co. 

Richmond, Fred A., Richmond & Backus Co., Detroit, Mich 

Rippier, A. C., H. Bainbridge & Co. 

Ritz, A. N., Diamond Ink Co., Milwaukee 

Rix, W. B., Barbee Wire & Iron Wks., Chicago. 

Roberts, L. E., The Wahl Co., Chicago, Il. 

Rockwell, H. P., Yawman & Erbe Mfg. Co., Rochester, N. ¥ 

Rogers, H. W., Wilbur & Hastings, New York 

Rose, R. E., Yawman & Erbe Mfg. Co. 

Russell, R. S., Cambridge, Mass. 

Ryland, James F., Stendard Paper Mfg. Co., Richmond, Va 

Rosendorf, 8S. 8., Southern Stamp & Staty. Co. 

Rinner, W. H. 8., Yawman & Erbe Mfg. Co. 

Sites, B. F., Caldwell-Sites Co., Roanoke, Va. 

Settle, W. Booth, Commercial Ptg. & Sta. Co., Baltimore. 

Squier, Harvey E., Columbus Blank Book Mfg.. Co., Columbus, Ohio 

Seeman, Samuel, Wm. G. Johnston Co., Pittsburgh, Pa. 

Schermerhorn, J. H., J. Dixon Crucible Co., Jersey City, N. J 

Salizman, N. H., Hirschberg Co. 

Sanford, B. E., Cornell Co-op. Society. 

Sanborn, A. F., Diamond Ink Co., Milwaukee, Wis 

Schofield, F. L., Hunter & Co. 

Schorb, R. H., Columbia Office Supply Co. 

Schmiderer, W., Buxton & Skinner Staty. Co. 

Sell, Edwin H., E. H. Sell & Co., Columbus. 

Sengbusch, Gustav J., Sengbusch Inkstand Co., Milwaukee, Wis 

Seymour, F. P., Associated Stationers’ Supply Co., Chicago 

Sindermand, A., Heinn Co., Milwaukee, Wis. 

Sharp, A. A., Baughman Staty. Co., Richmond, Va. 

Sharp, H. C., Esterbrook Steel Pen Co., Camden, N. J 

Shean, 8S. S., Tucker-Shean. 

Shipman, H. D., Eberhard Faber. 

Silver, C. P., W. McDonald & Co 

Siekert, S., Siekert & Baum Staty. Co. 

Sloan, J. A. Sloan & Co., Pittsburgh. 

Small, Charles, Boorum & Pease Co. 

Sites, D. P., Caldwell-Sites Co., Roanoke, Va. 

Sleght, C. M., McGreavy-Sleght-DeGraff Co. 

Schwartz, A. A., Reinach & Schwartz, Richmond, Va. 

Schermerhorn, L., Keuffel & Esser Co. 

Smith, k. F. 

Smith, F. W., Ault & Wiborg Co 

Smith, Lee A., General Fireproofing Co., Youngstown, Ohio 

Smith, Shea, Shea Smith & Co. 

Smith, W. E., Wahl Adding Machine Co. 

Smith, W. F., American Pad & Paper Co. 

Sperry, F. D. L., Brown-Blodgett & Sperry Co., St. Paul 

Sprott, J. S8., General Fireproofing Co, 

Stainbach, J. T., Herald Pub. Co. 

Stafford, W., W. 8. Stafford, Inc. 

Staveley, A. G., Carter’s Ink Co. 

Steele, W. H., Sanford Mfg. Co. 

Steinmueller, Theo. A. A., Lucas Bros., Inc., Baltimore 

Stevens, Chas. A., Stevens, Maloney & Co., Chicago. 

Stites, J. B., Esterbrook Steel Pen Co. 

Strassie, Chas. T. Fulton Specialty Co., New York 

Sternberg, H. S., L. E. Waterman Co. 

Struble, H. B., Eberhard Faber. 

Stromberg, Chas. J., Stromberg, Allen & Co., Chicago. 

Sussen, Henry, Standard Paper Mfg. Co., Richmond, Va 

Szafir, Alex, E. Szafir & Sons Co., Beaumont, Texas 

Swan, F. P., F. P. Swan Co. 

Stoll, A. F., Stoll Blank Book & Staty. Co. 

Stringer, W. G., J. Dixon Crucible Co., Philadelphia, Pa 

Strafford, Jr., R. C., The Falconer Co., Baltimore, Md 

Shute, F. M., Herald Pub. Co. 

Thayer, James B., United States Envelope Co., Springfield, Maa» 

Tappen, Chas., Kingston, N. Y., guest of N. M. Davis 
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Vets Products 


**Most things for the Office--Some 
things for the Home’”’ 


NT 





Are now handled by more than 5000 Dealers 
in the United States 


2 
See Illustrations Ine See Illustrations 


on the three on the three 


to Succeeding Pages 
Tie to 


Enabling one to sell the lowest priced as well as the highest grade equipment em- 
bracing three distinct lines of Upright Vertical Files, three lines of Sectional Filing 
Equipment, Sectional Receding Door Bookcases and Store Display Cases in Standard 


Blac’ 


Succeeding Pages 


and Mission types, Wood and Fibre Transfer Cases, as well as many other necessary 
and fast selling office specialties. 














The f/& Manufacturing Co. 


162 Union Street 
Monroe “+ Michigan 


New York Office—368 Broadway Chicago Display—511-515 S. Wabash Ave. 
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tfc Fibre Boars 


Light 


= 
Practical 
Fibre Board Office Specialties are part 
in increasing demand—especially |yw 
in offices where Card Systems ness 
and Filing Devices are first being esp. 
introduced for the various dé to be 


Fibre Board Vertical Transfer Cases 
TheseZare strong and durable files, made of tough fibre board, with cloth re-enforced corners and covere( 
with Marble Paper. Hold the entire contents of an ordinary vertical letter filing drawer. Made in tw 
depths—20 inch and 25 inch. Shipped K. D.—Folded Flat, in packages approximately 2? inches high We « 
Get quantity prices. Ther 








Document Transfer File 


This substantial fibre board file has a tapered tray which 
holds papers up to 48x10 inches. Capacity about 114 
inches. Cloth re-enforced corners and covered with 
Mottled Agate Paper. Has metal label holder and drop 
handle. Easily accessible for transferred Documents, 
Envelopes, Collection Papers, Ete. 


if Wood-Back Invoice Books 


A large variety of sizes are included in this line, all being 
made with solid wood backs, into which the leaves are 
glued and riveted. Leaves cannot be pulled out, backs 
cannot break. A variety of bindings make this a very desirable line. Siz 

113x163 and 123x183. Get #2 Calalog of Office Specialties for complete i Thre, 
formation regarding these salable books. 


Yj Box Letter Files 
There are 16 "different, kinds of Box Letter Files listed inithe #2 Stationery Supply 
Catalog. There is a wide range in price to take care of almost every Box File re- ain 
quirement. "Easy Clasp" and "Modern" Files shown on this ae al 
and opposite page are leaders in this line. Ask for the wae etree Ay, 
Catalog now! 


Fibre Board Vertical Letter Files 
Are made in three capacities—4,inch, 5 inch and 6 inch, and 
in Letter and Legal Cap sizes. Cloth re-enforced corners, 
drop front, cloth hinged top. Have ring pull on end for easy 
hand- 
ling. 
These are exceptionally handy files for orders, bil 
of lading and special inter-department correspon 


2) The Ife jut: 


162 Union stfonro 


New York Office—368 Broadway Chi 
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arstationery Specialties 


Strong 
7 Economical 


alties are partments, ete. Owing to their 
specially |yw cost, strength and compact- 
Systems ness, they fill many wants— 
rst being especially where files are not 
ious de to be permanent. 


| coveres 





je in tw Fibre Board Card Index Trays, 2". easceame 
es high we offer 3x5, 4x6, 5x8, 6x9 and 4x9 sizes in these substantial trays for Index Cards, Cancelled Checks, Etc. 
They are very substantially constructed of fibre board, with cloth re-enforced corners covered with Black 























ders, bil 
respon 


§ Jufacturing Co. 


on St#onroe, Michigan, U.S. A. 


roadway — Chicago Display—511-515 S. Wabash Ave. 





and White Marble Paper. Covers are separate. Plated pull and label hold- 
er on each tray. The steel, self-locking follow block operates on round 
counter-sunk rod. They are very practical files of immense popularity. 


¥jes Security Mailing Envelopes 
Are made of tough stock, which bends but does not 
break. The lock works automatically, so that contents 
cannot be removed without destroying the lock or tear- 
ing the mailer. 
commodate all standard sizes of photographs and other 
mailable material. Put up in handsome display boxes 
for retail sale. 


e. Siz ¥fee Wood Back Scrap Books 


aplete i) Three sizes each of nine kinds of Scrap Books are listed, offering a large variety in 


Made in a large variety of sizes to ac- 


bindings and sizes. Manila, white and 
grey leaves. Also made without the 
words "Scrap Book" for use as albums, ete. Solid wood 
backs from which the leaves cannot be removed, except by 
tearing. Space is provided for expansion. 








Get W2@ Catolog of filing Devices, Specialties and Sectional Bookcases. Our lines 
are most complete and varied to meet almost any needs. Our co-operative advertising 
service is valuable and greatly appreciated by our dealer friends. We offer attractive 
values and advertise our goods at retail selling prices which provide for a liberal margin 
of profit. If you do not know all articles in the #& line, write now for information. 











Card Index Cabinets with Fibre Board Drawers 


The drawers of these cabinets are constructed like the trays 
described above. The cabinets are made of.Stained Hard- 
wood—serviceable and attrac- 
tive in appearance. Made in 
two, four and six draw- 
er sizes for 3x5 cards, 
and two 
drawer 
size for 
4x6. 







HUTUULUVUUULUVLHRUUUUUOENUHON0U00 00 00000000000000000000000U0E0000E0000000ER00G00U0E0EHUHUUEGUOUOCEOUUEUUGEOEUGOEOGOOOOUGGEOEOvUNAOOUOG EOE 














The 1220 Line 


Made in two, three and four drawer 
heights. Inside measurements of Letter 
width drawers are 124" wide; Cap width 
15#" wide; both are 10" high, 243" deep. 
Cabinet shown (No. 1220) is 52" high, leg 
base 4" high. Side panels are removable. 
Invoice cabinet made five hrawers high, 
each drawer 8" high by 98" wide. Fur- 
nished in Golden or Natural Quartered Oak 
or Mahogany finish. Assorted drawers for 
index card, check and voucher filing. 


Fait en hauteurs de deux, trois et quatre 
tiroirs. Les mesures interieures des tiroirs 
pour lettres sont 12 pouces 1-8 de large; 
papier ordinaire 15 pouces 1-8 de large; 
tous les deux sont de 10 pouces de haut sur 
24 pouces 3-4 de profondeur. L’illustra- 
tion numero 1220 est 52 pouces de haut, 
hauteur des pieds 4pouces. Les panneaux 
de cote sont amovibles. Les Cabinets pour 
factures sont fait en hauteurs de cing 
tiroirs, chaque tiroir est de 8 pouces de 
hayt sur 9 pouces 5-8 de large. Peuvent 
etre fournis en chene couleur or ou chene 
couleur naturelle, ou fini couleur acajou. 
Tiroirs assortis pour cartes index, cheques 
et titres. 


Hechos en tamanos de dos, tres y cuatro 
gavetas. La medida interior de tamano de 
carta es 12 1-2 pulgadas ancho; ancho supe- 
rior 151-2 pulgadas; ambos tienen una al- 
tura de 10 pulgadas y una profundidad de 
24 pulgadas 3-4. El gabinete ilustrado 
(No. 1220) tiene una altura de 52 pulgadas 
y la altura de las piernas es de 4 pulgadas. 
Las tablas de los lados son desmontables. 
El gabinete para facturas esta hecho de 
altura de cinco gavetas, cada una de 8 
pulgadas de alto y 95-8 de ancho. Se pro- 
porcionan en acabados color de oro de roble 
o roble natural asserado 0 caoba. Gavetas 
surtidas para tarjetas de indice y para 
archivar cheques y notas. 


New York Office 
368 Broadway 
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Vertical Filing Cabinets 
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The 1404 Line 


Is our highest grade file. Made in four drawer 
heights in Letter and Cap widths—drawers inside 
124" and 154" wide. Square edge design, flush 
tops, non-removable panels. Drawers operate 
easily on noiseless wood suspension slides. Fur- 
nished in Golden or Natural Quartered Oak and 
Mahogany finishes. 


Est notre Cabinet de plus haute qualite. Fait en 
hauteurs de quatre tiroirs et de largeur necessaire 
pour lettres et papiers ordinaires, largeur inter- 
ieure des tiroirs 12 pouces 1-8 et 15 pouces 1-8. 
Style bords carres, dessus a saillies, cotes non 
amovibles. Les tiroirs glissent facilement et sans 
bruit sur des coulisses de suspension en bois. 
Fournis en chene couleur or ou chene couleur 
naturelle ou fini couleur acajou. 


Es nuestro archivo de mas alto grado. Hecho en 
altura de cuatro gavetas y anchos de tamano de 
carta-las gavetas en su interior tienen 12 1-2 y 151-2 
pulgadas de ancho. Estilo de extremidades cuad- 
radas, tapas niveladas. Los laos no son desmont- 
ables. Las gavetas operan facilmente on basti- 
dores de suspension de madera que no producen 
ruido. Se proporcionan en roble color de oro o 
aserrado al natural y en caoba. 





The 421 Line 


Made in two, three and four drawer 


heights. Inside measurements of the Let- 
ter width drawers are 12$" wide; Cap width 
154"; both are 10" high, 223" deep. Cabinet 
shown (No. 421) is 52" high. Invoice cab- 
inet made in two, three, four and five 
drawer heights, each drawer 7}" high by 
10%" wide. Furnished in Golden, Natural 
and Weathered Plain Oak and Mahogany 
finishes. Assorted drawers for index 
card, check and voucher filing. 


Fait en hauteurs de deux, trois et quatre 
tiroirs. Les mesures interieures des tiroirs 
pour les lettres sont de 12 pouces 1-8 de 
large; papier ordinaire 15 pouces 1-8 de 
largeur; les deux sont de 10 pouces de haut 
sur 22 pouces 3-4 de profondeur. L’illus- 
tration numero 421 est 51 pouces de haut. 
Cabinets pour factures sont en hauteurs 
de deux, trois, quatre et cing tiroirs, 
chaque tiroir est 7 pouces 3-4 de haut sur 
10 pouces 1-8 de large. Fournis en chene 
couleur or naturel, tempere ordinaire, ou 
fini couleur acajou. Tiroirs assortis pour 
cartes index, cheques et titres. 


Hecho en tamanos de dos, tres y cuatro 
gavetas. La medida interior de tamano de 
carta es 12 1-2 pulgadas ancho; ancho supe- 
rior 15 1-2 pulgadas; ambos tienen una al- 
tura de 10 pulgadas y una profundidad de 
22 3-4 pulgadas. El gabinete ilustrado 
(No. 421) tiene una altura de 52 pulgadas. 
Gabinetes para facturas hechos de alturas 
de dos, tres, cuatro y cinco gavetas, cada 
una de 7 3-4 pulgadas de alto por 101-8 de 
ancho. Se proporcionan en roble color de 
oro, roble sencillo al natural y caoba. 
Gavetas surtidas para tarjetas de indices, 
cheques y notas. 


The fe Manufacturing Co. 


162 Union Street, Monroe, Michigan, U.S. A. 
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Chicago Display 
511-515 S. Wabash Ave. 
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Our Suit against the Thaddeus David's Ink Co., 
Inc., for infringement of our Pour Out Stopper, 
Patent No. 1310405, has been decided in our 
favor, and they have been enjoined from the 
further selling of their goods equipped with the 
infringement of our Pour Out. 





Ss. S-Stafford.tne, 


603-609 WASHINGTON STREET, 


New YorRKw , U.S.A. 


56-62 W. Kinzie St. 9 Davenport Road 
CHICAGO, U. ‘Ss. A. TORONTO, CANADA 
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‘ 
The Importance of Selling 
MultikKopy Carbon Paper 





When a stenographer can’t buy the carbon paper printing the 
| clearest copies at one store, she goes to another store. She is 
likely to get the habit of straying to that other store, not only 
| for carbon paper, but for all office supplies. 


AyiriKoPy 
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Prevent this unaccountable loss of customers by carrying 
always a full line of MultiKopy. 


MultiKopy not only gives satisfaction, but it is the only carbon 

paper nationally advertised. Its nation-wide advertising in the 

| Saturday Evening Post, Literary Digest and other magazines 
is continually sending you new users. The satisfaction it gives 
causes new users to continue to be users. 

We make it extremely easy for you’ve-got-to-show-me dealers 

to carry MultiKopy. We agree to take back after a specified 

time all unsold stock—should there be any. 


Our Definite Selling Plan gives the details. Send for 
it today. 
Star Brand Typewriter Ribbons 
Also Give Satisfaction 





They sell on their merits. They don’t fill. They are nationally 
advertised in every MultiKopy advertisement. 


| 
| 
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| P & F. S. Webster Co., 338 Congress Street, Boston, Mass. 
} TAR 

NEW YORK: 114-118 Liberty Street CHICAGO: 14 N. Franklin Street 
PHILADELPHIA: 908 Walnut Street PITTSBURGH, PA.: 830 Park Building 
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Tavernier, L. H., Fulton Specialty Co. 

rengh, H. G., General Fireproofing Co. 

Thom, C. A. H., Gregory-Mayer & Thom Co., Detroit 
Thornton, Geo. H., McGregor Co., Athens, Ga 

rhomas, G. H., Berger Mfg. Co. 

rompkins, Harry A., Scrantom, Wetmore Co., Rochester, N. Y 
rowne, F. B., Nat'l Blank Book Co. 

Towne, J. M., Nat’l Blank Book Co. 

Tuite, J. R., E. H. Walsh, Inc., Richmond 

ruttle, G. Raymond, C. A. Cook Co., Cambridge, Mass 
Tuttle, W. 8S., Canisteo, N. Y. 

Timberlake, D. W., U. 8. Playing Card Co 

Todd, A. C., Mead Staty. Co., Richmond. 

Underwood, E. R., Fulton Specialty Co., Elizabeth, N. J 
Underwood, P. G., Moore Push Pin Co., Philadelphia 

Van Hise, A. S., Miller Bros, Cutlery Co. 

Van Leer, C. B., Spencerian Pen Co. 

Waddy, A. N., Everett Waddy Co., Richmond, Va 
Waddy, D. M., Everett Waddy Co., Richmond, Va 
Waddy, W. P., Everett Waddy Co., Richmond, Va 
Wadham, Chas. K., Z. & W. M., Crane, Dalton, Mass. 
Walder, J. J., Automatic Pencil Sharpener Co., Chicago. 
Walker, Arthur J., Farnham Prtg. & Sta. Co., Minneapolis 
Walden, Van R., Walden’s Stationer. 

Wantz, Harley J., Skinner & Kennedy Sta. Co 
Waterman, Frank D., L. E. Waterman Co., New York 
Waterman, L. E., L. E. Waterman Co. 

Webster, Phil F., San Antonio, Texas 

Webster, W. H., Gibson Art Co. 

Wedelstardt, von, H. E., St. Paul. 

Weeks, Frank A Frank A, Weeks Mfg. Co., New York 
Weis, Harry C., Weis Mfg. Co., Monroe, Mich 

Weis, Frank N., Weis Mfg. Co., Monroe, Mich 

Weiser, FE. L., Irving-Pitt Mfg. Co. 

Welsh, Frank R., Wm. H. Hoskins Co., Philadelphia 
Wevand, Chas. E. Weyand & Co., New York 

Whittemore, Wm. G., American News Co., New York 
White, Adams & White. 

Wilkerson, 0. A., Steel Equipment Corp. 

Williams, Harry J Ryan & Williams, Buffalo 
Williams, A. W., Eberhard Faber, New York 

Whiting, W. P., Whiting Staty. Co., Buffalo 

Williamson, L. E., Underwood & Co., New York 

Wills, R. T., Wills Book & Staty. Co. 

Wilson, Ralph B Wilson-Jones Co., Chicago 

Willson, H. L., Willson Staty. Co. 

Whittaker, C. C., Whittaker Paper Co., Richmond 
Weisse, W. C., American Crayon Co. 

Wilcox, F. E., Wilcox & Co. 

Wittke, J. S. A., J. G. Shaw Blank Book Co., New York. 
Wood, W. T., Heinn Co., Milwaukee, 

Wallace, Ernest, Stephen Greene Co., San Francisco, Cal 
Yawman, F. J., Y. & E 

Yeiser, H. C., Globe-Wernicke Co., Cincinnati, Ohio 

Yeo, W. 8.. Yeo & Lukens Co., Richmond 

Youmans, W. J., W. B. Carpenter Co. 

Young, Jos., Mfrs. Agent 


LADIES’ REGISTRATION 


Abrams, Mrs. A. B., New York. 

Adams, Mrs. William H., Richmond. 
Adams, Mrs. F. K., St. Louis, Mo. 
Allen, Mrs. Ivan E., Atlanta, Ga. 
Armington, Mrs. James R., Boston. 
Amos, Mrs. William, Baltimore, Md. 
Archibald, Mrs. D. H., New York. 
Allen, Mrs. Ivan E., Atlanta, Ga. 
Anderman, Mrs. A., Philadelphia. 
Burkhardt, Mrs. Ge« R., Holyoke, Mass. 
Bailey, Mrs. John T., Boston, Mass. 
Bardenheuer, Mrs. H. G., Elmhurst, L. I 
Barnes, Mrs. Leroy E., Toledo, Ohio. 
Bauer, Mrs. R. 8., Lynn, Mass. 

Baxter, Mrs. R. H New York. 

Bell, Mrs. R. O., Richmond, Va. 
Bellman, Mrs. Chas. N., Toledo, Ohio. 
Berrvheiser, Mrs. J. H., Camden, N. J. 
Bleakly, Mrs. F. 8., Camden, N. J. 
Brainerd, Mrs. G. W., Holyoke, Mass 
Brewer, Mrs, John, New York. 

Brooks, Mrs. Wm. Henry, Philadelphia, Pa 
Brundage, Mrs. J. R., New York. 
Burgoyne, Mrs. Sidney J., Philadelphia, Pa 
Bolton, Mrs. Waddy, Richmond, Va. 
Cahalane, Mrs. D. C., New York. 
Corbett, Miss Louise, Boston, Mass. 
Cockley, Mrs. W. I., York, Pa 

‘asey, Mrs. Michael, Bryn Mawr, Pa. 
*helf, Mrs. L. G., Richmond. 

JXoburn, Mrs. H. P., Framington, Mass. 
sole, Mrs. Arthur L., Lawrence, Mass. 
ollins, Mrs. D. W., Oklahoma City, Okla 
‘ole, Mrs. B. V 

‘ole, Mrs. Munroe, Chicago, Til. 

Jonnell, Miss Edith, Philadelphia, Pa. 
Jondit, Mrs. D. E., New York. 

woke, Mrs. C. S., Brooklyn, N. Y. 
sooper, Mrs. John M., Atlanta, Ga. 
ooper, Miss Louise, Atlanta, Ga., Westhampton College. 
ooper, Mrs. E. S., Aurora, IIl. 

‘onnell, Mrs, C, A., Philadelphia, Pa. 
Cotterel, Mrs. David, Harrisburg, Pa 
Crump, Mrs. Robert S., Richmond, Va. 
Dornette, Jr., Mrs. John, Cincinnati, Ohio 
Davison, Mrs. Frank, New York. 

Damon, Mrs. L. B., Boston, Mass. 

De Figueredo, Emelina M., Havana, Cuba 
Drake, Mrs. Geo. F., Winsted, Conn. 
Dunn, Mrs. DeWitt C., Philadelphia, Pa. 
Dyson, Mrs. Geo. E., St. Louis, Mo. 
Duplessis, Mrs. R. EB., Chicago, Ill. 
En¢don, Miss Elsie N., Greensboro, N. C. 
Epes, Mrs. Chas. C., Newport News, Va. 
Everly, Mrs. C. H New York. 
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AXIOM—ror 


Typewriter Dealers 


Furnish your customer with what HE needs; not 
what YOU think he needs. If you have not 
MULTIPLEX HAMMOND representation then 
you will camouflage many important uses for a 
typewriter. 

The only “‘WRITING MACHINE” in the world. 


Let us tell you why. 


Multiplex Hammon 


‘‘Writing Machine’’ 
The Hultidlex is the ideal 
machine for the Business Er- 
cutive, Clergyman, Physi- 
cian, Scientist, Libreartan, 
AUTHOR, Linguist, Professor 
and Student, and {~w social 
Correspondence and dsecretar- 
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vat work. 


LATEST 
MODELS 


To Meet the Demands 
of Every Dealer 


Regular Multiplex: Meets the special require- 
ments of executives, authors, clergymen, physi- 
cians, druggists, professors and students. 
Mathematical: Writes all the characters re- 
quired for Mathematics. All other type shuttles 
usable on this model. 

Reversible: For writing Oriental as well as 
Occidental languages; from right to left, or 
from left to right. 

Variable Type Spacing: The only typewriter 
made having variable type spacing. Condenses 
typewriting from % to % space usually occu- 
pied for loose-leaf manual sheets, index cards, 
records, etc. 

Multiplex Copywriter: Variable spacing model 
for writing advertising copy. All sizes of type 
from 6 point to 24 point, “Display” type, with 
spacing to suit each. 
Portable—Condensed—Aluminum: 

For the traveler and home, weigh- 

ing but 11 pounds. Carrying case 

included. Has full capacity of 

regular Multiplex. 

The WAGNER Mechano-Numeric Index opens 
up a field for condensed and economic indexing. 
Data will be furnished on demand. 


DEALERS IN TYPEWRITERS 

No Dealer can meet all demands without Multiplex 
Hammond because of its many exclusive features. It 
cannot interfere with any other make of machine which 
may be handled. 

Let us send you free our interesting booklet, fully de- 
scribing the unique features of this extraordinary ma- 
chine Write your mame, address and occupation on 
margin of this page, detach and mail to 


Hammond Typewriter Co. 
69th St. at East River New York, N. Y. 


REPRESENTATIVES FOR THE BRITISH ISLES 
The Hammond Typewriter Company, Ltd. 
75 Queen Victoria St., London, ngland 
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| What National Adver- 
| tising Means to 
Our Dealers 


Prestige! National advertising 
confers upon the dealers handling 
products thus singled out for at- 
tention the prestige of beiag alive 
to present day currents of trade 
and of selecting for their customers 
goods which are so reliable and de- 
pendable as to stand the spotlight 
of publicity 


Sales! This prestige promotes sales 
inasmuch as it directs nation wide 
attention to goods possessing merit 
and which are so adaptable to wide 
use as to justify calling the atten- 
tion of a nation to their avail- 
ability. 


Profits! The combined prestige 
and sales brought to dealers han- 
dling a nationally advertised line of 
products, honestly priced, creates 
additional profits through increas- 
ing sales without a consequent 





increase of overhead expense. 


We will be glad to hear from pro- 
gressive dealers who are interested 
in the prestige, sales and profit op- 
portunities existing in the reprec- 
sentation of our line of superior 
carbons, fine cotton ribbons and the 
famous Typewriter Ribbon—of Silk. 


(Our next Saturday Evening Post 
advertisement appears November 22nd) 


C O%e AULT & 
WIBORG Company 


CINCINNATI, OHIO, U.S.A. 
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Faber, Mrs. Eberhard, New York. 
Falconer, Mrs. Charles E., Baltimore. Md. 
Fischer, Mrs. Gustave, Hartford, Conn 
Foster, Mrs. W. H., Youngstown, Ohio. 
Francis, Mrs, J. 8., Richmond. 

Gillette, Mrs. Robert, Holyoke, Mase. 
Goodwyn, Mrs. W. L., Richmond, Va. 
Graff, Mrs. George B., Newton Center, Mass 
Gregory, Mrs. W. R., Detroit, Mich. 
Hutton, Miss Dorothy 8., York, Pa. 

Hall, Miss Mary, Washington, D. (©. 
Hall, Mrs. W. B., Cincinnati, Ohio. 
Harcum, Adrienne, New York. 

Hareum, Marjorie, New York. 

Havens, Mrs. M. C., Dover, N. J 

Hawkes, Mrs. L. A., Merchantville, N. J. 
Hawkes, Malinda B., Merchantville, N. J. 
Hibbard, Mrs. Albert D., Dedham, Mass, 
Hayes, Mrs. N. O., Worcester, Siass 
Horder, Mrs. E. Y., Oak Park, ill 
Homeyer, Mrs. H. A., Austin, Texas. 
Iseman, Mrs. Sam, Richmond 

Johnson, Mrs. Albert E., New York 
Jolinson, Mrs. Percie, Newfoundland 
Keller, Mrs. Charles, Buffalo, N. \Y 

Kelly, Mrs. E. J., Cincinnati, Ohio 

Kelly, Miss Alice, Cincinnati, Ohio 

Levy, Mrs. Edwin L., Richmond, Va. 
Leonard, Mrs. M. J., New York 

Luther, Mrs. H. J., Brooklyn, N. Y 

Lent, Mrs. Chas. A., Brooklyn, N. \¥ 
Lent, Mrs. ©, Hershey, Brooklyn. N. Y. 
Lipscomb, Mrs. Bernard, Richmond 
Lockwood, Mrs. Millington, Puffalo, N. \¥ 
Logan, Mrs. Richard, Toledo, Ohio 
McCloy, Mrs. A. W., Pittsburgh, Pa. 
McLeod, Mrs. Jane. 

McNeil, Mrs. F. S., New York. 

Moore, Mrs. R. 8., Ft. Thomas, Ky. 
Owens, Mrs. William R., Philadelphia, Pa. 
Piummer, Mrs. H. duPois, Englewood, N. J. 
Prizer, Mrs. H. A., Philadelphia, Pa. 
Palmatary, Mrs. J. T., Richmond, Va 
Rhedes, Mrs. Fred B., Greensboro, N. C. 
Ritz, Mrs. A. N., Milwaukee, Wis 
Rebertsen, Mrs, A. F., Richmond. 
Reinach, Mrs. A. H., Richmond, Va. 
Robertson, Mrs. J. C., Richmond. 

Rogers, Mrs. H. W., Maplewood. N. J. 
Rese, Mrs. R. E., Rutherford, N. J. 
Rosendorf, Mrs. Samuel, Richmond. 
Schwartz, Mrs. Albert A., Richmoné, 
Schermerhorn, Mrs. Leon, Montclair, N, J. 
Schofield, Mrs. D. L. 

Seeman, Mrs. Samuel, Oakmont, Pa. 

Sell, Mrs. E. H., Columbus, O. 

Shelton, Mrs. H. W., Richmond, Va. 
Shipman, Mrs. H. D., Douglaston, L. IL. 
Sinderland, Mrs. Abe, New York. 

Sites, Mrs. D. P., Roanoke, Va. 

Sperry, Mrs. E. D. L., St. Paul, Minn. 
Steinmneller, Mrs. Theodore, Baltimore, Md 
Stoll, Mrs. A. F., Trenton, N. J. 
Sharpenacke, Mrs. A. A., Richmond. 
Sleght, Mrs. Carlton M., Batavia, N. Y 
Tappen, Mrs. Charles, Kingston, N. Y. 
Thayer, Mrs. J. B., Springfield, Mass. 
Todd, Mrs. Arthur H., Greenwich, Conn. 
Towne, Mrs. Edward S., Holyoke, Mass. 
Thom, Mrs. Charles A., Detroit, Mich. 
Towne, Mrs. Frank B., Holyoke, Mass. 
Wallace, Mrs. Ernest, San Francisco, Cal. 
Waddy, Mrs. E., Richmond. 

Waddy, Mrs. Woodsen P., Richmend. 
Waddy, Carrie, Richmond. 

Weeks, Mrs. Frank A., Plainfield. N. J 
Welsh, Mrs. Frank R., Philadelphia, Pa 
Whitaker, Mrs. C. C., Richmond 

White, Mrs. J. Herbert, Buffalo, N. ¥ 
Whittemore, Mrs. W. G., Brooklyn, N. Y 
Williams, Mrs. A. W., New York, N. Y 
Wilson, Mrs. Ben W., Richmond. 
Wilson, Mrs. R. B., Oak Park, Il 
Willson, Mrs. H. L., Winnipeg, Caneda 
Wittstein, Mrs. H. H., Norwood, Ohio 
Wood, Mrs. W. T., Milwaukee, Wis. 
Yeo. Mrs. William 8S., Melrose, Pa., Richmond 
Youmans, Mrs. W. J., Ft. Thomas 


Boston Greets New Association Chief. 


Boston stationers met in regular meeting October 23 at 
the Boston Shoe Trades Club. Following the dinner the 
association grew reminiscent over the Richmond conven 
tion, and extended a hearty greeting to Ralph S. Bauer, 
the newly-elected president of the National Association 
of Stationers and Manufacturers. He outlined the plans 
of the national association and stated that the ambition 
was to increase the membership of the retailers’ division 
from about 700 to a thousand. The association has a field 
of 8,000 retailers doing an annual business of $5,000 or 
more from which the association can draw membership. 

Experiences at the Richmond convention were narrated 
by several, including John Baily, president of the Boston 
Stationers’ Association, Clarence P. Davis, and A. L. Cole, 
of Lawrence. 

An educational feature of the meeting was a demonstra- 
tion of the methods of paper methods by G. A. Eastwood, 
of the Parsons Paper Company, Holyoke, Mass 
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W hy Do Large Corporations 
Use the Silent Smith? 


Recognizing the scientific construction and the 
superior quality of the L. C. Smith & Bros. Type- 
writer many of the largest business concerns in the 
country are users of the “Silent Smith’’. 


Their judgment in economical buying has been 
justified by the decreased cost of producing letters 
and all typewritten work and by the satisfaction of 
the typists who never want to change after learning 
on an L. C. Smith. 


Send for free booklet ‘‘Silent Smith”. It gives 
much information of value to typists. 


L. C. Smith & Bros. Typewriter Co. 


Home Office and Factory 
SYRACUSE, N. Y. 


Branches in All Principal Cities 
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Conrades Chairs 
Complete the Office 


They afford harmony with the 
desks and other furniture. 


Character and comfort are typi- 


fied in Conrades Chairs. 
A Conrades Chair sold into an 


office is a perpetual reminder 
to order the same make when 
in need of chairs in the future. 








No. 2605X-P 


Conrades Mfg. Company 


1942 North Second Street 
St. Louis,’ Mo. 
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Undergoing the Test Imposed by Prosperity. 





Being an address presented by Dorr E. Felt, presi- 
dent of the Felt & Tarrant Manufacturing Company 
of Chicago, before the “Our Country First” conference 
held recently at the Congress Hotel in Chicago. 
Mr. Felt is president of the Illinois Manufacturers’ 
Association, under whose auspices the conference was 
held 
NOTE.—The following address by Mr. Felt made a deep 

impression upon the delegates to the conference. He spoke 
in an optimistic vein, expressing the belief that if the people 
of America exercised common sense and avoided chasing 
the rainbow, the effects of the war will not bring about any 
great hardship to America. Continual rainbow chasing and 
agitation, however, will inevitably result in distress. 


HE call for this conference was sent out in response 
7. to the evident desire of business and industrial men 

to get together and talk over the issues at present 
so prominently in the minds of the people of our country. 
For this purpose the machinery of the Illinois Manufac- 
turers’ Association has been employed to call together 
various interests, including agricultural and labor, to 
obtain an expression resulting from the thoughts of men 
in different fields of production and commerce. 

Immediately after signing the armistice there was an 
expression, in all countries, of fear of unemployment and 
disasters during the reconstruction period and the de- 
mobilization of the great armies consisting of men who 
had been withdrawn from industry. Quite the reverse 
has transpired. Even in the countries of the European 
members of the entente, unemployment has been the 
exception rather than the rule and confined principally to 
the territories which were occupied by the enemy during 
the conflict. 

In some countries, particularly the United States, the 
shortage of labor has been very marked and the buyer 
rather than the seller of finished goods and materials has 
done most of the soliciting. On the whole, crops have 
been abundant and have commanded high prices. The 
demand for the products of the farm, the factory, the 
mill and the shipyard has been constant and insistent at 
high prices. The workers have found steady employment 
at high wages, which I believe to be relatively greater 
than ever before experienced in any country. Yet, there 
is complaining on the part of all sectors of our economic 
structure. 

It is proverbial that it requires more character to stand 
prosperity than adversity. America is now undergoing 
the test imposed by prosperity complicated by the dis- 
turbance of men’s minds caused by the war. 

At present our greatest danger rests in the possible 
acceptance of Utopian theories and the attempt to apply 
in times of peace artificial industrial and legislative meas 
ures which, no matter how necessary and excusable in 
war time, are not practicable under peace conditions, when 
public sentiment will not sanction increased national in- 
debtedness and excessive taxation. Stimulants and pal- 
liatives administered during the stress of war may be 
disastrous if the dosing is continued under normal 
conditions. 

The proponents of most of the so-called new thought 
ideas who talk so much about looking forward are not 
taking the trouble to look backward or they would know 
that practically all of their supposedly new discoveries 
are not new at all and have been tried out time and again 
in many countries with unhappy results. In the matter of 
prosperity, legislation will not take the place of honest 
work and capable management. 

* * * 
No Prosperity by Legislation. 

\rbitrary price fixing during peace times has always 
resulted in the stopping or restriction of production and 
ended in conditions of great distress and scarcity of the 
necessities of life. A Roman emperor, 301 years before 
Christ, attempted to reduce the cost of living by estab- 
lishing a maximum price on nearly one thousand com- 
modities. The result was stagnation, higher prices and 
bloodshed, so that the producing factors of society had 
to start all over again to rebuild in normal and natural 
ways. 

Profit sharing and workers’ participation in manage- 
ment, which began in Great Britain about 1835 and cul- 
minated about 1885, has been the subject of numerous 
official reports in England which treat nearly 300 attempts 
by such means to eliminate friction between employer and 














HAIR-IT-IS 


“Pretty- 
Soft” 

Chair 
Cushion 


Cut shows how. hair 
springs to larger dimen- 
sions as soon as re- 
leased. 


HIS cushion is made of 100% pure hair, 

sterilized by heat and chemically treated 
against vermin. A mass of hair, twelve 
inches thick, is compressed under hydraulic 
pressure of fifteen thousand pounds to the 
square inch until it is reduced to two inches. 
This enormous pressure reduces the hair 
to its maximum compression, Ten years’ 
use cannot make it thinner. The tendency 
is for the pad to expand. It is a first-class 
article when it is released from the factory 
and, contrary to other office equipment, it 
improves with age. One which has been in 
use for seven years is giving the best of 
service today. This is the only 100% hair 
cushion and is guaranteed. 

Charlie Stevens says: 

“Check what you need and we will do the rest.” 


List 
Thicknese price 
No. 1. Black Imt. Leather both sides, 1”... .$3.75 


No.1. Tan Imt. Leather both sides, 1”..... 4.00 
No.2. Brown Imt. Leather and felt, 2”.... 5.00 
No. 2. Black Imt. Leather and felt, 2”...... . 4.50 
No. 3. Black Imt. Leather both sides, 2”.... 425 


1 dozen, 40%; 6 dozen, 40% and 5; 
12 dozen, 40% and 10. 


Discounts : 
Stevens, Maloney & Company 
21 South La Salle Street 
Chicago, III. 

Manufacturers for the man who knows. 
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ADJUSTABLE BRACKETS 


ADD TO THE 
CONVENIENCE 
SPEED 
AND UTILITY 


“‘Never in the Way’’ 


ADJUSTABLE 
-IN ANY 
DIRECTION 





Copy Book Holder 


=» No. 9 Burns Copybook Hold- 


er takes standard size note 
book. Adjustable ‘ine indi- 
cator and spring clip leaf 
holder. Shelf may be tilted 
to any angle. Weighted and 
rubber protected base. Black 
gloss enamel finish. 





Glass Mouthpiece 
Sanitary--Attractive 
Made of clear crystal glass. 
With threaded metal sec- 
tion for screwing into trans- 
mitter front. 


THREE GOOD SELLERS 
Needed in Every Office 


MANUFACTURER 


CHICAGO, U. S. A. 
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employed and to put a stop to restriction on output by 
the workers. These reports show that in a majority of 
cases such efforts were a complete failure. During good 
times and in the case of firms having more efficient man 
agers than their competitors or neighbors, such arrange 
ments, in some cases, seemed to work well; but, in the 
stress of hard times, not only was the friction between 
employer and employed increased but various other kinds 
of friction developed. For instance, the workmen blamed 
the selling torce for not securing orders and the selling 
force alleged that the workmen produced inferior goods 
at too great a cost. Each craft involved productio1 


magnified in their own minds their own importance t 
the industry and right to greater participation in th 
profits. 

The greatest panic and disaster ever experienced in this 
country was that of 1837, following a period of great 
expansion and prosperity during which the Federal Go 
ernment and numbers of the States attempted to legislat 


prosperity to every one. State and Federal promotion and 
»wnership of railroads, canals, banks and ot enterprises 
had been the order of the day. Some States projected as 


many as half a dozen railroads each. Speculation and 
struggle for favoritism ran riot, taking the place of honest 
construction and production in many parts the country 
ending in prices for the necessaries of life much greate1 
proportion to wages than at the present. The wor 
“profiteer” had not then been coined but th ord “exto1 
tionist” was in everybody’s mouth. Great mobs gathered 


in Philadelphia, New York, Boston and other cities. New 
York City warehcuses were broken into by the mob, w 
distributed flour to all comers, immense quantities of 
being destroyed and spread over the pavement of the 


streets, the sequel being immediate higher prices for flout 
resulting upon the dissipation of the necessary stocks 
stored by men who were, even in that day, called 


“hoarders.” 
* ok * 


Will We Heed History’s Lessons? 


Will it be necessary, as a result of false teaching by 
t 


men who never filled a pay envelope and who know litt! 
or nothing from a practical standpoint of economic ques 
tions, that this generation, now so prosperous, will hav: 
to learn its lesson which common sense and a little read 
ing of history might teach without the dire results which 


are sure to follow if we put into practice the theori 
promulgated by star gazers? 

In a recent visit to England during which I discussed 
some of these supposedly new theories with many workers 
and employers, I observed in the minds of majority 
the workmen a distrust of Utopian ideas. There was con 


pléte disagreement in the theories put forth by different 
prominent sociological and radical labor leaders as to 
what kind of medicine should be administered to quiet 
great social unrest so much talked about last spring 
Among the workers there was an evident preference 
substantial shillings in a pay envelope to an uncertai 


caramel to be tossed to them at Christmas 
own labor leaders seem to take the same view 

to suggested palliatives which afford no substantial nout 
ishment during hard times which dosing with quack medi 
cines will very likely bring on. At present we have 
this country a number of notable examples of industrial 
conflict taking place in works where all strife was sup 
posed to have been eliminated. 

There is not as much discontent as the venders of news 
would lead us to believe and most of what there is, is 
manufactured. The great strikes in the Northwest and 
in Canada were called where the wages were abnormally 


Many of oul 


with re spe 


high and living costs and conditions excellent. This ha 
been true in the case of many other recent strikes i1 
this country. There has always been more industrial 
strife during prosperity than during hard times 

aK * x 


Academic Theorizing Is Dangerous. 


It would be disastrous for the working people to demar 


laws conferring on them special priviliges and at tl 
same time absolving them from the ordinary respons 
bilities for their own acts. In France they have just 
passed a law pertaining to collective agreements betwee! 
employer and employed which provides for the legal en 
forcement of such agreements and the right of either ass¢ 
ciation to sue and be sued. 

Much academic theorizing is leading us away from a 
clear understanding of economic truths. We are in danger 
of dissipating the great resources, the industrial and com 


mercial ability of our country. Regardless of the wild 
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ect Royal . ’ of the machine and less strain on 
one You will notice that before you can the typist. No wonder Big Bus- 
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i Telephone for a ‘‘Royal’”’ demonstration 
is, is ROYAL TYPEWRITER COMPANY, Inc 
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Iustrating 42” x 96” size. 
Sizes, 36 x 72". 42” x 96” 
48” x 120” 






Samson Tables 
With a Rigid Understanding 


bring to the office and the directors’ room a stability and long life 
that parallels corporate existence. Built for use—for years of exact 
ing service—without a creak. Pile them high with heavy samples, 
make them the arena of vigorous, table-thumping discussion; use 
them to study intricate drawings SAMSON Tables function equally 
well, withstand hard handling, and emerge unmarred. 


SAMSON ‘‘Interlock Re-enforcing’’ 
and special ‘‘Undertop Construction”’ 


gives our product distinction and reliability. The legs of SAMSON 
Tables are taper-miter-joint-boxed—the thickness of leg stock is 
uniform from top to bottom—they are proof against time and hard 
wear. SAMSON Table drawers fit, and always slide easily. 
SAMSON TABLES are furnished in Oak or Mahogany in sizes rang 
ing from 16°x20" to 48’x144". 

When you offer S AMSON Tables to a customer you have the pres 


tige of twenty-five years’ successful manufacture and sale—and in- 
tensive advertising to the consumer. Where can you do better? 


Write for Prospectus of our Nationak Advertising to the Consumer, 


and Dealer Proposition. 


NAPPANEE, IND. 


Mutschler Brothers Company, U.S.A. 
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socialistic and revolutionary ideas which have _ been 
preached to the people of Europe during the last twelve 
months by the most energetic and widespread propaganda 
of recent times, all classes appear now to be recovering 
their sanity. 

The ultimate effect of the necessary interference of the 
Government in industry and transportation for the suc- 
cessful prosecution of the war does not seem to be con- 
sidered by many The Government had to produce, re- 
gardiess of costs, immense quantities of the products of 
the farm, the mills and the factories, at a time when many 
men were being withdrawn from their usual vocations. 
The result is a large national debt and heavy taxation. 
During war a country must mortgage its future and the 
payment of that mortgage is sure to be felt, sooner or 
later, by every one of its people. Doubtless America will 
feel it less than any of the other countries which placed 
large armies on the battlefields of western Europe. 

I believe that if we exercise common sense and avoid 
chasing the rainbow, the effect of the war will not result 
in any great hardship in America, but that continual rain- 
bow chasing and agitation will result in grave distress 


Export Packing for Latin America. 


In a recent issue of Commerce Reports an article on 
the packing of goods for export to Latin America made 
specific reference to the proper packing of paper and 
stationery. We quote 


a * * 


“As regards flat papers, it is the custom to press pack 
in bales common news and printing papers, but it is 
strongly recommended that writing papers, book papers, 
and tissue papers be also packed in hydraulically pressed 
bales, and that cases be used only for coated papers or 


when especially ordered by customers. The advantages 
of baling over casing are that the packages are cheaper 
and stronger and occupy less freight space. Further, 


before the war the steamship companies carried bales of 
paper at a lower freight rate than they did cases. For 
baling the paper should be wrapped in oil paper and 
hessian and hydraulically press packed. The bale should 
then be made up, top and bottom, with three-quarter 
inch boards strengthened across by four stout battens on 
both top and bottoms, one and one-fourth by three inches, 
and bound together by seven-eighths inch iron hoops 
passing around the bale over the battens and fastened 
with a buckle at the side. The method of fastening the 
ends of the iron hoops with small oval-headed rivets is 
unsatisfactory, as they work loose and drop out, and 
the hoops consequently come off. The hoops should 
further be fastened with one or two short nails to the 
battens. The use of the narrow and weak hoops should 
be avoided. 

“Bale packing will easily carry a weight of a quarter 
ton gross, beyond which weight it is not generally ad- 
visable to go, taking into consideration that from the 
time the bales are landed in Chile the work of stowing 
in customhouse sheds and delivery to consignees is done 
by manual labor 

“Only the best classes of papers should be packed in 
cases, and then only when so instructed by the buyer 
When cases are asked for they should be strongly made 
and should have battens at the ends similar in strength 
to those described for bales, passing around the top, 
bottom, and sides. The battens should be bound, further, 
with hoop iron and should be nailed only through to the 
ends and sides of the case in order to avoid damage to 
the contents, 

“Exporters of stationery should take careful note of the 
requirements of their Chilean customers as regards the 
detailed weights of goods, which should be given on the 
commercial invoice. Take, for example, the case of boxes 
of correspondence cards and envelopes. The Chilean 
customhouse charges duty on plain cards at 0.60 peso (the 
Chilean gold peso is equivalent to $0.365 United States 
currency) a kilo (kilo—2.2046 pounds), on gilt-edged cards 
at 2 pesos a kilo, and on envelopes at 1.20 pesos a kilo. 
The importer consequently must know the weights of 
each of these, and also of the cardboard box. given 
separately on the commercial invoice. Otherwise the 
customhouse at the Chilean ‘end will have to open up the 
cardboard boxes and weigh the goods there, with con- 
sequent trouble, delay, and risk of damage to the goods. 
The weights should invariably be given in kilos and 
grams.”’ 
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Standard 
ypewriter 








“The World’s Best 
Writing Machine” 











Superior in Design 
Superior in Construction 
Superior in Efficiency 


No. 10 Model. 103 Inch Carriage 
with Rubber Cover, $110.00 


VICTOR ‘TYPEWRITER 
COMPANY 


General Offices and Factory 


SCRANTON, PA. U.S. A. 
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A Big Money- 
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LICATOR 


$38.50 


Completely 
Equipped 


Maker 


for Dealers 


We have an unusual offer to make 
to one dealer in every locality. 


The Rotospeed Stencil Duplicator is 
simple in construction, easy to operate, 


accurate and fast. It pr 


ints good, 


clean-cut copies of hand written or 
typewritten forms. It reproduces draw- 
ings. It saves 92% on form letters. 
Prevents delay. Saves time. Saves 


money and makes money. 


It is an 


easy and rapid seller. And every 
sale is followed with a continuous 


stream of profit on supplies. 


Our national advertising i 


n Collier's, 


American Magazine, Literary Digest, 
Review of Reviews and other big na- 
tional publications is bringing inquiries 
and sales from every locality. 


We have a proposition whereby you 
can have the Rotospeed profits for 


your territory. 


Write or wire for the det 


ails of our 


exclusive agency proposition. 


The Rotospeed Co. 


Agency Dept. 
Dayton, Ohio 














The Foundation of Successful Exporting. 


Walter F. Wyman, Sales and Export Manager 

of The Carter's Ink Company, Told How to 

Secure Export Agents in the October Issu 
of The World’s Markets 


HE ONE best way of securing the right export agent 

in every market in the world is to determine the best 

agent and sell him the idea of becoming your repre 
sentative. 

Regardless of the easier ways, there can be no denial of 
the truth of this statement. It is the one hardest way and 
the one most profitable way. It opens up a future singu- 
larly free from regrets and pleasingly full of profitable 
business friendships. 

How can “the best agent” be determined? In several 
ways. There is the determination by investigation in per 
son, through the use of export travelers. There can be 
determination by investigation at second hand through 
export brethren, through correspondents of export or 
ganizations and through recommendations of local re 
tailers. 

But these methods of determination have grave faults. 
The export traveler cannot in the majority of lines be 
sent profitably to many markets in which an agent is the 
best solution to the local sales problem. Markets like Ice- 
land, Afghanistan, Punta Arenas spring to mind as minor 
markets of this type. Nor can the recommendation of even 
the ablest of export men be considered as infallible. His 
good agent may not prove the ideal for any other line. 
His method of territorial division may be correct for his 
products but wrong for the inquirer’s, and hence his 
agents exactly the wrong men because of changed terri 
torial conditions. 

Common Sense Method Must Be Adopted. 

Leaving aside the all but impossible sending of export 
travelers to all markets and the possibilities that come 
through a broad export acquaintance, a search must be 
made for a method that will be capable of universal ap 
plication abroad and be within the range of practicability 
for profitable use for any executive at home, entirely 
apart from any friends in exporting which he may be 
fortunate enough to possess. The method must be a 
common-sense method. It must be based squarely upon 
ways and means susceptible of proof as to their correct 
ness. 

Before this method is described and its merits por- 
trayed it may be well to run over the qualifications and 
characteristics of the ideal agent of which we are in quest 
Certainly if our task as to determine the right agent, we 
must be able to recognize him when we meet him. 

This point is important. Only a few days ago one of 
the most promising of the newcomers in export circles 
wrote me, “I am coming more and more to believe that 
the ideal agent for our lines is a man who is not in trade, 
but who can sell all the trade, wholesalers as well as re« 
tailers. Even the very largest wholesaler, it seems to 
me, might well be entirely unable to sell some of the 
other wholesalers. What I am going to select, therefore, 
in each territory is an agent of this type who enjoys 
friendly relations with all the trade and who will be in 
no way the competitor of even the smallest retailer. What 
do you think of my decision?” 

Field for Selection Is Limited. 

Entirely apart from what I wrote, my feeling was sim- 
ply this—if the export executive who wrote that question 
had been a baseball manager he would have written, 
“What do you think of my decision to secure three Ty 


Cobbs to play in my outfield?” The plain fact is that 
there are not nearly enough good manufacturers’ repre 
sentatives abroad available. In some markets there art 
none. In others, while they exist, they are not strong 
enough in ability to live up to the possibilities of thei 
type of reputation. In some lines, too, they are far from 
ideal agents—take automobiles as an exact illustration 
The day of the stock-carrying agent has by no means 


passed. Rather, the day of the manufacturers’ agent 
abroad is dawning. Inevitably this newer type of repre 
sentation will grow at the expense of the older stock- 
carrying agent, but it will never be to the exclusion of the 
stock-carrying agent in many markets and tor many 
products. 

So before we start so bravely in quest of this ideal 
agent we must first study the countries and cities im 
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“ ou are adding. Your fingers slip, perhaps—a wrong “TEETOR 
figure is printed— EETO 
Shift the lever and subtract it out again. Then go ahead as Specifications 
before. _ i < Positive Lever Control for 
The TEETOR subtracts just as it adds, by simply pressing non-add, repeat, sub-total, 
the keys and putting in the number. You can handle debits total and add-subtract op- 
and credits in a single run; subtract salesm2n’s commissions, a ware 
take trial balances. Visible Adding Wheels. 


And all with the same facility and speed as you would run 
down and add a column of figures. 
This is but one example of the ability of che TEETOR to 
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Electric Drive. 


cut out lost motion and roundabout methods. Carriage Shift. 
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A Big Help 


in building profitable business is to stock mer- 
chandise that sells easily and satisfies customers. 


DIEMER PRODUCTS 


‘““Sure to Sell’’ 


Bring the progressive dealer an opportunity for 
a better and larger filing container business and 





earn a goodly profit as well. 
LEATHERETTE 


A comprehensive line of LEATHERETTE 
VERTICAL FILE POCKETS, Envelopes, 
Wallets and Folders made of sturdy, durable 
stock. They hold their shape, stand both wear 
and abuse and protect the contents. 


DIEMER LETTER AND LEGAL EXPANDING 
ENVELOPES 


A one-piece envelope carried in stock in three 
grades of both LEATHERETTE and JUTE 
MANILA and in size to fit standard filing 
cabinets. Designed and priced to meet the 
needs of the average business man and to stand 


the test of investigation. 


IT IS NOT ENOUGH TO THINK IT OVER 


Write for our catalog of 
QUICK SELLERS 


JOHN F. DIEMER COMPANY ; 


107-109 Lafayette Street NEW YORK, N. Y. 
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which our ends will be better served by the use of agents 
in selling than by direct sales to all desirable sales out- 
lets. It is well to remember that it is most unwise to 
decide upon agency treatment of a territory except 
with good reason. The broadspread appointment of ex- 
port agents is by no means or in all cases the key to the 
royal road to export profits. This study of countries and 
cities to decide on the wisdom or folly of agency treat- 
ment is a man’s task. It means the use of all available 
sources of export information. It means that many coun- 
tries and many cities must be rated in an indeterminate 
class. The sales treatment of this class must await the 
later determination of the character of agents possible. 
For example, Porto Rico is for many products a market 
est served by non-agency treatment. For many other 
products it is well suited for agency treatment. But for 
the majority of products its best handling will depend 
upon the availability or non-availability of agents capable 
of real service. 
Exporters Sell to the Whole World. 

With these warning posts erected, we can start on our 
journey. The first real step is to chart the entire world 
that is, may, or can profitably be interested in the pur- 
chase of our products. Exporting in its true meaning is 
selling the world. He who would be called an export 
executive must, therefore, be one willing to endeavor to 
sell the world which may reasonably be expected to pur- 
chase products of his manufacture. This charting of the 
vorld field should be an actual charting—a blocking out 
only of surfaces positively barred from profitable sales 
endeavor. 

This done, the second step is to indicate existing satis- 
factory markets in which development has reached such 
a point that agency treatment is neither needed nor de- 
sirable. This, again, should be an actual marking of the 
chart—a further blocking out of territory which need 
not be given consideration in the “agency or non-agency” 
decision. The third step is particularly important. It is 
one which requires both vision and judgment. It is the 
marking of territory which will presumably be covered 
yy a direct personal representative within the next five 
or, at most, ten years. 

This marking should be made only after the export 
executive has weighed the world in the light of the rela- 
tion to the sales possibilities it has to offer him. It re- 
quires that the export executive go on written record 
with himself as to the plans and policies for at least a 
half decade. It is, in itself, well worth all the time and 
effort it requires 

This “presumably-to-be-covered-by-export-traveler” ter- 
ritory should be marked on the world chart in a different 
manner than is territory barred from profitable treatment 
through agents. It is usually (but not always) desirable 
to postpone actual appointments of agents until the export 
traveler has made at least one trip. But it is never wise 
to postpone consideration of the possible appointment of 
agents until after the salesman’s trip. The reverse is the 
case. The salesman before he leaves should know much, 
very much, in regard to the agency possibilities. So this 
marking of “probable salesmen’s territory” merely indi- 
cates postponed investigation. 

The Market Determines Selling Methods. 

The next marking off and elimination is that of mar- 
kets in which experience has shown that agency treat- 
ment does not produce the best results. It is now gen- 
erally recognized by export men that many lines of manu- 
factured articles are not either “agency” or “non-agency” 
lines, so far as they themselves are concerned. The 
agency question in this vast number of cases is decided 
by the market rather than by the product. So in the 
elimination process there should be marked off the chart 
all territory which investigation shows does not respond 
best under agency activities. 

Since it is well to postpone until need exists all inves- 
tigations and labors that divert attention from work 
which should be done promptly, it is well to indicate by 
interrogation points all markets in which there is rea- 


sonable doubt as to the right type of treatment. This 
marking merely postpones investigation until the certain 
agency territory is started on the right road. This last 


marking leaves correct agency chart for all territory 
that remains without a symbol by the simple process of 
elimination. 

There now remains but one further step before we can 
work out together the best way to secure the best export 
agents. This one last step is to list the agency territory 
and arrange the sequence in which investigations should 
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MONOGRAM 


Carbons and Ribbons 


“The Line of Lowest 
Ultimate Cost’ 


The significance of our 
slogan merits more than 
passing attention under 
present conditions, for 
“Monogram” Carbons and 
Ribbons are the most profit- 
able and economical to 


handle. 


Manifested in uniform, in- 
herent quality; substanti- 
ated by dealer experience. 


They set a higher standard 
of efficiency and satisfaction 


in every essential. 


NEIDICH PROCESS COMPANY 


Manufacturers 


Burlington, N. J., U. S. A. 

















be made. I will own to a preference of sequence by dis- 
tance in order that returns may come in as rapidly as 
possible, but, of course, taking advantage of any special 
opportunities in distant countries and not dallying in 
distant agency appointments. 


Export Efforts to Be Graduated. 


This method has the distinct advantage of dividing 
labor wisely. If the most distant markets are first sought, 
then the next most distant, and this sequence is followed 
down to the nearest agency territory, it is inevitable that 
the returns will all come in bunched in a very short 
space. If, however, the nearest markets are first given 
agency treatment there will be the welcome breathing 
spells that are so greatly needed as moments in which to 
start agents on the right road. 

The one scientific way to secure the best agent is to 
select for good reasons from the entire possible field 
Leaving aside the fortunate recommendations of friends 
and the direct applications from individuals and firms in 
foreign fields as only a left-handed method, what is there 
that remains? 

The one right method is selection by the wise use of 
credit reports. 

Take, for example—and it is an actual example—the 
city of Manaos, Brazil. More than a thousand miles up 
the Amazon, with little between it and Para or beyond 
it and the Andes from the viewpoint of the exporter of 
branded merchandise, it can usually be considered as ter- 
ritory to which a direct personal representative would 
not be sent in the first ten years of an exporter’s history 
Let us assume that certain characteristics of the product 
we are exporting indicate that agency treatment of Ma 
naos is desirable. 


Credit Reports Guide Decision. 


The next step is to make clear to our source of credit 
reports just what we seek. To be safe we should be 
open-minded and be willing to select as an agent not a 
type but the human being or beings who can best serve 
us. So we ask for reports on both wholesalers handling 
the general line of merchandise we have to offer and 
also on manufacturers’ representatives in Manaos who 
can render a selling service. 

Perhaps we will find that our request yields us twenty 
odd reports, each going as far as possible into the his- 
tory of the merchant or manufacturers’ representative. 
If our source of credit information is of the best, these 
twenty odd names should represent every single agency 
possibility worth our investigation. In other words, we 
have before us the business history of every one who 
should enter into our examination, which in turn should 
result in our selection of the best possible agent at 
Manaos. 

Before proceeding further, it should be stated that the 
cost of credit reports in an investigation of this type is 
an all but negligible factor. They hardly represent a day's 
salary and expenses of an export traveler. They also 
supply, as we shall see, the means which enable us to 
secure the agent after we have selected. him. 

At this stage of the investigation into the problem | 
urge that the credit man be brought into the conference. 
I urge it most strongly because it is the logical step—it 
is the use of the specialist at the exact point when a 
specialist is needed. It is, above all things, only justice 
to the exporting enterprise to make sure that the spe- 
cialized brains it hires have the opportunity to justify 
their employment; to prove their right to advancement 
in reputation and usefulness and compensation. There 
need not be any feeling of damaged pride in the enlist 
ment of the credit man’s co-operation in agency selection 
any more than an eye and ear specialist would feel that 
he had lost prestige from consultation with a _ throat 
specialist at a critical moment. 

Credit Man Must Co-operate. 

If, in an enterprise which gives exporting, or intends 
to give exporting, serious attention, the credit man is 
unwilling or unable to give this form of service, it simply 
means that he is a poor credit man and the export execu- 
tive is amply justified in seeking the expert advice of a 
credit man outside his enterprise. The only thing that 
export man has not the right to do is to assume, without 
every justification, that he is able to act as a specialist 
in the critical and delicate work of interpreting correctly 
the values concealed in the financial statement and history 
of the foreign merchant. This is a task calling for the 


best in a good credit manager, and is far too much to 
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THE DIXON 1/M 


Much of the effectiveness of a stationer’s service 
rests on the quality of the merchandise he handles. 


Our aim .as manufacturers is to turn out a 
product which, by reason of its gua/ity and attrac- 
tiveness, helps to make the stationer’s service one 
of high effectiveness. And as evidence of this 
Dixon aim we submit 


Dixon’s EL.DORADO-—“the master draw- 
ing pencil”; Dixon’s TICONDEROGA, 
“shaped to please your fingers”; Dixon’s 
ANGLO-SAXON round and hexagon, 
Dixon’s CABINET: Dixon’s BEST Col- 
ored Pencils; Dixon’s DUPLIGRAPH 
indelible and copying pencils; Dixon’s 
Lumber Crayons; Dixon’s ECLIPSE and - 
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GEM Erasers; Dixon’s DISC Erasers— re 
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Quality within, attractiveness without,” in en 


THE DEXGN LINE e 
j Pencil Department --Jersey City, N. J. Kat es 


Canadian Distributors 


A. R. MacDOUGALL & CO., Ltd., 468 King St., West, Toronto, Ont., Canada C3 
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Here’s a New Thought 
Businessmentitcto FOr Christmas 


remember their employees 
in some way at the Christmas Season, and “Miss Comfort Widney” 
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mm 


offers a very practical gift. 

The Comfort Widney Seatpad is the 
highest development of this recognized 
office and shop necessity. 


And—although an admitted necessity 
where wear of clothes and tear of tempera- 
ment are considered at all—there are vet 
hundreds—thousands—of chairs that are 
just hard, uncompromising, backbreaking 
seats, which put undue strain on the nerves 
and a shine on the clothes—all because 
they are not equipped with a Comfort 
Widney Seatpad. 


A Plan That Moves the Goods 


We have issued an attractive folder, printed in 
appropriate Holiday colors, which suggests that 
Miss Comfort Widney will play Santa Claus with 
satisfaction to all concerned. 

Accompanying this is a sheet of six Merchandise 

Certificates which make it easy for the reader, 











while in the mood, to arrange for Miss Comfort 
Widney to present a Comfort Widney Seatpad to 
as many friends or employes as he cares to have 
her visit. 


It’s a clever little plan and it will move the goods for you. 








Write us—now 
and certificates. 


and get your supply of these folders 







Your Silent Salesman 


Put this display where it can be seen, 
Remember: This is the seatpad that’s and you'll pick up a lot of orders. 
anchored to the chair—the only pad that ee oS poronamgee — 
scientifically prevents the shine, and saves who did not get them when they re- 
ceived the folder will stop in and fill 
asd out Certificates for their employes 
but never leaves the chair. or friends. 


the wear, because it “moves as you move, 


The Widney Company 
310 So. Jefferson Street 
CHICAGO, U.S. A. 
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expect from any export manager or export executive who 
has not entered the selling end via the credit department. 

It should be a rule that no export agency should be 
arranged before the utmost assistance of the credit man 
has been given. It is not a mere matter of payments that 
is involved. It is squarely a matter of selection between 
the few or the many in the given market, all of whom may 
be assumed to be good credit risks. 

The business future of your agent for the term of his 
contract and far beyond is too important a factor to be 
passed over lightly. Your agent should be one who will 
grow with you and not diminish in importance in his mar- 
ket. His growth is an important factor in your own repu- 
tation—in your profits—in your future. The able credit 
man is the best prophet. He knows the language of the 
financial statement, he earns his living by his ability to 
use recorded information on enterprises and individuals 
so as to gauge their business ability as well as their hon- 
esty and financial resources. When he grants credit at 
home or abroad he bases his decision on their ability to 
pay when the debt matures, not on their ability to pay on 
the day on which he grants credit. 

Agency Records Predict Future. 

From the past and present he deduces the future. From 
the relation of stock on hand to accounts outstanding he 
reads the strength or weakness of the enterprise in con- 
ducting its own business. From the relation of invest- 
ment to sales he gauges the saneness of financing. From 
a comparison of one prospective agent with the others 
he can predict accurately in the great majority of cases 
which will be the most desirable account five or ten years 
later. 

[It is not out of place to make clear to the men engaged 
in export selling that logical methods are the best meth- 
ods. The sun is setting on the export man who is un- 
willing to expend the necessary time, effort and intelli- 
gence in just such chartings and investigations as we have 


examined. The day is closing for the export manager 
who is unable from his desk to create as well as super- 
vise. The hour is at hand when the export manager who 


is driven to selling trips abroad because he cannot sell 
more from his office than he can gather on his travels 
will become a traveler—and some one will direct not 
only his comings and goings but also the comings and 
goings of other and similar travelers. 

Export Manager Must Expand. 

The truth is that, almost without exception, there has 
been little real selling, real constructive business build- 
ing—and there has been good reason. The good export 
man in the past four years has directed his attention to 
service, to keeping pace with the demands of the most 
unusual and difficult restrictions, natural and artificial, 
that the world has ever seen, and in overcoming obstacles 
of types hitherto unknown. He has perfected not his 
organization that directs its forces outward—that seeks 
and secures orders, customers and agents—but his or- 
ganization that points inward—that is handed orders and 
sees that the customer is served. 

The day is about to dawn when active and aggressive 
selling will be a part of the work of the export manager. 
He will again be called upon to demonstrate his ability 
as a well-balanced merchandizer. It is not too early now 
to analyze further agency possibilities, to note the prog- 
ress made by existing agents and to plan for the exact 
treatment, agency and non-agency, for each minor as well 
as major market of the globe. 





Old San Francisco Firm Changes Hands. 

One of the best known stationery and novelty houses 
in San Francisco and in the state, the Cardinell-Vincent 
Company at 577 Market street, has recently effected a 
change in ownership. The interest of A. B. Arleigh has 
been disposed of to Stanley Piltz, who has held the posi- 
tion of manager for some time; I. L. Phillips, J. A. Hoff- 
man, A. Roth and Mr. Douglas. The organization of the 
new company is not complete as yet, for no officers have 
been elected up to the present date. It is understood that 
the name of the company will remain as it is, but plans 
are now under way for extensive improvements to the 
premises now occupied, including a new modern front to 
the store and various alterations of the interior. The new 
additions to the business are Mr. Hoffman and Mr. Roth. 
The former is to assume charge of the fountain pen de- 
partment, and it is expected that Mr. Roth will take an 
active interest in the business as he was formerly engaged 
in the mercantile business at Dayton, Wash., and is there- 
fore experienced in both wholesale and retail business. 
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Rip 
Van Winkle 
is Waking Up 


Dealers who have 
never sold St. 
Johns Tables are 
also waking up to 
the fact that there 
are greater profits 
and larger oppor- 
tunities forsalesin 
the St. Johns line 
than in any other. 


Their massive, 
simple designs, 
their convenience 
and adaptability 
to modern busi- 
ness life, appeal 
to the practical 
business man. 


Send for catalog to- 
day, and get ac- 
quainted with the 
profits St. Johns 
make possible for you. 


Cadillac 





Michigan 
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Chair Economy 


demonstrates itself year after year, 
where Nichols & Stone Chairs are 
concerned. A bright finish may cover 
inferior materials, but the deception 
cannot last under daily use. Shortly, 
if the customer has bought for price 
alone, he will realize that he should 
have paid for quality — should have 
bought 


Nichols & Stone Chairs 


They give long wear, are comfort- 
able, and maintain the good appear- 
ance of the office. 

If you would try the quality appeal 
in selling, put a few Nichols & Stone 
Chairs on your floor. Then you need 
not fear the “close” buver, for deep in 
his heart he admits the economy in 
quality products. 

Our new catalog O-1 has just been com- 
pleted. A copy awaits your request, 


Dealers located outside the United States are 
invited to address their inquiries to our EXPORT 
DEPARTMENT, recently established at 15 
Whitehall street, New York, N. Y., for their 


convenience. 


Nichols & Stone Company 


Gardner, Mass. 





No. A-375-5x y 
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A Retailer’s Business Creed. 
Qualities Every Merchant Should Undertake t 
Acquire—Reprinted from The National, of Th 
National Blank Book Company, Holyoke, Mass 

WILL be a business man. | will so operate my business 

that I may be able to prove that [ am a_ business 

man. Myself and all those who work with and for me 
shall at all times be most courteous to customers. Uncivil 
language is not a part of real business. Those who would 
Zive us opportunity for increasing our profits shall be 
given the utmost consideration. The “voice over our 
telephone” shall not be one that offends. We will always 
bear in mind that our mission is to serve, not to be 
served. From serving comes our business growth, and the 
rapidity of this growth is determined by the quality of 
our service. 

Service is not the giving away of profits. 
efficient serving. It is that by which I secure and hold 
the good will of the customer. I will not give my profits 
to my customers; I will have courage to expound my 
principles of business and will stand upon them. 

Will Sell at a Profit. 

I will not fear my customers. I will secure a legitimate 
profit—and no more. I will stand upon my own two feet 
and take what is mine by right. If I cannot make a 
profit I will not make the deal. 

[ will employ proper methods in my business at all 
times. I will always know the conditions of my business, 
and of each department of my business. I will make my 
business methods tell me a true story of my business; | 
will know my losses and miy gains and will endeavor to 
check my losses and increase my gains. I will maintain a 
system that is adequate to my needs. 

I will plan for new business, for the invasion of fields 
from which I have not secured business heretofore. | will 
aim at the acquisition of new customers and the sale of 
goods for which there is a demand or for which I can 
create a demand, but which have not brought me revet:ue 
heretofore. 


Service is 


Cleanliness Will Aid Prosperity. 

I will be clean. I believe filth is a disgrace The 
daily grime of toil and the accumulated filth of neglect 
are not the same. I will remove all filth from my place 
of business. I will keep my corners clean. I will keep 
clean the clothes of myself and my co-workers. | will 


scrub the floor of my office and store regularly. | will 
keep my windows clean. I will not permit the disorderly 
arrangement of anything in my place of business. I will 


never be content to be “average.” I will excel 

I will try to enlist the co-operation of my co-workers 
in the upbuilding of the ideal toward which | strive. If 
I must succeed they must help me. Without their full 
co-operation I am handicapped. 

I will make my place of business my best advertise- 
ment. It is always my greatest advertisement, and [| will 
make it an advertisement for good. When the stranger 
enters his eye shall be met by that which is pleasing. 
His desires shall be met with promptness and complete- 
ness. He shall be made—and kept—satisfied. 

Work Well Done Is an Asset. 

I will make the reputation of my work an asset. The 
botch job shall have no part in my plan. People shall 
bring work to me because they know I will do it well 
They shall know this because they shall. know that I have 
done well. 

1 will build my business for posterity. I will so build 
that the community may benefit from the part I have 
played. I will so build that those dependent upon me 
may receive from my business that to which they have 
a right in life—even after I have gone. It is my des:re 
that the world shall be better for my having lived. 

The Topeka Daily State Journal of Topeka, Kansas, 
says that when anything is needed over the country, the 
slogan is “Let George do it.” In Topeka it is “Let Charlie 
do it’—meaning that prince of the boosters, Charles L. 
Mitchell. 


The per capita purchase of War Savings Stary s 
last year was $10.00. The country’s purchases totaled 
$1,000,000,000. 

The British government plans an exhibition of British 
menufactures in Athens, co-operating with the Greek 


-authorities. 
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DESKS THAT 


BUILD BUSINESS FOR YOU 


HE office appliance dealer who secures 
the Cutler Desk franchise is always 


sure of consideration when big desk 





orders are placed. Busy corporation execu- 
i pl i. Busy corporation execu 






: - es tives do not, as a rule, “shop around” for 
j ‘Chey Express Success desks. They call in the dealers in two or 
; three leading lines and ask them to figure on 
i the necessary equipment. 

§ 


Big executives know the Cutler name 
through almost a century of desk usage. 
They also know it because of Cutler adver- 
tising. 

y The Cutler 400 line of corporation desks 
will help you get the big desk orders of 
your community. 





This line is ideally fitted to the needs of big 
na business because of standardized designs, 
moderate price, adaptability, and quick de- 
te ee a =i liveries 










To get this business it is important that 
you carry a sufficient stock because service 





is the first demand of the busy corporation. 





Write us today for details of the Cutler 
dealer franchise. 


CUTLER DESK COMPANY 


18-64 Churchill Street 
BUFFALO, NEW YORK 
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FOR MORE BUSINESS 


HE more business you have the more 

you get. Success insures greater success. 
The larger the snowball grows the greater 
amount of snow it picks up with each turn 
you give it. 


The more solidly a line of goods is en- 
trenched in the minds of your customers 
the quicker it goes and the more of it 
you sell. 


The more people to whom you sell a 
single line the more additional people 1 you 


will sell. 


The more you specialize on a single line 
that will meet your customer’s needs the = 
easier becomes the individual sale and the 
greater your profit. 


TT 


And finally — the more attention you give 
to standard lines the easier your selling 
problem becomes. 


THE CARTER’S INK CO. Ff 
CAMBRIDGE. MASSACHUSETTS 


NUTONNA DEAE 
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August Exports of Typewriters. 


United States exports of typewriters by countries, dur- 


ing August, 1919 

ment of Commerce. 
Countries. 

Austria-Hungary ..$ 

Belgium , 

Denmark 

Finland 

France 

Greece 

ee 

Malta, Gozo, and 
Cyprus Is 

Netherlands 

Norway 

Portugal 

Roumania 

Russia in Europe 

Spain 

Sweden 

Turkey in Europe 

England 

Scotland 

Ireland 

Bermuda 

British Honduras 

Canada .. 

Costa Rica 

Guatemala 

Honduras . 

Nicaragua 

Panama 

Mexico ci 

Miquelon, Lang 
ley, etc .. Sa 

Newfoundland and 
Labrador ... 
3arbados 

Jamaica 

Trinidad and To 
RS Ee 

Other British West 
Indies .... 

eae 

Danish West In- 
Set orcs na 

Dutch West Indies 

French West In 


dies 


Alaska .... 
Hawaii 
Porto Rico 


12,500 
21,315 
35,279 
1,533 
264,065 
3,730 
66,235 


149 
54,296 
35,261 
16,881 

85 

355 
64,329 
15,472 

565 

263,286 
1960 

420 

300 

621 
50,758 

643 

1,903 

652 

397 

406 
39,694 


68 


245 


Countries. 


By the Division of Statistics, Depart- 


OO are ae 902 


Dominican Repub- 
lic 

Argentina 

3olivia 

Brazil 

Chile 

Colombia 

Ecuador 

British Guiana 

Dutch Guiana 

Peru 

Uruguay 

Venezuela 

China 

Japanese China 

British India 

Straits Settlement 

Dutch East Indies 

French East Indies 

Hongkong 

Japan 

Russia in Asia.... 

ED nis chee 

Turkey in Asia.. 

Australia ..... 

New Zealand ..... 

Other British 
ge Re 

French Oceania 

Philippine Islands 
Jelzian Kongo 

British West Af 
5 ee ee : 

British South Af 
rica aS EPR 
3ritish East Africa 

Canary Islands .. 

French Africa .. 

Madagascar 

Morocco sibs 6:4. aie 

Portuguese Africa 

Egypt 


Total vee eS. 


Shipments to Noncontinguous Countries. 


4.842 
54,317 
5,705 
86,093 
6,327 
8,232 
6,775 
50 

70 
19,815 
12,193 
3,222 
23,269 
109 
31,373 
1,416 
34,432 
5,692 
115 
15,946 
20,426 
120 
1,475 
17,786 
7,041 


70 
113 
7,734 
100 


5,844 


19,463 
2,271 
1,225 
1,053 

50 
3.016 
1,783 
6,075 


1,418,442 


.$ 


SS Uwe 


who 
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United States exports of cash registers and parts, dur- 


ing August, 1919 
ment of Commerce 


Countries 
Denmark 
Finland 
France ... . 
Greece .... 
Netherlands 
Norway . 
Spain .... 
Sweden 
England .... 
British Honduras 
Canada .... 
Guatemala 
Honduras 
Mexico . 


Newfoundland and 


dor 
Cuba 


—Cash Registers— 


Danish West Indies... 


Dominican Republic 
Argentina 
Brazil .... 
Colombia 

Peru 
Uruguay 
China 


Dutch East Pe EL Ki 


459 

Number. Dollars 
54 $ 24,035 
1 195 
ind-atee 21 5,657 
wht. ee 5 1,769 
4 1,752 
76 18.763 
98 20,247 
58 23,218 
146 30,873 
gh daty | 75 
capt ai 24 1,085 
1 475 
3 603 
a 31 4,944 

Labra- 
kta<alen 24 9.639 
86 18,169 
3 1,631 
2 ak ioe 8 1,299 
31 10,147 
ice ae 4 1,703 
on da dd 1 252 
go aee 34 9.817 
4 220 
10 5,143 


By the Division of Statistics, Depart- 


Parts of 
460 
Dollars. 
$ 138 


“se 9 


420 
173 
698 


13.015 


708 
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Made in green, white or black for all 
machines. Characters of heavily 
inlaid rubber. 






When typewriter dealers, 
repairmen and _= stationers 
find Peerless 
Keys the ideal specialty—an 
and _ profitable 





everywhere 






easy, ~* big 









seller 






Doesn't it suggest that 
you, too, could make some 
fine extra profits handling 
this exceptional seller? 






Peerless Keys not only sell 
surprisingly easy, but their 
high quality brings the deal- 
er splendid repeat business. 
That’s why the best dealers 
everywhere — those who 
build for the future—handle 
them. 

















Write for our liberal deal- 
er proposition. 


\ 


PEERLESS KEY COM 


174-6 Fulton Street 






\ PANY src 


New York City 


N 
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Ov Japan 
Lustr li ones 
New Fen Aaa 
Sew seem wees 
C hi | Philippine 1 eat: 67 
Rettich Sout! ok edge a - 
heck th &y 4 pene Sn gg she cess 13 pheno 
inte ems i T 5 cA 55 3,208 65 
or s rested in whi otal Foie nee 523 192 
amples and . ich i i+ Se ; a. 204 
| Addi and write t you gust Ex Mihiae ch 003 ; 84 “es 
ding quot : ou Unite ; ports - > ? 
; 5 M: . ati S chi ed S of a $224.05 
Carbo ; achine R ons: oo, b he tates ex Addin be 050 
} Cait n i¢ opy Bi Rolls .~) of Ct: countries, di of g-Calculati $16.8 7 
r : 0N P sf sinders B : counts atistic s, duri addi in = 
od : 7 ‘ ,e m ies Ss, iring ng <¢ £ M ° 
J ¢ lipbe ° ipe rs De lgium es. Departme August and cale achines 
IC ards “rae eaters ont oF Cr 1919. culating ' 
‘ig ° sO 4 Tren > ig eeeee A Me te Baas ce . T ce an 1\ 
iguring te ks + porate Ses ie +- 4 o° Numbet d etre 
. km S Tabs Nor nate ae +. ‘ . ats nd oA" 4 Doll: : 
. pressi . Pp wav Fee PT" ery ee + $ ars 
ion B af an ges ve ime we 55 1.05 
Jo > 1 Be . rtug< oe ee SU 
" urnals : Oks es a me ee oh ' ape -_ ee 31 10.231 
Mé KS Spain ...--.. s+. sagan ged nope 95S . 145 529 
i Métal Fil Sweden ooo petty seed paeereon 5 obser 
P; 11€ Be 4 englan oe he 7+ Br ae adn 6! 22.567 
aper Cli h IXES Bermu ES . oh eke oes 26 16,380 
Paper F ps and Fa British i met os @ bs e-0< a? 8 5.100 
“as aste ' shbee pits St oi 
: asteners teners ary inten. ... 2: BRR eS — 
Brass > — rear Rica’ « ra aa soe 
cS = ruate ca .. oss ; eeeee SD 39.974 
! Steel Hon a eee 1 60555 
P: + eee bat rie ee eee 3 A 
apers - Ricaragea 222200 > oe: a £i0 
1B Panama ......- Aves ty SR ee 
sonds eivedort ; ey eee dee oe 2 10 
BR . - x1CO . ae | Heeteeerteeeeeeees : {) 
lotting ) Newfot . Se LN tee eee - 468 
1 
! Manif Sb I apers | Barbad ndland tees ; Z 300 
Th anitold P; . Jamaica and i ‘slice eee MLE peat 3 343 
limeogr aR Trinidad sete » ek ador. , 14 062 
“= grapn >. uba and Toba ‘ ; : 7 636 
enmanshi apers Domini renee Tobago tees l 7.021 
and Us; up Pa ’ i Rr cy Re cee we tees 6 “1 
2 nr et apers ye hon ntina Republic ...... eee 9 an 
| ul raz ] ] 
Nail ed - R : azil ao ‘ . - 105 
R 1 r¢ vad M: Ruled Chile preset ee ae ee 7 300 
Railroad ets ( oe Ae ten os . * Ve a : 4] 1629 
Rule issues Beitioh la ..... ort S Ne wea 13 6.151 
; ed J Ss Per Gui: nd Qe exe 
R ournal V ru. wana es ie Ss! 6 2,565 
Ruled R a Pa r nesu Ce 3 ee 2 ee wae “4 19.615 
Ty ecord P ee China ee ae Re ; bea OW 1,350 
pewriter P: apers |] British India Sete ‘3386 
' Boxed apers icing haan ate Sranbnts ~ 356 
Sen r Japan t Indi : eeree : ‘ : 4/0 
}\ LW rap \ustr | dies 2 . 3 1.224 
1 _| Writi Lustraliz meee . 22 
i Vritings ped New Z la... tee 1S 520 
i e ngs eS real ‘ ) 
. rtor: . rerma . and cee a FE 2. 809 
at > na A 
ro: ed NV Phili n ¢ T . - 
Rail Mer hilippi heoania.... was 300 
road S no P: Br ppine | Ma.. erat age: 13,' 
IR Speci ads itish W slands . ss aa : 962 
ecords ecial Be Britist West a ah aaa 24 2.627 
R : 0ks 5 Britis 1 South - trica -: se eees $2 
Ruled P: and Pa a Fa  Eietee eee 204 
Ser: apers ¢ apers p ench ree Afric: Ae. ee. oa 40) 
cratch Pa ; and Book Portugu trica ar bead ge ) , 5) 
Sti ads cS aston apara : it wee 71 
Stamp Pad S Ss vpt .. Africa be - 12 7 10 
St . ads ee eae 2 < os -) 
ae enogra 3 aaa ae 695 
neon ty al... pes 150 
Tall ere Roll Notebook Augu .-adieiaaiien 185 
T : . Books 4 United ~ Export bo sibs . oat 
; rain Ord : nee Dale tates e s of Me - .. 1,826 . a1 
1Ty ders epart ng Au xports tal Offi $274 2 
oat pewriter Cc whip ae si al , pein 19. metal ro ce Fur . ,2U9 
lypewrit Ou Denmark ommerce: sy Peas furnit niture. 
tte eel e: ¢ furniture | 
rtice ibbe eso < . sion yc 
al Fi ns Norwe + - -s : of coul 
Waybi 1 File Hol ‘ std chs ods 999 , Countri Statistic: 
4 vill B ) ders S r tugal eee a 735 srazil ies S. 
,00k Ss pain ae ; 4 . Chi a 
. Engl: tenes ed ,142 C ile 
ROC | a, .* ; 4 140 Colombi: $ 4,279 
M KWE | Canada 2.200 ae aon . ane 
enute LL-BA Larecec og os = 1,930 eru rulana "508 
I 700 M cturer RN M ama : _ 15,397 Uru sa6 508 
s of S exic / guay 12 
| unn B Stati CO N eo see c Venez y 1 80 
Idg. oners’ Sp . , ewfound! Rens BON 9 — “4 
ecialti abr: al tenes . ina .. 543 
+ pe ecg aon id and 1,479 he Ind 20) 
O Jan oe ere utch E dia > Be 
Jé laicg 1a . os as 2,004 
’ ILL. Trinida. hy atcha 700 Hongkon; t Indie ret 
ty: idad ra MP om. 22 Japan lg es De 7 
c ago and p 19 Aus 4: 313 
ewan tees lo- 0 a : 721 
y ones eae oe ps w Ze: — ~- 
eee Tse Se ee . 1.344 Philip ealand . 135 
gentinz Resetific, 3 51 British Sc I er 
SS ete lic. pa ish heer gee 1,485 
ay one Tot: . Africa : 3R4 
) al 3.990 
$66,068 
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Real PROFITS 


B \NKS are buying Safe Deposit Box equipment as 


they never bought before. 


The millions of Liberty 


Bond holders made by war financing and millions more 


of post-war investors and speculators holding old and 
new securities, have made a “run” on the Safe Deposit 


Departments of every progressive Bank. 


Sales of “Security” 


Unit Safe Deposit Boxes are 


leaping—Banks in every state of the union are ordering 


and re-ordering. 


Being the largest producers and manu- 


facturing on the unit idea makes our prices lower than 
competition on a grade and style of boxes banks like 


best. 
ers a big advantage. 


Immediate Shipments! 


This gives Barshal Deal- 


TERRITORY! 


Some valuable territory is still open. Live 


dealers can secure a 


agency connection. 


Built in stock units of 78, 60, 48, 
30 and 9 Boxes, ready for IMME- 
DIATE SHIPMENT. Two depths: 
16%” and 24”. Plain and Sanitary 


3ases for all Units. 


Yale & Towne Cast Bronze Case 


wonderfully profitable 
Write or wire—today! 


Locks, Double or Single Cylinder 


Guard Key. 
Finishes to match Bank’s pres- 


ent equipment. Aluminum Bronze, 


Vault Gray, Jiggered Nickel, Pol- 
ished Steel, Gun Metal, Oxidized 
Copper and Jiggered Bronze. 











“Security”Safe Deposit Boxes 








A Pew Banks Using 


The Hyde Park Trust Co., 
Boston, Mass. 
Aetna Trust Co., - 
Indianapolis, Ind 
City Bank of St. Paul, 
St. Paul, Minn. 
Federal Commercial & 
Savings Bank, 
Port Huron, Mich. 
Federal Title & Trust Co., 
Beaver Falls, Pa. 
Merchants National Bank, 
Elmira, N. Y. 
Forest City National Bank, 
Rockford, Ill. 
Pioneer Trust*& Sav. Bank, 
Dubuque, lowa 
Security National Bank, 
Sheboygan, Wis. 
The Buffalo Trust Co., 
Buffalo, N. Y. 
Colonial Trust & Sav. Bank, 
Roanoke, Va. 
West Side Sav. & Loan Co. 
Cleveland, Ohiv 
Bank of Niagara, 
Niagara Falls, N. Y. 
Citizens Trust Co.. 
Allentown, Pa. 
Uniop Bank & Trust Co., 
Huntington, W. Va. 
First National Bank, 
Winter Garden, Fla. 
The Lamberton National 
Bank Franklin, Pa. 
The Reliance State Bank, 
: Chicago, Ill 
Newport Trust Co., 
Newport, Me. 
Milwaukee & Logan Square 
Deposit Bank, 
Chicago, TIl. 
Fountain Sauare State Bank, 
Indianapolis, Ind. 
Sharon State Bank, T 
Sharon, Wis. 
The Peoples Bank, 
Pratt. Kansas 
Danbury National Bank, 









Danbury, Conn. 
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THE X-RAY LINE BETTER BOOKKEEPING EQUIPMENT 
Rapid-Fire Index System 


Each and every sheet in the Rapid-Fire 
Ledger is as easily reached as the first 
sheet in the ordinary ledger. 

ANYONE CAN FIND ANY ACCOUNT 
—INSTANTLY. 


The Rapid-Fire Index in the bookkeeping 





























machine ledger saves hours of time every 

aa — day. It insures accuracy, too. You see the 

INSTANT ——— = name on the index page—then open directly 

ACCESS TO — Hat + to the right account without leafing. You 

ACCOUNTS —!” } cannot lose any account in the Rapid-Fire 
OR STOCK ————F Ledger. 

aBUCneS | The Rapid-Fire System is equally well 


, : adapted to the indexing of Stock Records. 
Write for demonstrating sample—gratis fa 














The Bookkeeping Machine Ledger 


This large capacity Steel Back Binder, equipped 
with the Hruska Folding Steel Rack, is designed 
especially for use with the bookkeeping machine. 

The Hruska Rack is permanently attached to the 
ledger covers, and always ready for instant use. It 
is simple and easy to operate. A quick pull sets 
the rack to support the ledger in the upright posi- 
tion for posting and referring to the accounts 
When through with the ledger for the day, it is 
merely necessary to “fold the rack.” 








This ADJUSTO 
Tray - Binder equip- 
ment provides con- 
venience, speed and 
service that cannot , : 
be obtained with any ADJUSTO Tray-Binder Outfit 
other Bookkeeping TI ipment sl n here nsist f Juml 

; 1e equipment show e consists of Ju 0 

oo Ledger Model ADJUSTO Tray-Binder with Rapid-Fire 

utfit. ledger leaves and index—Wheel Truck Stand and 
Steel Filing Case. 

The ADJUSTO Tray-Binder provides ror con- 
venient handling of the ledger leaves in posting 
—it speeds up the book work, and gives a life- 
time of satisfactory service. 

The Wheel Truck Stand holds the ADJUSTO 
Tray-Binder and the Steel Filing Case, combin- 
ing the complete equipment in one unit—an out- 
fit that will harmonize with your bookkeeping 
machine and give wholly efficient service 
















You are invited to write for particulars. 








Lefebure Ledger Company 


Originators and Manufacturers of 


THE X-RAY LINE 


BETTER BOOKKEEPING EQUIPMENT 
Cedar Rapids, Iowa, U.S.A. 


SEE OUR EXHIBIT AT THE NATIONAL BUSINESS SHOW AT CHICAGO 
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Of especial interest to big business institutions! 


X-RAY STEEL BACK PRONG BINDER 


A Brand New Device and just a little better than the others 


Better because 


Lighter and Stronger 


\ medium size binder weighs 
only two pounds—compare this 
with some of the binders you use. 

- 











The entire back fixture is built 





of steel—strong and durable. 


THE BINDER OF A THOUSAND USES 


R. R. Tariff Files, Public Service Records, Manufacturers’ Samples, Catalogs, 
Sales Sheets, Invoiccs, etc., etc. 





Better because 


Easy to Operate 





A push on the button opens this 
binder for easy insertion of 
sheets. To lock the binder it is 
merely necessary to close it—the 
lock is automatic, and secure. 





When locked on the sheets the 
prongs form a solid arch — no 
slits or openings to catch the 
sheets. 


FURNISHED IN ANY DESIRED SIZE 


We carry numerous popular stock sizes and furnish upon order a size for every use. 





Better because 
Convenient and Practical 





Half of the contents may be re- 
moved or inserted at one opera- 
tion—saves time. 

Sheets lie perfectly flat as 
shown in illustration. 


MADE TO MEET ALL REQUIREMENTS 


Small enough to be carried in the pocket, or large enough for filing news- 
papers, blue prints, wall paper samples or maps. 




















Better because Double Capacity 











; A two-inch Prong Binder holds two inches of .sheets—a two- 
i inch ring binder holds one inch of sheets. You get 100% capacity 
} : in the X-Ray Prong Binder. Takes up less recom. 








See our interesting exhibit at the National Business Show at Chicago 





LEFEBURE LEDGER COMPANY 


Makers of the X-Ray Line Better Bookkeeping Equipment 
CEDAR RAPIDS, IOWA, U.S. A. 
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The ACCO Fastener 


m= with the Prong Shield Washer ——; 


indispensable for binding 
any number, any size, and 


any kind of papers securely 
permanently or temporarily. 
It fits flat and is a perfect, in- 
expensive loose leaf transfer. 











Made in all sizes to fi ali 
standard gauges of punching. 


The Prong Shield Washer is fur- 
nished only with the Acco Fastener. 
The Prong Shield Washer makes this 
type of fastener practicable, because it 
allows the prongs to bend inwardly over 
the washer and to be fastened, which 
prevents fastener from being forced 
open.—also holds the prongs perfectly 
flat and out of the way. Its effective- 
ness, simplicity and neatness make it 


the only practical fastener for any kind 
of a file. 








The ACCO F ASTENER binds thin tissue pa- 
per as tightly as heavy bond or ledger, and a 
narrow sheet is held on one prong as securely 
as when two prongs are used. It fits perfectly 
flat on papers and takes up no room in files. 
Sheets are easily added or removed from any 
part of the ACCO. 


Samples and Circular on request. 


ACCO FOLDERS, as illustrated on 
opposite page, are equipped with 
ACCO FASTENERS. 

We also make a full line of Paper 
Clips and Fasteners. 


American Clip Company 
Beebe Ave. & William St. NEW YORK, N. Y. 
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August Exports of Carbon Paper and Ribbons. 
United States exports of carbon paper and typewriter 


ribbons by countries during August, 1919. By the Divis- 
ion of Statistics, Department of Commerce 


Carbon Typewriter 

Countries. Paper Ribbons. 
BDemiagm) .. ; .....~ Sy ee eee, $ 313 
PEG 5 cae Tae ie oe a 998 1,838 
NS ea, Nc gow he ota a pets <5 ee 33 
See rer re eee ee 1,750 5,928 
OOS ea ee oe 432 ; 
(eee eS ge ce re et a ae 151 2,213 
Netherlands 3,019 1,632 
eC Ay ae 1,250 a. 
Portugal 2ir: o- Fert 1,320 
Russia in Europe... 1,082 
SS as Sahy-c Acute Sa caba.ecicurna 293 2,136 
wo a eee Rae Ses Ee 419 900 
Ei i aa ge ee i aR 12,109 2,768 
RUN eh ie Wc. we 3. oni ‘Serine Sa 931 = eid 
Canada Aer Pe cS ey ekg 3,400 3,543 
Coates see 62.05 eee rd: Rise 13 79 
SUATEUNETR ig i> vues 185 6 
ee Sv erwee 26 82 
Nicaragua Sa ' c? s) 26 
I Se es a a tla dae ain aie 250 443 
ES FRE er ere 4? 4.127 
Newfoundland and L abr ador. - 7‘ 
SE TG ee 10 
Jamaica .......... oh Ass 143 97 
iremidad atid Tobago........-...... 217 
Other British West I[n¢ lies. ta 3 
CGY wa tencd cess cata a OA ce oss 3,337 ? 664 
Danish West Indies. Agee 3 
SS SE a ne Ps aeats 26 . 
Dominican Republic b5 5 wes 160 1,240 
Argentina ....... ; as =e 8,565 2,353 
SS pe re : 1 Ee ed 135 
OS GR ae ate wigte 2 10,693 1,717 
nh ian nds es dia ovale os Duns 714 1,351 
a a ee PM. yee 106 231 
ee ee: a rare eae AT ge “e Gg 
Dutch Guiana .. a Ong Sere 165 66 
2 Se ES Po a eRe: aoe 962 1,200 
ROM ae tC vldn 42 eee cgten se 100 931 
Venezuela ........ lee. ae Se 277 15 
Rd i ae Se ae ea ae eS 790 
British India 2 DRA es tk, 915 2 060 
Dutch East Indies. ok Be 1,152 329 
French East Indies... ag ohn ere 560 78 
ee ae eer es 376 
ee eae ae Pe tae 2,025 
Russia in Asia ..... A ee 3,820 4 303 
) | re 4.187 3,602 
New Zealand ........ en ee 202 205 
French Oceania .... ; eat 4 
Philippine Islands , ...--4 4702 
British West Africa a yo atee i Aa 17 
British South Africa. 1,895 
British East Africa.............. 237 ; 
French Africa ...... AT Pel Oe Ie 62 46 
Morocco ate J bes lee as 20 =? 
ee ; aves £8 et ieee) 556 427 

Total.. $80,949 $55,344 
Sas Deal in Staple Field. 

An important announcement in the binder and staple 
field is the notice just sent to the trade by the Acme 
Staple Company of Camden, New Jersey, giving notice 
that they have purchased from A. Allen & Co. of Phila 


and other ma 
The plant just 


delphia, Pa., the staple-making machines 
chinery pertaining to their machine shop. 
purchased by the Acme Staple Company is perhaps better 
known in the field as the old S. J. Yeager plant, the Yea 
gers having been the pioneer manufacturers in the binder 
and staple industry. 

\ll business pertaining to the 
and staples will now be taken care of by the 
Company. 

The Allen plant was purchased in order to increase the 
equipment of the purchasers and thus to enable them more 


Allen & Co. staple binders 
Acme Staple 


readily to care for those increases in demand which are 
today common to most industries. The Acme people ex 
pect materially to enlarge their output as well as to en 


hance the efficiency of their service, and to be better abl 
to carry out important development plans for the future 
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€ The ACCO Folder 


It is impossible to misplace or lose a letter from the Acco Folder 
regardless of how frequently or carelessly the files are referred to. 





Errors in filing slow down and hamper 
executive action. A lost or misplaced paper 


The Acco Folder is inexpensive because it 
can be used over and over; it is the only 


sometimes means a heavy loss of time and 
money. 


The Acco Folder is positive insurance against 
loss or misplacement of correspondence because 
papers cannot be wrongly replaced after being 
once filed in an Acco Folder. Every paper is 
chronologically bound in its original place. Valu- 
able filing space is saved by the papers being held 


folder in which papers are bound in book- 
form, and from which contents can be removed 
intact securely held together with the Acco Fast- 
ener, described on opposite page. Acco filed letters 
are not held by the prongs of the folder, but are 
bound in place by the washer of the Acco Fastener, 


“Security of papers helps security of business.” 


compactly. 








Acco Folder in use, open. Contents safe; convenient and 


quick reference. 


Acco Folder in use, closed, 


Acco Folders are made of heavy red pressboard in stock sizes to fit all 
standard filing cabinets; also furnished with any cut of tab without 
extra charge Each Acco Folder is complete with one Acco Fastener. 


CIRCULAR UPON REQUEST 


“(W THE AMERICAN CLIP COMPANY 


Beebe Ave. and William St., L. I. C. 


NEW YORK, N. Y. a 


SOUGUUGAARACORAEAAAEAGQQGRCRAGAEOTCRURAASAAOOUCOTRAAOSCUCOCS AES ENEOTEOROCGEESEOR ER ERGEREAERDGRERGAGROGET ORES ESAGGREASECACU AS ORO REEREADEDTOREURERERCRGEUEAAGEEREORREERSSTUGOSEEDREEREEEROLESEREEASEL CODER OSE EOU REE SERSRORAROO ERE R OREO EOE 


SURUAROERUREECADEGGARERGEGORARUAEEGUEREGQEUEEEGORGERURCREOGGUGEORORGERORGEGERUREEROGGEOOGUREEUOSERGERARUAORDEROEO EEN 





132 OFFICE APPLIANCES November, 1919. 

















OTITIS FOr 


: Ow: a7 Hammer ¢ 
«2% Advertising — 






COUT UUVU Vr rt 


i wr 
FEC; 


= 
rer eN 


Are you following our 1919 Nationai Ad- 





tx ° ‘ ‘ 
| 4 vertising in the magazines, Mr. Retailer— 
s * particularly our powerful campaign in the 
r ~ “ ° | 
ql Saturday Evening Post ? 
} 
r4 | 


You have doubtless seen the series of big full pages 


= 
er 





hh ee ee ee A 


NA we have been running in the Post—bold, smashing 
x illustrations with a giant pen dominating the page. 
ld 


There are still two more pages to run in this series 
-in the Post—one the last of November and one the 
early part of December. 
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But the Saturday Evening Post is not all-—we are in a long 
list of other publications this year—Literary Digest, Collier's 
Weekly, American Magazine, Ladies’ Home Journal, American 
Boy, Harper's, Scribner's, Century, Review of Reviews, World's 
Work and Atlantic Monthly. 
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Would you be interested in further particulars ? 


THE CONKLIN PEN MFG. CO. 
TOLEDO, OHIO, U. S. A. 


Boston Chicago San Francisco Winnipeg, Can. 
59 Temple Pl. 1636 Lytton Bldg. 577 Market St. 346 Donald St. 


~~ 
32-44 ™: 


tt tes 





z= * 


rr 
A+ Ee 






E Crescent Filler 


IF ountain Pen 
“*Right—to the Point’’ 
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Founder of “Y and E” Celebrates Birthday. 


September 1 was the eightieth birthday anniversary of 


Philip H. Yawman, president of the Yawman & Erbe 
Manufacturing Company, of Rochester, N. Y. Antici- 
pating the event, members of the “Y and E” company 


] planned to surprise him by sending individual congratu- z 
’ tions. These began to arrive several days before, and Al 

| as had been agreed on, were held so as to surprise Mr. umimnum 
‘ Yawman on the first of the month. 
| As a result he received a flood of greetings which took Sheet Holder 
him the greater part of the morning to look over. Tele- 

grams and floral greetings also kept arriving throughout 
) the day. Among the baskets of flowers he received were 
1 some exceptionally lovely ones from the Yems—‘“Y and 
E” managers—the Office Specialty Manufacturing Com- 
| pany, Ltd., Newmarket, Canada; the directors of “Y and 








E” Manufacturing Company; the department heads and 
| foremen of the Gates plant, and directors of the Citizens’ 
} 





Ik you've been looking fora 
SHEET holder that 
EXCELS in 
DURABILITY, 
PRACTICABILITY and 
ECONOMY 

HERE’S your best bet; the 
BADGER 

ALUMINUM 

SHEET Holder. 


REINFORCED at 
EVERY point where it 
MAY be subject to 
STRAIN. The 
EXTENDED top cover 
MAKES it 

EASY to open ina 
FRACTION of a second. 





) 
} 
) 
) 
: 
) 
IT’S made to last a 
LIFETIME. Yet this 
SUPERIOR sheet holder 
COSTS no more than 
ORDINARY ones. 
PHILIP H. YAWMAN AND GUSTAV ERBE. YES, we also make 
| 
| 





This picture was taken at 7 o’clock, on the evening of \ BUMS Post Binders 
Mr. Yawman’s birthday. , - , 


LEDGERS, Memo Books, 








Bank. The greetings were literally by the hundred. What CATALOG Binders and 
was unusually noticeable was the warm affection evinced RING Binders 
for the president and the numbers who had been many LENG Dinders. 
years with the filing equipment company who took this 
occasion to express their loyalty and devotion. BUILT on the 
| Mr. Wyman’s Illness. SAME principles— 
” =e 
In the October issue of Office Appliances we stated that PRACTICAL, 
mpeer F. Wyman, export manager of The Carter’s Ink SERVICEABLE and 
ompany, Boston, Mass., was ill with the influenza. Such TD Tr 
was our original information. It developed, however, that DURABLE. 
-i Wyman s illness was typhoid fever—a light attack, OBEY that impulse— 
lortunately, but sufficient to oblige him to remain in bed 
a poate a “¥ Me: Bees i ete 
wid eral weel } His physician stated that his otherwise SEND FOR SECTIONAL CATALOG 380 
excellent physical condition would make his recovery 
rapid. 
nv 











in average of 
street alone is 2,000,000 letters a day. 





Between 15,000,000 and 20,000,000 pieces of mail are P coe. - 7 
handled daily New York City. The Wall THE HEINN CO. hues) MILWAUKEE 
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The Penholder. 


By J. F. Campbell, by Courtesy of the Du 
ont Fabrikoid Company, Wilmington, Del. 


written concerning the achievements of the sword 
and the pen. These two sharp-pointed instruments, 
greatly differing in size and use, have been the most potent 
influences in shaping the destinies of this old world of ours. 
Which of the two has wrought to greater advantage is a 
moot question. Bulwer-Lytton makes his “Richelieu” spon- 
sor the statement, “Beneath the rule of men entirely great, 
the pen is mightier than the sword,” but in the light of 
the greatest tragedy the world has ever known—some 
recent notable documents to the contrary notwithstanding 
—many of us may feel inclined to doubt the statement. 
Great as these mighty weapons have been and are, we 
intend to let their deeds speak for themselves. Each has 
a companion—a complement; the sword, its scabbard; the 
pen, its holder. The scabbard has also been noted often 


— a 


Cr ertsien con reams of poetry and prose have been 














THE STYLUS. 





in song and story, but the penholder has been entirely 
neglected in this respect. { 

How many of us know or stop to think of the numerous 
details that enter into the making of a penholder? How 
many of us know the story of the evolution of this humble 
and necessary adjunct of the pen, without which it could 
not function efficiently? Because we believe that only a 
limited number could answer these questions in the 
affirmative, the following historical data and short descrip- 
tion of penholder manufacture may not be without in- 
terest. 

Back in prehistoric times the primitive man discovered 
that by rubbing a sharp-pointed stone over another, stone 
a mark could be made. Thus was the art of writing born. 
As the mind of man developed, he gave vent to his ideas 
and aided his memory by carving or engraving hiero- 
glyphics and rude drawings on rocks and the walls of 
his cave. He next discovered that certain stones, such 


——— —————— ra 
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‘THE QUILL PEN. 


as flint, would mark more readily than others, and that 
a long, tapering stone could be handled more easily. 
This style of pen, in reality a combined pen and holder, 
was known as a stylus. 

The world progressed, and the Stone Age was displaced 
by the age of metals. An iron stylus supplanted the stone 
one, and was used for engraving on metal plates by the 
ancient Egyptians, fifteen centuries before the Christian 
era. 

Marking fluid was undoubtedly a Chinese invention, as 
was also the marking brush which was used for spreading 
the ink on parchment or the bark of trees. Their origin 
is lost in obscurity. However, we know that Confucius, 
the great Chinese philosopher, wrote his “Annals” on 
parchment with a brush during the fifth century B. C. 
The earliest brushes were made by arranging a number 





THE MODER 
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of camel hairs into cone shape and tying them together 
with a thread. This hair cone was then inserted into 
a holder made of a reed or tube cut from the stalk of 
grasses or other plants. The thread was pulled through 
the tube and fastened securely, so that the brush could 
not fall out of the holder. The brush is used almost 
exclusively in China to this day, it being particularly 
suited for the Chinese method of lettering and writing. 
With the advent of papyrus, a finer writing instrument 
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was required. It was found in a reed which grew on the 
marshy shores of Egypt and the Persian Gulf. It was 
cut into short lengths and trimmed to*’a point. The reed 
made an excellent writing instrument, and was the ancient 
forerunner of the present style of pen and holder. The 
reed pen dates back to the remote eastern civilizations 
and it is still in general use among many eastern peoples. 
With the improvement of the quality of writing paper, 
the quill pen came into existence. The first reference 
to the quill occurs in writings of the seventh century, but 
in all probability it was known at a far earlier period. 
The goose quill was found to answer requirements better 
than the quill of other birds, and large flocks of geese 
were raised primarily for their quills. For exceptionally 
fine writing, the quill of the crow was highly favored. 
For more than ten centuries the quill pen was the univer 
sal writing instrument throughout the western world, an 1 
with it were written many of our greatest literary mas 
terpieces. 
On account of the short service given by the quill point, 














THE REED PEN. 


many attempts were made to invent an improved writing 
instrument. In 1780 Samuel Harrison made a steel pen 
and holder combined out of sheet steel tubing, but it 
failed to displace the quill in popular approval. In 1809 
Joseph Bramah invented a machine for cutting a quill 
into separate nibs for use in holders. This was the first 
attempt to divorce the pen from its holder, all previous 
writing instruments having been in one piece 

James Perry invented the present style of slip pen in 
1824, and the invention of the holder necessarily followed. 
In general appearance the first penholder was practically 
the same as many used today; it had a wooden body 
fitted on one end with a metal tip in which the pen was 
inserted. It was a hand-made affair and considerable 
time was consumed in its making. Today special machin- 
ery and imnroved manufacturing methods mak¢ 
the production of many holders in a small portion of the 


possible 














THE BRUSH. 





time once employed in making one. The following inter- 
esting information on penholder making was secured at 
the plant of the Center Shaft Penholder Company at 
Hanover, Pa. 

The commonest type of holder retails for five 
is either all wood or wood with metal, rubber or cork 
tip. Birch and sap gum are the woods generally used 
The lumber is shipped in board form from the mills to 
the factory, where it is sawed into desired sizes. ‘The 
average holder is 6% inches long and two are made at 
one operation. A square strip of wood 14 inches long is 
placed in a wood-turning lathe equipped with knives 
Here the penholder is turned into form, cut to exact 
size, given a tenon in case it is to be fitted with a tip, 
or a flare if it is not. The “stick,” as it is called at this 
point, next goes to either a vertical drilling machine to 
be bored or to a slotting machine to be slotted on the 
pen end of the holder. 


cents and 
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To smooth the rough spots and lay the grain of the 
wood, it is placed in a tumbling barrel containing pumice, 
which is revolved rapidly. Sometimes an endless sand 
belt is used instead, the holder being automatically turned 
in contact with the surface of the belt. 

It next goes to another tumbling barrel containing 
liquid wood filler. to which the first coat of flat color is 
sometimes added. After being thorovghly dried, it is 

(Continued on page 175.) 
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New Factory Being Erected For 
Dejuxe fine, 
LOOSE LEAF PRODUCTS 


Franklin Boulevard 





Homan Avenue Ohio Street Spaulding Avenue 
CHICAGO 





Wil N-JONES LOOSE LEAF COMPANY, BUILDERS AND OWNERS 


ODERN Ciel and Steel Construc- 
tion. 260 feet wide by 360 feet deep. 


Housing the Latest and Most Improved Machinery and 
Equipment, and Providing Facilities to More Than Double 


Our Present Production. Included will be Employees Library, Restaur- 
ant, Rest Rooms and Shower Baths. 


Wilson-Jones Loose Leaf Company 


Largest Manufacturers of Loose Leaf Products in the World 


CHICAGO : : : ; NEW YORK 
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DE LUXE LINE LOfE 
AUTHORATIVE LOOSE LEAF MERar 


Our Trade Mark Your Guarante Catalogs Sent on Request 


























JONES LEDGER DE LUXE LEDGER LAKESIDE LEDGER 
Aluminum Back, Red Pigskin, Tan Corduroy. Steel Back, Cross Grain Red Cowhide, Tan Corduroy Steel Back, Black Levant Ironcloth 





PEERLESS SECTIONAL POST BINDER PEERLESS SECTIONAL POST BIND, PEER 


JONES TRANSFER BINDER Cross Grain Red Cowhide, Tan Corduroy Doubled and Twisted Khaki Color Canvas, Metal Poutted an 
Red Pigskin and Corduroy. Also Full Canvas. Toplock and Endlock Toplock and Endlock 





STORAGE BINDERS SLOTTED LOCK BINDER 


Style M Sectional Posts, 5-16 Double Grip Lock, Sectional Posts and Solid Posts STYLE H, DOUBLE HINGE STYLE J, SINGLES A 
Style W, Solid 5-16 Posts Style T, Solid 3-16 Posts Doubled and Twisted Slate Canvas Doubled and Twisted Khaki Color Canvas } Si 








MEMORANDUM BOOKS PRICE BOOKS 1100 LINE 
Black Morocco Leather Black Levant Cowhide Full Bound 
Ironcloth, Highest Quality Imitation Leather Ironcloth, Highest Quality Imitation Leather Black Levant Imitation Leather lack Cloth | 























The De Luxe Line Trade Mark Symbolizes the Pioneer Loose Leaf 
The De Lu 


CHICAGO WILSON-JONES L 


The De Luxe Line Incorporates 
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SS ESSENTIALS 


LOSE LEAF PRODUCTS 
AERANDISE OF UNEQUALED QUALITY 


Below we illustrate Leading Devices From Several Divisions our Trade Mark Your Guarantee 





























sR LIBERTY LEDGER JEWEL LEDGER JEWEL LEDGER 
aiuils 3 Stee! Back, Khaki Color Canvas Steel Back, Red or Black Leather, Tan Corduroy Steel Back, Khaki Color Canvas 






















ST BIN PEERLESS SECTIONAL POST BINDER STAR SECTIONAL POST BINDER ACME SECTIONAL POST BINDER 
ubled and Twisted Khaki Color Canvas, Canvas Hinge Doubled and Twisted Slate Color Canvas Medium Weight Slate Color Canvas 


k Toplock and Endlock Toplock and Endlock Toplock and Endlock 


ee. 





. a A A 
! ‘ COLUMNAR BOOKS 
: J, SINGLE ALUMINUM SHEET HOLDER TENGWALL PRONG BINDER Any Number of Columas 
‘olor Canvas Sixteen Gauge Hard Sheet Aluminum Doubled and Twisted Slate Color Canvas Any C Cc t 
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rot — el — COUNTY TYPEWRITER RECORD BOOKS 
alf Boun : 
Leather lack Cloth Sides, Imitation Leather Back and Corners Doubled and Twisted Slate Color Canvas CORPORATION TYPEWRITER MINUTE BOOKS 




















Leaf ined by Twenty Years of Constructive Development and Authenticates 
Ye Lu Guarantee. 


LGE LEAF COMPANY NEW YORK 


ates Misions of the Loose Leaf Industry 
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DE LUXE B-M BINDER 
I “ Compression Type 
| 
{|| DE LUXE BANK TRAY BINDER 
r For Off-set work 
| 
| 
| 
DE LUXE TAPERED POST BINDER 
Original Drop Piaten Type 
DE LUXE EXPANDO BINDER 
Flexible Capacity 
| 
tf 
) 
| 
} t 
i) 
| 
DE LUXE COMMERCIAL TRAY BINDER DE LUXE MERCHANTS TRAY BINDER 
Side Binding—Postless Operation For Drop Platen Machines 
} _ . 
| 7 and Commercial Houses ECAUSE the line is complete, 
| are rapidly adopting Machine including as it does machine 
Bookkeeping and the sale of this posting equipment and supplies of 
line opens to De Luxe Dealers a all type, the individual require- 
|| very profitable and constantly ments of every buyer can be ex- 
} growing basiness. DE LUXE STEEL POSTING TRAY *°UY met L 
For All Machine Posting +] 











WILSON-JONES LOOSE LEAF COMPANY _ 


CHICAGO and NEW YORK : 
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Business Show to Be Held at Indianapolis. 


pment Show Association will hold an 
Hall, Indianapolis, Ind., November 
Following is a partial list of the 


Equi 
Tomlinson 


1919, 


The Office 
exhibit in 
13, 14 and 15, 
exhibitors: 

Addressograph Company, R. W. Cassel; American Mul- 
tigraph Company, J. McIntire; Corona Shop, J. F. Judd; 
W. K. Stewart Company, R. C. Boyd; W. B. Burford, Inc., 
George Snyder; Monroe Calculating Machine Company, 
W. W. Brown; Elliott-Fisher Company, C. Ellingsworth; 
The Safe-Cabinet Company, H. Zimmerman; Yawman & 
Erbe Manufacturing Company, O. H. Page; Felt & Tar- 
rant Manufacturing Company, S. C. Brown; Line-a-Time 
Manufacturing Company, R. A. Becker; Burroughs Adding 
Machine Company, C. V. Raiser; Dictating Machine Com- 
pany, O. K. VanAusdell; Elliott Addressing Machine 
Company, Mr. Sykes; Better Business Appliance Com- 
pany, J. A. Demberger; A. B. Dick Company, W. W. Gra- 
ham: Standard Register Company, F. S. Brock; The Dicta- 
phone, O. A. Wilkinson; Egry Register Company; W. C. 
Brass Company, W. C. Brass; Sundstrand Adding Ma- 
chine Company, Mr. Turner. 

The admis committee, it is 
fourteen thousand invitations, each 
stamped postcard on which the executive may indicate 
the number of tickets he will require for his employes. 
Each exhibitor will receive a list of these replies. 

The Office Equipment Show Association is headed by 
C. V. Raiser; R. C. Boyd is secretary, and W. W. Brown 
is treasurer. The executive committee consists of the 
three officers just named. The admission committee is 
composed of O. H. Page, chairman; C. Ellingsworth and 
W.C. Brass. The committee on arrangements and enter- 
tainment is composed of R. W. Cassel, chairman; H. A. 
Zimmerman and George Snyder. The publicity commit- 
tee consists of J. McIntire, chairman; S. C. Brown and 
Mr. Turner. 


stated, has sent out 


accompanied with a 
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Mr. Huber Helps the Actors. 


Edward E. Eberhard Faber, 


trade in Greater New 


Huber, of the house of 
was chairman of the stationery 
York on behalf of the actors’ national memorial day, to 
secure subscriptions for this event. Money so realized 
will go to the Actors’ Fund of America. 

A matinee performance will be held on Friday, 
ber 5, in all the theatres in the larger cities of the 
States. The drive will be conducted to put the actors’ 
fund on a firm financial footing for all time. The oppor- 
tunity to subscribe to the fund, either directly or by 
purchase of tickets to the matinee performance above 
referred to, is offered to the people of the United States 
in the hope that they will recognize the immensely valu- 
able work of the American stage to the cause of our 
country during the war. The men of the stage who, by 
reason of youth and good physical condition, were able 
to serve on the field, did so with enthusiasm. courage and 
efficiency. They were found to be good officer material 
and nrany came back with commissions who went away in 
the ranks. And many, we must not forget, did not come 


Decem- 
United 


back at all, but left their mortal bodies on the fields of 
France. And while the young men of the stage were 
fighting, the women and the men who could not fight 


either at home or in 
entertainins 


were valiantly doing their part, 
cantonment and on the field, nursing, g, raising 
money, helping to sell Liberty Bonds—in fact, doing 
everything that sincere and patriotic people ought to do. 


Associated with Mr. Huber on the stationery and sta- 
tionery supplies committee were Robert Bachia, W. C. 
Bardenheuer, Emil Berolzheimer, Louis V. Blanchet, D. E. 
Collins, Henry Frank, Frank T. Harrington, J. E. ers 
wedel, W. C. Horn, Arthur P, Jackson. Charles A. Len 
J. W. R. Merckle, Louis J. Reckford. H. W. Rogers, 
A. L. Salomon, Clarence M. Smith and Frank D. Wat 


man. 


New Typewriter Exchange in Kansas City. 


E. M. Wvnn., for the last twelve years manager of the 
American Writing Machine Company's hranch at Kansas 
City, Mo., announces the opening of the Wynn Typewriting 
Exchange at 216 East Tenth street. Mr. Wynn has many 
friends in Kansas City, who extend cordial good wishes 
for his success. He will handle all makes of machines, 
factory rebuilt and second-hand, will do a repair business 
and handle typewriter supplies. 
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: Monroe Calculating 
Machine Co. 
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“Cost Unrest”’ 


How the Monroe Is Keeping Tabs on 


Restless Cost-Figures 


A PROMINENT business executive well expressed it:...‘‘I 

isn’t Labor Unrest alone, but the resultant Gost 
Unrest that is one of the big present-day problems in 
every plant. To be sure, we have an approximate cost- 
finding system, but with our overhead. skyrocketing 
almost over night, I can’t blame our already over- 
worked accounting department for issuing figures that 
really apply week before last.” 





‘The Monroe has been used successfully and economically 
by us in Cost Accounting wor The work accomplished 
per day is equal to double the amount done by the most 
expert hand worker. 

Parke, Davis & Company, Detroit, Mich. 

Regardless of what you make or sell, accurate, on-the-minute cost 
records were never so important. What might once have been a trivial 
error becomes a catastrophe when costs are racing neck and 
neck with profits. 

The many thousands of Monroe users are not bothering with delays or hid- 
den errors in their cost records. With a Monroe, ha bs three things you 
want: You get greatest speed, for the Monroe not = ds, but it Multi- 
plies, Divides and Subtracts as easily as other machines Add. No 
reciprocals or complements necessary—simply turn the crank forward to add 
and multiply, backward to subtract and divide. 





You get proved accuracy, for every factor of your problem shows either on the 
flexible keyboard or in the proof dials, that your answ er is correct. 
You get simplicity, for no trained operator is requir 
Simply send along the coupon for “BOOK OF FACTS” 
Ne cost—no obligation. 


or demonstration. 


Woolworth Bidg., 
New York City. 


Without obligation 

please send your “ 
Facts” showing how the Mon- 
roe will save time in the figure 


Woolworth Bldg. to us 


New York City 





Offices in work of our business. 
Principal ? 
Cities. Firm N&G@me .cccccecsssecss eovesece oeeee 
Four Name 2s <ecsceses Trreereyry, eeeerweece 
ee ee ee ee ee ee ee ** eevee eee eeaeee 
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Looking for the Trade Mark 





Barbee trade mark is the guarantee of satis- 
faction to the user. 

















The Standard Line 
Attractive in Quality and Price 
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BARBEE WIRE & IRON WORKS 
ESS 170 North Dearborn Street 
CHICAGO ILLINOIS 
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A Proposed Permanent Exhibition. 


A vigorous movement is on foot for the organization 
of the Mississippi Valley Exposition, a permanent organ- 
ization, whose purpose is annually to assemble at some 
important city in the Mississippi valley the manufactured 
products and resources of the valley; to attract the atten- 
tion of foreign buyers, particularly those from the Latin- 
American countries, and to provide a place for the ex- 
hibition of their products in order that reciprocal trade 
relations may be established. 

The managing director of the project is Robert L. 
Burch, whose offices are at 715 Equitable building, St. 
Louis, Mo. 

It is proposed to organize the exposition on the basis 
of other public-spirited movements. It is to be non-profit 
sharing, and formed for the purpose of developing the 
resources of the Mississippi valley; to cultivate closer 
relationship between the people and the industries of 
this section and those of Latin-America, and to co-operate 
with other organizations which are working for this pur- 
pose. 

It is proposed to hold the annual or semi-annual expo- 
sitions for a period of two weeks on each occasion, when 
the different states of this section will show their agri- 
cultural, mineral and timber resources; cities will show 
their advantages and opportunities, their river terminal 
facilities, port and dock facilities, etc.; manufacturing 
enterprises will exhibit their individual products, and 
foreign countries with which reciprocal trade relations are 
desired will be invited to exhibit their products and will 
be given every facility for doing so. 

The promoters of this project expect to enlist the 
co-operation of the United States Government, particularly 
as to the Department of Commerce; and the support of 
the governments of the several states of the valley, and 
the various chambers of commerce, manufacturers’ asso- 
ciations, etc., is also expected. 

It is proposed to bring buyers to the expositions, par- 
ticularly from Latin-America and other foreign countries; 
to advertise the exposition abroad, and to exhibit the 
products and resources of other lands. 

Bonded warehouses will be secured from which goods 
from foreign countries will be placed on exhibition duty 
free. 

\ fund will be provided for the establishment of the 
exposition; this fund, with interest at six per cent, to be 
returned to the subscribers from the profits, if any, of the 
exposition, all other profits to be held by the board of 
trustees for the exploitation of future expositions. 

The board of trustees to administer the affairs of the 
exposition will consist, it is proposed, of one hundred 
members, to be appointed as follows: Ten members to 
be named by the Secretary of Commerce of the United 
States, or some officer connected with that department; 
one member to be appointed by each of the governors 
of the twenty-six states of the valley, and other members 
to be appointed by the chambers of commerce of the 
following cities 

Chicago, Minneapolis, St. Paul, Des Moines, Milwaukee, 
Detroit, Toledo, Cleveland, Omaha, Cincinnati, Dayton, 
St. Louis, Kansas City, Nashville, Louisville, Memphis, 
Birmingham, Mobile, New Orleans, Houston, Little Rock, 
Oklahom2 City, Dallas, Galveston, Lincoln, Topeka, 
Shreveport, Vicksburg, Indianapolis, Evansville, Grand 
Rapids, Denver, Cheyenne, Butte, Bismarck, Sioux Falls, 
Pensacola, Wheeling and Pittsburgh 

And finally, it is proposed to provide for the appoint- 
ment of an executive committee by the trustees to admin 
ister the affairs of the exposition under the supervision 
of the trustees, and to provide for the appointment of 
officers by the executive committee and the fixing of their 
salaries. 


New Office for Metal Specialties. 

Bruce MacDowell.on November 1 opened an office for 
the sale of metal specialties at 81 South Fitzhugh street, 
Rochester, N. Y. Mr. MacDowell formerly handled the 
Cushman & Dennison lines and similar products in New 
York City, and his work in Rochester will be similar to 
what he has dons heretofore 


“Y and E” Man Wins Los Angeles Golf Trophy. 


H. G. Root, a Yawman and Erbe Manufacturnig Com- 
pany salesman at Los Angeles, won the trophy in the City 
Golf Championship Tournament. He won in a hotly- 
contested field 
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The Midget Binder 


is the little orderly of the desk that 
keeps your papers in line—that cuts 
out confusion. It takes up less space 
than an inkwell and it fastens your 
papers together as securely and as 
permanently as a magazine is bound. 
It can be used also for cloth, leather, 
fabrikoid, and other materials that 
require permanent fastening. 

The Midget Binder operates by a 
single downward stroke of the lever 
and has a capacity of 100 wire staples 
—it makes the best permanent fast- 
ening and it is the smallest, most 
compact machine for the purpose on 
the market. It is handsomely fin- 
ished in nickel. 

The Acme line of stapling machines 
and paper fasteners includes the 
Midget and several other binders. 
Write for full particulars of the line 
and our attractive proposition to 
dealers. 


Acme Staple Co. Ltd. 


Kodo Company, London Agents 


Canadian Representative: 
Ernest J. Scott & Co., 59 St. Peter Street 
Montreal 


Agents for Scandinavia and Finland: 
Foreign Trade and Export Company 
206 Broadway, New York, N. y 
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| Transfer 


AN. ist brings Transfer 
Time to offices big and little. Old 








records must be stored. Transfer 
cases must be bought. 


Make this December break all records 
. for transfer case sales. You can do it 
: with Van Dorn Steel Transfer Cases, 
backed by Van Dorn co-operation. 
| 


Tell your customers and prospective 
customers that you sell Van Dorn Cases. 
Point out the durability, cleanliness and 
fire protection of Van Dorn steel. Show 
how Van Dorn Cases can be stacked to 
save floor space and facilitate filing. 





The Van Dorn “helps” planned for your 
use make this easy. We have acomplete 
“‘drive”’ all ready made and waiting for 
you—Folders, Mailing Cards, Window 
and Car Cards, Newspaper Electros, 
Sales Letter and Window Display sug- 
gestions are all ready for furnishing to 
our dealers. 


To be all ready to fire the first shot Dec. 
Ist, write for full information now. 





The Van Dorn Iron Works Co. 


Established 1865 CLEVELAND, OHIO 
New York Office, 318 Broadway 





Are You Ready for Transter Time ?. 














SEL AES PS! 




















Transfer Cases 
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WHAT’S TO BE 


DONE? 


The day comes when you want to 
know exactly what was said to 
Verystern and Wild in that letter. 
What price was it that was quoted 
and just what was it that was said? 


You look up your carbon copy 
and find a smudge where the price 
should be and a clear mistake a 
few lines lower down—a mistake 
that you cannot possibly have 
passed. The typist has evidently 
corrected the original and failed 
to correct her copy. You throw 
the thing down in a temper. 
What’s the use of a copy that you 
can’t rely upon? 


Luckily you have been in the 
habit of taking press copies also. 
You look up your letter book. 
Your language won’t bear repeti- 
tion. Too much water has been 
used and the copy is an un- 
decipherable mass of blue ink, 
neither price nor anything else 
being clearly distinguishable. 
Goodness knows in what state 
the original was sent out! 


WHAT’S TO BE DONE? 


The sensible thing to do is to 
drop unreliable copying methods. 
Install a Roneo ‘‘No Water’’ 
Copier, which dispenses with the 
use of water or carbon sheets. A 
Roneo copy is mechanically exact, 
reproducing signature and every 
correction or addition. 


The Roneo Way 
Is the Better Way 


Roneo Company 


Roneo Building 


117-119 Leonard St., New York, N. Y. 








Foreign Travel Under Difficulties. 

W. R. Cummings, foreign sales manager of the Monroe 
Calculating Machine Company, is still journeying abroad. 
Lately the Monroe house organ, Results, printed the fol- 
lowing letter from Mr. Cummings: 

x * * 

My trip thus far has in many ways been very interest 

ing, but I have found conditions far different than I antici- 


pated, particularly as regards traveling. To move about 
over here is a slow, tedious and tiresome process, and is 
extremely wearing on one’s energy and nerves. To illus- 
trate: Marseilles is the commercial center of southern 


France and Barcelona is the big business city of Spain. To 
go from one city to the other is about like traveling from 
New York to Pittsburgh, so far as distance is concerned. 
On the map it looks simple. But going by the most avail- 
able route it took me two days to make the trip, riding 
on five different trains with connecting waits between, in- 
cluding one that required me to stay all night in a hotel 
room over a saloon in a little one-horse town en route 
where not a soul spoke anything but French. 

And it took three days to get back to Marseilles from 
Madrid—that is, three days’ traveling. The journey actu- 
ally took five days, for I stopped a day each at San Sebas- 
tian and Bordeaux to get rested up, also cleaned up, for 
you can’t imagine how dirty it is. 

The trip through the Pyrenees Mountains was interest- 
ing. I went through them at the Mediterranean end of the 


chain and also along the shore of the Bay of Biscay. I 
also enjoyed the day I spent at San Sebastian, which is the 
fashionable seaside resort of Spain, located on the north- 
ern coast near the French border. It corresponds to our 
Atlantic City, except that it is far more picturesque. The 


rocky shore of the bay at that point is particularly pretty 
All was green, cool and refreshing, in marked contrast to 
dry, dusty, hot Madrid, where I sweltered for the six pre- 
ceding days. 

My typewriter broke down while I was writing this 
letter in Marseilles, so I had to lay it aside unfinished. I 
now have the machine propped up and.will try to add the 
final installment. 

The journey from Marseilles eastward took me through 
one of the most beautiful stretches of country in the world, 
the Riviera, where the mountains (The Maritime Alps), 
the gorgeous palm trees, the wonderful deep blue of the 
Mediterranean, the rare coloring of the sky, and the pretty 
villas that dot the landscape, all combine to make a picture 
that one cannot forget. It was through this section that 
Napoleon built a road for transporting his troops, and 
this thoroughfare, now known as the Corniche Road, is 
now a fashionable drive for automobilists. 

I was obliged to break my trip at Ventimiglia, a little 
town in Italy, just across the French border, where [| 
stayed over night. My train for Milan left at six o’clock 
the next morning—too early to get any breakfast at the 
little hotel I stopped at. I traveled all day, with just time 
enough to change trains at Genoa, and got my first meal 
of the day at Milan at seven in the evening—the first 
thing to eat or drink in twenty-four hours. Still, I am 
enjoying the best of health. 

Having finished my business here I am now headed for 
Switzerland—take the train tomorrow morning, and reach 
3erne in the evening. The Swiss authorities here would 
only grant me permission for a six-day stay in that coun 
try on account of the shortage of food. Perhaps if I prom- 
ise not to eat they will let me stay longer! But I may be 
able to get it extended. The principal articles of food are 
still being rationed out in Italy. I haven’t had any butter 
in so long that I have forgotten what it tastes like. 

Philadelphia House Enlarges Space. 

The Office Requirements Company, manufacturers and 
distributors of bank, office and school supplies, have en 
larged their offices at 1215 Filbert street, Philadelphia, 
Pa., and have removed to new warehouses at 1202 Filbert 
street, where they have installed telephone exchanges and 
private lines between the office and the warehouses, one of 
which is at 808 South street. 

The company is interested in export as well as domestic 
trade in staple stationery items. 


B. B. Kysor President of “Yets.” 

The “Yets” of the Yayman and Erbe Manufacturing 
Company held a meeting in Rochester and elected B. B 
Kysor president. Other officers are C. J. Yeiser, vice 
president, and George J. Hassen secretary. The “Yets” 
are top-notchers in the “Y and E” selling organization. 
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Seals, Stamps and Counts 250 
Envelopes per Minute. 


The Mail-O-Meter 


puts mailing on a machine basis. Seals, 
stamps and counts envelopes; does neat, 
accurate work. Stamps cannot be pilfered. 
Concerns mailing in large quantities can- 
not get along without the Mail-O-Meter. 
Smaller users prize the Mail-O-Meter be- 
cause they are independent of labor supply 
when work fluctuates. “Life,” New York, 
gets out 20,000 letters a day on the 


Mail-O-Meter. The Butterick Publishing 


Company, New York, does 3,000 letters 
in fifteen minutes, saving $2,100 a year. 


The Automat Check Endorser 


endorses checks for deposit as listed by 
the adding machine, or separately as de- 
sired. Absolutely automatic in operation. 
Used for years by prominent banks, trust 
companies and large business houses. 


Write for information, and advise us of 
your experience and selling record. 


Mail-O-Meter Sales Company 


39 South La Salle Street, Chicago, Ill. 


Opportunity 


for High Grade Salesmen 


We are increasing the num- 
ber of our products and are 
interested in obtaining addi- 
tional sales representatives 
of financial responsibility 
and proven ability, in cer- 
tain good territory. Our 
various devices in the office 
appliance line make our 
proposition one that can be 
handled profitably on a full 
time basis. 


We will exhibit at the 
National Business Show, 


Chicago, November 17 to 
22, Booth 61. 






AUTOMAToORSER 


Automat Endorser. Saves Time in 
Clearing Checks for Deposit. 
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for still another 
large factory— 


What stronger proof could 
we have of the ever in- 
creasing popularity of our 
pencils? 

Have you written us for 
prices and samples? Our 
Semi-Hex — ‘*Kim-ber-ly”’ 
— Loyal — Calendar and 
other nvmbers are rapidly 
coming to the front 


Write us now for 
samples and prices 


Good Deliveries 


| PENCIL 
EXCHANGE 


if INCORPORATED 
i Manufacturers of Lead Pencils 


Cable Address: 
Western Union *“*PENEX” 


Jersey City, N. J. 


U. S. A. 


Factories: 


67-73 FLEET STREET 
106-108 HOPKINS AVE. 
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Holmes of Mississippi on the Job Again. 


F. C. Holmes of Greenville, Miss., a well known com 
mercial stationer and office equipment dealer, wrote Of- 
fice Appliances last month that he was again back on the 
job aiter having served for more than two years in the 
Army as a captain of infantry. The good captain more 
than once, we believe, longed for the old place and the 
old associations, and for the look of the trade mark by 
which he is known all over the state—“‘Holmes of Mis 
sissippi.” He has added new lustre to the name, how 
ever, for a mam isn’t a captain in this man’s army—this 
man being Uncle Sam—unless he has the real stuff in him 

Captain Holmes says that during his absence he was 
fortunate in having a manager—M. P. Schlesinger—who 
looked after the business faithfuliy, loyally and success 
fully, so that throughout the war Holmes of Mississippi 
continued to serve its customers in that and adjoining 
states. 

Recently the captain has been studying the situation and 
he likes it so well that he is going to take steps greatly 
to enlarge his business. Two additional salesmen of ex 
perience will be put on to look after the old trade and to 
develop new business. 

Mr. Schlesinger has been taken into the firm as a part- 
ner, and will continue in the sales end of the business 
W. H. Clements, a recent addition to the staff, will have 
charge of the financial end. A considerable amount of 
new capital has been put in and will be employed in de 
veloping the enterprise. 

In addition to handling all kinds of manufactured sta- 
tionery, the house of Holmes is the exclusive agent for 
a number of leading manufacturers making filing equip 
ment and office devices. 


Interesting Announcement of Happy Event. 


Office Appliances has received the announcement of the 
wedding of Sidney J. J. Burgoyne to Miss Elizabeth O. 
Sexton on Wednesday, October 24—and here is the joker 
for those who lock for a recent event, for the date is— 
1894. The announcement is that of Mr. and Mrs. Burgoyne’s 
twenty-fifth wedding anniversary. Their marriage occurred 
twenty-five years ago at the Church of St. Anthony in 
Philadelphia. On the card announcing the anniversary 
in the panel at the top are the years 1894-1919. At the 
left is the picture of Mr. Burgoyne and at the right that 
of Mrs. Burgoyne. Grouped around the announcement, 
each picture in its separate circle, are the likenesses of 
their children, Sidney, William, Eleanor, David, Harry, 
John, Joseph, James, Louis, Edward and Elizabeth. The 
likenesses of Sidney, Jr., and David show them in their 
military uniforms, for both were soldiers in the recent war. 

Office Appliances extends its hearty congratulations and 
good wishes, and ventures to express the hope that 
another twenty-five years will find the Burgoyne family 
as well and as prosperous as the recent anniversary left 
them. 


Better Letters Trophy. 


To stimulate interest in the development of business 
building letters a trophy has been offered for the best 
business letter submitted in a contest which ends June 30, 
1920. This trophy is a bronze statue, “Opportunity,” 
designed by a pupil of Rodin, Antoinette B. Hollister. 

The judge chosen to make the award is Philip B. Ken- 
nedy, director of the Bureau of Foreign and Domestic 
Commerce, Department of Commerce of the United 
States, assisted by the governors of the International 
Direct Mail Advertising Association. 

The rules governing the contest will be—award to be 
made to the one who produces the most effective busi 
ness letter during the year ending June thirtieth, nineteen 
hundred and twenty. Results balanced by conditions to 
decide the contest. 

Letters to be addressed to Department of Business Let- 
ter-Writing, LaSalle Extension University, 4046 South 
Michigan Avenue, Chicago, Illinois, U. S. A 

Letters submitted to be accompanied by sworn state 
ment of results, signed before a notary public by the 
author of the letter and by one other responsible indivi 
dual, wherever. possible the head of the house for which 
the letter was produced. Letter to be accompanied by 
statement giving a complete account of the plan in which 
the letter was a part and the precise purpose which it 
was intended to accomplish. Everybody, without re- 
gard to race, sex, creed, or color to be regarded as eligible. 
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OUR BONDS 
AND LEDGERS 
REQUIRE NO 
EXPLANATIONS 





WHITE AND FOURTEEN COLORS 


Satisfaction Guaranteed — User to be the Judge 


NEENAH PAPER COMPANY 


LOFT DRIED BONDS AND LEDGERS ONLY 


NEENAH, WISCONSIN 


REG. U.,S. PAT. OFF, 
L 
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Better Billing—No Trial-Balance 


Troubles When Your Accounting 
Is Elliott-Fisher Handled 





Each day’s business is a unit by itself 
in auditing departments using an Elliott- 
Fisher System. The books may be bal- 
anced, any time. in from two to three 
hours. Work is ALWAYS up to schedule. 

No matter how large the store or active 
the business, every day’s charges are 
posted the following day and PROVED 

With an ELLIOTT-FISHER System 
every account is balanced with every 
posting. 

All bills may be mailed by noon the first 
of the month—and they are complete, ac- 
curate with detailed information. 

An Elliott-Fisher System gives the 
credit man all the information he wants, 
when he wants it, without waiting or 


extra work. 


A glance at any account shows char 


acter and frequency of purchases. 
How often account has been overdue 


It also reveals new customers and those 
lost by the house; and gives daily credit 
and collection information, and other 
knowledge essential to a quick, satisfa 
tory cash turn-over. 

Elliott-Fisher Flat-Bed Writing Ma 
chines make all records at one operation. 
and prove as they go. 

The flat writing surface of the machines 
makes multiple recording and perfect 
registration possible— with speed and 
ease of operation. 

Write for our book on Store Account 
ing, or request a representative to call. 


Elliott-Fisher Company, Harrisburg, Pa. 


Branches in 100 Principal Cities 
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Flat-Bed System of Accounting --- Bookkeeping --- Billing --- Recording 
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New Kardex Representatives. 


The American Kardex Company of Tonawanda, New 
York, has appointed C. B. Kniskern its agent for the Chi- 
cago territory. Mr. Kniskern’s offices are at 525-526 First 
National Bank building. He was formerly with the Ad- 
dressograph Company in New England, having had that 
territory for the last six years. Before that time he was 
connected with the office appliances department of the 
Rand-McNally Company of Chicago. He remained in that 
position four years and then went with the Addresso- 
graph Company. Mr. Kniskern took up the duties of his 
new position August 15. 

R. B. Larter has been appointed Pacific Coast manager 
for the American Kardex Company with headquarters at 
Los Angeles For eleven or twelve years Mr, Larter 
was connected with the Burroughs Adding Machine Com- 
pany covering the Western and Central states. For sev- 
eral years he has been agency manager for that company 
at Cedar Rapids, where his home now is. He expects 
to move this month, however, to Los Angeles. He has 
been eighteen years in the office equipment business. He 
represented the Elliott-Fisher Company at Chicago and 
Cleveland, and also at St. Louis and Kansas City, and 
had charge of the Elliott-Fisher exhibit at the World’s 
Fair at St. Louis in 1904. Later he represented the 
3aker-Vawter Company throughout the Rocky Mountain 
states. 


Sales Stars Go Star Gazing. 


On the invitation of William Pitt, of the Irving-Pitt 
Manufacturing Company, Kansas City, Mo., a group of 
office outfitters was given an opportunity of studying 
the stars at Mr. Pitt’s private observatory. The fortu- 
nate star gazers were members of a sales class assembled 
at the Irving-Pitt plant te perfect themselves in installing 
loose leaf systems. Those present included: J. O. Har- 
rison, Brown, Lent & Pett, Inc., New York, N. Y.; W. 
H. Cogswell, Jr., Walker, Evans & Cogswell, Charleston, 
S. C.; Chas. F. Wells, Joplin Printing Company, Joplin, 
Mo.; Stafford B. Hobbs, Hobbs & Warren, Boston, Mass.; 
Chester L. Field, H. J. Curtis, Hilton, Hart & Garrett, 
Detroit, Mich.; L. R. Mark, Standard Office Supply Com- 
pany, Oklahoma City, Okla., Edwin Rampp, Geo. G. Fet- 
ter Company, Louisville, Ky.; Arthur G. Kenworthy, Mc- 
Namara-Kenworthy Company, Des Moines, lowa; C. W. 
Hall, J. R. Weldin Company, Pittsburgh, Penn.; Charlie 
Miller, Franklin Printing & Engraving Company, Toledo, 
Ohio. 

The personnel of an October class which undertook 
the study of loose leaf devices under the Irving-Pitt 
educational system included several young women. The 
list of members as given in Service, the company’s house 
organ, included: Miss Bernice Russell, Russel & Cockrell 
Company, Amarillo, Texas; Miss Jenette Bronkan, Hilton, 
Hart & Garrett Company, Detroit, Mich.; Harold G. Car- 
ithers, Fielder & Allen Company, Atlanta, Ga.; J. W. 
Martin, Hilton, Hart & Garrett Company, Detroit, Mich.; 
L. Stanford, Utica Office Supply Co., Utica, N. Y.; Harry 
F. Sanner, Duggan-Rider Company, Erie, Penna.; Myron 
Kahn, Megeath Stationery Company, Omaha, Nebr.; C. A. 
Caron, Thomas V. Bell, Ltd., Montreal, Canada; L. W. 
Wolford, Western Lithographing and Office Supply Com- 
pany, Wachita, Kans.; Arthur Knutson, Joseph D. Haven 
Company, Kansas City, Mo.; R. E. Swanson, Carlson 


Bros., Moline, Ill. 


New Corporation in Youngstown. 


The Youngstown Office Supply Company recently in- 
corporated and opened a store in the New Home Savings 
and Loan building, Youngstown, Ohio. Robert L. Cava- 
naugh is president of the company; William M. Flynn, 
vice-president, and John J. Holland, secretary and treas- 
urer. All are experienced in the office equipment field 
and are well known to the people of Youngstown and 
vicinity. 

The new company will handle a complete line of office 
supplies, including office furniture, filing cabinets, desks, 
safes, commercial stationery, etc., and will soon add a 
widely known line of loose leaf devices. 

The store opened for business on October 1 


New Offices for Costmeter Company. 


The Costmeter Company has opened a New York office 
at 200 Broadway in charge of J. C. Liggett, the president 


-of the company. 
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TYPOCOUNT LINEN Ledger Paper is a 
strong high-grade Ledger Paper, made to meet 
the demand for a moderate priced stock for 
machine-bookkeeping. The dealer who recom- 
mends and stocks TYPOCOUNT will feel safe 
in supplying it to his most discriminatiag trade. 


THE FIBRE OF TYPOCOUNT is so strong 
it can be manipulated rapidly without fear 
of splitting or tearing the sheets. It can be 
inserted hastily, grasped firmly and ripped 
out of the machine after the entry is made 
on it. It does not curl or bend in vertical 
binders, remaining stiff and upright after re- 
peated handling. It can be erased cleanly, 
leaving no blemish on the surface. The 
smooth buff surface insures excellent sharp im- 
pressions from type. 


Made in Buff Only 





Send for samples of Typocount. Large 
sheets for testing on your machine are 
also supplied. 


FAMOUS BYRON WESTON PAPERS 


Defiance Bond.......... High Grade Correspondence 
Byron Weston Linen Record. . Highest Grade Ledger 
Flexo Linen Ledger.......... Hinged for Loose Leaf 
Waverly Ledger.............. Popular Priced Ledger 


Typocount Linen Ledger. ..For Machine Bookkeeping 

















Byron Weston Company 


IN THE FIRST PLACE—WESTON’S PAPERS 


DALTON, MASSACHUSETTS 
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A Magic Sales Producer 


The ‘2 in 1’’ Clemco has exclusive features 
which make it one of the most ready sellers 
in the whole field of office furniture. A single 
desk in itself it does the work of two. The 
operator can use the machine as often as she 
pleases but the writing bed is never broken. 
Likewise she can keep all her work before 
her on the desk withont interfering with any- 
thing about the machine. The typewriter 
can be supported on its platform or at just 
a slight push it can be put away in the 
pedestal. It can not in any way interfere 
with work on the desk. 


The ‘‘2 in 1” Clemco is a quality desk, being 
made of high-grade material, by high-grade 
workmen. 

Complete information upon request. 


The Clemetsen Company 


2608 Flournoy Street 


Chicago, III. 
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A Service Testimonial. 

Upon the twenty-first anniversary of service with the 
the L. E. Waterman Company, Edgar P. Sparks, western 
manager, San Francisco, Calif., was given assurance of 
the company’s appreciation of his work during that period 
at an enjoyable celebration in the local headquarters at 
17 Stockton street, the latter part of September. Nine- 
teen of Mr. Sparks’ business associates gathered there 
after closing time to witness the presentation of a set of 
resolutions from the company, accompanied by a $1,000 
check. The presentation was made by Arthur Dunn, rep- 
resenting Henry P. Dimond, chairman of the Stationers’ 
\ssociation of California. The resolution from the 
Waterman Company, read by Mr. Dunn, is as follows: 

“Whereas, Edgar T. Sparks has served for a period of 
twenty-one years the interests of the L. E. Waterman 
Company, and 

“Whereas, during all of this time with unfailing zeal 
and ardor Mr. Sparks has devoted himself with one heart 
and one mind to the upbuilding of the company’s business, 
and by his loyalty has won the full confidence and esteem 
of the officers of the organization, and 

“Whereas, the high moral character and splendid spirit 
of service, so fully exemplified in the character and evi- 
denced in the daily acts of Mr. Sparks has been an ex- 
ample to the company’s other employes, now therefore 
be it 

“Resolved, that the officers of the L. E. Waterman Com- 
pany, in a spirit of earnest and sincere appreciation, here- 
by extend cordial congratulations and hearty good wishes 
to Mr. Sparks because of this agreeable and long-stand 
ing association, and be it further. 

“Resolved that the sum of one thousand dollars be pre- 
sented to Mr. Sparks with the compliments of the of- 
ficers and directors of the L. E. Waterman Company as a 
further mark of our appreciation and recognition of his 
unselfish and disinterested service. 

“Signed: F. D. Waterman, W. I. Ferris, L. E. Water- 
man, F. S. Waterman and E. J. Kastner.” 

With the ceremony completed, the entire party ad 
journed to the Gianduja restaurant, where Mr. Sparks was 
the guest of the local staff at a delightfully informal din- 
ner and dance. He was further honored by a gift from 
his associates in the San Francisco office who expressed 
their congratulations in the concrete form of a handsome 
leather wallet. 


Promotions Among Royalty. 

The trend of the times is to demote royalty, but in 
one case Royal individuals are climbing upward.  Inci- 
dent to the appointment of H. J. Closson as sales manager 
of the Royal Typewriter Company, Inc., several advance- 
ments have come to members of the sales staff. 

G. W. Cochrane has been appointed assistant sales 
manager of the Royal Typewriter Company, Inc. He 
will concentrate on the offices heretofore known as “sub 
branches.” Mr. Cochrane was a salesman in the Boston 
office when the call came to go higher. He joined the 
Boston sales force in 1917, and prior to that time had 
spent fourteen years in the typewriter business in various 
capacities. 

When Mr. Closson went to New York to take up the 
duties of sales manager, his post as manager of the Boston 
office was left vacant. The responsibilities of that position 
have been vested in D. J. Allingham, formerly of the 
Boston sales force. He enlisted under the Royal banner 
in 1912, serving as a salesman in the Hartford office 
The following year he was placed in the wider field 
offered by the Boston office. 


New Foreign Credit Interchange Bureau. 

An indication of the increasing interest in export selling 
is the recent formation of the Foreign Credit Interchange 
Bureau of the National Association of Credit Men, 41 Park 
Row, New York, N. Y. It provides for the mutual ex- 
change of credit information by American concerns en- 
gaged in overseas trade. It will crystallize the ledger 
experiences of American exporters in dealing with indi 
viduals and firms abroad. The membership of the Bureau 
comprises 204 manufacturers actively engaged in exporting 
who are members of the National Association of Credit 
Men. The information service of the Bureau is available 
to all members of the Association. Non-subscribers who 
contribute to the files on any purchaser abroad are entitled 
to a completed report on that house. Secrecy as to in 
formants and informed is maintained by the use of code 
words and numbers. 
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A test of the strength of a 
stack as photographed in 
the Security Steel factories 


How Much of This Business 
g Will You Get? 


Offices everywhere will next month be 
transferring the records of one of the most 


active years in the business world. 


Are you ready to get a good share of this 


transfer time business ? 


Security Steel 
Transfer Cases 


Are Ready 
for 
Immediate 
Shipment 


The Product 
is Ready 


for You 





Are You 
Ready for 
the Profit? 


There are Ten Reasons Why 
This Case is Preferred 


Write for intimate facts about the Security Steel Case 


STEEL EQUIPMENT CORPORATION 


Makers of the Complete Line of Security Steel Business Equipment 


AVENEL, NEW JERSEY 


New York Branch, 25 West 45th Street 
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Scientifically Simple—A Few Minutes’ 
Demonstration Proves It 


On request, The Dictaphone representative 
calls with a machine, and gives you and your 
secretary an actual working demonstration. 


You simply dictate a letter or two, and she 
transcribes them. And once you learn how 
quick and convenient it is for getting out the 
daily mail, neither of you will ever want to see 
it go out of your office. 


Phone or write The Dictaphone Branch 
Office nearest you for a 15-minute demonstra- 
tion in your office, on your work. No inter- 
ruption of regular routine. No obligations. 
Branches in all principal cities—see your tele- 
phone book. 


DIZ TAPAVNE 


Registered in the U. S. and Foreign Countries 


Dept. 119-K, Woolworth Building,*New York City 
Write for Booklet, ‘‘The Man at the}]Desk’’ 


There is but one Dictaphone, trade-marked “The Dictaphone,” made and merchandised by the Columbia Graphoph Company 
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How “T. R.” Handled Red Tape. 


“One very remarkable thing about Colonel Roosevelt 


while he was President was his intimate knowledge of the 
entire machinery of the Government and the character 
of the personnel, whether of his own appointments or 


from previous occupancy,” says an admirer of the former 
President, who served under him as an official at Porto 
Rico. 


“On one occasion I had a very important matter regard- 
ing the audit of the customs receipts to arrange between 
the insular government and the government of the United 
States. At that time Porto Rico was not under any one 
department of the Government, but each insular official 
reported directly to the cabinet officer whose department 
his work fell under. As I was entirely ignorant of the 
procedure of the Federal Government at that time, and 
having no head of a department directly interested, 1 
went immediately to Mr. Roosevelt for his advice how 
to proceed. 

“He said, ‘Are you in a hurry? 

“T said, ‘Yes; if I can, I would like to go away on 
Wednesday’s boat.’ 

Shrinking Red Tape. 

“He said, ‘What you will do is this: You will write a 
letter to the Governor, who will forward it to the Secre- 
tary of State, who will forward it to me, who will forward 
it to the Secretary of the Treasury, who will forward it 
to an Assistant Secretary of the Treasury, who will for 
ward it to the Chief of Customs Bureau, who will refer 
it to the Comptroller of the Treasury, who will decide 
the question and forward it back through all these chan- 
1els to me, who will do exactly what the Comptroller of 
the Treasury decides. This will probably take about six 
weeks. I advise your going directly to the Comptroller 
of the Treasury, tell him what you want, and then go 
ack to Porto Rico.’ 

“I followed this advice, and the whole matter was set- 
tled in fifteen minutes and I was able to get back to 
Porto Rico, although the final action, as he prophesied, 
was not taken until six weeks later.” 

Roosevelt, the man, will live in the memory of many 
Americans of this generation because of their personal 
contact with this virile American, or because of admira- 
tion for his cherished Americanism. But what of the 
future? A statue is to be erected at Oyster Bay, which 
he put on the map, and the people of America are invited 
to contribute to a fund which will provide a suitable 


memorial to the citizen, soldier and President. The 
monument will be financed by the people of America, 
who will contribute mites or mights to the fund Con- 
tributions may be sent to the Roosevelt Memorial Asso- 
ciation. 1 Madison svenue. New Veet 

ition, \] ison avenue, ey ork. 


A New Kind of Guarantee. 


The Hanson Typew riter Service Company, Inc., of 


Cleveland, Ohio, of which W. H. Hanson Doc.”) is 
the president and general manager, is offering its cus 
tomers something new in guarantees. The idea may as 


well be passed along to other dealers, but we warn them 


to be pretty sure of their ground before offering it.. One 
must be fairly certain of one’s customers and one’s service 
before offering to return more than one gets. But here 
is “Doc.” Hanson’s offer: 

‘Complete satisfaction or your money back plus thirteen 
per cent.” 

In other words, if one buys goods in the Hanson Com- 
pany’s store and within three days finds them to be un- 
satisfactory, he may return them within that time limit and 
get hack his money with thirteen per cent added. This 
is a bona fide offer to honest purchasers. Dishonest ones 
are not invites 


Burroughs Plant Entertains Swiss Mission. 

he Swiss industrial mission touring the country visited 
the plant of the Burroughs Adding Machine Company, 
165 strong, September 30. The members of the mission 
are studying American industrial methods in the im- 
portant manufacturing centers of the United States. The 
delegation was shown through the Burroughs factory and 
offices, served dinner in the company dining room, and 
entertained by the Burroughs factory band. The visitors 
marveled at the mechanical equipment, and the speedy 
production. Dr. Hotz, a prominent Swiss electrical en 
gineer, was impressed by the size of the offices. “In 
Switzerland,” he commented, “we would crowd six men 
into the office space you reserve for one man alone.” 
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SOCIAL secretaries 

have long wanted a 

smart, handy and 

inconspicuous 

CORONA 

The Personal 
Writing Machine 
-- weighs but 
SIX POUNDS 

— see one} 














Appeals to Women 


Women are active in an increasing variety 
of interests. There has never been a time 
when women were so genuinely busy. 


Corona’s simplicity of operation appeals 
instantly to women. Its compactness and 
lightness are extraordinary recommendations. 


It isn’t alone the woman who employs a 
social secretary who will eagerly adopt Corona 
—it is the housewife, the clubwoman, the 
active participant in all those things to which 
the war has taught women to turn their 
energies, 


For the woman who would be businesslike, 
Corona is a wonderful convenience. 


~~ CORONA TYPEWRITER CO., INC. 
| GROTON, N. Y. 


I.ONDON OFFICE: 30 OLD Bonp St. 
Agencies Throughout the’ World 


, CORONA 


The Personal ‘Writing Machine 
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Globe- 


STRUCTURAL STRENGTH MODEL SAFE 


WITH THE UNDERWRITERS’ LABEL 








No. 301 


‘ Globe Safe—STRUCTURAL mr 
— STRENGTH MODEL 





Combines the “OLD LINE” Standards of Strength, as developed in the Safe Maker’s art for over a period of fifty 
years (i.e. STRUCTURAL STRENGTH), together with easy Portability and also Heat Resistance, for which it has been 
awarded the “Underwriters’ Label.” 

Concerning fire protection, too much importance has been given to heat-resistance alone, because in modern build- 
ings the combustible matter is kept so low that intensely high temperatures especially for any length of time are unknown. 

Whereas, if a safe is surrounded by a lot of highly inflammable material, unquestionably the build- 


ing itself will collapse long before high temperatures have been developed, and STRUCTURAL 


STRENGTH will have been required more than heat-resistance. 
The Globe-Wernicke Steel Horizontal Filing Cabinet Sections can be used inside these Safes 


J The Globe-Wernicke Co. 
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STRUCTURAL STRENGTH MODEL SAFE 
WITH THE UNDERWRITERS’ LABEL 


The FIRST REQUISITE in the building of a safe is 
“STRENGTH”—Strength in the frames, Strength in the outer 
steel walls, Strength in the inner steel walls, Strength in the door 
plates, Strength in the boltwork and Strength in the locks. 








P Structural Strength is of paramount importance. A safe which 
is only fireproof is of little value if under the tremendous weight 
of a collapsing building it is reduced to a shapeless mass and its 
contents given to a fire. 

STRUCTURAL STRENGTH MODEL—The difference between 
the “Globe” and the cabinet type of safe is in the Globe Safe’s 
tremendous STRUCTURAL STRENGTH. Light metals afford no 
real strength, therefore the Globe Structural Strength Model 
Safe has heavy 2x2x™% inch angular steel frames and heavy 
plates throughout. 





ead aad 
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It has all the fire- 
resisting qualities 
of the ordinary cab- 
















: inet type of safe 
? and over and above 
. this the superior 
H qualities of 
o£ BUG LY RAL 
STRENGTH, as 
explained in Globe- 
Wernicke Cata- 
logue. 
The SECOND 
REQUISITE is IN- 
SULATION — The 
Insulation in the 
Structural Strength 
Model is the most No. 303—Open 
wonderful insulat- 
ing medium that has ever been used for any insulating purpose. IT WILL 
NOT RUST THE STEEL PLATES. It will not cause swelling. It never 
loses volume, hence supports the outer walls of the safe from a crushing 
load, ie. Extra Strength. It will not give off a combustible gas that dur- 
ing a fire might wreck the safe of its doors. Full details in Globe-Wernicke 
Catalogue. , 
THIRD REQUISITE—THIEF-PROOF QUALITIES—See Globe-Wernicke 
Catalogue. 
It has THREE BIG qualities that you expect to find in a safe: 
FIRE PROTECTION—THIEF PROTECTION—STRUCTURAL STRENGTH. 
It has been adopted by the United States Government under the severest 
competitive and scientific tests ever known. The U. S. Government test and 
endorsement mean more to you than anything else. 
fifty It has been tested and bears the Underwriters’ Label. f 
been § No. 303—Closed It has the Lowest Casualty Insurance Rate granted by the Burglar’s 
HI Insurance Underwriters’ Association. b all th pele 
oiids ee It has all the security of the “OLD LINE” Safe with all the moder : 
— f STRUCTURAL STRENGTH MODEL venience and easy portability of the cabinet type. G-w 
uild- 4 Globe Safe Oo, 
RAL f ‘‘BUILT-TO-ENDURE”’ 
bs : . ™ J . 2. P 2 
“= Ask for Globe-Wernicke Catalogue 9493 m 
Dealers everywhere handling Globe-Structural Strength Model Safes have the advantagt Uncle Sam aoe absolute R 
; TI] [so Age Berg ee ee ae p.. Pyeng oo —— ig IDENCE in it. The World’s 


Business 
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Underwood Company’s New St. Louis Manager. 
‘ ™ _Last month we noted the appointment of J. A. M¢ 

Cormack as manager of the St. Louis office of the Under 
You Deal In Confidence wood Typewriter Company. This appointment is in the 
nature of a return engagement, for in our January issue 
it was announced that he had resigned that position 


when you sell Aurora Products. Allover become a partner in the William W. Phillips Supply 
h r there ‘tes d Company, dealers in office supplies, inked ribbons, carbo1 
the country they have engendere comni- papers, etc., of that city. 


fidence in there fire-resisting qualities, Mr. McCormack has spent years in the typewriter b 
k : 4 ness and it is said that he knows everyone in St. Louis, 

confidence in their easy operation, 

confidence in their durability. 





AURORA. ILL. U.S.A. 
CARD CABINETS 





















give gratifying serv- 
ice. They are built 
in a modern plant, to 
exacting standards. 
We manufacture for 





security, ease of op- 
eration, convenience 
and handsome ap- 











pearance. We con- 
centrate on a li 
ited line, and offer 


J. A. McCORMACK 


from the mayor down. He is one of the men whom 

dealers superior typewriter world is glad to honor, for he is “on the 
square” all the time and is a producer every moment 

values. 


Direct Mail-House Organ Convention at Cleveland. 
On October 29, 30 and 31 the Direct Mail Advertising 





\ssociation, Inc., held a rousing convention at the Hotel 
Winton in Cleveland, Ohio. The convention brought men 
from all parts of the country and many special features 
were presented. The subjects discussed were many, al 
relating to mail advertising campaigns, better letters 
house organs, etc. Among the gentlemen known in the 


office equipment field who addressed the convention were 
W. S. Zimmerman, director, Educational Division, The 
\. W. Shaw Company, Chicago, who spoke on “Planning 
Circular Letters to Pull Better Results”; Robert E. Ran 
say, president of the Direct Mail Advertising Association 
and chairman of the Division of House Organ Editors, 
who responded to the address of welcome; Gail Murphy, 
Cleveland, director of Hoyt’s Advertising Service, Inc., 
New York, “The Part Direct Advertising Plays in a Well 
Planned Advertising Campaign”; E. D. Gibbs, advertising 


director, The B. F. Goodrich Company, “Keeping Yout 

If vou will send for the Aurora Liter- Salesmen in Step”; William N. Bayless, advertising man 
~ ‘ é ager, The Conklin Pen Manufacturing Company, Toledo, 
ature you will see the dawn of increased Ohio, “How the Pulling Power of Direct Advertising May 
4 a : business Be Improved by Proper Use of Psychology”; Frank | 
equipment business. Pierce, manager, Direct Mail, Advertising Department, 
Remington Typewriter Company, New York, N. Y., “How 


We Back Up Our National Advertising by Direct Mail 


Aurora Metal Cabinet Works yon awards for excellent work were given, including 


$125 divided into different amounts by the Addressograph 

Aurora, Ill., U.S. A. Company of Chicago and the $350 Better Letters award 

New York Sales Rooms: 368 Broadway by Thomas A. Edison, Inc., of Orange, \ The Eagle 
\. Siver trophy was also among the awards 

Foreign Trade Representatives: Zellers-Stevens, Inc. The annual dinner—an informal affair as held at the 

52 Broadway, New York Hotel Winton on Friday evening, October 31. Prominent 

speakers provided the feast of reason, while the hotel 








management did the rest. 
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_ Capitalize Desk Neatness 


MA ORE wen 








| 

| 
on by demonstrating it in | 
your display window. | 
Show a desk fitted with | 
a Chicago Glass Desk | 
Pad, with letter folders, | 
baskets and desk access- | 
ories neatly in place. | 
Under the glass place] 
such memos as the desk | 
| user would ordinarily have strewed about the desk | 


top for quick reference. 











i ae) 


Such a window display will sell not only desks and 
other office furniture, but 


Chicago Glass Desk Pads 


the 
the 


as well. They appeal to the sense of neatness and 
order, and favor the efficient organization of work. 





ind. 
sing 


otel fl | We make two sizes of Chicago Glass Desk Pads; 
ravi 18x24 and 20x36 inches. The glass is retained in 
7 place by two leather corners at the back, which 
the make it easy to raise the glass to insert memos. 
yere - e 

The The standard pad is made of green leatherette—a 
— felt back protects the desk surface from becoming 
scratched or marred. 
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nc, Let us send you particulars and discounts on Chicago Glass 
bi 


ing 
our 
an- 


7 Chicago 
Les f - 
ent, Mirror & 


ma | Art Glass Co. 


ing 
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ms 217 North Clinton St. 
Chicago, Ill. 


Established 1890 
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Desk Pads. 
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A Question 
for Dealers 


The business and professional 
houses of your community are 
changing from the old method of 


handling and affixing postage 
stamps to the new and better 


Multipost way. 

The growing need for Speed, 
Efficiency and Economy in busi- 
ness, the obvious way in which 
Multipost Equipment fills this 
need, and the National Advertis- 
ing of Multipost, are all combin- 
ing to bring about this change. 

YOU want to be a party to it. 
By recognizing it and serving its 
purpose you Profit by the im- 
provement. 

Without risking or tying up a 
cent, you can represent 


MULTIPOST 


Postage Stamping Equipment 

Here is the Leader in the field, 
the oldest and most successful of 
all. Over 40,000 offices already 
equipped—and yet but the sur- 
face scratched! 

Get our interesting Proposition 
to Dealers. Write at once for an 
offer that will surely prove at- 
tractive to you. 


MULTIPOST COMPANY 


Rochester, N. Y. 







APPLIANCES 


m be -p 


Stedman Invests in Mason City Enterprise. 


Sim. R. Stedman, of Fort Dodge, lowa, salesman io1 
Perkins Brothers Company, manufacturing stationers ol 
Sioux City, lowa, has bought an interest in the Le Mars 
Printing Company, one of the leading concerns in the 


printing and binding industry in the state Mr. Stedmar 
took up his new duties on November 1 He will | 
actively in charge as sales manager of the Le Mar: 
Printing Company. 

Mr. Stedman is well known in stationery circles 


lowa, having been connected with Perkins Brothers Ce 
pany as traveling representative for the last nine years 


Philadelphia Calculating Machine Man Marries. 


The many friends of Charles A. McGinniss, district 
sales manager for the Marchant Calculating Machine 
Company in the Philadelphia, Pa., territory, are congratu 
lating him upon his marriage on September 13, 1919, to 
Mrs. Mary C. Ward, daughter of Mr. and Mrs. William 
Casey of Philadelphia. After the wedding the couple left 
for Atlantic City, New York City, and a trip through the 
\dirondack mountains. 

Among the many gifts received by the happy 
was a beautiful chest of silver, comprising ninety 
presented by the general sales department 

Mr. McGinniss has been connected with the 
cialty business in Philadelphia and vicinity for the last 


couple 
pieces 


office spe 





— 


CHARLES A. McGINNISS 


twelve years. In the adding machine and typewriter fields, 
in which departments of the industry he is best known, 
he has a wide circle of friends who, though the announce 

ment of his marriage is a trifle belated, will take the 
opportunity of extending best wishes and congratulations 





Little Stories of the Nation’s Business. 
\Vith the close of the active building season the United 
States faces a housing shortage equal to the 
4,000,000 people. 


needs of 


Florida is spending more than $2,000,000 on new hotel 
work in preparation for the greatest tourists’ year in 
history. 


Charles M. Schwab intimates that the railroads of the 


country will feed approximately 5,000,000 tons of steel 
rails during the next twelve months. 

Five hundred Armenian women employed by the Amer 
ican Red Cross have built 100 miles of stone roads in 
Mesopotamia and reconstructed several steel bridges 


within the past four months to facilitate transportation ot 
Red Cross supplies. 

Thirty thousand trained artisans 
Germany for Mexico. 

The housing situation in 
that the municipality is renting cells in the 
—The Nation’s Business for November. 


ga 


Country’s Retail Trade Up Forty Per Cent. 

\n analysis of the business reports of 15,958 branches 
of ten large retail chains indicates that for the first six 
months of 1919 the increase over the same period in 1918 
was forty per cent. The lines represented include to- 
bacco, groceries, drugs and variety. 


are prepared to leave 


3erlin has become so acute 
ld city jail 
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TREASURY DEPARTMENT 


Ren 


ynce New york September 18th, 1919 


Addressograph Company, 
901 W. Van Buren Street, 
Chicago, Illinois. 
Gentlemen:- 
We have pleasure in advising you that 
a 
the Addressograph equipment which has been con- 


tinuously in use by this Department for some six 


years{fas proven entirely satisfactory.) 
e have é y placed an order with 


your New York branch for a new electrically 





operated Addressograph card index machine with 


attachments. 


Yours very truly, 


The New York Central Railroad Co. 











N railroads and banks, factories 
and stores—in all businesses, 
small and large—the Address- 
ograph handles names, addresses, 


dates, symbols, ete., rapidly, ac-. 


curately and economically. Names 
on your mailing lists, your payroll, 
your ledger—names of your pros- 
pects, customers, employees—ai/ 
names are written by the Address- 
ograph fifteen times faster and 
neater than by pen or typewriter. 
Errors or omissions are impossible, 


Prints from indestructible metal 
plates, easily made in your own 
office. Names indexed and classi- 
fied any way your present system 
requires. Costs little to operate. 
Quickly pays for itself in time and 
money saved. 

There is an Addressograph for 


every need—hand, foot-lever or 
electric drive models. 
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headquarters in Cleveland, has nine 

plants and manufactures cotton and 

paper bags, tents, awnings, Cabco 
oofing and other products. 


The Cleveland-Akron Bag Company» 8 tee 
’ 
a 


F the leading industries of Cleveland 42 use 314 Daltons. 

The American Steel & Wire Company has 18; The City 
of Cleveland does its figure work on 18 Daltons; The Cleve- 
land-Akron Bag Company uses 14; The Cleveland Press has 
12; W. A. Hanna Company employs 24; The Standard Oil 
Company of Ohio owns 26; The National Lamp Works figures 
with 31; The Pickands-Mather Company has 33; The New 
York Central Railroad has 22; The Hunkin-Conkey Con- 
struction Company has 23. Upwards of 
one thousand Cleveland concerns employ 
Daltons to do their figure 
work. 


ce 
ore 












The adoption of the Dalton by 
Cleveland’s leading industries 
is typical of the trend toward 
this simpler, faster, more versa- 
tile office figuring machine. 


Business men who are 
faced with an ever- 
increasing office cost 
should familiarize 
themselves with the 
many advantages of 
Dalton 10-key con- 
struction and opera- 
tion and have a Dal- 
ton brought to their 
office for personal 
demonstration. 








Adding machine equipment should to- 
day be purchased with the following 
thoughts in mind. 


Is it not better business to secure 
adding machine equipment that may be 
used by office boy, bookkeeper or clerk, 
rather than machines operable only by 
skilled operators ? 


Is it not good business to install figur- 
ing machines which automatically put 
each figure as written, in its proper col- 
umn, freeing the operator of this labor ? 
Is it not reasonable that a girl, oper- 
ating 10 keys only by touch method 
(without looking at the keys), will 
handle much more work and do 
easier ? 


Is it not a better investment to buy an 
adding and calculating machine combined 
than to purchase two machines, one for 
adding and another for calculating ? 

Do you know that the speedy 10-key 
Dalton multiplies as easily as it adds; 
subtracts, divides, makes out monthly 
statements, etc.? 


HAVE A DEMONSTRATION 


The confidence of the busine world in th 
Dalton is due to four big fundamentals ir 
plicity and speed of operation, its versatilit 
and its durability. We have no fear of the ver 
dict of the business man who will investigate 





There is a Dalton agent in the hu 
leading cities. Look for the nam Dalton’ 
your phone book and ask for demonstratior 
Retail merchants striving toward better bu 
ness methods, should write for folder ‘“‘Hand 
the Detail of Retai!.”’ 


THE DALTON ADDING MACHINE Co. 
110 Beach Street (Norwood) Cincinnati, Ohio 


Representatives for Canada—The United Typewriter Company, Toronto, and brenches 
Foreign Department : 


642 Woolworth Building, New York. 
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Unique Trade Character in Advertising. 





Philadelphia Stationer Creates Distinctive Ad- 
vertising Character of Originality and Value 

Pages could be devoted to the discussion of trade charac- 
ters with which all of us are familiar and their value in 
advertising, but they are all more or less the property of 
large national advertisers and wouldn’t interest the sta- 
tioner as much as something in his own line 

Five years ago, The Hoskinsman, that effervescent little 
trade character of the Wm. H. Hoskins Company, Phila- 
delphia, was created by Harry Heisler, at that time an 
advertising agent, and now advertising manager of the 
Hoskins Company. 

Mr. Heisler also coined the slogan, “Ask the Hoskins- 
man,” designed the “Hoskinsgram,” a guarantee in imita- 
tion of a telegram, that accompanies orders, and produces 
all the striking ideas, illustrations, and advertisements in 
that breezy little monthly house-organ, “The Hoskins- 
man.” 

In creating the character of the Hoskinsman, Mr. Heis- 
ler aimed only to build a figure that would typify the 


BEGINNING 
TOMORROW 


AUGUST SALE 


Office Supplies 
Gifts--Stationery 
Leather Goods 


Business Furniture 


He Ory 


Stationers— Engravers 
Printers—Business Furniture 


Ninth & Chestnut Sts. 








SK THE HOSS 


REPRODUCTION OF NEWSPAPER ADVERTISEMENT 


modern business man, but he also hit upon a combination 
of cheerfulness and alacrity that has made the Hoskins- 
man popular wherever he goes. 

The Hoskinsman is always shown in action, whether 
it be at the desk, pulling out a filing cabinet drawer or 
carrying a bottle of ink. His perpetual smile brightens 
up the surroundings and lingers in the observer’s mind. 

\s an illustration of the real value of this character in 
advertising, the last August sale of the Hoskins Company, 
well illustrates the point. 

Cut-outs of the Hoskinsman, six feet high, were sta- 
tioned just inside the front doors of the Hoskins store. 
The figure held a large card bearing the copy, “Hoskins 
August Sale—Reductions in all Departments—Ask the 
Hoskinsman.” 

The newspaper advertising, during the August sale was 
set inside of a border exactly like the cut-out, This idea 
tied the two together and the last-minute impression of 
the cut-out influenced the customer to recall the news- 
paper advertising, because of the familiarity of the layout. 
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GARBELL 
THE 
NON-FOLDING 


NON-COLLAPSIBLE 
SMOOTH: - RUNNING 


PORTABLE 


“COMPACT AS A WATCH” 


WEIGHT 
54 Pounds 


HEIGHT 


Four inches 


Two Color 














Side View—Operating Mechanism 


INTERCHANGEABLE CARRIAGE 
Rotary Escapement 


GEAR - DRIVEN CARRIAGE 


rhe illustrations give only a suggestion of the 
manifold advantages of the new. non-folding, 
non-collapsible Garbell Typewriter. 

The machine in its natural operating position 
is as small as any type-bar machine made. 

You know that the market for portable type- 
writers is greater today than at any time in 
history. The Garbell, with its many points of 
superiority, is a machine with which you can do 
big things. ; 


Write us for particulars. 


GARBELL ‘TYPEWRITER CO., Inc. 


Factory and General Offices: 


1812-14 Ellen Street CHICAGO, ILL. 
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Legally, old correspondence remains as 
valuable as current correspondence for 
years. Each year, old correspondence 
needs to be transferred to “Y and E.”’ 
Transfer Cases—kept separate by years, 
accessibly, safely but inexpensively filed. 
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TRANSFER CASES — 


Built with Inter-locking construction. Made with 
and without rods and wood or metal compressors. 


Steel—with Rollers Wood— with Rollers 


25” Inside Capacity) ..... Leaders of the Weerld 21%” Inside Capacity 
No. 5577—Letter size No. 77—Letter size 
No. 5576—Bill size —— No. 76—Bill size 
No. 5578—Cap size F, ~~. No. 78—Cap size 








FRBE MFC.(0. 


Main Offices and Factories 
at Rochester, N. Y. 


(Export Offices, New York City) 
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= There is no positive proof as to how many actual sales 
were made as a result of this particular campaign, but the 

many favorable comments regarding it and the inex- 

pensiveness of its production speak for its success. 




















Thus, the Hoskinsman goes on his merry way—smil ; 
ingly passing out information to business men about of : 
fice supplies, equipment, business furniture, filing cabinet : 

ae systems, engraving, printing, etc., through the house- 
organ, newspapers, booklets, folders, blotters, etc. 
| HAVE ‘ j 
oa : 
5 
RUBBER CUSHION AUGUST AUGUST . 


ee ee 


CORNERS | REDUCTIONS | REDUCTIONS 
| IN ALL IN ALL 


DEPARTMENTS DEPARTMENTS 











§ 
oo . 4 
Think What This Means! 
The Victor basket can be 7 
jammed against a desk side— Asx tne HosKinsma Ask THEWasKinsma 
carelessly shoved into a pan- . 
elled wall. It can’t leave a 
scratch in the finest finish. 
. n : ~ THE HOSKINSMAN AND HtfS CREATOR, HARRY HEISLER, 
Every nese of the Victor - ADVERTISING MANAGER WM. H. HOSKINS CoO., 
cushioned in live rubber forever PHILADELPHIA. 
vulcanized into the steel. iain 3 : aay 
The value of the trade character in advertising in this 
case can be most appreciated by Hoskins salesmen who 
reap the benefit when their customers “Ask the Hoskins 
Dealers tell us that the rubber corners man.” 
alone are worth the price of the anaes 
basket. If you haven’t examined the Recognition of Filing’s Importance. 
Tin Ss ,. Ve've an Under the caption, “Our Mechanical Memory,” Bot 
Victor, write us today We'r tles, published by the Illinois Glass Company, Alton, IIL, : 
offer to make you. referred to its filing equipment. 
x * x 
The business man’s strength is in the things he remem- 
bers, and the more important details that he can remem 
METAL OFFICE IFURNITURE CO. ber the more valuable his service is considered. 
A ‘ rrr But it is an impossibility for the average man to 
Grand Rapids, Michigan remember all the details concerning even a small business 
and for the perpetuation of the business, records are abso- i 
lutely essential. i 


Just so as a man’s memory is developed to the highest 
degree, so is it better if the filing system is in first-class 
shape. 

The filing cabinets are the memory of a business, and 
in them is contained the myriads of facts, suggestions, 
ideas and solutions of problems that have influenced the 
business from every angle. 

The orderliness of records is of prime importance, 
especially in large institutions, for the amount of time 
lost in attempting to get track of a certain paper is a 
very costly experience for most concerns 

We consider it a part of our obligation to our custom 
ers to have our records in the most available shape, and 
have spent much time and money, and have used the best 
talent in this line in an effort to locate immediately the 
record of every transaction affecting this business. 

They run into thousands of papers daily and comprise 
all the details of sales, purchases, factory records, ship- i 
ments, new construction, consultations and a great variety 
of each of these divisions. 

It is all valuable, and its value is multiplied by its 
accessibility. 
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The Cary Strona 





Superiority 


--in safe-making is the secret of Cary success. 


But it is an open secret. Examine 
the Cary Safe. Notice the tremen- 
dous strength in the walls, the care- 
ful construction of the door. The 
Cary Safe is a real stronghold — 
a place of ABSOLUTE SECURITY. 


Buy your safe carefully. Investigate thor- 
oughly. Make your own comparisons and 
Satisfy yourself as to the Cary superiority. 
Notice the difference in the construction of 
Gary and other safes. 


In the usual run of safes — examine the door. 
Notice how the heat insulation — the filling 
in the door has been reduced to make room 


for the bolt work and lock. This reduction 
means weakness. Consider such a weakness 
in case of fire. Remember that a safe will 
protect its contents only so long as its 
weakest point holds out. 


The CARY has no “weakest point.” It is 
of uniform strength throughout. The Cary 
door is made about 114 inches thicker than 
the body walls, therefore the door projects 
into the interior of the safe somewhat. Then 
when the allowances are made for the bolt 
work and lock, you have in the door sub- 
Stantially the same thickness as in the 
walls. 


This is but one example of the Cary ex- 
cellence. The Cary Safe is a real stronghold 
of all-round invulnerability. 


DEALERS IN SAFES:—Let us send you a copy of ‘“ Protection,’”’ the 
Cary Catalog. It contains some very interesting data on safes and their value. 


CARY SAFE COMPANY, 


CARY SAFES 


Buffalo, New York. 





HEAT INSULATION 
IN DOOR GREATLY 
REDUCED TO ALLOW 
} FOR ADJUSTMENT OF 










| BOLT WORK AND LOCK 


THE CARY HBAT 

INSULATION 

| UNIFORM THROUGH- 
}~ OUT. THICKNESS IN 
DOOR EQUAL TO WALLS 


== 7 An Om 


The Safe Investment 
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Last Call for 


January Transfer Equipment 


Few you prepared for the transfer 

business that belongs with the 
filing units you sold this year? The 
need exists—you can develop the 
demand. You sold the Efficiency 
Filing Cases—now sell the transfer 
cases and guides that are a necessary 
adjunct. 


Efficiency Transfer Units are dust 
and rodent proof. Our locking de- 
vice makes it possible to build up 
stacks as much as eight or ten sec- 
tions high, forming rigid and acces- 
sible units. 


Write for catalog No. 107 and familiarize 
yourself with Efficiency Transfer Units. 


Watson Manufacturing Company 
Jamestown New York 























Combination in Paper Field. 


An announcement of interest to the stationery trade 
is that concerning the recent consolidation of the Ger- 
brick Paper Company, Neenah, Wis., and the George 
Banta Paper Company, Menasha, Wis. The several busi- 
nesses will be operated as the George Banta Paper Com- 
pany, with offices at Menasha. W. K. Gerbrick, who 
directed the business of the company bearing his name, 
is secretary of the George Banta Paper Company and 
will have charge of the sales department. 

The several lines will be continued, including “quali- 
fied” adding machine paper in white and buff, papers for 
special purposes, and plain and printed gummed sealing 
tanes. 


Handicapped Woman Operates Typewriter. 


Though both of her hands are missing, a young woman 
of St. Louis operates a typewriter with considerable speed 
and dexterity. The contrivance used for manipulating a 
typewriter is a round stick of wood, slightly over seven 
inches long, to which is attached a brass ring near one 
end and a rubber tip at the other. One of the fingers 

















HANDLESS WOMAN OPERATING TYPEWRITER. 


of the typist’s artificial left hand is passed through the 
ring when the device is employed, and the keys are struck 
with the cushioned end, as illustrated in Popular Mechan- 
ics Magazine. 


New Express Rules Effective December 10. 


The Railroad Administration has authorized new rules 
effective December 10, affecting the packing of shipments 
offered the American Railway Express. 

The rules wili not permit the use of paper wrapping for 
packages over twenty-five pounds, nor of ordinary paper 
boxes, wrapped or unwrapped, when the weight of the 
contents is over that limit. For shipments of more than 
twenty-five pounds wooden containers or fiberboard, pulp- 
board or corrugated strawboard containers of specified 
test strength are required. 

This standardization of express rules will place the ex- 
press service on the same basis as freight, so far as the 
character of the cartons used is concerned. The regula- 
tions were authorized by the Railroad Administration to 
meet present day conditions, when the express traffic has 
reached abnormal proportions without a substantial in- 
crease in the car facilities. 


Retail Clothiers Follow Stationers. 


The National Association of Retail Clothiers has ar- 
ranged to solve the overstock and shortage problems 
along the lines now operated by the National Association 
of Stationers and Manufacturers. A central bureau will 
list stocks offered for sale to the trade, and endeavor to 
find a purchaser among the members. Another new fea- 
ture is placing at the disposal of members the services of 
specialists in advertising, salesmanship, systematizing, ac- 
counting, community development, etc 


Merchants Oppose Early Closing. 

A city ordinance was recently passed in Duluth, Minn., 
requiring that stores close at six o’clock in the evening. 
The Duluth Retail Merchants’ Association has brought 
suit against the city to prevent enforcement of the law. 


Retail Selling Taught in High Schools. 


Students in the high schools of Pittsburgh, Pa., and 
Providence, R. I., are offered courses in retail selling, in 
which they are taught both theory and practice. 
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Here’s what The Ediphone is 


doing for American business men 


[i is writing over a million Better Letters a day 
for them; 


It is satisfying dictators and stenographers 
alike—for the very complete reason that it creates 
ideal efficiency, comfort and convenience in the 
dictation and transcribing of letters; 


It is saving for the heads of thousands of firms 
at least 333% on the cost of producing letters— 
increasing their output by anywhere from 50% to 
100% more letters, with the same staff and with 
no more work. It eliminates the costly delays 
and only partial efficiency of shorthand under the 
best conditions. 













NUINE 
TATING MACHINE 





















EYER LETTERS 








Put The Ediphone on any basis you wish as far as your 
business is concerned. It fits it like a glove. It will do 
all—and more—than you could possibly expect in putting 
system and ease and economy into your letter writing. 
And it will satisfy your stenographers and your dictators. 


Dictate to The Ediphone if you want to know 
what a big thing Edison has done for you in 
giving you this perfect system for producing 
Better Letters. 


In the meantime write us and ask for a copy of “Better 
Letters.” It will tell you a lot of interesting things as to 
why shorthand has no place in your ofice—and why The 
Ediphone is the one logical system for you to have. 


Thomas A. Edison, Inc. 


Orange, N. J. 
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“‘Here is the Best Binder I Have Ever Seen’’ 


Office Manager—"“‘In the fifteen years I have had charge of your office [ have never recon nended a sinzle device but what has be 
your advantage. Now here is a mew binder that is the best I have ever seen—it has s> many points of superiority over the old kind that 
I'm sold on it and would like you to give it a trial.” 

President—"“Y ou are right, I depend upon you for office efficiency,—so go ahead and order some of them. They look mighty good 
me, but what will you do with the old binders you now have?” 

Office Manager—‘‘I've got that all figured out. I'll use them for filing, for transfer use. There will be no loss.” 


The @pco Flexion Expansion Binder 


The first new idea in loose leaf Binders in 20 years. All unsightly, awkward, external 
posts eliminated—no sharp edges—lies flat—and cannot mar the desk—simple in 
operation—no complicated mechanism— infinitely superior to the old style. 


It is over twenty years since there has been any real practical improvement in loose leaf binders. True there have 
been some slight modifications of the old time mechanical principles, some insignificant improvements, but nothing 
worthy of consideration and adoption. The Adco-Flexion Loose Leaf Binder is such a definite and radical improve- 
ment over the heavy three-piece-back ledger, that it will rapidly replace all other styles. 


More Economical—A Reduction in Expense 


The “Adco-Flexion”’ will outlast any two binders ever built. No expense for new backs; leaves are inserted more easily; the adjustment 
is automatically taken care of—it holds from a few to 1000 leaves, saves office furniture, saves vault space—an economical adjunct 


Different in Principle, Better in A Boon for Bookkeepers 
Construction The ‘‘Adco-Flexion” is not as heavy and cumbersome as the old 
The mechanism of the ‘“Adco-Flexion’ embodies entirely new time binder. It is light—attractive, nothing to catch and tear y 


clothes—bookkeepers are not compelled to do manual labor ir 


addition to using their brains —all metal parts rounded and 
ner; it 


principles in steel construction with small minimum and large 
maximum expansion. The chain posts, a novel idea, are entirely : 
hidden and have high tensile strength. The ‘“Adco-Flexion” has P0lished—opens flat, can be stacked one on top of the ot 
very few parts—nothing to get out of order. Practically indestruc- fact, it adds happiness to any bookkeepers life. Just see one ar 
tible. Fully covered by patents. judge for ycurself. 


ADCO—The Binder of Highest Efficiency 


Abco-"*Vif’? Machine Posting Ledger for use with the Burroughs or Burroughs-Crane, Moon, Hopkins and 
other machines. 


AbDoo **C’’ Ball Lock Tapered Post Binder for use with the Elliott-Fisher Bookkeeping Machine. 


Send for circulars and descriptive matter 


Accounting Devices Company 
564-570 W. Monroe Street Chicago, Ill., U.S. A. 
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Valuable Export Trade Guide. 


In view of the very large number of requests for copies 
of “An Export Order and Allied Topics,” received from 
manufacturers, export houses, colleges, schools and others 
throughout the United States interested in foreign trade, 
it has been found necessary to publish a second edition 
of this very interesting monograph. 

There has always been a degree of mystery attached 
to export business, particularly as it affects the actual 
execution of orders and payment for same, but with ‘the 
increased participation of American firms in foreign trade, 
and the large amount of publicity received by the latter 
during the past few years, this degree of mystery has 
greatly decreased, and in many cases has disappeared 
entirely. Although the principles and methods of estab- 
lishing and maintaining business abroad are _ substan- 
tially the same as for domestic business, it is true that 
the details involved in filling orders and obtaining pay- 
ment for vary somewhat. To acquaint American 
business men and students with this export technique is 
the purpose of “An Export Order and Allied Topics.” 

The successive steps involved in the handling of an ex- 
port order are portrayed and explained in as simple and 
effective a manner as is possible. The actual documents, 
forms, correspondence and other papers employed in the 
filling of the order are reproduced, and the function of each 
explained in a very academic manner. Thus the subject 
covered is made intelligible to those who are just entering 
foreign trade, or to those whose knowledge of the latter 
is but an elementary one. An intelligent clerk who applies 
himself to the work will soon master the details and rou- 
tine required in shipments in foreign countries. 

In the export department of some of the foremost Amer- 
ican manufacturing companies and in many leading export 
houses a single copy has often been used to circulate from 
desk to desk until it has made the rounds of all employes. 
Copies of the book are found on desks of many export 
managers or in their libraries. 

The monograph has been prepared and published by the 
Foreign Trade Department of the National Association of 
Manufacturers, 30 Church street, New York City, from 
which organization copies can be obtained free of charge 
by manufacturers or others interested in foreign trade. 


} 
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Boston Mechanics Officially in T. A. A. M. A. 


One hundred typewriter and adding machine mechanics 
are now Officially members of the Typewriter and Adding 
Machine Mechanics’ Aid Association, Inc., of Brooklyn, 
N. Y. The charter and constitution of the parent body 
provide that a membership of 100 is necessary for the 
organization of a separate chapter. Boston is accordingly 
now a separate chapter of the association, with the fol- 
lowing officers: President, T. H. Campbell; B. H. Burnim, 
recording secretary, and G. M. Fox, treasurer. The chap- 
ter is known as Boston Branch No. 3 of Boston, Mass., 
of the Typewriter and Adding Machine Mechanics’ Aid 
Association, Inc. 

The parent body in Brooklyn, N. Y., 
the National Security League, a series 
tures on the constitution of the United States; our system 
of government; democracy; and The Flag—Its Adventures 
—Its Message. The first of these lectures was given on 
October 24. Amontig the lectures will be one on the value 
of citizenship. 

It is interesting to note that working conditions tor 
typewriter mechanics in New York City have greatly 
improved of late. Those who formerly received from $15 
to $21 per week are now getting from $24 to $32. This 
advance has come without trouble. 
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New Organization in Grand Rapids, Mich. 


The organization of the Serfling-Sinke Company, Ltd., 
is announced. The new company succeeds the Serfling 
Company, Ltd. A printing department has been added to 
the office supply business. The company’s store is sit 
uated at 132 Lyon street, N. W., Grand Rapids, Mich. 

The Serfling Company is one of the established office 
supply houses in Grand Rapids, where it has served the 
business community of that city for the last fifteen years 
ae veteran of the Spanish-American war 
and an office supply man of long practical training. James 
Sinke recently returned from France. where he was cap 
tain of Company K, 126th Infantry, 32nd Division. Cap 
tain Sinke has had fifteen years of experience in the pro 
duction of hig! printing. 


Serfling is a 
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| ‘‘Blessed be the Tie that 
Binds Securely’’ 
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Your Customers Discover 
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SECURITY BINDING STRAPS 
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2900 5th Avenue South 
MINNEAPOLIS, U.S.A. 


BRANCH OFFICES: 


New York, 150 Broadway 
Cleveland, 438 Schofield Bldg. 
Chicago, 445 ist National Bank Building 
San Francisco, 402 Ist National Bank Building 
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Freight Loss and Damage Claim Forms 


as approved by the Interstate Commerce Commission for use 
On all railroads. The blanks are made up in duplicate form, 
50 and 100 sets to the book, with regulations printed on back. 
On orders of 500 sets or over, your customer’s name can be 
printed in the heading. Send in an order for a few books. All 
you have to do is show them to your trade. They'll buy. Every 
shipper is a possible customer. 


Price per book of 50 sets, 55c each—100 sets, 95c each. 





> 
Your Customer’s Imprint 


HERE 


Standard Form for Presentation of Loss and Damage Claims 
Approved by The Interstate Commerce Commission 




















"Wisse ol parece to whent Gaim presented Ades eee ¢ dasmass Se 
Cae of coe - | 
_ — ee 
‘This claim for $ vases ate tenons oe or ™ 
ter - wn connecuon #ith the following described shipments 
Description af shipment a —————————————— 
Name and address of consignor (shipper) — — a —EE 
from T — 
— - aan TT 
Pinal destination 0 ———--. Rowted via. a —————— 
Cay, town or tation 
Bail of Lading waued by - - Co. Date of Bil of Lading __ - 
Paid Freight Bill (Pro ) Number —— = ; Original Car Number and Initial___ 


DETALED STATEMENT SHOWING HOW AMOUNT CLAIMED IS DETERMINED 
(Number and description of artclea, nature and extent of loss or damage, invoice price of articles, amount of claim, etc ) 














~~ Total Amount Claimed 
IN ADDITION TO THE INFORMATION GIVEN ABOVE, THE FOLLOWING DOCUMENTS 
ARE SUBMITTED IN SUPPORT OF THIS CLAIM 


The foregomg statement of tacts ie hereby cerufied to as correct. 
—_—~”~™~™S«Sw en 
+ Clement chowkd samgr to each imum 4 som be) Umer’ ing same io the space provided af the upper Rand coreer of thus form 
Cmereto es ts ae he a vm Reference should be made 
. place check (X) deiore puch of the documents mentioned as have been attached. nd explain under “Remarks” the abeence of any of the 
Gocuments catied for m connection with thes <iaem When for any reason & = unposmible for clamant \o produce wriginas bill i lading, oF pasd treight bili claument 
arene dup. ete. num se pyocted by engine documems - 

















Attractive Leather Covered Metal Paper Weights 








The best paper weight on 
the market—neat and unbreak- 
able, just the thing your customer 
wants. They last forever. 

1l-lb. weight, $3.25 per doz. 

1}-lb. weight, $3.75 per doz. 

2-lb. weight, $4.10 per doz. 
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*— LOOSE LEAF LEDGER SHEETS +{HitH 


Size 9§x 11] Debit and Credit Ruling regular stock s I 
form made up cf a 36c per lb. Ledger stock. We will sie 
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imprint your name and offer them for $6.20 per 1000 fb ty 
in 5000 lots. $5.95 without your imprint. Wealso ~—ffTT 
oe solicit ycur orders for special ruling jobs. Sendin JUTTTT 
t > your order and we will send estimate and sample of Pe 
f —— stock at once. SBeiee & 
tH ++ tee 4 
Accurate Office Supply Co. Santen 
Manufacturing Stationers thith 
Office: 119 E. 23rd St. Toh 

b Factory: 240-2 E. 24th St. New York, N.Y. ‘ t 
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The National Budget System. 


The Chamber of Commerce of the United States, 
through a committee of which W. L. Clause, of Pitts- 
burgh, Pa., is chairman, is participating in the national 
budget system hearings before the House committee on 
appropriations. These hearings, just starting in Wash- 
ington, perhaps will last two weeks. 

The war made necessary an expansion of Government 
expenditures to an extent hitherto not only unprecedented. 
but almost unbelievable. This in turn gave rise to a 
comparative expansion of taxation and issuance of Gov 
ernment loans. The immense burden thus placed upon 
the people in general, and upon business and industry in 
particular, has led to a greatly increased interest in the 
manner in which the Government expends its funds and 
a demand for stricter and more intelligible methods of 
appropriating and accounting. Consequently, in the judg- 
ment of the National Chamber of Commerce, the time 
has arrived for pressing upon Congress the need tor 
adopting a budget procedure with far greater hope of 
success than at any time in the past. 

Not only the organizations which in the past have sup 
ported the national budget are becoming more active, 
but new organizations with the sole purpose of supporting 
the budget propaganda are springing into existence. If 
all these agencies can be brought to work with a common 
purpose for the same end, it is to be expected that Con 
gress, in which support for a budget plan has been con 
stantly growing, will give heed to this expression of 
popular opinion and demand for financial methods which 
have long since been approved in every other enlightened 
country on the globe. 

The present President of the United States some years 
ago expressed to a budget committee of the chamber his 
support of the plan, and quite recently in a cable to the 
then chairman of the appropriations committee of the 
House has voiced his desire for the adoption of the budget 
method. 

The National Chamber, as late as May 1, 1919, went on 
record on this subject as follows: 

“A national budget will introduce standards of business 
in correlating income and outgo, and afford information 
as to the disposition and sources of public funds. Ex- 
penditures of the Federal Government have reached sums 
beyond all earlier contemplation. Taxation and borrow- 
ing have assumed proportions hitherto unknown. Through 
referendum and by vote of delegates in annual meeting, 
this chamber has repeatedly advocated a budget system 
as a means of introducing business methods in the Gov- 
ernment’s fiscal affairs. We reaffirm these declarations.” 

The National Chamber’s committee has drafted in sim- 
ple language and concise form what might well be called 
the minimum requirements of a budget system upon which 
all advocates may be able to unite—the minimum require 
ments of an effective budget system to which additions 
might advantageously be made in the course of time 

On the committee with Mr. Clause are President Frank 
J. Goodnow, of Johns Hopkins University: W. F. Wil- 
loughby, director of the Institute for Government Re- 
search, Washington; Paul W. Brown, editor of the St 
Louis Republic: C. K. McClatchy. editor of the Sacra- 
mento Bee: W. H. Cowles, publisher of the Spokane 
Spokesman-Review: Herbert G. Stockwell, certified public 
accountant, Philadelphia. 





Credit Men Seek Stability. 


Credit men of the country have inaugurated a cam- 
paign through the National Association of Credit Men to 
eliminate some of the exemptions allowed to debtors 


in the various states. It is also planned to combat the 
“returned goods evil,” which, in the aggregate is said 
to cost the business interests of the country $25,000,000 
every year. 

The exemptions in bankruptcy laws provide a safeguard 
for citizens against the perils of poverty in case of in- 
solvency. The National Association of Credit Men be- 
lieves that the interests of commercial houses as well as 
retailers would be better served if there were no such 
exemptions. It is well understood that it is only the 
minority of merchants who go through bankruptcy dis- 
honorably. 

It is the belief of officers of the association that a mer- 
chant who does not keep some kind of books should not 
be allowed to procure his discharge in bankruptcy if he 
has been overtly neglectful in his accounting. 
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A New RofitMaber for Decors 


big new profit: a steady profit; one that is bound to grow—doesn’t that 
interest vou? You can make sucha profit on Hub Security Folders—the new 


and better way of filing correspondence by locking each letter securely in place. 


Such people as Bethlehem Steel, Goodyear Rubber. B. F. Goodrich. White Motor. 


Cambria Steel and a host of other business leaders are now using them. 


We are selling these patented folders aplenty right in your territory, but would 


prefer to sell through you rather than direct. 


Write now for samples and prices—it’s the most paying thing you'll do today. 


THE J. Cc. HUB MANUFACTURING 
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Jrcrease Your Rotiton hrcex Cuides 


HY carry many kinds of index guide cards, when you can easily fill all 

demands from a small stock of Hub insertable label, celluloid tab guides? 
The smaller stock means less money invested. quicker turnover, more profit. 
The popular sizes of Hub one-piece, celluloid tab guides and insertable labels 
will enable you to supply your customers with alphabetical. geographical. 
numerical or especially devised indexes. simply by varying the insertable labels. 
Send now for a complete set of samples of these new. better guides, with 


dealers’ low prices. 











THE J. C. HUB MANUFACTURING COMPANY, CLEVELAND 
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Coming Events 


Cast Their Shadows Before 
HE National Business Show 


in 1920 offers to manufac- 
turers of Office Equipment and 
Systems, the following schedule 
of Expositions. 








San Francisco - - - - - - March 
Philadelpaia « + + -:.+. + 6 ge 
New York - = « ss. 2 


Space books are open for the three shows. 
It is suggested that reservations be made as 
far in advance as possible. 


NATIONAL BUSINESS SHOW 


THE EXPOSITION oF MODERN ADMINISTRATIVE METHODS Anp EQUIPMENT 








Frank E. Tupper, President 150 Nassau St., New York 
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“I Make 


a Plan” 


yY/ 


says the architect 


“to tell everyone the skyscraper over there 
came off the point of a cracking good 
pencil made in America. 


VAN DYKE >: 


and if it’s the best pencil I can use, it’s 
the best that every business man can use 
in every department of office or factory. 
In use quality comes out of it, because 
that’s what is put into it.” 


EBERHARD. FABER 
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Made in 16 degrees of 
hardness graduating 
from 6 B, softest, to 
8 H, hardest. 


The Oldest Pencil Factory in America 


Factories: Brooklyn N. Y. and Newark, N. J. 


Offices: New York Chicago ~ Boston 


San Francisco 
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The Penholder. 


(Co ied trom Page 134.) 
taken to a needle-studded dipping board amd driven o1 
the point of a needle with a wooden mallet Che board 
1s the nm turne d over! na the penholder is dipped and raised 
slowly and evenly into a bath of color and varnish. It 


is then placed in oven and baked for 


i twelve hours 
at a temperature ranging from 180 to 240 degrees 


different colors reqt different degrees of heat ror 
example, if a light bli holder were baked at the sam¢ 
tem] iture as a bl it would come out of the oven 
undesirable reen vellow holder, under the same il 
cumstances, wo completely spoiled, emerging 1 
the ing process dirty brown. White is a parti 
larlv difficult color to attain by baking hat is 
white penholde \ Idem tound o1 l 

Following the baki process, the holder is dippe 
nish enamel, which dries hard and smooth in ab 
three hours without baking, thus effecting large saving 
ver ordinary enamel ind supplying the necessary le 
ment for a perfect permanent finish. A final bath of clear 


baking varnish is followed by another baking 





hours The holder is then placed in a dry I 
allowed to dry slowly Some grades of p 
not baked. merely varnished and placed 11 the dry 
Toot 

In making penholders for advertising purposes, such 


as those used by large hotels or industrial concerns, which 
usually have a natural wood finish, the penholder is give: 


a coat of clear varnish in the tumbling barrel and dried. 


It is then imprinted with the company, firm or individual 
advertisement and given a final lacquer or baking varnish 
finish. 


In preparing the holder for the pen, several different 


certain types of holders, the end 
Ty 


methods are used It 
is merely slotted, the pen being inserted in this slot 
others, a brass tube or a cork plug is fitted in the hole 
the end, nd the pen slips into place betwee! 
this tube or plug and the wood. Other holders are fitte 
with a metal tip with prongs over which the pen is slipped 
into plac In making cork or rubber tip holders, a nickel 
plated brass tube with cork or rubber covering is fitted 


bored 


on the tenon This part of the holder is placed on a 
machine which makes three needle-like and unnoticea)le 


indentations through the cork and tube, and fastens the 


latter into the wood 





In the making of the cheapest penholder—those retail 
ing for one cent—the strip of wood is run through a 
machi containing a die which raises corrugated ridges 
on the holder It also has a tenon turned down on one 
end, to which is fastened a spring steel tip with an oper 
ing for the pen \ better grade penholder, which usually 
retails for ten cents, is made oi hard rubbet Fancy and 
artisti holders ire made of the better woods. ivory, 
gate, mother-of-pearl, and many other syntheti a 
terials 

While not pretending to cover the subject thoroughly, 
this article vives a fairly good idea oft the several p! 
esses which the unfinished holder must undergo betore 


it is ready for the market. Let us hope that thi 
tion will serve to instill in us a greater measure of respe 
than Ve have hitherte accorded this indispensable littl 


articl 


“GF” Allsteel in Milwaukee. 


At gency for t sale of Allsteel metal office eq 
ment has been opened by A. H. Hecker, 325 Goldsmith 


building Mr. Hecker has arranged to carry a full line 
of filing equipment, office furniture, safes d shelving 
so that orders cat ve filled from stocl 


American Concern Appoints Trinidad Agents. 
[The Monroe Calculating Machine Company recently 
appointed Dalton & ympany, Ltd., their exclusive agents 


for Trinidad 


Dalton & Company are one of the largest banking and 
exporting firms in the British West Indies, having excel 
lent facilities for handling such a specialty as the Mor 


roe. Their head office is at Port of Spain, Trinidad 


G. J. Schmucki, one of the well-known members of the 
Monroe sales organization, has been on an extended vaca 
tion visiting his old home in Switzerland He landed in 
New York during the week of the Business Show and 
alter a short visit in New York. joined his associates in 
Cleveland. 
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MUCILAGE AND 
CREAM PASTE 


The Line That Satisfies 


DIAMOND INK COMPANY 


Milwaukee, Wis., U. S. A. 


New York Office: 
265 W. Broadway 
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WRITES A BRIGHT kK 
GIVE COLOR CHANGING TO APERMANEN' BLtig 
THIS eA oan IF TAKEN SOON AF ip -waich 







TRUE CHEMICAL FLUID 
DOES NOT FAD 
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“PACK THEM 
TO THE LIMIT! 














They’re Made to Stand It’’ 


That’s the reason for the abun- 
dant and steady demand for 


MAYVILLE 
FOLDERS 


for Vertical Files 


They are made of strong manilla stock, 
will not break in the fold and will not 
curl on the edges. MAYVILLE Folders 


give the ultimate in filing service. 


Write for our complete catalog of paper specialties. 


MAYVILLE Die Wiping Paper, Adding Machine Rolls and 
MAYVILLE Treated Tympan and Offset Papers are stand- 


ard—ask us about them. 


GEO. W. MILLAR & CO. 


284-290 Lafayette Street New York, N. Y. 


Also makers of 
standard quality 
“ MAYVILLE” 
Die Wiping 
Paper, Adding 
Machine Rolls 
and ‘‘MAY- 
VILLE” Treated 
Tympan and 
Offset Papers. 





The Store 

That Sells 

“MAYVILLE” 
Sells Service 
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The New President. 


Richmond Convention Elects Ralph Shermai 

Bauer, Head of the R. S. Bauer Co., Lynn, 

Mass., President of the Organization for the 

Ensuing Year—Sketch of New President's 
( ‘areer. 


The members of the National Association of Stationers 





and Manufacturers are to be congratulated upon the ele: 
tion as president of the organization of a man of the 
character, standing and reputation for constructive work 
of Ralph S. Bauer of Lynn, Mass. This journal has 


been a consistent advocate of Mr. Bauer’s election and 
rejoices that the position for which he is so well fitted 
has now found him. 

The following sketch of Mr. Bauer’s career will be of 
interest to all stationers: 

Ralph S. Bauer was born in Provincetown, Mass., Jat 
uary 1, 1867. This is an old settlement on Cape Cod 
rich in historical associations. Mr. Bauer’s father was 
a school teacher, moving about a good deal from place 
to place, so that the boy’s early years were spent in 
Provincetown, Petersburg, Va., Philadelphia, Buffalo and 
Boston. 

He finished his course in the Boston Latin School in 
1885, going from there to Alfred University at Alfred, 
New York, where he completed his preparatory course, 
going thence to the Boston University Law School where 
he was graduated in 1889 with the L. L. B. degree. Mr 
Bauer has never practiced law, however 

The enterprise of Mr. Bauer was shown even in his 
school days by helping to pay his own way through 
school by the sale of papers, driving a delivery wagon 
and other such occupations. 

After finishing his course at the university his experi 
ence in newspaper selling led him to take a position in 
the circulation department of the Boston Herald which 
he held for two years. In 1889 he was made assistant 
circulation manager of the New York Herald. He left 
this positien to go to Chicago to take the place of cir 
culation manager of the Chicago Evening Post, later 
going to the Chicago Herald in the same capacity. His 
experience with the Chicago papers brought him a call 
to St. Louis as assistant general manager of the St. Louis 
Star, where he remained until 1899. 

In 1899 he bought a small variety store in Lynn, Massa 
chusetts, which had been owned by F. A. Easton ot 
Worcester. A few months later he abandoned the loca 
tion of the old store and moved to larger quarters at 
31 Central Square, Lynn, adding to the stock carried 
articles classified as commercial stationery, and in the 
same year he opened a store at 172 Essex street, Salem, 
Massachusetts. Both of these stores have increased in 
size from year to year very rapidly and in 1915 the Lynn 
store was moved to a building at 33-35 Central Square 
which was bought by Mr. Bauer and occupied entirely 
by his establishment. Upon going into this building he 
took on lines of office furniture, filing devices and general 


office equipment of all kinds—the entire second floor of 


] 


the building being utilized as a display room [his is 
where he is located today. 
He became a member of the National Association 


the Boston Convention. The year following the conven 
tion Frank Bailey was president and he appointed Mr 
Bauer chairman of the Blank Book Committee because 
of the reputation Mr. Bauer’s store had established in 
the blank book business This was Mr. Bauer’s first 
committee assignment. He was chairman of the Blank 
Book Committee under three administrations of the Na 
tional Association, auditor under two administrations, 
member of the Catalog Commission under three admin 
istrations and third vice-president of the Association for 
the last two years. 

Mr. Bauer has for many years been very active in the 
civic affairs of Lynn. During his first year in Lynn he 
was made chairman of the committee on municipal im 
provement of the Lynn Board of Trade This was fol 
lowed by his selection as chairman of the Citizen’s Con 
mittee to purchase the entire ocean front of Lynn by 
the Commonwealth of Massachusetts and make it an ope! 
free boulevard which everyone might enjoy. This project 
was carried through successfully, as is known to all of 
those who have visited that neighborhood. 

He was President of the Lynn Board of Trade for six 
vears and was at the head of the movement which found 
ed the Essex County Associated Boards of Trade, com 
posed of fourteen business organizations in northeast 
Massachusetts and he served for two years as president 
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Reduce Sales Expense ~ 
In Which You May Participate 


YOU realize that it has been costing 
you up to 45% of the price of every 
adding machine you buy, just to be 
induced to buy it? 


For years the established price of a 
g-column adding and listing machine has been 
$300 or more. Nearly half of this represents 
selling expense, but the Federal Adding Machine 
Company is seeking to determine by means of a 
national economic experiment, whether this price 
cannot be greatly hes 


We believe a great number of business men are 
convinced that adding machines are a necessity and 
are now ready to buy without having adding mach- 
ines sold to them by expensive sales organizations 
—and thus greatly reduce that expense. 


Every business and financial house east of the 
Mississippi will receive through the mails within 
the next two weeks, an announcement of the Fed- 
eral experimental selling plan—an offer of 1000 
standard $300 Federal Adding Machines at $222.50. 


We are doing this in order to determine the 
actual selling cost, and to establish the future sell- 
ing policy of this company. 

The “serve-self” idea is gaining recognition in 
all lines of business. That is, the wise economy 


of cutting out all expensive “frills” in getting 


merchandise into the consumer’s hands. 
By being your own salesman, you can save in 


selling cost. When that cost in the past has run 
as high as 45 % it means a real saving to you. Thisis 
the idea behind this experiment, that we believe 
meets the new conditions and business needs of 
the present time. 


We would have no trouble marketing the Fed- 
eral along the old sales lines for $300. It is the 
“last word” in adding machines, designed by the 
veteran adding machine designer and builder, 
Charles Wales, as the crowning result of his gen- 
ius and experience. It is backed by a well-financed 
corporation, and is manufactured by one of the fin- 
est mechanical and engineering organizations in the 
country — Colt’s Patent Fire Arms Mfg. Co., 
Hartford, Conn. 


But we know that right now American business 
men are demanding that needless waste be elimin- 
ated in merchandising methods just as truly as in 
factory methods. 

Are we right? You, who use and need add- 
ing machines—would you rather BUY one for 
$222.50 or BE SOLD one for $300. 


FEDERAL ADDING MACHINE CORP’N, 
251 Fourth Avenue New York 











In constant use for 
five years by some of 
the largest corpora- 
tions in the East, in- 
cluding the Federal 
Government. Exact- 
ing tasks have proved 
its merit finally. 


The Standard Federal ‘‘A’’ Adding and Listing Machine has nine- 
column capacity, eighty-one keys; 13-inch carriage; roll-paper holder; 
flexible keyboard; easy handle pull (motor equipment if desired). 
Only half as many parts in the Federal as in other standard ma- 
chines. Stronger construction, standardized interchangeable parts. 
Every item visible. 


Adding machine service guaranteed. rite 


for sixteen-page illustrated booklet. 
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Profit in 





“Economy” 


All-Wool Felt Seat Pad 


“Economy” combine comfort and 


Cc is the non-shine feature 
usnions of felt seat pads. (We 
also make them all-imitation leather.) 
The edges are welted a'l around, and the 
tufting is generous and secure. Made in 
15-inch and 18-inch sizes. 


“Economy” prevent c lothes 


shine, and make a 


All-Wool FeltSeatPads ©) -.0.." «hair. 


We use all-wool felt. The straps are 
genuine leather. Four standard sizes; 
three colors: maroon, green and _ rich 
brown. They enjoy a steady sale that 


brings the dealer 
good profits. 






“Economy” Cushions 











“Economy” 


Selling propositions of 
all sorts are offered the 
ofice outfitter. Every 
day brings some to his 
attention, but the 
“Economy proposition 
yields him the cleanest 
profits —the easiest sales 

the all-the- year 
season. 


Approval \Ve submit samples 
Proposition by prepaid express 


to responsible deal 


ers on memorandum. If no 
satistactory they can be returned 
at our expense, and the charg: 


cancelled. 


Write for our booklet 


Economy Seat Company 
3132-36 South Canal St. 


Chicago, IIl. 


New York Representative: 
A. H. Denny, 386 Broadway, New York 


Southerr Representative: 


Atlanta, Ga. 


Pacific Coast Representative: 




















—— . 
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E. V. Bogart, 909 4th National Bank Building, 


C. E. Davis, Empire Building, Seattle, Wash. 
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of this body. He is a member of the Boston Stationers’ 
(Association ard was president of this body in 1917 and 


1918. 

He was Vice-President of the Massachusetts t 
Board of Trade for two years. He was at the head of 
the movement that consolidated the Lynn Board of Trade, 
Lynn Merchants’ Association and the Lynn Manufactur- 
ers’ Association into what is today the Lynn Chamber of 
Commerce and he served for two years as president of 
this organization 

He was a member of the Massachusetts State Consti 
tutional Convention as a delegate from the Seventh Mas 


sachusetts Congressional District This was a non 
partisan body organized for the purpose of revising and 
suggesting amendments to the Constitution of the Com 
monwealth of Massachusetts. This body completed its 
work recently and the twenty-one revisions and amend 
ments to the Constitution suggested by this Convention 
were all accept 

Mr. Bauer has never sought publi although 
lic ofhce has sought him many times. 

He attends the Congregational Chur Lynn, but is 
not a church member. 

He 1s a member of the Boston Chamber of Commerce 


the Boston City Club, Sons of the American Revolution 
Lynn Historical Society and the Lynn Oxford Club 

He has one son, Paul Sherman Bauer, 15 years old, 
who is attending Phillips Academy, Andover, Massachu 
setts. We might add that Paul is six feet one and weighs 
in proportion, so that some day his shadow may be larger 
than that of his father. 

Both Mr. and Mrs. Bauer are familiar figures at all 
conventions of the National Association of Stationers and 
Manufacturers Wherever they go they are welcome, 
their gracious and kindly presence adding to the enjoy 
ment of every occasion. 


When All Roads Led to Richmond. 


The New York to Richmond special train arrived on 
schedule time with everybody happy, despite the fact that 
there were five more people on the train than there were 
seats, yet it is related, no one had to stand up. The in 
triguing piquancy of this mystery is alleged to have 
puzzled Charles A. Lent throughout the trip, for Mr. Lent 
was the chaperon of the expedition. Even the alert and 
reliable daily edition of Geyer’s Stationer supplied no sat- 
isfactory solution of the mystery, although it is willing to 
be quoted as to the fact. The eastern delegation, consist 
ing of members of the trade from Boston, New York, 
Philadelphia and other points along the route, did not 
even have to go without food on the trip, although they 
lost one of the two dining cars with which they started 
out: but with the western delegation from Chicago, St 
Louis, Cincinnati, and other points in the central west 
and northwest it was oh, so different. 3y some mis 
chance the dining car was left behind, which acccunts 
for the fact that Harold Struble and John W. Ogren 
bought out the stock of one entire railroad restaurant 
along the route and carried it aboard in their arms. *Tis 
indeed a cold and inclement day when those twain cannot 
rustle something to eat. The official report relates that 
one man. despairing of succor, got off the train at Park 
ersburg and became so engrossed with his ham sandwich 
on rye that he didn’t get to Richmond until the following 
day A. H. Childs was chairman of the arrangements 
committee in Chicago, but, finding himself unable to 
come, turned over what remained of his office along with 
all fees and emoluments not theretofore accrued and 


cashed in to Harold Struble in fee simple. Thus did A. H 
step out from under and Harold became—but why pursue 
the subject? Let it suffice to say that nobody starved and 
that the trip was a joyous event which everyone would 


like to do over again if he could. 
Increase in Big Steel Equipment Factory. 

Theodore Becker of the Steel Equipment Corporation, 
Avenel, N. Y., called on Office Appliances recently on 
his way to California. Mr. Becker told of increases in 
the factory of his company at Avenel. The company is 
making plans for important extensions and has laid out 
a series of structures in addition to its present plant, 
which will make what the company believes will prove 
to be almost an ideal manufacturing establishment 

Mr. Becker is one of the live-wires of the steel furni 
ture industrv He is energetic, thoroughly informed and 
up-to-date in his ideas. 

The \mericat people spend $250.000,000 for chewing 
£m every vear 
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National Combination Type- 
writers Give Double Service 


IN THE 
OFFICE 


They perform as 
well and as speed- 
ily as $100 Ma- 
chines, and attain 
the ideal of per- 
fect, speedy work 





IN THE 
HOME 


The National 
Combination 
Typewriter halves 
the overtime ef- 
fort, and lessens 
the work of keep- 
ing up correspon- 
dence. 





GUARANTEED FOR ONE YEAR 


The National Combination Typewriter 
affords dual service, because in it we have 
condensed the operating qualities of the big 
machines, and made it light enough to carry 
around (weight without case, 91%4 pounds). 
We have stripped the typewriter of all un- 
essential weight and mechanism—all with- 
out sacrificing durability or workmanship. 
We have reduced typewriter selling to an 
easy, effective Ten-Minute Sales Demon- 
stration which really sells machines. 


Dealers can add a typewriter department 
to their stocks, and find a profitable line of 
business that brings trade in office supplies 
in addition. 


Write for full details and 
our Dealers Agreement 


For Europe, address 
all correspondence to 
our E n Direc- 
tor of Saies: 
M. Piero Castelli 
della Vinca, 
Quercianella, 
(Livorno) Italy 





National Typewriter Company 


Fond du Lac Wisconsin 
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HIS is the 

Machine 
the Govern- 
ment bought 
for the Pay- 
/ masters in the 
Navy. 
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(American 
Multiplying 
Model) 
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American Can Company 





= Typewriter and Adding Machine Division 
_ 1230 Monroe Bldg. Chicago, III. 
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New Machines and Devices. 

(Continued from Page 29.) 
telephone are clamped together at right angles by means 
of a steel clamp of Mr. Bradley’s invention, so that when 
the order begins to come in over the ‘phone and each item 
is repeated by the receiving clerk, the repetition of the 
item, or any correction thereof, being also repeated, are 
impressed upon the cylinder of the dictating machine at 
the moment the salesman at the other end of the line 
hears them. 

Mr. Bradley tells us that in the Middle West, 
business is very active and competition keen, telephone 
orders from customers in outlying districts to central 
wholesale distributing towns are numerous and telephone 


w here 


tolls are a considerable item. The wholesalers desire to 
keep in touch with their customers and their salesmen are 
accustomed to telephone in their orders instead of mailing 


them. 

The method above described, we are told, has resulted 
in cutting down exorbitant telephone tolls, since it is no 
longer necessary for the person using the system to stop 
to write out the salesman’s orders item by item while at 
the telephone. The messages are taken and repeated, and 
as they are repeated they are recorded on the wax cylin 


] 


der. Afterward they are transcribed, when the time clocl 


on the telephone desk has ceased to tick off the dollars 
Convenient Chest for Tools. 
{ chest similar to others in form, but dissimilar in 
constructive details has recently been perfected Che 


frame is of kiln dried oak. The frame joints are lock- 
cornered, while the top of the cover and the bottom of 





the chest are rabbeted in, glued and nailed. The tray is 

light but strong, and is fitted with movable partitions 
A CONVENIENT TOOL CHEST 

Its construction is the same as that of the frame Per- 


manently fastened to the cover, this tray is automatically 
raised out of the way when the chest is opened, leaving 
the contents of both tray and chest easily accessible. 
When the chest is closed, the top of the tray is flush 
against the cover; contents of tray are thus held in place 
should the chest be overturned. The handle of the chest 
is leather covered and steel cored, and is attached with 
heavy cotters, preventing it from being pulled out of the 
heavy nickeled steel loops, riveted on, which support the 
ends of the handle. Trimmings are heavy, nickeled and 
polished, and the lock is especially built. It is twelve 
key change, with two milled slot flat keys. 

The chest is made in two sizes and may be had either 
in oak finish or leather covered. Inside finish is dark oak 
stain; outside, golden oak, filled, stained, primed and var- 
nished with waterproof varnish, dull rubbed. 

The leather covered chests are the same in construction 
as the oaken chests, but may be had either in basswood 
or oak as desired. The covering is a high grade imitation 
leather, waterproof and durable. 

These chests are made by the Union Tool Chest Com- 
pany, Inc., of Rochester, N. Y. 


New Wooden Card Cabinet. 
} 


Since the close of the war a Boston house has devised 
and placed on the market a wooden card cabinet which 
is said to have certain novel features of convenience. The 
builder is an old-time cabinet maker of New England— 
one of the men who believe in art as an adjunct to crafts- 
manship. The product is known as the Robinson card 
cabinet. It is manufactured by the Loose Leaf Specialty 
Company, of 69 Canal street, Boston, Mass 
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Your Morey Wont Win Them 


You can’t buy loyalty with bonus 
systems. All you can buy with your money is a 
certain increase of contentment that makes men 
more willing to listen to you-—more willing to respond 


if you offer something more than money—good will, trust, confi- 
L——™ dence, KNOWLEDGE and RESPONSIBILITY. 












Those are the things that make business 
worth while. Worth while to big, brainy, red- 
blooded men—out after the dollars, of course— 


but out after a lot of other things, too—bigger and better 


than mere dollars. Industrial Democracy is one evidence of it. 
And it’s true of all human relations. 


\ The day of doing business by 
proxies, or in the sign language, is out 
’ \ of date. Theman who won’t get off his throne 

. and shake hands with his business will find it talking 


over the back fence with some one who shows personal interest in 
the personal side of industry. 


The reason why the Multigraph 
is coming into its own with such extraor- 
dinary rapidity is because it is the “glad 


hand” of men who aren’t too proud, or too indifferent, 
J7 or too selfish to put their own personality into business. 


The Multigraph is ‘“‘only a 
machine,’ but it is also the only machine 
that produces in the privacy of your office, 
at record speed, at 25% to 75% less cost than other agencies, the 


typewritten and printed messages that today do almost all the direct selling and 
propaganda work of thousands of businesses. 


With a Multigraph you can handle 
inquiries, approach prospects, make dealers en- 


thusiastic, spur salesmen to bigger achievements, reduce 
labor turnover, turn discontent toloyalsupport. And you get every 


job done when you want it—at a price you can afford. 


The scope of its work will surprise you. 
Mail the coupon and see. But— 


You Can’t Buy a Multigraph Unless You Need It 
THE AMERICAN MULTIGRAPH SALES CO., Cleveland, Ohio 
Offices in Principal Cities 


WIN VitZe-MOULIIGRAPITT 
with the 


“MULTIGRAPH SENIOR The Multigraph 


This is a complete, compact equipment that turns out 1830 E. 40th St., Cleveland, Ohio 

high quality printing and form typewriting at very low 

a rom a saving of from 25% to 75%. Itis 

simpleand easy to operate; rapid and convenient. Elec- - ° hd ; ; 
trieally driven, with printing ink attachment, automatic Tell me how I can fight ignorance in my business with 
paper feed, signature device, automatic platen release 


and wide printing surface. Easy payments if desired. the Multigraph. 


“MULTIGRAPH JSUN/IGR 


is is a wonderfully efficient equipment for concerns 
which have a limited amount of work. It does both Firm 
form typewriting and office printing and produces the 
Same high quality of work as the Senior Equipment, = ms “4s 
but it is hand-operated only and cannot be equipped Name Official Position . a 
with electric power, automatic feed and signature de- 


a gama as can the Senior. Easy payments Street Address ___ Town Fe State _0.a.— Nov. 
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“Built Like a 
Skyscraper” 






“am ” 
awe 









































How Much of Your Money 
is Tied Up 
in Filing Equipment? 


How much is invested in duplicate lines And the prestige—the well-est< iblished 
. I © . 
money that would return you a quicker quality reputation—of the line that’s ‘‘Built 
profit if you could use it elsewhere ? Like a Skyscraper,”’ is a constant aid to 
Shaw-Walker dealers operate on a mini- speedy turnover and cumulative profits 
. . roy "AC ¥ yor se > S é la 
mum Sto k investment, bec LUSC the h AW A Dealer Opportunity 
Walker line is complete in itself. Any filing “i 
- . - Our atter-tne -war expans ion offers opportun: 
need can be met from the Shaw-Walker a limited number of dealers to secure repre 
line of steel and wood files and filing sup- tion of the 7 -Walker line. To chosen rep 
lies—index uides, folders, and cards sentatives, will be given the full support « 
, , o , , ards ' > 1 ‘ Dennen: 
p Ics re exes, z 1 a ; S, atl ( 9 Shaw-Walker poli - of l cal oop ration. Py 
which fit any make of cabinet inquiry is advisable. 











GHAW-WALKER 


MUSKEGON, MICHIGAN 
“Built Like a Skyscraper” 
STEEL AND WOOD FILING CABINETS, INDEXED FOR EVERY LINE OF BUSINESS 
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Imperial Interest Tables 


ial Interest Tables enable one to determine the 

st on al m from $1.00 to $100,000 for any de 

S1 1 number o nonths and days. The tables are con 
tained in a book 4% by 10% inches, bound in red fabrikoid 
l in re nd black on heavy linen ledger, and in 

\ us rates of percentage and also »y days 

onths he insert in the illustration shows the 

eans tollowed \ method is provided for figuring un 

isual and fractional rates, and a chart is included showing 





Ts eT rs (comdéGe | taumoGs | teannan’) 
[251 Days, 6 | | | 256 Days. Gx | 261 Days 6% | 266 Days, Sx | 

° a ee) | 1 «<@@@@)/ 1 KP Mo Me 

a axonene 

0x0) | 3 1 @XEKONO 
20K KOKe 

20) KOXOX0 
2e(eKax sys 

2 saKonexe 

KOK) | () 9 XOXOXO 











i 
| 257 Days. 6 262 Days. 6% | 267 Days. 6 
| | *<@0O@)] 1 <@O@O@] 1 «Oe 
| eee vere)! ° ol . 








EXPLANATION 8 Days. 7% 


Each square like this is a complete 


table showing interest on all sums from 1 OOO® 


1 to 100,000 dollars at one rate for a 


certain number of days; the one shown @OOAOQ) 


being for & days at 7%, the method of 


reins Newuired the inereet a'tsen |S DOOO 

$2,000 for 8 days Using the square for . OO@E® 

that rate and time (which is the one here - = 

shown) the © with consti- t MOO 

tutes the principal, and the small figures { . OOA@OE 

3 1 1 the interest in cents, or $3,11 7 

Should the principal be $2,759, it must be 3 '©OO® 

considered as $2,000, $700 and $50, and 3 1QA@O@OE 
) 1QOOO© 


cents or $4.2¢ 








( 
. « 4 

the result added, i. e., 311, 108, 7, or 42¢ 
( 





| @ tenme Gen |S Senne 
265 Days. 6% | 270 Days. 6 





IMPERIAL INTEREST ‘TABLES 


the time elapsed etween two dates The hook is sued 
by the Imperial Publishing Company, Dean-Hicks Build 
ing, Grand Raprtds, Mich 


“Dead” Keys for Foreign Language Typewriters. 
nl Molle type 


For foreign language correspondence, the 
is now equipped with from one to fi kevs for 





THE MOLLE TYPEWRITER 


spec ial chara‘ ters The Moll. ly pew riter Lon pany, 
Oshkosh, Wis., states that these special keys do not in 
terfere with the arrangement of the standard keyboard. 


Sales Quotas and the Post Office. 


Setting quotas in selling work should take into consid- 
eration the possibilities of the post office department 
interpreting the plan as a lottery. If this view is taken, 
the post office has power to deny the mails to correspond- 
ence and advertising regarding the sales contest. While 
postal regulations are not enforced with equal strictness 
throughout the country, the law is on the statute books, 
and therefore should meet with strict compliance. It is 
well, in establishing a sales contest which is to be adver- 
tised through the mails, to make certain that the post 
office will have no occasion to interfere. Such interruption 
might come at a critical time. In case of doubt, the plan 
may be submitted to the local postmaster, who will refer 
it to his superior in charge. This will necessarily take 
some time, but it is the safest way 
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Berkshire Typewriter Papers 


A Business Paper for Every Business Use 


The dealer who concentrates on the 
most complete and strongest selling 
line can carry a smaller stock and bet- 
ter variety and obtain them from one 
source—which means one shipment 
and one account. 

Every dealer in [berkshire Typewrit- 
er Papers has these advantages also: 
l. Large assortment to draw from 

when necessary. 





2. Guaranteed and exchangeable 
therefore no loss from “dead 
stock.” 

3. Wide range of qualitvy—from very 
highest to lowest grades. 

4. Uniform selling prices maintained 

by all dealers. 


cyt 


Free sample books, with dealer’s 
name on cover, showing only the 
papers he carries. 

6. Standard quality and known to 
purchasers for thirty years. 


Berkshire Typewriter Papers 


made by Eaton, Crane & Pike, 
Pittsfield, Mass., will be displayed 
in Space 2, at the Chicago Business 
Show, November 17-22. 


The exhibit is in charge of Mr. 
Harry S. Adams, Manager of the 
Chicago Office, 100-108 S. Michigan 


1venue 


A miniature tablet, representing the 
regular Berkshire Typewriter Paper 
tablet of 100 sheets, will be distributed 
as a souvenir. Sample books of the 
lines ill also be given those interested. 


Eaton, Crane & Pike Co., Pittsfield, Mass. 
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The New 
FOX PORTABLE 


COOHE New Fox Portable is the 
light, efficient, portable writ- 
ing machine you have been 

waiting for. “Self-folding,” sturdy, 

complete—practical in every detail, 
it has met with instant and enthu- 
siastic approval wherever shown. 


q Every effort is being put forth to 
build up production on this model rapidly. 


Now A Fox Dealership now includes 
included this as well as the Standard 
~ gx. Models for office use, and a 
Fox dealer can meet Every 
typewriter requirement of 
ship Every prospect. Think it over. 


in a Fox 


Dealer- 


q@ Desirable territory is being rapidly con- 
tracted for by reliable, established dealers 
in all parts of this, and foreign countries. 


WRITE FOR DETAILS 


a caacaiaaiti 
TYPEWRITER Co. 


N.Y Offices Factory & Genl Offices 
a 2 fast 234. St. Grond Ropids, Mich 
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Note and Draft Rack. 


A note and draft rack has been devised in metal by the 


Currier-McCord Company, Minneapolis, Minn. The cus 


tom among bank tellers and others having a number o 
pads of drafts or other forms before them is to pile the 
pads up, to save counter space. The new device accom 


modates six pads of forms, arranged in steps so that 
each pad is easily identified. In case the drafts are reg 
istered the teller can readily keep an accurate check on 
the drafts, and carry the entire lot into the vault at night 
with the rack. 





[Fes sAlertenssanngtan | 
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NOTE AND DRAFT RACK 


The note and draft rack is made of light weight steel 
finished in olive green or grained mahogany. The ends 
of the rack are open, so that there is no difficulty in re 
moving the pad desired from the rack. 


New Square Waste Baskets. 

Several additions have recently been made to the line 
of the Erie Art Metal Company, Erie, Penna. They com- 
prise square metal waste baskets made in four heights and 
two sizes of openings, furnished in six finishes. Litter 
cannot sift through; simplicity of design; strength to 





DUNDEE METAL WASTE BASKETS 


withstand rough handling; finishes to harmonize with su 
roundings are among the features. The standard finishes 
are statuary bronze, olive green, oak, mahogany, grained 
oak and grained mahogany. The heights provided ar 
i2 inches, 13% inches, 15 inches and 16% inches. The 


two sizes of openings at the tops are 10x10 inches and 
12x12 inches. They, of course, reduce fire risks 


Machine Rolls for Artificial Light Workers. 


So many adding machines are used in places where 
artificial light is used that the Edgewater Paper Com 
pany, Menasha, Wis., has worked out a color formula 
which produces an adding machine roll that saves eye 
sight. “Rolamber” is an amber-tinted paper that lessens 
eye strain, thus enabling bookkeepers and clerks to work 
in comfort by artificial light. The amber tint is equally 
restful to the eyes in daylight, and the adding machine 
records are equally legible by artificial or daylight 
“Rolamber” is made in rolls 2 5/16 inches and 3 15/32 
inches wide. 
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MADE BY THE ELLIOTT CO. | 
of CAMBRIDGE, MASS. 
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addressing equipment 


other 


who already own 
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When you remove the addressed envelope from the 
Elliott Addressing Machine it is address side up, so you 
don’t have to turn each envelope over to inspect the address, 
as is necessary with other addressing machines. 





You can stencil your addresses into Elliott Address Cards 
with any regular typewriter. You don’t have to buy an 
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Why the Addresserpress is Bought by Business Men 








The Elliott rubber printing roll flattens as it prints each 
: : : ’ address, thus putting an equal pressure on every letter in 
expensive address embossing machine and you don’t have the address. °* Other’” addressing machines use a hard, 


r address plates mad tsid ° : 
to have you — 2 ouleite your ofies flat, unyielding printing head, which accounts for the 
unevenly impressed addresses which you so frequently see. 
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THE ELLIOTT COMPANY, CAMBRIDGE, MASS. 





Since Elliott Address Cards are made of fiber you can 
print and write on their frames. We supply them in eight 


different colors, so you can use color classification. ANY 

Elliott Address Card becomes a tab card by simply invert- 

a A trayful of 250 Elliott Address Cards is only 13 inches ing it in the filing tray. Any Elliott Address Card will 

———4 long and weighs less than 2 pounds, ‘* Other’’ address print 10,000 addresses. Elliott Address Cards never get 
_——— plates are three times as bulky and seven times as heavy. stuck when going through the Addresserpress. 
: lle Let us send you our booklet on ‘‘ Mechanical Addressing ”’ 
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‘B & P’- LOOSE LEAF 


COLUMNAR ACCOUNTING FORMS 


SHEET SIZE 14x13 


20 rulings columnar 
take care require- 
of all ments 





The binder is neat and attractive with sectional posts. The sheets are on 
a high-grade ledger paper, clearly ruled, with every 5th line heavy for 
guides. By use of index tabs one binder will take care of a nuimber of 
different subjects. 


SOME USES: 
Cash Received Mds. Distribution 


Cash Paid Expense Distribution 
Cash Journal (Synoptic) Department Distribution 
General Ledger Sales Distribution 
Trial Balance Etc., Etc., Etc. 

and 


for all General Accounting, Analysis, Recapitulation, Statistical or any 
other purpose for which columnar sheets are used. 


PRINTED HEADINGS 


By using these forms you can furnish Special sheets, by simply printing 
in the headings, in small quantities at low prices. 


Complete Columnar Books, Binder and 75 Sheets (150 pages) carried in 
stock in all rulings—Record to 20 column Cash and Journal. 


BOORUM & PEASE COMPANY 


Manufacturers of ‘‘Standard’’ Blank Books and Loose Leaf Devices. 


HOME OFFICES: Front St. and Hudson Ave., Brooklyn, N. Y. 
FACTORIES: Brooklyn, N. Y., St. Louis, Mo. 
SALES ROOMS: 
Republic Bldg., Chicago, IIl. 


109-111 Leonard St.. New York 
4000 Laclede Ave., St. Louis, Mo. 


Old South Bldg., Boston, Mass. 
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New Chair Cushion. 

A new office chair cushion known as the Pretty Soft’ 
is filled with 100 per cent pure hair, sterilized by heat and 
chemically treated against vermin. A mass of hair twelve 
inches thick is compressed under a hydraulic pressure of 
15,000 pounds to the square inch until it is reduced to a 
thickness of two inches. This enormous pressure reduces 
the hair to its maximum compression, so that no degree 
of normal use can make the cushion any thinner. On the 
contrary, the tendency is for the pad to expand. 

While this cushion has been on the market only a 
matter of weeks, its manufacturers have been testing it 
out for years. One of them has been in use for seven 
years and is still giving service equal to that which it gave 


at the start. These cushions are made in three styles 
No. 1 in black or tan imitation leather on both sides, 
one inch thick; No. 2, brown or black imitation leather 





A NEW CHAIR CUSHION 


and felt, two inches thick, and No. 3, black imitation 
leather both sides, two inches thick. 

This line of cushions is made by Stevens, Maloney & 
Co., 21 South La Salle street, Chicago, III. 


Swiss Mission Visits N. C. R. Plant. 

for economic studies in North Amer 
recently on a thirty-day tour, 
[wo days of their pre- 


\ Swiss mission 
ica was in this country 
as reported in previous issues. 
cious time was spent at the plant of the National Cash 
Register Company, Dayton, Ohio. The mission was di 
vided into several parties upon arrival in this country, 
and seventy-four of them spent almost two days at Day- 
ton. The party included prominent merchants, manufac 
turers, bankers, welfare workers and students. A trip 
through the factory was a university education for the 
delegates on modern industrial methods and equipment 
The visitors ate Junch with the workers in the employees’ 
dining room, being interspersed in small groups through 


out the big room The welfare work of the factory was 
carefully studied One of the entertainment features 
was tea and dinner at the country home of President 
John R. Patterson : 


Relief for Victims of West Indian Cyclone. 


The Rotary Club of Havana, Cuba, through its pres 


ident, Carlos Alzugaray, requests the people of the United 
States to contribute such sums as they may be able to 
give for the relief of the persons and families who suf 
fered in the cyclone which swept the West. Indies some 
weeks ago. He states that hundreds of families are ab 


solutely destitute. Money, clothes, furniture, etc., will be 
and use will be found for any such articles 
contributed. 

intended for the relief of the suffering 
gratefully received at the Secretarial of 
Obrapia 61, and at the Hotel Plaza. 


welcom« 
whicl may be 

Contributions 
peopl will be 
the club, 


} 


Typewriter Supply Imports into Vigo, Spain. 

Imports of typewriter supplies into Vigo, Spain, during 
1918 from the United States were valued at $1,491. Cash 
registers imported during the same period were valued 


at $320. 
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‘*Stands for Quality’’ 


CARD INDEX AND 
VERTICAL FILE SUPPLIES 








Wake Up to the Value 


of purchasing supplies with your business card printed upon them. 
See cut above. 


This means any size order, large or small; it also means either 
guides or folders. 


That’s the way we help build up 
the business for our dealers. 
We make no charge for this privilege— 


Your business card tells your customer where to go for another 
quantity of supplies— 


You are not advertising the manufacturer’s trademark instead of 
your own business— 


No competitor can take your business from you should you make 
a change to some other source. You save the thousands of dollars 
and effort it may have cost you to build this business up— 


Investigate by writing us for further information as to how we 
can be of great help to you in building up your business. 


We manufacture a full line of cards, guides and folders. 
1917—No. 1,245,645 


All guides tabbed, printed, imprinted and assembiecd by patented 
process. 


Patented November 6, 


WE ALSO MANUFACTURE A FULL LINE OF 


WOOD FILING CABINETS 


CONSISTING OF 
Check File Cabinets 


Mercantile Report Files 
Small Card Trays 


Vertical Letter Files 
Sectional Filing Devices 
Solid Card Index Cabinets 





We will be pleased to send you Catalogues with 
prices and sampl-s of our product upon request. 


Wagemaker Company 


GRAND RAPIDS, MICH., U. S. A. 
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Locating the Index in Catalogs. 


The National Association of Purchasing Agents Expresses 
its Views. 

The National Association of Purchasing Agents at its 
convention in Philadelphia discussed, among other things, 
the question of locating the index in catalogs. The fol- 
lowing quotation from the report of the Standardization 
Committee explains the attitude of the organization: 

“Much confusion now exists in connection with the 
placing of the index in bound catalogs. Some place it 
in the front of the book, others in the back, while still 
others place it in the center. There are arguments in 
favor ot each place, but in view of the custom which has 
been so long common, whereby a much larger percentage 
of catalog manufacturers place the index in the back of 
the book, the committee feels that this should be made a 
standard practice.” 

Lumber Standards to Be Investigated. 

The following extract from the report of the Standard- 
ization Committee, which received hearty approval at the 
convention, indicates that the purchasing agents have an 
inclination to look further into the matter of specifica- 
tions affecting lumber: 

“A large number of people were interviewed by Mr. 
Kulow in an effort to secure information and opinions 
in regard to the subject. 

“Standard grading specifications now exist on lumber, 
and at the time of making this report it has not been 
possible to determine whether or not this association 
should consider any modification of these specifications. 

“In Mr. Kulow’s opinion it will be difficult to accom- 
plish very much in the standardization of these two com- 
modities at the present time, although no doubt effort on 
ihe part of succeeding committees may bring about some 
results worth while. 

“Certain specifications as to dimensions and grading of 
lumber for shipments from the west coast by rail to the 
east are different from those applied to the same lumber 
to be used on west coast. We recommend that the in- 
coming committee investigate this subject further.” 

Filing of Catalog. 

The following extract from the report of the Standard- 
ization Committee may interest those who are responsible 
for the filing of catalogs: 

“Committee recommends that catalogs be filed numer- 
ically according to size, catalogs to be indexed on indi- 
vidual cards for each vendor, vendor’s cards to be filed 
alphabetically. Where vendors issue several catalogs on 
different lines of goods, index card to furnish clue to the 
goods contained in each catalog. 

“Committee also recommends that catalogs of book 
type be filed on shelves. Pamphlets or booklets may be 
filed either on shelves or in vertical file drawers. If filed 
on shelves, gummed stickers should be applied to the 
back edges, projecting about ™%”, and numbered on the 
projections, the tabs to be staggered so that the numbers 
on each may be readily seen. If filed in drawers, drawers 
of legal, letter, bill or document size may be used.” 

The Standardization Committee for the past year was 
composed of W. L. Chandler, Chairman, Dodge Sales & 
Engineering Company, Mishawaka, Ind.; W. V. C. Bulke- 
ley, Liberty Steel Products Company, New York City, N. 
Y.; H. H. Meeham, A. B. Dick Company, Chicago, IIL; 
A. Lockwood, Lumen Bearing Company, Buffalo, N. Y.; 
F. L. Kulow, Willard Storage Battery Company, Cleve- 
land, Ohio. 


Evansville Concern Changes Hands. 


On September Ist, F. W. Guthrie purchased the DeVry 
Company, commercial stationers and office furniture deal- 
ers of Evansville, Indiana. Mr. Guthrie is now organizing 
a corporation to be known as the Guthrie & Wigginton 
Corporation, and will move the business into larger quar- 
ters at 207-209 Upper Fourth street about December Ist. 
The new corporation would like to receive catalogs and 
price-lists from the manufacturers of stationery and allied 
lines. 

A Useful Souvenir. 

Among the souvenirs given out at the convention of 
the National Association of Stationers and Manufactur- 
ers at Richmond, Va., October 13th to 16th, 1919, was a 
useful desk blotter which was given with the compliments 
of the Albemarle Paper Manufacturing Company of that 
city. This blotter was 12”x19”. The blotter was of a 
green tint with longitudinal stripes worked into the tex- 











Kohihaas Sorting Devices 
for Modern Business 


handle all matter requiring classification of 
every nature. 

Indexed alphabetically, numerically, or with 
special wording to meet the requirements of 
your individual needs. 

Save 90% of the space and 50% of the time 
now used in sorting. 


Instant Reference Files 


These systems keep at your finger ends all 
current matters. No useless fumbling and 
searching for live matter. 

We manufacture Portable and Sectional 
In-Sight Systems for desk use, such as 
Address Files, Daily Reminders, and Card Sys- 
tems of every nature. 

All of our systems are for busy men where 
time, space and system are factors. 

Dealers, write for proposition. 


The Kohlhaas Company 


Manufacturers 


31 W. Lake St. 70 Fifth Ave. 
Chicago New York 
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Compensation 








The sale of THE SAFE-CABINET represents more 


than an exchange of merchandise for money. 


The purchaser receives something more than a safe. 
Before buying he has had pointed out to him the value 
of the records on which the success and continuance of 
his business depends. 


He knows the hazards that menace those records and 
has been shown better methods of filing them. 


The seller receives something more than the profit 
on the sale. He has the satisfaction of knowing that he 
has also rendered his customer a service. 


He has provided him with proven, certified record 
protection. He has helped wage the battle against 
Fire by tracking down fire hazards and making sugges- 
tions for their removal. He has contributed to efh- 
ciency in business by providing record protection that 
is modern, practical and economical. 


The distributor of THE SAFE-CABINET is not 
selling a record container guaranteed to be “fire-proof.” 
Both he and his manufacturer know that there is no 
safe for which this claim can be truthfully made. 


He has sold, and his customer has bought, a safe 
whose resistance to heat has been scientifically ascer- 
tained, proven and certified. Both are compensated by 
the knowledge that vital business records will be 
protected in the best safe that brains can build and 
money can buy. 

















THE SAFE-CABINET COMPANY 


Originator and Sole Manufacturer of 


THE SAFE-CABINET 


‘*The World’s Safest Safe’’ 
159 Green Street Marietta, Ohio 
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Fe Larg est Selling 


Quality, Poncil in 
the World 





Some cne of the 17 black degrees 
and 3 copying will exactly suit 
any custcmer. 


now more than they ever did bef 


VENUS Pencils are quality goods par 
excellence. Start a customer with 
VENUS and he buys it regularly. It’s 
good business to keep your VENUS 
line complete. Quality Purchases Pay. 


220 Fifth Avenue, New York 
and Clapton, London, England 


People in general are buying quality goods 
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American Lead Pencil Co. 











ture \ pane (;recian design carried the name he 
National Ass n surmounting a Il with the nam«e 
of the de rs s was worked in with silver and blue 


n cement is made by the New York University 

t I St. Eln lewis, vice-president of the Campbell 

| ild Compan) s to celiver a ceries of lectures in the 

hel! Te) it Co rce at the university on the subject 

‘Business |} How They Are Formulated, | ute 
Maint 

r -———-—_-- -- ; 
E. ST. ELMO LEWIS 

Mr. Lewis was the first man to establish a resident 

S< 11 of advertising, which was organized in connection 

with the Pierce School of Philadelphia in 1898, and has 


rhe Corona Typewriter Company, Inc., of Groton, N 
Y., and the Fex Typewriter Company of Grand Rapids, 
Mi are litigating to determine whether or not the Fox 
[Typewriter Company is infringing Corona patents cover 

among other things, the fol ia carriage, escapement 

chanism and ribbon vibrator mechanism. The first 
move was made by the Corona Typewriter Company, 
vhose original bill of complaint was hled last summer 
in the U 4. ay States District Court for the Western Dis- 
trict of Michigan, Southern Division 

Besides alleging infringement of patent, the complaint 
charges the defendant company with unfair competition 

at it has made and sold typewriting machines substan 
tially copying the form and appearance of the Corona 

chine, especially in the matter of the frame surround- 
the keyboard and accompanying farts 
Shanghai Imports of Stationery. 

Stationer was imported from various’ unclassified 
sources into Shanghai as follows: (1917) $277,609, (1918) 
$281,827. This classification includes also blank books 
al account books. 

[vpewriter imports into Shanghai from various sources 
wer (1917) $88.450, (1918) $184,973 Accessories are 
included in the figures showing typewriter reports 

\ bird in the hand may be worth two in the bush, but 
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Business Books for Christmas and New Year Gifts. 
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fhe A. W Company, publishers, will this year 
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t a Chris s and New Year business book cam 
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E. St. Elmo Lewis to Lecture on Business Policies. 





een active in business educational work ever since 


Typewriter Patent Litigation Started. 
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Pierce Carbon Copy 
Attachment for 
Typewriters 


It produces a large number of good 

carbon copies on the regular corre- 
spondence machine. 
Practical, Efficient de- 
vice corrects a fault that exists in 
typewriters. Its use in no way inter- 
feres with the regular operation of 
the machine. 


This Simple, 


It is a money saver, and will return 
its small cost to the purchaser sev- 
eral times over each year. 


PRICE LIST (Underwood Model) 


10 inches wide for No. 4 model.............. $5.00 
10 inches wide for No. 5 model.............. 5.00 
12 inches wide for No. 3/12 model........... 5.25 
14 inches wide for No. 3/14 model............ 5.50 
16 inches wide for No. 3/16 model........... . 6.06 
18 inches wide for No. 3/18 model............ 6.50 
20 inches wide for No..3,/20 model............ 7.00 
26 inches wide for No. 3/26 model..... sp aah ble . 7.50 


Terms: Cash. Attachments delivered, 
charges prepaid. 


Dealers and Specialty Men 


We are at this time without representa- 
tion in a few territories, and want to make 
arrangements with live ones to represent 
us. The proposition requires considerable 
of your time, but you will find it profitable. 


Pierce Sales Company 
219 Park Building Pittsburgh, Pa. 











»t in the opinion of the bird in the bush.—Pull-Together. 
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Ravenswood 


Glass Desk Pads 
Widen Your Sales Field 





Ravenswood Glass Desk Pad 
Highly-polished plate glass mounted on 


a base of 
heavy, well-seasoned board. The glass is retained in 
place by four ornamental, brushed brass corners. Look 
for the finger hole (patented) which makes it easy 
to insert or remove memos under the glass. Furnished 
with felt backs as an extra. 


You can sell them to practi- 
cally every user of office sup- 
plies. If you handle desks, 
you should be able to sell a 
glass desk pad with every 
desk. Thus you have a chance 
to sell an auxiliary that brings 
a good profit. 


Look for the 
Finger Hole 


Ravenswood Glass Desk Pads 
have a finger hole (patented) 
located in the front edge. The 
finger hole makes it easy to 
raise the glass without injury 
to finger nails, in order to slip 
memos under it—exclusive to 
our product. 


Get our printed matter, and 
prepare to carry these quick . 
sellers. 


Ravenswood Office Specialties Co. 
Originaters of Glass Desk Pads 


1800-2 Newport Avenue CHICAGO 
We alsc Manufacture Rosco Glass Desk Pads 


TUNGCEUUUUEEUOUEOEOCUEDOUCEHEOOOCEEUGECUOOCGOUOUEEOOGUCEOOCCLOEOEEEOOOOEOOUCEEOUCGHOOCGOLOUCGOOUCCUOUUEEOOONEGOGEOUOUOUGHUUGCESUOUNEOUGECUOUEEOOUCEOOOUCELOGOECUOOUOOOOEOOOCOSOOCEOOOUEOOOUOEUOOOEEOOOEEUOEEEOOOEEDOEEROUOEEONONEOOEEEOOEE 
LTTE TPT PEEP TTT 


1) 
§ 


? 


] 


OFFICE APPLIANCES 


November, 191¢ 


The Atlantic City Convention. 
(Continued from Page 23.) 

abroad having goods to sell to Americans should arrang¢ 
to avail themselves of existing American trade organiza 
tions and domestic systems of exploitation and distribu 
tion. The foregoing report was signed by Vernon Kel 
logg, secretary of the National Research Council, Wash 
ington, D. C., C. B. Bentley, vice-president of the Cali 
tornia Packing Corporation, and E. B. 


Deming of the 
Pacific American Fisheries. 


11 


of the foregoing recommendations it will 1 
doubt be of interest to our friends abroad to note that 
according to recent trade summaries imports into the 
United States for the month of September reached a total 
of $435,000,000, which is the highest record of imports i 
the history of the trade of the United States. The high 
est figure for a single month recorded before the wat 
was, in round numbers, $184,000,000. The eno1 
recorded in September indicates something of the buying 
power of this country and shows that as soon as 
Britain, France, Belgium and Italy are again able to pro 
luce merchandise they will find a ready market in the 
United States. This immense buying power suggests a 
beginning of the rectification of the 
situation, and a redistribution of liquid capital tending to 
bring about healthier commercial conditions throughout 
the world. Many people believe that the countries of the 
world are beginning to adjust themselves to normal 
litions, and that production and wealth are commencing 


oO 
i 


In view 


mous total 


roreig! excnange 


con 


to assert themselves in a natural way. It should again 
and again be emphasized that those who have merchan 
dise they believe we would want if we knew about it 


must not be backward with their publicity, which is the 
most potent commercial weapon in the United States 

At the annual convention of the Investment Bankers 
Association at St. Louis, October 20 to 25, Thomas W 
Lamont of J. P. Morgan & Co., chairman of the Foreign 
Securities Committee, made a report in which several 
very pertinent observations occurred. Mr. Lamont as 
serted that the extension of foreign credits is not the 
work of the regular banker, who receives money which 
must be returned on demand and which he therefore can- 
not safely tie up in long-term loans; neither is it purely 
a technical matter having to do with Wall street and the 
supposedly mysterious realms of “high finance,” but it is 
a work for every thrifty and solvent citizen of the United 
States. Our farmers must sell a reasonable share of their 
wheat on credit, not directly, perhaps, but they will buy 
bonds of some solvent European country that may offer 
her promise to pay, so that with the credit she establishes 
her people may buy American wheat. The same rule 
applies to manufacturers. We must all get into the same 
co-operative state of mind and not shift the responsibility 
upon others. 

The foregoing observations by Mr. Lamont, while ad 
dressed to Americans exclusively, are, perhaps, of interest 
to people abroad in view of the report made the sam« 
day at the International Trade Conference at Atlantic 
City by the Petroleum Committee. The report was 
signed by the chairman, Mr. Teagle, who is president of 
the Standard Oil Company of New Jersey. After recom 
mending that some practical method of financing exports 
to Europe be devised, he stated that the petroleum in 
dustry of the United States would participate in any plan 
that might be worked out, and would take its share of any 
type of international bonds or other forms of security 
created under such a plan. 

The address of William C. Redfield, Secretary of Com 
merce of the United States, before the conference on 
October 23, evoked much approval of his suggestions. Mr 
Redfield urged the organization of a foreign finance cor 
poration with a capital of $500,000,000 to $1,000,000,000, 
preferably the latter figure, to finance exports to Europe 
and the world, accepting long-term securities and obtain 
ing additional funds by the sale of bonds to the investors 
of the United States. 

The suggestion of Eugene Schneider, president of the 
French Mission, toward pooling of economic interests, 
led to the suggestion of a unified policy, of mutual assist 
ance in finance and materials through a league of business 
men, which is to have 2 permanent organization. 

The delegates who were present at the conference re 
gard its three most important results to be: First, the 
exchange of information on the exact situation prevailing 
at the present time among the Allied nations; second, the 
formation of the permanent organization, which is, in 
effect, an international league of business men; third, the 
carefully studied report of the finance committee, and the 
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ANNOUNCEMENT 


Owing to the inadequate 
supply of raw materials 
from foreign sources and 
to the ever-increasing cost 


of various grades of shellac, 
we wish to advise the trade 
to place their orders for 
Davids’ Quality Sealing 
Waxes promptly. 





Thaddeus Davids Ink Company, Inc. 


Manufacturers of 


Inks Inked Ribbons 
Adhesives Carbon Papers 


New York Chicago 
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Transfer Time Finds GF Allsteel 
In Strong Demand | 


[Mo GF Allsteel Agent has a short but pointed message for 


‘business men at this season of the year: — ‘Transferred 
records are not junk.” It is a message that brings system 
and order in many an institution, and much profit to GF 


Allsteel Agents. 


GF Allsteel Transfer Cases, with their manifest advantages n 
over less substantial and less durable devices, afford active Agents b 
a splendid entry to the inner circles of the client’s business. 5 


This is a most favorable time for you to start with GF Allsteel. c 
Write for Agency terms. - 





mHEGENERAL Fil REPROOFI NG. ‘ 

STEEL FILING EQUIPMENT~SAFES ia 

CE ale FURNITURE-SHELVING 
YOUNGSTOWN, OHIO. 


NEW YORK - BOSTON — CHICAGO — WASHINGTON — ATLANTA — SEATTLE he 
— 
— 


LPUDADINUSOUGSUODEAUADURENTOLOREONGOUDDSSUONECOODEOOOREOREADOREDOGOOEA USD OOOOLORGOROORUEAEEOONACOSTOOLOEEOR EEA ; 


i 
of 








* 





WS 

















Padalecki alenhaerhaieetietetelsatehetieetaeetstatetet tetas aA Ses 





Vovember, 1979 OFFICE 


assurance that constructive efforts will be vigorously 
pushed until a strong foreign finance policy is adopted. 

in addition to formal committee meetings during the 
week of the conference, there were many personal talks 
between industrial leaders of Europe and the United 
States, and there is reason to believe that important busi 
ness connections have resulted which will lead to closer 
trade relations 

The Committee on Credit and Finance, through its 
hairman, James S. Alexander, president of the National 
Bank of Commerce of New York, recommended that steps 
be taken to expedite the passage of the Edge Bill and to 
encourage the formation of large corporations for finance 
ing foreign trade under such legislation. The committee 
expressed confidence that ways and means can be found 
to mect the needs set forth by the countries represented 
at the conferenc« [he situation presented by the state 
of trade between Europe and America, said the report, is 
not one of finance purely, nor is the problem to be solved 
by a single plan; but its final solution will come with the 
‘o-operation of the investment banker, the exporter, the 
producer of export goods and the American investor 

“The world situation today,” continued the report, “pre 
sents the greatest financial problem of history,” but “with 
the very difficulty of the problem there goes a challenge 
to the skill, the ingenuity and the public 
America.” 

It was recommended that a new committee, represent- 
ing the responsibility of the entire country, be appointed 
by the Chamber of Commerce of the United States to 
carry to completion the work already initiated at the 
conference. The members of the conference committee 
announced their readiness to join with the new committe: 
and help the work toward a speedier completion. 

\fter recommendine the speedy passage of pending 
legislation making possible the creation of foreign finance 
corporations, the committee said: “We have given study 
also to the powers of the War Finance Corporation as a 
helpful agency in the present situation. We believe fur 
ther careful study should be given to both these agencies” 

proposed Edge bill corporations and War Finance Cor 
poration—“with a view to bringing about, not Govern- 
ment initiative in this work, but rather the establishment 
of a co-operative relationship which will give help and 
encouragement to private initiative and increase the broad 
est confidence on the part of the public as a whole in the 
credit machinery to be set up. 

“It should be stated again that no corporation which 
may be set up can take the place of individual ingenuity 
and the wide variety of effort and skill on the part of 
business men and bankers working out in detail specific 
transactions with business men and bankers in Europe. 
Some of these transactions may be individually small 
But the success of one will lead rapidly to the develop- 
ment of others. \ return to this normal inter 
course is the ultimate objective desired on both sides of 
the water and should be constantly kept in mind even 
whil we are devoting ourselves SO @arne stly to providing 
unusual and temporary measures t 


spirit ot 


( 


meet emergency 


lieved that the securities issued by 
orations should stand on their merits 


\mericans have a profound interest in 


1¢ committee 
foreign finance cory 
as investments 


the splendid peoples who bore the greatest share of the 
dangers and the burdens of the war and with whom out 
soldiers fought until the victory was won It is our duty 
as well as our interest to aid in the re-establishment of 
normal conditions everywhere. The committee was deep 
ly impressed with the necessity for speedy action; but 
found the utmost diversity of judgment even among ex 
perienced men as to the proper measures to be taken 
“The matter is one or study, for wise counsel, and for 
action which shall move forward in a sure and conclusive 
way because it is right way.” 


Italian Import Restrictions Relaxed. 


The Italian government has placed the United States 


on the same basis as the United Kingdom on: American 
goods shipped to Italy. Import permits will hereafte1 
be required only for certain listed articles. which includes 
wooden furniture—the only article of the office appliance 
held enumerated. Import licenses are obtained from the 


Comitato Consultivo of the Ministry of Finance, Rome 


Correspondence and catalogues for Colon, Republic 
of Panama, should preferably be in English, which is the 


language of business circles. Domestic postage rates 


apply. 
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= Do you want to realize on an excep- 
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Beware of 
Strained Eyes 


Kill the Key Glare with 
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INTERNATIONAL 
Rubber Speed Keys 


tional opportunity to increase your 
list of satisfied customers and add to 
your profit in business? 


If this interests you, let us tell you 
about our DEALER’S proposition 
and printed matter. You will find ita 
BIG MONEY MAKER. 


INTERNATIONAL RUBBER 
SPEED KEYS kill the glare and re- 
move eye strain. Prevent finger slip- 
ping, increasing speed and accuracy. 
Eliminate bruised fingers and broken 
nails.-: Reduce vibration and aid in 
many other ways. 


| UHL 


Every person who uses a typewriter needs 
this wonderful help 


Will wear for years 


Made for both single and double keyboard 
machines; also for Comptometer Adding 
Machines and Burroughs Listing Machines. 
Anyone can attach them. 


International Manufacturing Co. 


now owned and operated by 


Munson Supply Co. 


23 City Hall Place New York City, U.S. A. 
To Wc GL a cn as 
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The Adams 


Office and School Specialties 


The Ideal 
Book and 
Key Rings 


The best and 
most economical 
ring in the mar- 
ket today wher- 
ever a quickly op- 
erated loose leaf 
binder is desir- 
able. 


Patented The ring with 
Feb. 4, 1902, 
po ha wd Ideal Book and Key Ring which prevent it 


the: large joints, 


ts pending . 
from slipping 
through the per- 


forations when book or sheets are opened. These 
rings are always in position to be opened instantly 


no time wasted looking for an opening. 


The Adams 


Economical and Flexible Post Binders 


ted — = Post Binder 
19, 1919 : Filled and Bound 


mple and secure. Will cut your Post Binders 
expense to one-fourth, and will answer the purpose 
of the most expensive binders made. Any size made 
to order on short notice. If your dealer does not 
y them, write to us for prices today. 


The Adams Daily Desk Reminder 


Useful—nec- 
essary—on 
every busy 
man’s desk for 





daily use. As- 
sures atten- 
tion to calls 
‘“‘when you 
were out.” Re- 
fillable, neatly 
made, system- 
atizes the day’s 
work. Write 
for prices. 


Every dealer 
and jobber 
should send 
for our cata- 
log and new 


The Adams Daily Desk Reminder. Can be refilled Prices. 


Henry T. Adams Mfg. Co., Inc. 


6796-98 So. Chicago Ave., Chicago, U.S. A. 








House Organs as a Power for Business. 


W. H. Marsh, Advertising Manager of th 
Burroughs Adding Machine Company Read 
This Paper at the New Orleans Meeting of 
the Associated Advertising Clubs. He Spok: 
from Personal Observation and Expertenc: 
and Those Who Missed the Convention Il 
Find This Report Well Worth Stud: 

N SPITE of the age and persistence of the house organ 
| idea there are many who do not believe that this type 

of publication can be justified as a factor of value in 
advertising. The chief contention of these critics is that 
house organs come into being and disappear in consider- 
able number every year, and therefore have too great an 
element of weakness to be relied upon. Their estimates 
of the house organ death rate are undeniably true but there 
is considerable doubt about this being a logical reason for 
not using house publications where there appears to be a 
logical field for them. 

House Organ Must Serve its Field. 

To begin with any business institution owes its custo 
mers and prospects a service besides the sale of its mer 
chandise. Perhaps this point can be made clearer by the 
use of an illustration. Someone has aptly said that every 
doctor, lawyer, advertising man, or any other person en 
gaged in similar work should devote a portion of his time 
to the upbuilding of his profession. Otherwise progress 
is impossible. By the same token every legitimate busi- 
ness institution should devote some of its time and. money 
to the upbuilding of business. It not only owes this time 
and money to its customers and prospects individually 
hut to the nation as well. Every nation justly desires to 
be something of a world factor in a commercial way. The 
degree of its world influence does not depend entirely 
upon what it has to sell, but upon its ability to manufac 
ture, finance and distribute as well. The relative amount 
of this ability possessed by any nation depends upon the 
freedom, extent and efficiency with which useful business 
information is distributed. 

In the first place while this burden of educational effort 
rests upon every business organization it is a particular 
responsibility of those concerns which are of national or 
international consequence, because they have the tools 
and the viewpoint to do the job effectively. Such com 
panies because of their vast experience with definite prod 
ucts and methods have a message for business in general 
which is bigger than single or double page space in any in 
dependent publication or combination of such publica 
tions. Then too, the reading pages of magazines and 
newspapers are not available for a sufficient quantity of 
such effort because they must satisfy other public needs 
than those which pertain to business. 

Make House Organ Four-Square. 

It may seem to many of you that I am still a long way 
from stating a practical function or establishing a di 
rectly profitable use of house organs. It is true so far 
nothing has been said about their ability to sell your stock 
in trade. Right here let me make a point and then a sug 
gestion. My point is that until we can visualize business 
achievement as a public benefit, business success as a con 
tribution to world progress, business management as a 
ereat human responsibility and merchandising as a definite 
service which is greater than merely exchanging mer 
chandise for money, we will not be able to build any kind 
of an advertising unit or program that will be of maximum 
value in securing business. The American business man 
will no longer be satisfied with the simple exchange of 
merchandise for money. If we cannot see this great fact 
looming over the horizon we-are losing one of the great 
lessons of the world war. Therefore, when we build a 
house organ which squares with this conception of modern 
business needs, we will not be at any loss to know how to 
make it produce. 

My suggestion in this connection is that it is high time 
the A. A. C. of W. featured something besides truth in its 
slogan. That something, for want of a newer word, we 
will call service. Truth about a product is mighty, but 
alone does not constitute a balanced advertising ration 
that will promote all round business growth. Unquestion 
ably the buying public demands such a ration and will 
open its pockect-book to those who supply it. This sug- 
gests giving more than truth in its restricted sense. 

So much for the “why” of house organs. Let us turn to 
the “how” which probably will be more interesting. I 
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= The Quality and Toughness of its Cards, 

. Guides and Folders is the Service — measure 

- of any Filing, or Card-Record System 


rl 
| 


’”’ Card Index and Vertical File Supplies begins on the principle that 





original bindery package, 


Perfect Stock. 











= The production of ‘‘B-M 

= an office filing system must endure, remain in use, and give service for years 

= Experience, in planning and installing filing and record systems for every size and character 
=> of business, has proved that the long service, efficiency and satisfaction of such systems 
= depends as much upon the grade and quality of their cards, guides and folders as upon any 
= other single element. 

= Cheap, flimsy cards, which ‘‘buckle’’ in the files, that are of rough ‘“‘blotter-like” surface, 
=> generally sold in bulk, are usually unfit for use and discarded long before they should be. 
=> Cheapest to buy—they are the most costly to use. 

E B. M lity Card Ind 

a . M. Quality Card Index 

= Vertical File Suppli 

=: OF SMOOTH, HARD-SURFACED, TOUGH, DURABLE 

= STOCK, are GIVING the RESULTS and LONG SERVICE 

= that PROGRESSIVE BUSINESS CONCERNS DEMAND 

= They cost no more than : ; 
= perfect supplies of this No technical knowledge 
= kind ought to cost. By of grade, texture, finish 
= honest comparison, they or weight is required. 
= represent a superior value, Simply specify the ac- 
= give better and mor * sat- cepted standard “B-M” 
= istactory service. They Quality Geeta? leant 
= eliminate waste and dis- — ty Tas, Oe 
= appointment due to soiled, B-M sealed bindery 
= ‘‘dog-eared”’ discards. package—and be sure of 
== Furthermore —they are the satisfaction and long- 
= never sold in bulk. ang 7 tiene servinn f 
= . : service you pay for. 
. 7 Sold only in This 

= Your regular supply dealer = “ C inte Vanaiianel 

= will deliver all “B-M” Original Bindery onnicte eee 
= - cae (any aise. atetn ° wanted size, style an 
= supplies (any size, style Package, Soil : y 
= or character of Card, Cl kind of Card Index Guide, 
= Guide or Folder) i he Proof ean ‘, > 

= suide or Fo.der) in the ? 4 Card, Form or Folder, 


fully described, illustrated 
in color, will be promptly 
furnished upon request. 
Address: 





| 
| 


inspected, protected 
against dust and _ too- 
much handling, sealed 
and guaranteed perfect. 


Full Count Guar- 
anteed. 











Browne-Morse Company 


Makers of Quality Filing Equipment 


111 McKinney Avenue Muskegon, Michigan 


BRANCHES: 
109 N. Frederick St., Baltimore 
193 E. Jefferson Avenue, Detroit 


343 Broadway, New York City 
905 Liberty Avenue, Pittsburgh 
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EVERYWHERE 





The Most 
Desirable 
Range of 
Wood and Steel 

Upright Files 
on the 


Market 














Macey Steel Files are of Reinforced Trussed 
Steel Construction, moulded into solid steel 
by the oxyacetylene fusion process com- 
bined with electric spot welding. In all 
wood equipment, Laminated Stock is used 
to insure against splitting and warping. 

















Drawer changes for cards, documents, 


(he checks, legal blanks, and storage, make 

£ .a complete line of filing equipment in 

Macey Catalog five different grades of upright files — 
Number CL219 two steel and three wood. 


describes fully 
every different THE MACEY COMPANY 


line of Macey GRAND RAPIDS, MICHIGAN 


>. 
EF ] S Manufactured in Canada by 
l es. Canada Furniture Manufacturers, Ltd., Woodstock, Ontario. 
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Thousands 
Needed 


Many Now In Use 


An interest table which entirely eliminates 
the delay and inconvenience of figuring in- 
terest is now ready for big sales. 


Imperial Interest Tables will compute 
interest at any rate for any number of days 
or months, on any amount from $1 to 
100,000. So indexed that reference to any 
table is instantaneous, making it the quickest, 
accurate method known. Saves figuring and 
delays. 


Tables are printed on linen ledger paper 
and well bound in compact form (44”x10}”). 
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EXPLANATION 
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Each square like this i 
table showing interest on all 
1 to 100,000 dollars at one rate for a 
certain number of days; the one shown 
being for &8 days at 7%, the method of 
operation will be understood by the fol- 
lowing: Required re interest at 7% on 
$2,000 for 8 days J > square for 
that rate and time (which is the one here 
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Copyrighted 


The large figures 2. OOO are printed 
in red ink, the small ones (3 1 1) in black. 
This eliminates possibility of confusion when 
computing. See explanation above. 


Illustrated circular sent upon request, 
telling how interest may be figured by these 
tables in fractional per cents, making it ideal 
for Liberty Bonds. 


Quickly Demonstrated 


Liberal Commission to agents and splendid 
opportunity. Used wherever interest is 
figured. 


Price $5.00, postpaid anywhere in the 
United States. Sent on approval to banks or 
rated business houses. 


IMPERIAL PUBLISHING COMPANY 


No. 8 Dean-Hicks Building, Grand Rapids, Michigan 
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Me ilicke. Telephone Lists 


ke 

are the right hand assistants of busy 
men, and appreciated as such. Deal- 
ers find them good sellers—often re- 
peaters. Meilicke Tele- 
phone Lists demon- 
strate themselves, and 
build up a following 
that comes when 
office men see them on 
users’ desks. 





“~ ees 
Desk style E For Meilicke Active Phone 
Tete 440 names” Lists, Desk Types, are 
supported in a metal 
standard, which gives 
the cards the correct 
tilt for easy reference. 
Black finish, to har- 
monize with the tele- 
phone. Rubber feet 
protect the desk. The 
citzic, EF: Dek Type, index cards close 
automatically after 
reference. Tabs are 
= protected against soil- 


ing. 


Meilicke Detach- 
able Active Phone 
Lists snap on the 
transmitter, re- 
quiring no screws 
or bolts. The index 
cards areoffset per- 
mitting easy 
fingering. 











Style R, Desk Type 
Capacity, 1400 names 


Get the Meilicke 
Proposition to 





Detachable Style 






Meilicke Calculator Company 


Dept. O-10 350 N. Clark St. 
Chicago, Illinois 
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Many more of them die because they do not interest the 
public and they do not interest the public because they 
violate every iaw of good publishing. 

Supply What the Reader Wants. 

I hope that two points have been made thus far. One 
is that conducting a house organ is essentially a publish 
ing proposition. The other is that, large or small, the 
house organ should be a real magazine, which serves the 
interests of the people reached, thereby making it the best 
possible advertising medium for your products. 

With your permission I will now pass from the general 
considerations to ones more in the nature of detail. The 
first one of these I have in mind is that a lot of publicity 
of doubtful value is put in many house organs. Perhaps 
| can visualize this type of publicity for you 

Many editors have a good deal of the circus press agent 
in their makeup. They therefore print a picture of Theda 
Bara on the running board of a Vampire Six—and chuckle 
at putting this publicity over on themselves with the same 
zeal they would if they had put it over on a news 
paper editor, knowing full well that the stuff would not 
get by any city editor in his right mind except under pres 
sure from the financial department. 


Collaborate on Editorial Preparation. 


Now for another point. Probably the most common 
method of editing a house organ is to put one man on the 


job who does all or nearly all of the writing. This is 
fatal, particularly for a user’s house organ, unless the man 
is changed trequently. A better plan is to have an editor 


or editorial staff whose business it is to study the chang- 
ing requirements and buy suitable material from com 
petent people. It has been stated even in books on ad 
vertising that it is not possible to build up a staff of good 
contributors for a house organ. I take issue with this 
statement because I have three times proved that it is 
possible, and practical. We have had no difficulty in get- 
ting articles at space rates for The Burroughs Clearing 
House trom men who do and can get their stuff into the 
best magazines. Besides this, all the men in the country 
who have corking good ideas and are actually doing things 
in a commercial way haven’t been located by the maga 
zines. Many of these men can be induced to write for a 
special class of readers when they could not, under any 
circumstances, be induced to write for the general pub 
lic. Getting good articles has become one of the least of 
our troubles in producing The Burroughs Clearing House 
I am using the words of Edward Hungerford when I say 
“Let the other fellow write your house organ, he can 
probably do a better job of it than you can.” 


Cover Your Individual Field. 

Another important point is an editorial way—a house 
organ should not compete with trade publications covering 
the same field. If it does, there is only one excuse for its 
existence. That is, it can be made to more completely 
cover the field. This principle of non-competition with 
trade papers may at first thought look like a difficult prin 
ciple to translate into practice, but in reality it is not. 
There are many interesting angles in every line of com 
mercial activity, which apparently have never been dis 
covered or been treated with authority by the trade press 
Let the trade press print statistics and run a clipping 
bureau, because you can’t get a vote of thanks from the 
public by doing the same thing, but you get such a vote 
by adopting a broad, constructive editorial policy. Just 
what policy that might be is best expressed by the follow 
ing quotation from the platform upon which the editorial 
section of The Burroughs Clearing House is builded 

“Build a magazine for bankers. Learn from them what 
kind of articles they want to read, what articles will be 
most interesting and helpful to them in their business 
life. Then get such articles. 

“Keep the reading pages wide open for the honest ex- 
pression of intelligent opinion on any side of any ques- 
tion affecting the business of banking. Make the maga- 
zine a thorough clearing house for the frank expression 
of banking problems. 

“Keep the editorial pages closed to puffs of every kind, 
either of banks or bankers or their products, including 
the Burroughs Adding Machine Company.” 

This editorial platform has been put in type and is per 
manently engraved on the mind of every man who has 
anything to do with the publication. It will have no less 
liberal policy as long as I control its destinies 

Editorialize Rarely. 

We have been asked frequently why we do not set aside 
a page for expressing our opinions on financial subjects. 
The reason is this, we are not in the business of manu 
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THANKSGIVING 


Aside from the usual significance of Thanksgiving—a day of expressing justful 
appreciation of the good things in life—Thanksgiving Day also denotes the coming 
of the New Year; a season when the commercial world is in a receptive mood 
towards better bookkeeping methods, Is your Loose Leaf Department equipped to 
make the most of this opportunity ? 


The Cesco Line includes an extensive assortment of modern bookkeeping short cuts 
that appeal instantly to your customers. Catalog and full particulars on request. 


THE C. E. SHEPPARD CO. 


Loose Leaf Accounting Systems 
303-311 Hudson Street ~ - New York 
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How a Great Wholesale House 
Simplified Its Record Handling 


The card ledger method of handling records did not meet the emergency 
of war time conditions—this was the experience of the Steele-Wedeies 
Company, Chicago's great grocery house. Old workers were leaving to 
enter Service—new employees were hard to find and usually lacked ex- 
perience. The number of accounts was greatly increasing and the cards 
required for their handling occupied a disproportionate amount of space. 


A Better Way Found In The 
Kalamazoo Style “C” System 


Appreciating the vital importance of rec- department. Customers’ accounts show 
ords, the Steele-Wedeles Company un-__ net balance at all times—and a positive 
dertook the problem of making its ac- proof of the accuracy of each day's work 
counting department more efficient. First, is obtained. 


they satished themselves just what were 
the faults of the old system—then they 
set about an exhaustive investigation of 
more modern methods of handling ac- 
counts. As a result, the present system 
of handling the records of this great busi- 
ness was worked out. And after a thor- 
ough study of the different makes of 
equipment, they became convinced that 
the Kalamazoo Style “C” System would 
best serve their purposes. 


Now—the sheets are held securely and 
misplacing becomes impossible. The post- 
ing is kept constantly up to date—a 
feature of great value to the credit 


Kalamazoo Loose 
Kalamazoo 





LOOSE-LEAF-DEVICES- 


The Steele-Wedeles Company, American Multi- 
graph Sales Company, Firestone Tire & Rubber 
Company, Willard Storage Battery Company— 
are only a few of America’s many concerns, great 
and small, who are finding the end of their ledges 
posting troubles in the Kalamazoo Style “C” sys- 
tem. Through the use of this system statements 
go out on schedule—balances are found more 
quickly—specially trained workers are not re- 
= for the posting—but most important of all, 
the exact status of any customer's account may be 
found with a minimum of delay. 

Through the Kalamazoo Style “C” system and the 
other efficiency increasing devices in the great Kala- 
mazoo line you can meet every possible account- 
ing requirement of your business. Drop us a line 
on your business stationery and we will gladly 
arrange for a free demonstration of Kalamazoo 
devices in your office. 


Leaf Binder Co. 


Michigan 
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facturing opinions or preachments. We are disseminating 
practical information, which is a far greater service. To 
my mind the most dangerous thing in a house organ is an 
editorial page so called. It is either absolutely valueless 
or a fruitful source of misunderstandings, because opin 
ions are rarely properly understood. If you have a good 
editorial idea that you want to put across, go out and get 
some competent person to write a signed article embocy 
ing your idea. The result will be vastly more satisfactory 
and no one has shouldered any dangerous responsibility 


Now to sum up, let’s see what sort of a structure has 
been builded in this talk. It is a house organ built upon 
magazine lines with editorial and advertising divorced 
from each other, as far as literary contents is concerned. 


We have builded a house organ edited larg rely by the other 
fellow instead of by an inside man. We have builded an 
ill ‘round publication viewed largely from the publishing 
angle—and which has a chance to survive, because of its 
real merit and not because of some one’s determination to 


keep it alive 


Our Guest Book. 


The following gentlemen have inscribed their names in out 
Guest Book during the past month 

Ansyl T. Samuels, East Orange, N. J.; Hans Kristian Moe, 
Trondhjem, Norway; A. H. Sawyer, Duco Adding Machine 
Company, St. Louis, Mo.; Charles Mamet, La Compagnie 
Real, Paris, France; M. H. Morris, Indianapolis, Ind.; 
Theodore Becker, Steel Equipment Corporation, Avenel, N. 
J.; Gustav A. Steiner, Prague, Czecho-Slovakia; H. B. Hol 
loway, Phoenix, Ariz.; H. G. Bentson, Bentson Manutactur 
ing Company, Aurora, Ill.; L. B. Unland, Aurora Metal 
Cabinet Company, Aurora, Ill.; Charles N. Marquez, Office 
Supply Company, Ltd., Honolulu, Hawaii; J. T. Shields, 
Work Organizer Specialties Company and Polar Manufac 
turing Company, San Francisco, Cal.; R. P. Jackson, San- 


born, Vail & Co., San Francisco; Harry D. Dye, Patrick & 
Co., San Francisco; George L. Norris, Union Ribbon & Car- 
bon Company, Philadelphia, Pa.; F. E. Wilber, San Francisco ; 
James F. Tate, Annual Business Show Company, New York; 


C. E. Davis, Seattle, Wash.; J. E. Grady, Detroit, Mich.; 
Col. J. W. Messimore, The Canton Art Metal Company, Can- 
ton, O.; L. Zecha, Soekaboemi, Java; J. Newton Nind, Grand 
Rapids, Mich.; P. A. Hoffman, Smead Manufacturing Com 
pany, Hastings, Minn.; E. Hirsch, Paris, France; N. Glotzer 
and N. Hadley. Manchester, England. 


Corlies, Macy & Company New Up Town Store. 
Dignified elegance characterizes a new store opened at 
7 Fast 45th street by Corlies, Macy & Company, Inc., of 


20 John street The location is near Fifth avenue, and 
the appointments are in keeping with the distinguished 
neighborhood Che business was established in 1857, and 


its vigor is attested by the addition of an uptown store 
as an additional outlet for the stationery and engraving 
stocks carried [he new store is under the direction of 
J. T. Hill, manager of the downtown store. 


Chicago Office Appliances Bowling League. 
The averages of the teams comprising the Office Appli 
ances Bowling League of Chicago for the week ending 


October 29 are Comptometer, 740; Baker-Vawter, 718; 
C. T. R. Company, 691%; Addressograph, 649; Elliott- 
Fisher, 677%; “Y. and E.,” 65414; Wales, 688: “Ditto,” 652 


New Supplies Agency i in Paris. 

The Corona Supply Company, 12 Chaussee de ‘Antin 
Paris, France, announces that exclusive sales rights have 
been granted to Charles Mourlevat, of Clement Ferrand 
The arrangement covers the Corona brand of type- 
writer supplies and especially the ribbons’ and carbons 
made in the Corona plants. Charles Fuchs continues gen 
eral agent for Europe and owner of the Corona Supply 
Lompany. 


Dry Goods Economist Prints Without Printers. 
During the printers’ strike in New York, the Dry Goods 


Economist made the most of a bad situation.- Am edition 
of 14,500 copies was multigraphed. There were thirty-four 
pages of editorial and news, and fifty-four pages of 
ad cae 

advertising 


Son Born to Mr. and Mrs. Lawrence. 

Che good old stork stopped at the home of T. F. Law 
rence, Manager of the Monroe Company at Nashville, 
Tenn., on September 28th. “It’s a boy and his name is 
T. F. Lawrence, Jr 











Do These 


Principles 
Appeal 
to You? 


Products Sold to- the 
Trade Only. 


All Goods Guaranteed 
Unconditionally. 


Prices Always Right. 





Courteous Treatment. — watnut Striped Board, with Clip. 
A Quick Selling Specialty. 
The Walbut line consists of—striped 
boards striped board clips tar board clips 
~arches—perforators—indexes and com- 
pressor covers for arch files—transfer bind- 
ing cases with arch or post—stamp pads— 
box letter files—brass spiral pen racks— 
rocker hand blotters—Universal expansion 
files in paper or cloth, etc. In handling it 
you are dealing with responsibility. You 
can depend upon having proper treatment 
at all times and there is the satisfaction of 
knowing that you will get just what you 
want when you place your order. 





We have a catalogue which tells our 
whole story. A copy will be mailed gladly 
upon request. 
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Walbut Stamp Pad Mounted in Tin Boxes or on 
Wooden Bas« A Strictly High-Grade Product. 





Walt lranster Binding Case, Madeo Pulp Board, Finished 
in Oa ke Ihe Telescope Case with Arch cr Posts Attached 
in Inner Box Keeps Papers in Order and Free from Dust. 


WALBUT MANUFACTURING COMPANY, Inc. 
230 FIFTH AVENUE, NEW YORK 


Factory—Brooklyn, New York 
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Company Dinners and Conferences 


Adding Machine Men’s Convention. 


Saturday, October 4, the Teetor Adding Machine Com- 
pany held its first sales convention for District No. 1, 
which is composed of Des Moines, Omaha, Sioux City, 
Burlington, Waterloo and Davenport. The convention 
was held at the new sales rooms located at 621 Sixth 
avenue, Des Moines, lowa. The morning was given to 
getting acquainted and discussing applications of the 
Teetor machine. At noon the company entertained the 
visiting managers and salesmen at lunch at the Grant Club. 

The convention was called to order at 1:30 o'clock by 
District Manager R. H. Cox, and the afternoon was taken 
up with sales talks, approaches, demonstrations, etc. In 
the evening a banquet was served at the new Savery, 
where several talks were made on subjects interesting to 
salesmen. 

Mr. Frank S. Cummins, vice president and generai man- 
ager, addressed the convention on behalf of the factory. 
Mr. G. P. Anstiss gave a short talk on personal efficiency. 
Several other speeches were made and all of the sales- 
men were of the opinion that they could go back to their 
territories and work with greater knowledge and enthu- 
siasm. This is the first convention of its kind held by 
the Teetor Adding Machine Company, but it is the in- 
tention of the officials of the company to hold such con- 
ventions monthly. Those present were: Frank S. Cum- 
mins, Martin Teetor, W. A. Cochran, Ralphe H. Cox, T. I. 
Brown, T. A. Meyers, G. P. Anstiss, C. J. Carr, E. A. 
Almquist, R. H. Scott, J..M. Renwanz, J. H. Goodwin, 
C. B. Viggers, and P. A. Redfern. 


Safe-Cabinet Men Hold District Convention. 


From Monday, October 13, to Saturday, October 18, 
inclusive, the sales agents and dealers of the Safe-Cabinet 
Company from the Northwestern district held a lively and 
interesting convention at the Chicago offices. Seventy-five 
men were present, everyone attending who was invited 
except one man, who was detained on account of illness 
in his family. 

The convention was under the direction of R. D. Jack- 
son, of Marietta, Ohio, general sales manager of the 
company. He was assisted by Ed. M. Hawes, North- 
western sales manager; M. F. Beam, Southwestern sales 
manager; B. H. Barker, manager of the systems supply 
department, Marietta; and D. E. Giffin, head of the edu- 
cational department of the company, also from Marietta. 
All of these gentlemen took prominent part in the meet- 
ings. 

The outside speakers included Rufus. B.. Dawes, of the 
Metropolitan Gas Company, who presented the address 
of welcome; Thrasher Hall, a national authority on insur- 
ance adjustment and author of several books on the sub- 
ject; W. B. Matthews, superintendent of inspection of the 
Chicago Board of Underwriters and author of The Insur- 
ance Engineer’s Handbook; Franklin H. Wentworth, sec- 
retary of the National Fire Protection Association, and 
F, P. Flanagan, a former Safe-Cabinet man, now con- 
nected with the Famous Players-Lasky Corporation. Mr. 
Flanagan happened to be in town and took the opportu- 
nity to renew old associations. Having “put his head in 
the lion’s mouth,” so to speak, he was obliged to make a 
speech and relate some of his experiences in the early 
days of the business. 

Separate sessions were held for distributors and sales- 
men during part of the time; the remainder of the time 
they worked together. 

The first day’s session opened with an invocation, fol- 
lowed by Mr. Dawes’ address of welcome, which was 
responded to by William C. Kreul, of Milwaukee. R. D. 
Jackson then started the real work of the meeting with 





a speech on “What the Convention Is For.” Addresses 
on various subjects pertinent to the business, to the policy 
of the company and on sales topics took up the time of 
the remaining sessions. The convention was in the nature 
of a school, or rather a post-graduate course on sales- 
manship as applied to a highly specialized subject. All 
of the various managers and distributors made addresses 
and contributed their part to the value of the proceedings. 

On Wednesday evening a dinner was given at the Edge 
water Beach hotel. The meal consisted of beefsteak and 
the usual “fixin’s,” of both of which there was an abund 
ance. Then there was some entertainment by proies- 
sional talent, followed by a sketch by some of the Safe 
Cabinet men. In this, General Gloom and his chief of 
staff, Colonel Caution, were the central figures. 

On Friday evening there was a theatre party, and on 
Saturday the convention inspected the Underwriters’ 
Laboratories. 

Thus ended one of the most interesting and successfu 
district conventions the company ever held. 





Art Metal Fire Brigade Outing. 


One hundred and fourteen members of the fire brigade 
of the Art Metal Company, Jamestown, N. Y., held an 
outing at Midway Park, October 18. The big event was 
two ball games, which were followed by racing and other 
athletic events. In the evening a dinner was served at 
the Peacock Inn, Mayville, followed by addresses by 
J. D. Rogers, general sales manager, and men represent- 
ing the various plants. The Art Metal quartette offered 
several selections. 


Moline Stationers to Build. 


Carlson Brothers, the leading stationers and book deal- 
ers of Moline, Ill, have acquired a part of the Deere 
property at the northeast corner of Fourteenth street and 
Fifth avenue in that city and expect at an early date to 


commence the erection of a three or a four-story building 
to house their business. The site adjoins the forty-foot 
frontage on the corner above named and is a part of the 


original Deere holdings. The plot fronts on Fifth avenue 

A. G. Carlson told a reporter for a Moline paper 
recently that work upon the new building would com 
mence at the earliest possible moment. Carlson Brothers 
are anxious to be installed in their new home by next 
Summer, which will mark the twenty-fifth anniversary of 
the company’s existence. As soon as they are located 
their new home they expect to enter the jobbing business, 
in addition to carrying on their regular trade as retailers 
in books, commercial stationery and office equipment 


The Merchant’s Profit. 


“How Much Profit Should a Merchant Have’ is the 
heading of a page of “One Hundred and One Questions,” 
published by W. S. Bouscaren, sales agent of the Na- 
tional Cash Register Company at Louisville, Ky. They 
are worth the study of every business man. 

1. A return of fair interest on the principal invested 

2. A fair remuneration for his personal services. 

3. Enough to cover all reasonable expense in carrying 
on his business. 

4. Enough to provide for all uncalculated losses, such 
as fire, flood, dishonesty, unfavorable bad debts, deprecia- 
tion in values, mistakes, failure to charge goods, etc. 

5. An extra sum over the above, year after year, to 
enable him to enjoy the fruit of his hard and efficient 
work after he has passed the earning period of life 

(The first two he can get without much trouble or 
worry. The last three he must have in order to be suc- 
cessful in business. Just enough profit to cover only the 
first four is practically a failure in business.) 














NORTHWESTERN DISTRICT CONVENTION OF THE SAFE-CABINET COMPANY HELD AT CHICAGO 
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TENSION 


Mail Containers 


are used in every line of business and 
they cover the mailing needs of any 
and all of your customers. ° 


4h. TENSION line includes open-end 


tension envelopes, double metal-clasp 
envelopes, single metal-clasp envelopes, 
metal-flap clasp envelopes, document envel- 
opes, photo-mailing envelopes, filing en- 
velopes, folders, mailing boxes, etc., etc. 


You will be especially interested, perhaps, in the Open-End 
Tension Envelope you've seen everywhere and the Metal- 
Clasp Envelopes, one type of which is illustrated. 


Our book, “Envelope Specialties,” is in itself an education in 
mailing containers. Send for the book. It’s yours for the 
asking. 


THE TENSION ENVELOPE CO., Inc. 


33 to 87 34th Street 
Sush Terminal Brooklyn, New York 
Telephone SUNSET 6000 
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FEE. ’S 


Patent Improved 


TRIANGLE PAPER CLIPS 
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HOLDS PAPERS SECURELY 
Patented May 22, 1917 


Only after trying this new paper 
clip can you appreciate its superi- 
ority. It is so easy to slip on, and 
it holds the papers, etc., absolutely 
firm. The patented crimp does the 
work. It will be worth your while 
to send for samples and prices. 


If your stationer does not carry them, 
write us direct. 


PEET BROTHERS 
618-20 Cherry St., Philadelphia, Pa. 
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First Introduction 
To Dealers 


Best ‘“‘Repeat”’ seller on the market. 
Only practical device for clerking 
farm sales regardless of weather con- 
ditions. Single, duplicate or tripli- 
cate copies. Here it is. 


Shex-Sic 


TRADE MARK 
Auction Sale Outfit 


Patent Pending 


100 printed Kraft sale envelopes; 100 second 
sheets; 20 high erage pease carbon; 10 
Bristol Boards; 1 AL Striped Wood 
Clip Board Cap Size. will mot warp or crack..........00se00: 








Mr. Dealer 


You should stock the Flex- 
Tic Auction Sale Outfit. Your 
name can be printed on our 
‘“‘Patented’’ Sale Envelope to 
protect refill orders. Choice 
territory available, sales agents 
and dealers having salesmen 
write. 


SALESMEN WANTED 
The Flex-Tic Supply Co. 









































= HEE G. W. MOELLER, Manager 
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Magazine Advertising of the Office Appliance 
Field. 


Selected from Advertising and _ Selling’s 
Annual Review of the “Best Ads.” 


A NNUALLY Advertising and Selling reviews the best 





ads of the year. The review covers the entire field 

of general advertising. We have selected the com- 
ments on advertising of the office equipment and appli- 
ances fields. The basis of the comments is a question- 
naire addressed to the advertisers asking for their opinion 
as to the best and most effective ad printed during the 
vear. In some cases the advertiser aims for general pub- 
licity in his advertising, and thus has no means of tracing 
results which will enable him to call some certain ad 
“best.” 

The Monroe Calculating Machine Company. 

“By the Simple Turn of a Lever” was identified by the 
Monroe Calculating Machine Company as its best adver- 
tising effort, with the following comments, over the sig- 
nature of R. M. Farmer, advertising manager: 

“We are very glad to supply you with information as 
to the most successful advertisement we have inserted 
since the signing of the armistice. Copy of this advertise- 
ment is herewith enclosed. It appeared in Literary Digest, 
System and Collier’s, and was also readapted to fit in with 
our trade paper advertising, although your questionnaire 
would indicate that you are only seeking information for 
the one class of publication, 

“We are answering, as well as we can, the several ques- 
tions you have asked in your questionnaire. First, the 
purpose of the advertisement was to establish in the mind 
of the business public the fundamental differences between 
our machine and the competitive machines. 

“The advertisement was planned to secure general pub- 
licity as well as direct sales. We are unable to give you 
the exact number of sales, at this time, resulting from this 
advertisement, inasmuch as the inquiries are still being 
cashed in. We base our conclusions on the number of 
coupons which were returned to us after the advertise- 
ment appeared, and the character of the inquiries which 
were from firms who were using a large number of ma- 
chines. The advertisement would seem to prompt them 
to analyze the several points we tried to bring out in the 
ad as claims for the Monroe machine in comparison with 
the equipment which they were using.” 

R. M. Farmer, their advertising manager, 
do net claim that there is anything striking 
advertisement, it is simply a tiralate-forward 
based upon the use of common sense.” 

The L. E. Waterman Company. 

It is natural that the biggest advertising ach ievement 
of years should be considered the best ad by the L. E. 
Waterman Company. Follow the comments on this ad: 

The L. E. Waterman Company, New York, used the 
posters showing the signing of the peace treaty for their 
best ad, and the copy appeared in hundreds of cities all 
over the country. They actually received “several hun- 


adds “We 
about the 
message 


dred” inquiries even from this form and their sales “in- 
creased,” according to Charles A. Pearson, of that com 
pany. They also “received hundreds of telegrams of con- 


gratulations.” Much newspaper comment was passed on 
the advertisement and they had a display card 19x43 and 
a street car card to put out simultaneously with it. 


Mr. Pearson says: “Our answer does not altogether 
comply with your inquiry perhaps, but in view of the 
great ‘scoop’ made by our company in producing the 
Peace Poster and the unusual comment and attention it 
attracted we could in all truth answer in no other way 
Within fifteen minutes after the first flash bringing the 
news that the treaty had been signed, it is a fact that 
our Peace Posters were up and on the boards in cities 
as far west as El Paso, Los Angeles, Seattle, and other 
western points. In many cases the Peace Poster was on 


the boards even before the newspaper extras were out 
on the street.” 
The Shaw-Walker Company. 

One of the familiar “built like a skyscraper’ ads is 
listed as the preference of the Shaw-Walker Company. 

As an example of general publicity, without any definite 
evidence on which to base their opinion, J. Fitzgerald, 
advertising manager of Shaw-Walker, presented the 
selected advertisement which appeared in the leading 
newspapers throughout the country. 

It is a “demonstration in print” to quote from Mr. Gris- 
wold’s recent article on the subject appearing in Adver- 
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HEAFFER 

dealers will f,; 
have a unique 
gift’ suggestion 
in the “‘Giftie 
Combination 
Set’. Every 
SHEAFFER 
ad in the 
National Cam- 
paign has been 
suggesting this 
as the ideal 
Xmas Gift. 
SHEAFFER 
dealers will get 
the full value 
of this idea by 
displaying 
samples of the 


Giftie 
Combination 
Set 








This Sheaffer 
Xmas Ad will 
appearin 
December 
Magazines. 








Gifts of real utility—given because 28,000,000 


givers have a conscious appreciation of their real 
value—the product of consistently advertisin 


the unusual features of the SHEAFFE 
Fountain Pen and SHEAFFER Pencil. 
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A Never-Forgotten Gift 


At any hour—in any place—day after day 
—the SHEAFFER pen proves itself the 
perfect writing instrument. 


The SHEAFFER is a favorite gift for Yule- 
tide, because like a story without end, this 
gift goes on—It always writes all ways. At 
the lightest touch, with ease and precision it 
goes —smoothly—fluently— flexibly. 

Fluency of thought is never interrupted by blot—blur—sputter or 


skip. So perfect is the SHEAFFER’S response to the guiding hand, 
the thought seems transferred of itself to paper. 

Special SHEAFFER Features distinguish it from all others. Many 
beautiful models and mountings —for men, women — little folks, too. 
Give this never-forgotten Christmas gift —discover its two-fold joy — 
a joy to give, a joy to receive. Sold by good dealers everywhere 


ye 
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q W. A. SHEAFFER PEN COMPANY 









417 Sheaffer Buildin2, Fort Madison, lowa i, y, THE SHEAFFER 

N York Cit 40: 1st. | SERVICE | K s City, Gateway Statio “ y Sha rp -Point 
ew tor ity, }~ anai St. ont ansa: 1 . a n 7 Ty 

Chieago, 504 Consumers Bldg. { STATIONS } PENCIL 1s “as good 







San Francisco, Monadnock Bidg. / 


and SHEAFFER Pen and Sharp-Point PENCIL, in 

2.50 up. “Giftie’’ Combination Sets, as shown in the illus- 

with clip cap tation — in sterling silver, $9.50; gold filled, 
$2.75 and up. $13.50; solid gold, $61.50 


as the pen.” The 
pencil illustrated is 


known asthe“Engine 
Turned” Design. No. 







$i 4 cA - _. ate , rT IEAEERD y rN f : “ 1 $1 x a vine 
oS eh band and x b 4 silver, $3.00 ; CB, 20- 
clip of rolled and up ee ry een gio 
gold, price$6.00 ; arat solid 





© 1919 W.A.8.P. Oo, | gold, $25.00. 
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NATIONAL BLANK BOOKS 


1919. 




















LOOSE LEAF DIARIES TRAVELER’S EXPENSE AND 
National Diaries are always in demand at ROUTE BOOK 
this season. This ‘“‘National” has the days This book is a ready seller. It has a double 
and months printed and the year left blank. page form, one side for expenses and opposite, 
Each page has space for three days. These a page for cash report and route. Made in 
books are shipped complete, cover and fillers. convenient pocket size. Fillers supplied, 55 
Fillers with six punchings to fit Loose Leaf sheets each, punched to fit Loose Leaf Memo 
Memo Covers of standard gauges. Size, cover. Sizes, 4” x24", 5”x3", 6” x 3}. 
6” x 34". 








YORKSHIRE BINDERS 
TOPLOCK AND ENDLOCK 





NATIONAL Two 5/16” or ?” sectional steel posts, heavily 
RING TRANSFER BOOKS nickel plated, 4” capacity, having 5 one-incl 
National Ring Transfer Books are made in Black sections, fitted with knurled steel knobs, are 
Cloth, with stiff covers and granite paper lined. some of the outstanding features of the 
Can be used as Transfer Binders for Ring Book National Yorkshire Binders. The covers ar 
Sheets. Buff Ledger paper Index with canvas tabs, heavy double board with steel hinges, bound 
two letters to a leaf. Don’t overlook National in full double thread blue slate canvas wit! 
Ring Transfers in your next order. leather corners and steel end caps. 


National Blank Books are sure sellers. Send your 
orders early and often. Have you our latest 
window Show Cards, both large and small? 





National Blank Book Company 


HOLYOKE, MASSACHUSETTS 
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tising and Selling and “we consider it the most successful 

single advertisement gotten out by Shaw-Walker,” says 

Mr. Fitzgerald. Knowing something of the increased sales 

this company is enjoying we have included it in this issue. 
The Addressograph Company. 

“Why Mails Go Wrong,” brought a great deal of satis- 
faction to the workers in the advertising department of 
the Addressograph Company. 

Since the Addressograph Company is largely interested 
in direct-by-mail advertising we are interested in their 


best magazine advertisement. It appeared in Judge and 
Office Appliances and the same copy with slight revision 
appeared in Life “While this advertisement carried a 


coupon,” writes O. E. Tronnes of their advertising depart- 
ment, “we were not driving particularly at direct returns 
A very gratifying number, however, of the coupons were 
received and a number of letters of favorable comment 

“Some very nice orders resulted from inquiries obtained 
through this advertisement. Many big executives read 
Life and Judge in their leisure moments for amusement 
and in moments of quiet relaxation are in a receptive 
mood. Our salesmen also reported mention of the adver- 
tisement by executives on whom they called. 

“We particularly attribute the success of this advertise 
ment to its timeliness, layout, and subtle humor 

“The basic idea of the ad resulted from statements made 
by various employers that returning soldiers and sailors 
from abroad and camps were consuming the time of the 
young lady emplovees of the office in friendly visits and 
conversation and that as a result a large number of errors 
and vast amount of time was wasted. 

“Especially was this true in the case of addressing mail 
matter which requires especial accuracy and care. Accord- 
ingly when one oi our salesmen returned from abroad, we 
conceived the idea of the advertisement and posed the 
picture as shown in the advertisement. The young ladies 
engaged in conversation with the returned soldier have 
made numerous errors in addressing a circular or letter 
for direct advertising or other mail matter as shown by 
the returned envelope. 

“The lower illustration shows the same girl addressing 
circular matter with the Addressograph and at the same 
time engaged in conversation with soldier friend, names 
and addresses being embossed on Addressograph plates 
which are always accurate, makes it impossible for the 
young lady to make mistakes regardless of her conver- 
sation with the soldier. The Addressograph reduces the 
operation of addressing to mechanical work with no pos 
sible chance fer errors. 

“Readers of the two publications, Life and Judge, are 
prone to look twice at illustrations and there is just enough 
suggestion in the caption, ‘Why Mails Go Wrong,’ to 
brine forth a smile and attract further interest. 

“We regret that we cannot give you any definite infor- 
mation in regard to total number of inquiries because of 
the fact that the advertisement requests mailing of in- 
quiries to nearest branch office. and we have found it quite 
difficult to get branch offices to keep accurate check on 
inquiries received.” 

The Conklin Pen Manufacturing Company. 

Wm. N. Bayless. of the Conklin Pen Manufacturing 
Company, found his best piece of copy in a poster of 
peace casting away the sword and taking up the pen 

“What proved to be probably the most successful piece 
of advertising we ever put out didn’t appear in any pub 
lication. It was a window hanger or poster that we sent 
our customers to hang in the windows of their stores 
We got it out last January just about the time the peace 
conference was beginning to confer in Versailles 

“We designate it our most successful piece of adver 
tising of that kind because more dealers used it and used 
it for a longer time by far than anything else we have 


ever given them. Fully two months after it went out, I 
made a swing about the circle of the cities in this part of 
the country and I found many of these posters still up 


1 


That is certainly remarkable when you consider that the 
average life of a poster is a week or ten days. In fact, | 
saw one of these posters in a dealer's window just the 
other dav—six months after we sent it out! Our salesmen 
also report it to be our best success 

“We attribute the success to its timeliness and to the 
unusually striking manner in which the artist has handled 
the subject. Norman Price is unquestionably one of the 


country’s leading artists for this sort of work The 
painting and color plates for this design cost us over 
$1.300 

“We got the idea, of course. from the fact that war was 


Over and peace declared and that the men would drop 








Ask for |, (a Gases 


SUPERIOR WRITING 
FLUID 


It has that pleas- 
ing blue color 
you always 


liked so well. 


Changes to a 
dense black. 


Insist on 


KELLER’S 


Made by 


The Robert Keller 
Ink Co. 
Detroit, Mich. 














“if it’s a Standard 


it’s a Bird!” 
IN NAME AND QUALITY, TOO! 


There’s one im- 
portant reason for 
buying the Quail 
Pencil, a reason 
which we will com- 
municate when you 
ask for quotation. 
When you learn 
the reason — you'll 
BUY! A hexagon 
shape, finely pol- 
ished natural cedar 
finish, gilt tip, red 
eraser, packed in 
attractive carton 
holding one dozen 
—12 cartons to box. 
No. 1, 2 or 3 lead. 


Standard 
Pencil Co. 


MANUFACTURERS 


1822-1828 Locust St. 
ST. LOUIS, U. S. A. 
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ECLIPSE PNEUMATIC INKWELLS 


Come in several varieties and sizes. 


Give just the right amount of ink each time. 
Have no plunger to stick and splatter. 


Have no rubber parts to corrode. 
Prevent wasteful evaporation. 
Are handsome and durable. 
Are made wholly of glass. 
Improve your pen-writing. 
Keep your fingers clean. 
Keep your ink fresh. 
Catalog ‘ree on request. 

Eclipse 3-Well Set 
GENERAL ECLIPSE CO. 
Dept. A 


DANIELSON 
CONN. 








MORE PROFIT TO YOU— 
SELL “MULBERRY BRAND” 


INDEX CARDS 


FULL WEIGHT PURE WHITE HORIZONTAL RULED 


We sell by mail only and have no commis- 
sions to pay. We are not afraid to publish 


These Unbeatable Prices 


3x5  80c perM banded & boxed 
4x6 $1.20 oa oe 
5x8 $2.35 prerM “ & “ 


FULLY GUARANTEED 


We accept orders for 25,000 or more, 
which may be assorted as desired, at 
these prices. For handling orders 
less than 25,000, we charge ten per 
cent additional. 

ORDER NOW BEFORE THE ADVANCE. WE ADVISE IT. 


HANO-WEINKRANTZ CO., INC. 
133 Mulberry Street New York, N. Y. 


Manufacturers of Index Cards, Second Sheets, 
Folders, Guides. Loose Leaf Sheets, Binders 
Manifolding Forms, Stock and Special Sizes 


Ask About Our Special Lot of Ruled Pads 
STITT 


TOUEEEDEDEDUGERUEUEOROROOTEOEGURUEEROES 9020000 CROEOESEDEEEDEDEDEREE 
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the sword of war for the ‘sword’ of peace—the pen. They 
would exchange the weapon of destruction for the weapon 
of construciion. Simply another variation of the old saw 
about the pen being mightier than the sword.” 

Burroughs Adding Machine Company. 

“Don’t Enter the Future Blindfolded” summarizes the 
ideal of the Burroughs Adding Machine Company as a 
good advertisement. 

W. H. Marsh, advertising manager, 
Machine Company, Detroit, writes: 

“As you know, our magazine advertising is very largely 
for publicity, and we have no records which will point 
out the most successful ad. About our advertisement en- 
titled, ‘Don't Enter the Future Blindfolded,’ we have heard 
more comments than any we have published for a great 
many months. However, we do not keep a systematic 
record of such information.” 

The foregoing comments are of special interest, as 
they show how manufacturers in several lines supplement 
and aid the efforts of their sales organizations by im- 
pressive spreads of printed publicity in the magazines, 
newspapers and outdoor displays. It is possible that the 


Burroughs Adding 


field in general has not appreciated the advertising am- 
munition which has been expended to make it easier to 
sell those products which reach the consumer through 
the usual retail channels. The effect has been felt, but 


not all have analyzed the reason for the sales stimuli which 
helped move the goods. 


New Regulations on Window Envelopes. 


New regulations covering the 
have been issued by the post office department. 
attention is directed to the clause regarding building 
dresses. The street and number must be stated 

(1) Return cards on all window envelopes, 
window stamped envelopes, must include the 
a. Name of sender. b. Street address, when the postoftice 
is one having city delivery service, or number of postoffice 
box in lieu thereof. (The mere name of a building will not 
suffice for the street address.) c. Postoffice and state. 

(2) Window envelopes not conforming to the foregoing, 
as well as to the other requirements prescribed by article 
106, page 22, July, 1919, Postal Guide are unmailable 

(3) Centrai-accounting postmasters shall not forward to 
the department requisitions of district postmasters for 
special-request window envelopes which omit any part of 
the return card specified in these instructions, but shall 
return such incomplete requisitions to the district post 
master and refer them to the requirements of article 106, 
page 22, 1919, Postal Guide. 


use of window envelopes 
Special 
ad- 


including 
tollowing: 


Appreciation of Silver Promotes Coin Melting. 


Silver has risen to a point where it is profitable for 
holders of coin, particularly in the European countries, to 
melt down their silver and sell it as bullion at an advance. 
The orient has been draining the world’s silxer stock, and 
even the natives of South Africa prefer silver. They have 
no pockets in their clothes, and like silver because it can 
be hoarded without the danger which accompanies the 
secreting of paper money where it may be exposed to 
fire or dampness. 

The melting of silver coin for bullion may 


be a future 


possihility in the United States. It is an actuality in 
Italy and France, and even the English are developing 
the plan. Holders of silver coin see in the situation an 
opportunity to profit. Their calculation is a simple one. 
With silver selling at $1.25 per ounce in New York and 
French exchange at nine francs to the dollar, the amount 
of silver in a five france piece, melted down and sold as 
bullion, can be used to buy franc exchange in New York 
to the amount of 8.13 francs. Lire exchange is lower than 
franc exchange and the profit for an Italian in such an 


operation would be even larger. 
Both England and France have prohibited the export of 
specie bullion. 


Perpetual Calendar Devised. 

Press reports from Rome indicate that a perpetual cal- 
endar has been invented by an Italian. This, if true, dis- 
proves the claim of Herschel, the astronomer, that a per- 
petual calendar could not be devised. The Rev. Francisco 
Scatigna, of Lecorotendo, province of Bari, is the inven- 


tor. He uses two discs, one superimposed over the other. 
By turning the discs the correct day, week and month 
may be determined. 
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Steel ‘transfer files” 


for your old correspondence 


Fé old letter, receipt, or specification sheet may suddenly 


become of tremendous importance. 


Today it is probably waste paper—-Tomorrow it may settle a 
lawsuit in your favor—or win for you a coveted order. 


If your old correspondence is worth keeping at all, it is worth 
keeping systematically and safely. 


Investigate Art Metal Steel Transfer Cases today. They give 
the protection that only steel can give, against fire, water, vere 
min, dust, etc. 


You can start with one drawer, and add as your needs grow. 


There is an Art Metal branch office or dealer near you. 


ART METAL CONSTRUCTION CO, 
JAMESTOWN NEW YORK 


Art Metal 


Jamestown -New York 
U-S-A 


Art Metal 


JAMESTOWN 
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The “APSCO” LINE 


of Pencil Sharpeners 
The Absolute Leader in Its Field, Comprising Quality Products Only 


The “CHICAGO 


Best low-priced pencil sharpener ever made. Known, sold, used and popular the 
world over. Construction the best. Not skimped or cheapened. Beautiful finis! 
Twin cutters. Can’t break points. Maximum service. The big, best buy today 


The “CHICAGO GIANT” 


Handsome counterpart of famous “Chicago,” except 
sharpens all sizes of pencils and crayons. Strong, | 
sturdy, staunch and of attractive, durable finish. 





The “DEXTER” 


The Quality Hand Feed Sharpener 
Heavily Nickeled Throughout 


BEST BY EVERY TEST 


Made with AUTOMATIC POINT 
ADJUSTER, which will produce fine, 
medium, or blunt point—-either you 








a it 
Junior g \ 
SHARPENER pt 

\ 


The “JUNIOR” 


Mest for the Money 


Low in price, high in valu f 
standpoint of range of use, finish a 
construction. The lowest priced sharp 
ener on the market Sharpens 
sizes of pencils and produces 
desired point, blunt, medium 









wish. 


The “DANDY” 


Automatic feed prevents 
pencil waste. When pencil 
is sharpened, the machine 
automatically stops cutting. 
Sharpens any size of pencils = 
and produces any desired 
point from blunt to fine. 
Properly presented, the 
Dandy will sell nine times 
out of ten, and insures a 
more - than - pleased cus- 
tomer every time. 


The “WIZARD” 


Has all characteristics of 
the Dexter, except that it 
is of all-steel construction, 
doing away entirely with 
possibility of breakage. 





The CLIMAX No. 2 and IDEAL Pencil Sharpeners are our two highest priced automatic 
feed machines. They have no equal. 


The “DEXTER” Paper Fastener The “APSCO” Binder Clip 


Twe Tools in One 
Binds papets and documents, so that it 
is impossible to pull them apart without 
tearing the paper. In addition it punches 


\ popu 
member of the 
eS a. S. O 


holes 2% inches from center to center. family Firm 

For all standard arch files. ly grips on: 
sheet as we 
is fi i} 
ity M 
in two 
For bir 
togeth pa 





The “BD” Clip 


Made in five sizes. Beauti- 
fully finished and lacquered 
to prevent rusting. 








Our New Catalogue Shows Other Stationery Items and Is Worth Writing for 


Trim your window with the “APSCO” Line of Pencil Sharpeners and Office Specialties and secure Profits worth while 


The Automatic Pencil Sharpener Company 
1507 Garland Building , Chicago, Ill. 
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Good Roads and Good Business. 


Business," a New Publication by the Bus WORK-ORGANIZERS 


eesry Adding ee mreee: Pub- Keep Them In Sight—They’ll Move 



















an Enlightening in Initial a 
Issue. Following Is an Abstract of the Ar- Just read how Brown-Holland Co., the big Boston 
ticle, “Taa OP ae or front on Good office-supply house, moved Work-Organizers with 
oad \ . Jee poo i > 
nee : © ayPoo! a window display: 
66 USINESS” is a new publication of general inter- “The number ple who 
est published by the Burroughs Adding Machine cropped 1n dey 1-H has 
Company, similar to the “Burroughs Clearing been ver and changed 
House,” which is published for the banking field. Neither ene Wa of the floor 
. - > TT; 
is a house organ according to the general acceptance of a 
the term. A limited amount of the publisher’s advertis proce 
ing is carried, and with it a considerable volume of ad Ail Desk-Workers 
vertising of manufacturers in allied fields. The text, or 
reading matter, is what takes the publication out of the Need Them 


house organ field 

Following is an abstract of an article which leads the 
initial issue of “Business,’ dated October. It presents a 
mass of valuable information, and incidentally indicates 
the character of the publication. It tends to the develop- 
ment of better transportation in the rural districts. Bet- 


Users include 
more than 2,000 
banks and 
thousands of 
0 ff ces of 
every kind. 


ter business becomes general when good roads prevail. Svery offic No. 332, 10 
_— Every offi e pita, $3.50; 

oan a ; . ; : man a good No. 330, 6 pkts. 
The Jefferson Highway is one of the main avenues of .50. Letter size, 


prospect 
transportation in Minnesota. It is a gravel road, and so 














mee ae : toate “ . mara afta . ve P a All flat, open in 
dense was the traffic that two years after completion a Your Big Customers Sold’ seat aue 
certain stretch of road had been thrown into drifts, one Subject labels. 
on each side of the road. The highway commissioner set will buy them from you instead of get- In Drawer, No. 734; hand- 
e . ww then elsev re if ve 5 

about to discover the reason for this undue wear, and a col sng Seine oe ee = some paper, 15 pkts. $1.50; 
assigned enumerators to the task of determining and ~~ lit ei or vin Neithe 4 — No, 732, 10 pkts. $1.25; 
ssigne x great; liberal margin. Neither y No. 730. 6 pkts. $1.00. 
analyzing the trafhec. It was found that an average of = nor your pronts are complete Letter Size. Ten other 
1,144 machines passed over that road every twenty-four ciara styles. 
hours. Most of these were foreign cars, that is, carried Just a Few of the Big Users 

- wos iy ? ’ American Lead Pencil Cheney Bros., (Cheney Silk) 
license plates of other states. This looked as though the Stanley Rule & Level Co Hudson Motor Car Co. 
visitors were overdoing a good thing. Further analysis Cluett, Peabody Tilinois University 


: ; we Pe : And more than 2,000 banks 
showed that these tourists averaged $1.25 expenditure 


per hour in traversing the state; that they left three times W k 0 7 S : Iti C 
as much money in the state as would be required to ork- rganizer pecia 1es 0. 
build new gravel roads every two years. 87 Jefferson Ave. Detroit, Mich. 


This discovery bore fruit in legislation to permit the 
issuing of $100,000,000 bonds, which would permit the con- 











struction of 7,000 miles of roads for a state-wide system Ce VT 
of permanent roads. This work has been called “365-day | 
roads.” Similar action has been taken in other states. 
Disregarding the profits to the state accruing because 
of tourist traffic, is the vastly important phase of reduc- 
ing the cost of hauling farm products to market. The en swanh e 
use of the automobile has enabled the farmer to move | 
his farm to town, by reason of the ease of hauling, and 
the saving of time. Where good roads prevail regular 
motor truck service is profitable, and general. The radius 
of trading for the country towns is greatly increased. A 
centralized industry like a dairy can serve a whole coun- 
ty, and the transportation is so certain that milk pro- e -= ee iy 
ducers are assured that their milk or cream will get to the 
plant each day, regardless of the weather. “And, gee, how 
the money rolls in.” Good roads bring in milk to the 4 
value of $1,600 a day in one locality—the farmers get that. ul 1¢a or 
The same roads take their children to school, carry the 
family to town, to church or the movies; enables them to 
get to town quickly when they need emergency repairs, ee? P , - is 
ox Sienatehk sagaiien This duplicator will make 50 to 75 
copies of handwriting or typewriting 
. > - . : =e 
in 3 to 5 minutes. The required num- 
ber of blank sheets are placed in the 
paper. tray, from which they are fed 
one at a time to the duplicating film, 


by drawing this paper tray down and 
depressing, a spring bar. 


Carthage, Mo., had occasion to investigate the neigh- | 
borhood trading situation, as business had fallen off se- 
verely. A survey was made. It showed that regular three 
customer trade over bad roads in 1910 was limited to 
three, four, six and seven miles in the four directions. That 
is, seven miles was the longest distance that the merchants 
of Carthage could expect a farmer to travel with two or 
more members of his family on a shopping trip. - Single- 
customer trade extended but little farther, the limits being 
eight, ten and eleven miles. 

Another instance is that of Fort Scott, Kans. The sec | 
retary of the Fort Scott Chamber of Commerce is quoted: 

“Before the advent of good roads and the automobile, a 
city’s local trade was limited to some ten or fifteen miles, 
and at the fifteen-mile distance the trip could be made only 
during certain portions of the year. Now, with the good 
roads and the automobile, the limit of the city’s direct | 
trade has increased to a radius of some fifty miles and this 
trade is available every day of the year. 

“The building of hard-surface roads, by increasing agri- | 
cultural production and cutting down the cost of trans- 
portation. greatly increases the purchasing power of the 
trade territory. 


Complete outfit, printing surface 
9x15 inches, $40.00. 


Liberal discounts to the trade. 


THE 0. BECK DUPLICATOR CO. 
474 BROADWAY NEW YORK 


1 e> sees oor eee nl 
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Old Town Ribbon & Carbon 


NEW YORK CITY .-.". U.S.A. 
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our formula. 


Meouufecturers of Carbon Paper and Typewriter Ribbons} 
Old Town and “Crowfoot” brands. 


Co., Inc. 
245-47-49 Centre Street 








Old Town 


Standards Assure 
Satisfactory Quality 


whatever the requirements 
for service or cost. The 
basic materials are selected 
as the result of extended 
experience in the develop- 
ment and manufacture of 
Typewriter Ribbons and 
and Carbon Papers under 


Old Town Carbon Paper 
is made in twelve brands 
for typewriter, pen and pencil, in various weights, 
finishes, in the usual colors. 


Old Town Typewriter Ribbons are marketed un- 
der two brands and each is inked for light, me- 
dium or heavy duty. 


Performance and permanence guaranteed. Our 
Brands are packed in handsome lithographed boxes. 























The Tenacity Line 


Represents Known Values 


You can sell our loose leaf devices with full 
assurance that they will please the bookkeeper, 
and make the manager happy. The bookkeeper 
finds Tenacity Accounting Devices easy to 
handle through his day’s work. The manager 
takes satisfaction in knowing that his books are 
in good physical shape. 
One item in the Tenacity Line is 


THE C. L. 
STEEL BACK LEDGER 


Service durability is assured by electrically welding the metal 
parts. Makes solid construction that stands up under severe 
usage. The C. L. is made in five capacities. Each is capable of 
100 per cent expansion. — : i : 
our mage cooeety binder in connection with a ledger rack and 
obtain an i combination for machine-posting. 
into sales, and assure yourself of the supply busi- 
demonstrates Tenacity Quality. 


The TENACITY MFG. CO., Inc. 
Reading CINCINNATI, OHIO 
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“With the building of 365-day roads it is possible for 
customers to come to stores and trade; whereas, if the 
roads were impassable, these persons would use the mail- 
order method of purchasing—most of these purchases, of 
course, going to large cities. 

“Permanent highways also largely improve the trade be- 
cause in bad and rainy weather, when it is not possible to 


work in the fields, it is possible to come to town and trade, 
saving a great amount of valuable time. They also give 
the purchaser time for selection. 

“| think that in almost any ordinary community a sys- 
tem of permanent highways built in all directions for fifty 
miles will result in the doubling of the business of the 


city’s merchants.” 


The article in “Business” cites many instances of rural 
communities improving their general and business condi 
tions through the development of good roads. The con 
tribution impresses on the reader that the inception of 
good roads propaganda must come from the towns or 
cities to which the good roads converge. The initiative 
must come from the commercial leaders of the districts 
affected. Farmers all over the country have realized the 
need of good roads for years. But they have contented 
themselves with grumbling about the roads, and then pay- 
ing more than they cost by reducing their trading radius 
and wearing out their horses on the road. Producers and 
traders profit alike from good roads, but the commercial 
element must provide the steam which sets the project 
going. After the farmers see the immense value of good 
roads as exemplified by a trial stretch they willingly as- 
sume the financial burden which provides the roads. 
“Working out the road tax” has ever been a joke—and the 
resulting roads have been a miserable travesty. Roads 
built under proper conditions, kept up scrupulously, justify 
every cent put into them. 


Two Views of German Export Trade. 


It depends on who is telling the story. On one hand re- 
ports reach the United States that the German salesman 
in foreign lands is having things all his own way An- 
other country says that the German commercial men are 
dispirited because of their many difficulties. 

Early in November Amsterdam said that the German 
exporters complain that selling abroad becomes very diffi- 
cult. The difficulties are occasioned bv hostile feelings, 
lack of labor at home, and the insufficient supply of coal. 
If such difficulties were not temporarily counterbalanced 
by the export premium in the shape of the low exchange 
rate, neutral buyers would soon place their orders else- 
where. 

Within a few days of this report Buenos Aires sent out 
a press dispatch to this effect: 

The high value of the American dollar as a medium of 
exchange and the low value of the German mark is en- 
abling German houses to sell goods here cheaper than 
they did before the war. Their prices are so far below 
those of American and other allied countries that, for the 
moment, there is no possibility of competition. 

The Germans are experiencing little difficulty in getting 
their goods to South America. German machines of a cer- 
tain class are selling at 100 per cent above what they did 
before the war, yet they are 200 pesos cheaper to the Ar- 
gentine buyer because the mark is cheap. 

To guard against possible shipping delays when buying 
German goods, Argentine importers are buying marks to- 
day and keeping them to pay their bills with when the 
goods arrive, so that an increase in the value of the mark 
will not affect their purchasing price. 

It has been reported here that German exporters cannot 
ship metals, yet their salesmen are offering copper tubes 
in competition with United States salesmen and are get- 
ting orders, because they promise shipment “when possi- 
ble,” and in the meantime, the Argentine purchaser has 
only to go to his bank and buy marks to cover the price of 
his order, and he then gets his goods at today’s price, re- 
gardless of the value of the mark when the goods are re- 
ceived. 

Several American representatives here have written to 
their principals that it is impossible to take orders for 
American goods as long as the dollar is valuable and the 
mark is not. 

Evidently it is a case of “you pays your money and 
takes your choice.” The Germans are, or are not having 
a difficult time with their overseas trade. The sensible 
thing for United States exporters to do is to go ahead and 
saw wood. 
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to complete your stocks of really useful 
specialties for the office. “U-Need-Me” 
specialties fill the demand for comforts 
and conveniences that are accessory to 
the equipment you sell. You can sell the 
accessories at the same time you sell the 
desks and chairs, thus affording complete 
service to your customers, and keeping 


the business in your own store. 


“U-Need-Me” Chair Pads 


take the wear on clothing which 
follows from the use of wooden 
or cane chair seats. They prevent 


clothes shine and soften the seat. 


“U-Need-Me” Felt Base Cushions 


afford the comfort of an upholst- 


“U-Need-Me” ered chair, plus the anti-friction 

‘elt Chair Pad ° - +. 

ee Pee effect of felt. They save clothes by pre- 
No. 9A 16%x18% : ha; hi ° Well : 
No. 9B 15 x17 . o chair s a > ade, strong, 
No. 9C 13%x14% _ venting cnali! ; line € made ong 
No, 9D 13% in. diam generously tufted. 


“U-Need-Me” Improved Glass Desk Trays 


Useful, 
vet highly 
ornamental. 
Brightens up 
the desk, is 
sanitary, and 
easily kept 


clean. All the 


““U-Need-Me” 
Improved Glass Desk Trays F metal parts 
No. 145—9%x13%. are nickeled; 
rubber feet protect the desk. 





“U-Need-Me” Glass Desk Pads 
protect the desk, and 
provide a safe place 
for live notes and 
memoranda. Neatly 
fitted to substantial 
base with lining to 
protect desk finish. 
Edges beveled. 
‘“U-Need-Me” Specialties are good sellers 
and quick repeaters. Put them on display 
and see how your trade will demand them. 


Write for illustrated booklet. 





Stationer, “U-Need-Me” 








Geo. E. Fox & Co., 33 West Kinzie St., Chicago, U.S. A. 


J} 


“U-Need-Me” 
Felt Base Cushion 
Sizes 15x17 and 17x18%. 


No. 998—Black Felt 

No. 9$$9—Brown Felt 

No. 1000— Brown Spanish 
Leather 

No. 100i—Black Leather 

No. 1001—Dark Green Spanish 
Leather 

No, 2000—AlIl Felt 

No. 3000—Imitation Leather 


“U-Need-Me” 
Glass Desk Pads 





No. 22 16x20 No, 22 18x30 
No. 22 18x24 No. 22 20x34 


No. 22 22x36 
No. 222 18x24 No. 222 20x34 
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The Decision’s “Up to You” 


In advertisements all Carbon Papers and Type- 
writer Ribbons seem very much alike. Yet you 
know there is a difference in qualitv—and in the 
satisfaction your customer ¢ets. 


So we say, “The decision’s up to you!” 


Get samples—make comparisons—see which 
ribbons will stand the most blows of the type bar, 
in one spot—which recover the most quickly or 
thoroughly—which carbon papers are cleanest to 
handle—make sharpest copies—last longest— 
make greatest number of copies at one time. 

These differences are vital to you if you aim to 
really give your customers full value for every cent 
spent with you. 

Tell us the class of trade you cater to and we 


will give you some pertinent facts about Type- 
writer Ribbons and Carbon Papers for specific 


purposes. 


The Miller - Bryant - Pierce Co. 


General Offices and Factory, 231 So. River St., Aurora, IIl., U.S. A. 


BRANCH 
Chicago, New York, St. Louis, Detroit, Milwaukee, A "Indianapolis, San Francisco, U.S. A. 


Cable Address: ‘“‘Milpie,’’ Aurora, Illinois, U.S. A. 
1009 European Headquarters: V.a Revere 9, Milan, Italy 


<< kL 


TYPE WRT. 7 2 


Ter 
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Pencil Sign Shows Scars of War. 

One gets a hint of what citizens of Paris must have 
passed through during the days when the German long- 
range gun was dropping shells in and about that city by 
examining the striking picture on this page, which shows 
what happened to a pencil sign when one of the “Big 
3ertha” shells exploded in the vicinity. A human being 
in a similar position would have been almost torn to 
shreds, which is what actually happened to many people 
who had the misfortune to be near the spot when one of 
these big shells exploded. Then let us recall that during 
the days when the bombardment was on one shell fell 
every twenty minutes! What saved Paris from the de- 
struction of its most beautiful landmarks was, probably, 
that a shell fired from a distance of seventy miles could 
not be aimed with precision, since so many factors entered 
into the problem to disturb accuracy. A gun can fire at a 
building seventy miles away. If it has range enough, it 
can make the distance; but its shell must rise about 
eighteen miles above the earth, it is estimated, and must 
pass through so many different air strata and air currents 
that its actual landing point can be only approximated 





SIGN IN PARIS RIDDLED BY “BIG BERTHA 


SHELL FRAGMENTS 


PENCIL 


For the illustration we are indebted to the American 
Lead Pencil Company, who did their best to obtain from 
the dealer in Paris the actual sign which was riddled by 
shell. Quite naturally, he refused to part with it, but sent 
photographs instead. The attention of the company was 
first called to this particular incident by the following 
letter, which explains itself: 

“American Lead Pencil Company, 
New York. 

‘Gentlemen:—I have recently returned from Paris, 
where I was stationed in war relief work for the greater 
part of 1918 and during the days when Paris Was under 
constant peng ywee- 

“While there I noticed a souvenir which, it occurred to 
me at the time, you might find useful, and [ meant to get 
it for you, but later overlooked it. It is one of your small 
metal signs which is attached to the outside of a little 
stationery store on the south side of the soulevard St. 
Germaine. I cannot give you the exact address, but any 
one looking for it—provided the sign is still there—would 
have no difficulty in finding it. 

“One of the ‘Big 3ertha’ shells dropped « 
the sign, which is still intact, is completely riddled with 
small fragments of the shell. In view of the fact that 
Paris is the ‘home’ of the famous Venus de Milo statue, 
which I also saw, it occurs to me you might be interested 
in this sign, and if you have no agent in Paris who could 
it for you, I think I can find someone who would 
the commission if you are at all interested. 
understand that this letter is written merely 


“lose by and 


secure 
execute 
“Please 
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» _ METAL INDEX TAG 
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Mut ii) 
Griplocks are leaders Jy val i! Write a a 
in the metal index proposition and 
display line now. 


tag trade. 

Get the full advan- 
tage of Griplock 
advertising. 
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Profit By 
This Griplock Demand 


Advertising backed up by a unique distri- 
bution of free samples, the Griplock Metal 
Index Tag is creating new business 'for 
dealers. 


Every sample sent out proves that Griplocks 
meet the requirements of modern business 
better than any other tag on the market. 
They lock onto the page and stay locked 
until you want to change them or take them 
off—then they are easily removed without 
tearing the page or destroying the tag. The 
secret lies in the metal wedge that locks 
the Griplock—a patented feature. 


Griplocks are made of steel. Outlast and outserve 
all other tags. Yet they cost no more. 


Liberal Discount to Dealers 


pon for ples, 





Write for our proposition—Mail the C. 
details and discounts 


Do it now. Be prepared to take full advantage 
the profit opportunities that lie in the sale of th 
lock Metal Index Tags. 


RICHARDS TAG COMPANY 


Sac City Iowa 





Mail the Coupon 
































Richards Tag Com 
Sac City, Me ag 





Gentlemen:—Send full infor- 
mation, samples, prices and dis- 
Index Tag an per ° say on 
Appliances. 
Send for FREE Name .... 
SAMP LE ~T RY I sy ES SETAE A AL, 
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Stationers’ Glassware of Distinction 


Make your glassware stock stand out by showing plain 
and cut glass Ink Wells, Sponge Cups, Pen Trays, 
Ash Receivers and Novelties made under the name— 


New Martinsville 


Our designs are neat, made of bright, clear glass, and 
sell quickly. You can fit out a mahogany suite from 
the New Martinsville Line, as well as equipment for the 
“back office.” You profit on every transaction. 


our Catalog of Designs? 
If not, send for it. 


The New Martinsville Glass Manufacturing Co. 
New Martinsville, W. Va. 


Have you 
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Ribbons and Carbons 
of Quality 


We are supplying dealers the world 
over with goods which give perma- 
nent satisfaction. You can add con- 
siderably to your ribbon and carbon 
business by handling 


*“*XTRAGOOD” 
“SUMMIT” **APEX”’ 


brands of carbon paper and type- 
writer ribbons which are held in es- 
teem wherever ribbon and carbon 
qualities are understood. Give us a 
trial. Let us show you how our prod- 
ucts help to make more money— 
something important in every busi- 
ness. 


UNION RIBBON & CARBON CO. 


Main Office and Factory: 
Front and Laurel Sts. Philadelphia, Pa. 














November 
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as a stiggestion from a friend who is interested in adver- 
tising, ana that I have no personal axe to grind. 
“Yours very truly, 
“O. H. WARDBOLFE, 
“Cashier, Philadelphia National Bank.’ 


English Increase Money Order Rate. 

Owing to the facility with which Americans in England 
could buy money orders to remit to the United States, 
and avoid the loss due to adverse exchange, the English 
postal authorities have increased the money order fee. 
The rate of exchange of 4.87 has been maintained by the 
English post office through the period of depreciated 
pounds. Thus if an American wished to transfer funds 
home, he could buy money orders. Bank drafts were gov- 
erned by the exchange rate, which has at times been sixty 
points or more below par. The authorities set a limit of 
£100 a week as to the maximum sum which any individual 
could remit to the United States in a week. The old rate 
per pound sterling was eight cents. The new fee now in 
effect is seventy-two cents per pound sterling. 





An Interesting Window. 
The Cargill Manufacturing Stationers of Houston, Tex., 
are energetic advertisers and believe in good window dis- 
plays. They recently put in a window of metal furniture 











WINDOW BY 


FURNITURE 
DALLAS. 


OF METAL 
CARGILL CoO., 


& 
FINE EXAMPLE 
during what was known as International Newspaper Dis- 
play Week. The accompanying photograph gives a gen- 
eral idea of the appearance of this excellent window, 
which is said to have brought in much business 








Fire the Foreman. 


In a recent discussion of labor conditions, as reported 
by Commerce and Finance, Samuel M. Vauclain, president 
of the Baldwin Locomotive Company, was queried regard- 
ing the conditions in that plant. Mr. Vauclain said they 
didn’t have trouble with labor at his shop. He employs 
a good many thousand of men. 

“Do you have time clocks to keep tabs on your men so 
you will know if any of them are late?’ a gentleman in- 
quired. 

“No,” Mr. 
the place.” 

“Do the men of the various departments all come in by 
certain entrances?” the gentleman inquired. 

“No,” was the answer. “A man comes in or goes out 
any gate he wishes.” 

“But what do you do when men are late?” 
man asked, “fire them?” 

“No,” said Mr. Vauclain, “fire the foreman.” 

That answer may astonish some persons, but Mr. Vau- 
clain’s idea is right. A foreman is employed to exercise 
certain qualities of leadership, direction and control. If 
his men fail to report on time, it is evident the foreman is 
lacking in one of the essentials of leadership. He, not the 
workmen, is most at fault. A slack foreman makes for 
slack workmen. 


Vauclain replied. “I wouldn’t have one in 


the gentle- 


War Cry Has Quota Contests. 

The War Cry of the Salvation Army features its quota 
contests in the same manner as many of the house or- 
gans of the office equipment field. Cartoons liven up the 
accounts of the progress made by the contestants 
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These Three Graces knock out Three 
Disgsraces—Pins, Dirty Erasers and 


Paper Knives which mutilate your mail. 
no (TT Mr. OKAY says - Use 


Bo WASHBURNE'S PATENT 


PAPER 
FASTENERS 


"The Clip with Bulldog Grip 
3 SIZES—BRASS or NICKEL FINISH ° 
























99 Use the Sanitary 


ERASERS 


TYPEWRITER — PENCIL 
Just the thiné for Particular People. 


>, they erase-always clean 
OPENER 


a Fe 
IES a 
~~ 
m= (Hand and Electric) 


— | Saves time.cant cut enclosures. 
7 never out of order. 












* LETTER. 

















a 3 Sizes-3 Models 
= = w#Sk Your Stationer 





MR. STATIONER:— 


The above copy we are now using to help YOU sell. 
How’s your stock of “‘O.K.” Products? 
We have inaugurated a big advertising campaign to further acquaint the public with our labor saving office 
necessities, always with the request to “‘buy from YOU.” 
We ask you to do your part - Keep up your stock. 
Here they are: 
_...Washburne’s “‘O.K.”’ Paper Fasteners - 3 Sizes - Brass and Nickel Finish. 
_... Sanitary “O.K.” Erasers, Typewriter - Ink - Pencil. 
...-Ries’ “O.K.”" Letter Opener, Hand and Electric; 3 Sizes- 3 Models. 


Check them up NOW and order early. 
Write for illustrated and descriptive literature with prices. 


THE O.K. MANUFACTURING CO. 
SYRACUSE. N.Y., U.S.A. 
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IT’S THE TURN-OVER 


that determines your profit 


Some dealers wonder how with a great line 
of papers, including every size and grade 
and color, they make less money than th: 
dealer with a small line. 


The secret is the turnover 


SOU THW ORTH 
Typewriter PAPERS 


Make a compact line, big enough to meet 
every reasonabl» demand, yet so made up 
that it forms a complete stock, requiring 
“only a small investment. 


A safe line and sure of profits 


Send for Sample Book A. We havea unique 
proposition to make to dealers in towns 
where the Southworth line is not represented. 


SOUTHWORTH COMPANY 


Established 18659 
Mittineague, Massachusetts, U.S.A. 


The Oldest Manufacturers 
of Typewriter Papers 
in the World 
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Defiance A Clips No Miss Stapling Machines 
Six size=, 1}” to 6” Made of Stamped Stee! 
Handsome in appearance 


Defiance Manufacturing Co. 
384 Broadway 
New York 


Manufacturers of 
Stationery Specialties 











ForgOur Country 





























A brief record of men from the field who 
have given Life or Time—which is the stuff 
Life is made of—to the glorious cause which 
$8 Old Glory has ever typified 

















—_ 





Ed. Jones, who served with the A. E. F., is now con- 
nected with the Milwaukee office of L. C. Smith Type- 
writer Company. 

. * 7 

F. Edgar McGee, who emerged from the great war a 
lieutenant, has become assistant utunetidiee~ manager of 
The Rand Company, North Tonawanda, N. Y 


FE. W. Cannon, who sida recently been released from 
military service, is now assistant manager of the San 
Francisco office of the Remington Typewriter Company. 

* * o* 


Frank Hart, who has returned from the battlefields of 
France, is back on his old job with the printing depart 
ment of the Todd Protectograph Company, Rochester, 
. ev 

x * * 

Joseph E. Kenney, who served in France with the engi 
neers, has returned to civilian life. He has resumed his 
position as repairman with the L. C. Smith & Bros. Type 
writer Company, Pittsburgh, Penna. 


S. G. Carruthers, Jr., had attained the rank of captain 
in the artillery corps upon his discharge from the army 
He is now selling in the Sacramento valley territory for 
Sanborn, Vail & Company, of San Francisco 

Sd * 

Eugene McEachern, who served with the colors in 
France and Germany for about eighteen months, has re 
turned to Boston, and is now foreman of the mechanical 
department of the Puritan Typewriter Company 

ok : x 

Two recent acquisitions by the office force of the Irving 
Pitt Manufacturing Company, Kansas City, Mo., are ex 
service men. F. E. Miller and D. E. Watkins were re 
cently discharged from the army, and are now doing office 
work. 

* * ok 

Walter J. Dyer, recently appointed district manager of 
the Marchant Calculating Machine Company at Cincin 
nati, Ohio, was in Government service during the war. 
He had charge of construction work in Kentucky and 
Tennessee. 

* * < 

The Chicago office of the Corona Typewriter Sales 
Company has seven men in its employ who have been 
in the Government service. Of these, five were connected 
with the office before the war, and found their old posi- 
tions ready for them when they donned “‘civvies.” 

* ‘ 4 

Edward J. Eshpeter, St. Cloud, Minn., was discharged 
from military service some weeks ago. He has estab 
lished himself in the typewriter sales and rental business 
at St. Cloud. Before entering service he had been with 
the Duluth Typewriter Company, Duluth, Minn. 

* x * 


When the war broke out Willis Doerge volunteered for 
service in the Marine Corps. He was accepted, and re- 
signed his position as repair man in the Pittsburgh office 
of the L. C. Smith & Bros. Typewriter Company. Having 
finished his share of the job of wrecking the German 
empire, he is now back at the old job in Pittsburgh 
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A FEW ILLUSTRATIONS FROM 





P. & M. Steel Ledger 





Monroe Steel Ledger Silver Cap—‘*Toplock’’ Sectional Post Binder 





ao 


Silver Cap—‘“‘Endlock’’ Sectional Post Binder Double Hinge Sheet Holder 





Quicklock Solid Post Binder 


Our catalog features a complete line of Binders, Indexes and Sheets. No matter 
how well you may be satisfied with your present connection, have us send you 
this catalog. It is worth your while. 


THE PLEW & MOTTER DEPARTMENT 


of THE WORKMAN MANUFACTURING COMPANY 


Capital and Surplus, $250,000.00 Racine Avenue and Monroe Street, CHICAGO, ILLINOIS 
NEW YORK OFFICE—27 CEDAR STREET 
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WHY 
DO STATIONERS SELL 


bat CO 








FILING SUPPLIES? 


EXCEL ((K0) OUTSELL 
BECAUSE—THEY ARE. 


AMERICA’S BEST 


The most complete and comprehensive 
line on the market, and 


GUARANTEED 


Every Guide, Card and Folder Rotary Cut. 
Bicco supplies are dependable. 
Send for new Price List and Samples. 


BOSTON INDEX CARD COMPANY 


Bicco Building 
113-115 Purchase Street Boston, Massachusetts 
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Lieut. H. B. King has returned after twenty-two months 
with the Colors. He is of the firm of Black & King, 
Everett, Wash. Mr. Black was also in service, but the 
signing of the armistice occurred just as he was about to 
embark for the war zone. 

x * x 

G. G. Rorke, formerly with the Washington office of 
the L. C. Smith & Bros. Typewriter Company, is now a 
supercargo in the Navy. He is on the U. S. S. “Yellow- 
stone,” and when last heard from by his old associates 
was on shore leave in Wales. 

* * a 

J. G. Lloyd has been released from Army service, and 
is back in the field again, filling his old position with Mc- 
Donough & Lloyd, manufacturing stationers and printers, 
311 Fulton street, Brooklyn, Mass. His partner was also 
in the service, returning to the business some months 
ago 

x * * 

Walter H. Stroud has been released from the transport 
service and is back on his oid position with John Ward 
& Son, 115 Cedar street, New York. He is the last of five 
men who left the company’s employ to enter their coun- 
try’s service. All returned uninjured, and resumed their 
former positions 

+ * * 

Edward Resch and Louis Resch have returned from 
military service, and have organized the Resch Binding 
Company, Sheboygan, Wis. Louis was in Company D, 
58th Infantry, Fourth Division, A. E. F., and saw ten 
months’ service in France. Edward fought with the 120th 
Field Artillery, Thirty-second Division. 

* ¥ * 

L. W. Jackson, who was an all-star salesman in the 
Jackson office of the Burroughs Adding Machine Com- 
pany, enlisted as soon as the call to arms was sounded. 
He saw two years’ service in France, and went through 
three major engagements in the Field Artillery. He won 
his lieutenant’s insignia before the fracas ended. Now 
he’s striving for honors in selling work in the Burroughs’ 
office at Kalamazoo, Mich. 

* + * 

An interesting dialogue in Selling Facts narrates how 
two salesmen of the General Fireproofing Company met 
in France prior to embarking for the United States. It 
was in a prosaic delousing station at Brest, and the men, 
who had not met before in France, discovered each other 
to be GF go-getters. They discussed their ambitions for 
returning to selling work in the United States. A month 
later both met at the General Fireproofing Company of- 
fice and both decided to take back their old positions 
that were offered them. 


Heart-to-Heart Talks. 

The War Department has arranged a series of inti- 
mate talks to the men convalescing from wounds and 
sickness in the military hospitals, to be given by promi- 
nent men who have made good in the face of obstacles. 
John Hays Hammond and Charles Schwab were the first 
to volunteer for this sort of work. They are making ad- 
dresses throughout the country, telling the men in the 
military hospitals what can be achieved by a combina- 
tion of hard work, ambition and perseverance. 

\ number of men of similar type have promised the 
Secretary of War to volunteer their services and help re- 
habilitate the men who were hard hit in the fight to make 
the world safe for democracy. 


Ex-Service Men. 


Your Government insurance is a good thing—Hang on 
to it. 

Just as the Government is planning to make a “good 
thing” a better thing, you men are dropping it. 

Hang on to it—if you have dropped it, reinstate it 





Prize Catalogue for Burroughs Salesmen. 


In connection with a salesmen’s contest the Burroughs 
Adding Machine Company has issued a 22-page catalogue 
of prizes. It is as handsome in arrangement and execu 
tion as any commercial catalogue designed to sell to a: 
exacting trade. That, of course, is its mission, for the 
catalogue “sells” the women of the Burroughs family, 
and interests them in the selling contest. A wide variety 
of prizes is offered, many for the home and the mistress 
of the home. 
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Liberly 
STEEL BOND BOX 


Meets the demand for a low priced 


security box that gives real 


tection to its contents. Made 


from heavy furniture steel 


fitted with a high grade lock. It 
can’t be forced or pried open. A 
handsome box with brass hard- 
ware, beautifully finished in 


mahogany, oak or green. 


Made only in one size as shown 
12{ in. long, 7} in. wide, 33 in. high 


Metal Office Furniture Co. 


Grand Rapids, Michigan 


pro- 


and 















Where 
Else Can 
You Find 
Such 
Utility? 





articles. 


Here is a steel cabinet of unmatched storage facilities. 


And its price is no more than a four drawer 


Most cabinets and vertical filing cases accommodate let- 


‘ters, and little else. The adjustable shelvi 
steel cabinet shown here, enables it to care for 


books, catalogs, transfer files and articles of miscellane- 
ous sizes. You can “build” its interior to suit yourself. 
Shelf adjustment based on i1-in, centers. Shelves cas 
be divided into pigeon holes by vertical partitions spaced 


on 2-in. centers 


TERRELL’S EQUIPMENT CO. 


Hilton Street 
GRAND RAPIDS, MICH. 


Note that the adjust- 
able. lead- 
ed with miscellaneous 


filing case. 


ng of the 
stationery, 
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HE STRENGTH and service of 

a bank cannot be estimated 

from its furniture or decoration— 

of course not—93.7 per cent of us 
do it, all the same. 


The first impression is a deep one 
—Stow-Davis Furniture makes it a good 
one. The Stow-Davis dealer is in best 
position to’ fit out banks, public service 
companies, etc. Write for particulars. 


STOW-DAVIS FURNITURE COMPANY 
80 Front Avenue Grand Rapids, Michigan 
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Milwaukee Chairs 


Support your claims for selling office 
equipment of reliability, comfort and 
taste. 


We concentrate on designing and pro- 
ducing superior chairs. 


We specialize oa chairs of sterling 
quality. 

You can find in the Milwaukee Line 
chairs to match the best desks you carry. 


We invite inquiries. 


Milwaukee Chair Company 


Milwaukee Chicago New York Seattle 

















New National Organization of Exporters. 


The Advisory Committee on International Parcel Post 
with headquarters in the Evans building, Washington, 
D. C., has initiated its first nation-wide membership drive. 
In its initial attempt the committee has presented some 
very graphic facts to no less than 26,000 exporters 
throughout the country. 

This organization has for its purpose the banding to 
gether of the American senders of the $15,000,000 worth 
of American goods which travel via parcel post to for- 
eign countries every year. It is proposed that by realiz- 
ing a truly national organization the parcel post service 
of this country can be extended to every country in the 
world with much more celerity; the present service can 
be improved much more intelligently; and above all, the 
practical, every-day users of the parcel post will have an 
official channel through which they can voice their desires 
in all matters. 

Sympathetic connections have been established between 
the committee and the post office department, and while 
the former has no official status, yet, it possesses the facil- 
ities for promptly and intelligently presenting important 
matters to the department. Furthermore, through the 
permanent and national organization which is now being 
built up, it will be much easier in the future to acquaint 
Congress with the state of public opinion in matters re- 
lating to the international parcel post, and thereby facili- 
tate legislative action pertaining to parcel post conven- 
tions with foreign countries. 

The advisory committee has been operating for several 
months under its present membership, which, while lim- 
ited, is already national in scope. The need for co-opera- 
tive effort has made itself manifest, however, as a requi- 
site to the success of numerous matters of national import 
that are now under way and for that reason the increased 
membership plan has been approved and put into effect 


Typewriters Urged on Farmers. 

“Advertising Farm Products” is the title of a 28-page 
extension bulletin by Geo. A. Starring, published by the 
Extension Division of the South Dakota State College of 
Agriculture and Mechanic Arts. It advocates that the 
farmer use modern methods and media in advertising his 
products, and incidentally gives a lesson in the prepara 
tion of the advertising matter he sends out. In discussing 
the handling of inquiries, the author says: 

Typewriter Is Indispensable. 

The business farmer cannot do effective selling by mail 
without a typewriter. Typed letters are the rule through- 
out the entire business world. In fact, a hand written 
letter does not look businesslike. A good typewriter may 
be secured secondhand or rebuilt at reasonable cost. Deal 
through a reliable agency. It does not pay to bother with 
anything but a standard type of machine—cheap make- 
shifts or one “just as good” are nuisances. It is not sur- 
prising to observe that the majority of advertising farm- 
ers use typewriters for their correspondence. Typewrit- 
ing is easy to learn. Your boys or girls will be more than 
happy to write those letters for you. Last, but not least, 
a typewritten letter is positive, the reader does not have to 
guess at what your handwriting means. One error in a 
handwritten letter may cost you more than two new tyfe- 
writers. 


Guide for Graph Workers. 


Factory organization and management, cost analysis, 
statistics and otker forms of modern manufacturing and 
accounting methods call for the preparation of graphic 
charts. Allan C. Haskell has written “How to Make and 
Use Graphic Charts” for the assistance of engineers, ac 
countants, statisticians and others concerned in their pro- 
duction. The book describes the methods of using rec- 
tilinear charts, logarithmic and semi-logarithmic charts, 
polar charts, isometric and trilinear charts, and gives illus- 
trations which not only show how others have utilized 
such charts in their work, but which also suggest many 
new uses applicable to any line of business 


Handbook for Exporters. 


George Koehler, formerly with the customs adminis 
tration of the treasury department, has written a book to 
guide exporters in the documentation of shipments. “Im 
porters’ First Aid in American Tariff and Customs Pro- 
cedure” is a 349-page book covering the shipment of mer 
chandise abroad. 
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HE illustrations on this page show a few 
of the new additions to The Canton Line 
of furniture and filing devices in steel.' 

The entire line is shown in detail in an attrac-| 
tive new catalog now ready. Applications for, 
exclusive agency contracts will be considered 


in order as received. ‘ 


THE CANTON ART METAL CO. 
CANTON, OHIO. 
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The Modern 
No. 500 


Propelling Magazine Pencil 


“The Pencil That Is Never Dull” 


Six Leads 
a, oS Write 
sai rl itl fH For 
io) i obbers’ 
Guaranteed i ae J 
E i it| Quantity 
or Hi} | j ; 
| i Prices. 
One Year Hl!) i 





Put up in individual boxes. This Plush Display Case holding 12 pencils 
with each gross. 


Retails for 50 cents. Better than the Best. 
Sample Dozen, $4.00 per dozen. Extra Display Case, $1.00 each. 


Our Entire Production Sold Up to January Ist. 
Get Busy for Next Year -:- A Big Seller 


The Hoge Mfg. Co., Inc., 215-217 Fulton St., New York 


We are now in our new location 


Canadian Representative: H. J. McCRAE, 23 Scott St., Torcnto 
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Wholesalers Organize in California. 


Wholesale stationers of California, representing the 
entire state, have organized as the Wholesale Stationers’ 
Association ot California. The association will work to 
improve trade conditions in California and to harmonize 
the relations between the interests of the northern and 
southern parts of the state. Henry P. Dimond is chair 
man for the northern unit, with headquarters at San Fran 
cisco; John L. Garner will serve the southern interests 
in the same capacity from Los Angeles. 


N. Y. Stationers’ October Dinner. 

\ record-breaking attendance greeted the dinner of the 
New York Staticners’ Association at the Arkwright Club 
October 27. More than 125 were present, including mem 
bers and guests. Many of the new members recently 
elected were greeted and welcomed to the association 
A roll call of the new members was ordered by the presi 
dent, and each in turn was applauded. 

Resolutions were adopted in memory of Andrew Geyer, 
late editor of Geyer’s Weekly, who was an honorary mem 
ber of the New York Stationers’ Association. 

\ valedictory came from the retiring New York mana- 
ger of the United States Envelope Company, Holyoke, 
Mass. Mr. Logan had been with the New York office for 
thirty years, and took the occasion to thank the stationers 
of New York for the courteous treatment which had 
characterized their treatment of him during the years of 
his service. He mentioned that his employers had pro 
vided for his declining years in ample degree. 

President Frank called on T. Z. Gerry, former president 
of both the National Association of Stationers and Manu 
facturers and the New York Stationers’ Association. Mr. 
Gerry spoke on the new spirit of co-operation which the 
work of the associations had engendered among the 
stationers 

Harry A. Rodgers discussed pending national legisla- 
tion, particularly with regard to the requirement that 
manufacturers mark their selling prices to retailers on 
packages. 

President Frank read his report of.the.proceedings of 
the national convention at Richmond, to which he was the 
New York Association’s a€creditéd réepreséntative. 


A Different Sort of a Corona. 

Amusing incidents crop up in every phase of business 
Major Wagner of Washington, D. C., related the other 
day at the New York business show to the representative 
of Office Appliances the story of a little matter which, for 
a short time, gave him considerable concern. In the mul- 
titude of details covering his work in the disposal of sur- 
plus office equipment of the army, an item of 8,961 Coro 
nas was reported from San Antonio, Texas. This was 
about the time the typewriter situation was getting acute 
and many people were apprehensive that thousands of 
Government machines would be dumped on the mar- 
ket. The Major could not figure out what the army 
would be doing with that many Coronas at San Antonio, 
so he checked his reports carefully; but everything seemed 
to tally. However, as he was about to take action, he 
happened to confer with some of the old-time regular 
army officers and learned that a certain part of an army 
pack-saddle made of felt is called a corona, and upon in 
vestigation it developed that this was the kind of a corona 
of which the army had more than it could use 





The “Valley” Exposition. 

A preliminary booklet on the Mississippi Valley Expo 
sition has been circulated to develop interest among pros 
pective exhibitors at the show, which is to be held at St. 
Louis, Mo., March 1 to 13, 1920. The purpose of the ex 
hibition is fully stated, and representative publicists, mu- 
nicipal executives and business organizations are given 
space in which to express their approval ef the plan. The 
membership of the advisory committee includes J. H 
Conrades, Jr., president of the Conrades Manufacturing 
Company, St. Louis, Mo. 


Suggestions Bring Awards to Dennison Workers. 


Cash awards to employes of the Dennison Manufactur- 
ing Company for suggestions by workers have benefited 
thirty-five persons connected with the institution. Forty- 
three suggestions were accepted by the company. Seven 
of the winners were in the selling end, and these ideas 
came from various parts of the country. 
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NOT a Wire Basket 


TOUR customers want a waste basket 

that will not bend, rust or get out of 

shape. Thisis why more and more people 
are finding that it pays to buy 


NEMCO 


EXPANDED METAL 


Waste Baskets 
Wat Wer ere rw The NEMCO will 
AAA endure the hard- 
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AT (YX Aa est usage. Its coat 
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BY AAA YY basket and very 
i MW) AWAY strong. 
IY) OE Add this live seller 
BXKY) DOXXY to your stock. Get 
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The name of “CROWN”, as applied to Typewriter 
Ribbons and Carbon Papers, stands for the best and 
highest grade o: goods made. 

The material used in their manufacture is the finest 
obtainable; the colors strong and brilliant; both ribbons 
and carbon paper are non-drying and non-fading, and 
capable of sharp, clean work from beginning to end. 

“CROWN” ribbons and carbon papers are made in a completely 
equipped and up-to-date factory, by men whose experience cover- 
ing many years ensures a product of perfect and uniform quality. 
Neat and attractive boxes and packing assist in the ready sale of 
Crown goods by the dealer. 

Dealers wishing a line of Typewriter Ribbons and Carbon P 
that is COMPLETE and of irreproachable quality are ievided te 
write for samples, prices and terms. Correspondence and catalogues 
in Engl h Svanish. French and Portugu 


CROWN RIBBON & CARBON MBG. Co. 
782-790 ST. PAUL STREET ROCHESTER, N. Y., U. 8. A, 
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The only graduated steel ruler on the market 


= 










Standard 
or Metric 
Measurements 


\ \ ) Non-Slip 
aN \ Unexcelled 


om 
STEEL RULERS EXCEL 


IN ACCURACY, RELIABILITY 
AND CONVENIENCE 


Bookkeepers, draftsmen and artists all agree on the accu- 
racy, reliability and convenience of Nationai Rulers, once they 
have tried them. The rubber baze, preventing slip, is a popu- 
lar feature with draftsmen; the flexible body is a great con- 
venience to bookkeepers who must draw their lines over 
curved surfaces of bookleaves. The steel edge does not take 
ink from the pen and cannot smear the paper. National 
Rulers are graduated in both English standard and metric 
measurements and are thus useful all over the world. 

DEALERS: You should stock this item and display it for 
sales. We'll send catalog and price list by return mail if 
you write today. 


THE NATIONAL RULE COMPANY 
ROCHESTER NEW YORK 











Morden Swivel Rings 
Made on Scientific Principles 


HE vital point to de- 
termine in selecting a 
loose leaf ring is its de- 
pendability to remain 
closed. Loose leaf sheets 
exert a certain amount of 
strain, tending to force 
rings open unexpectedly, 
especially when leaves are 
crowded or turned in 
bunches. Modern Swivel 
rings are scientifically con- 
structed to counteract this 
strain. Instead of opening 
by a pull in the same di- 
rection as the strain exert- 
ed by the contents, they 
open by a side-wise push 
In addition, Morden rings 


at right angles to this strain. 
nor 


have no enlarged, clumsy joints to mar furniture, 
sharp projections to mutilate sheets. 


The Perfect School Note Book Ring 


Used for student note books, stenographers’ note books, 
eyelettered covers, metre reader books, band books, cata- 
logs, swatch books, every conceivable variety of loose 
leaf books; and all loose sheets, charts, drawings, blue 
prints, maps, ‘fashion plates, clippings, pictures, post 
ecards, fabrics, in fact, for any classified matter, in loose 
leaf form. 

Loose leaf sheets need not be held in expensive bind- 
ers. Heavy manila, or other material cut to proper size 
to form outside protection covers, with Morden Swivel 
Rings inserted through such covers and sheets, make a 
flat-opening book, costing but a few cents, yet as dur- 
able and convenient as the most expensiveiy bound book. 

Supplied in ten sizes: % in. to 2 in. Price $5 up per 
box. beral discount to the trade. Samples free. Cuts 


for catalogs furnished. 


THE MorDEN MANUFACTURING CORPORATION 


WATERBURY, CONNECTICUT 
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VISITORS FROM ABROAD 


Prominent Japanese Stationer in U. S. 


Office Appliances takes pleasure in stating that S. 
Fukui, head of S. Fukui & Co., importers and exporters 
and wholesale stationers of Osaka, Japan, is now in the 


United States on a tour of business. Mr. Fukui was in 
the United States four years ago, at which time we had 
the pleasure of making his acquaintance. He was at that 
time president of the Japanese Stationers’ Association, 
and just before leaving for home he attended the meeting 
of the Nationa! Association of Stationers and Manufactur- 
ers at San Francisco. This gave many of the leading sta- 
tioners of the country an opportunity to make his ac- 
quaintance. They wiil recall him with interest and will 
hope to renew his acquaintance on the occasion of his 
present visit, which, unfortunately, is too late to permit 
him to attend the Richmond convention. 

Office Appliances hopes that Mr. Fukui will have an 
opportunity to attend the business show in Chicago this 
month. 


Children of Javanese Business Man in School Here. 


_L. Zecha, a prominent business man and publisher of 
Soekaboemi, Java, is now spending two or three months 
in the United States and recently called at the office of 


-——_______ __ 








L. ZECHA. 


this journal. Mr. Zecha is interested in office equipment 
and is the representative for Java of some of the leading 
office equipment concerns in the United States. His son, 
William Zecha, a young man of nineteen, is a student at 
Iowa City College, while Edward Zecha, a nephew, also 
attends the same institution. His daughter, Miss Lily 
Zecha, a young lady of seventeen, is a preparatory student 
at Williamsport, Pa. All three expect to remain in the 
United States about seven years completing their educa- 
tion. 

It occurs to us in passing that the foregoing should fur- 
nish something for some of our American youths to think 
about. It is quite in order here for the young man or the 
young woman of a certain age:to decry the benefits of 
further education, and to leave school to go to work at 
some gainful occupation before their minds are really pre- 
pared for it. In the Orient people have time to get ready 
tor life. 


De Flines Now on Way Home. 

Jan De Flines, director of the house of Blikman & 
Sartorius, Amsterdam, Holland, who has been spending 
some weeks in the United States, left for home on Octo- 
ber 28. From New York he went to Montreal, thence to 
Quebec, and on November 1 embarked on the “Atlas” ot 
France, landing at Liverpool. 

Mr. De Flines attended the National Business Efficiency 
Exposition in New York last month, and as already noted 
in previous issues, traveled quite extensively in this coun- 
try, investigating American methods and systems and 
visiting the factories of the several office equipment con- 
cerns whom his company represents. 
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THE HOWARD MILLS’ 
WATER SUPPLY 
is derived from a subterran- 
ean lake seventy-four acres 
in area and two hundred 
feet in depth 














~~ A 


Nature’s Magnificent 
Supply of Purest Water 


Produces a Brilliant, Clean, 





and Usable Writing Paper 





its cleanliness and firmness are traceable to the 

coldest and purest of waters obtained from the 
underground lake, seventy-four acres in area and two 
hundred feet in depth that surrounds the Howard 
Mills. 
This great natural advantage of a generous, unpol- 
luted, and perfect paper-making water supply com- 
bined with raw stock selected by the waste most 
renowned sulphite producer, places HOWARD 
BOND far in the front as the best value and most 
easily distributed of all the watermarked papers in 
America. 
The name HOWARD BOND found in any sheet of 
paper is our invitation to compare it for quality with 
the higher-priced Bond papers, and your answer 
must be that you will reeommend HOWARD BOND 
to be a paper that the commercial users will accept 
and adopt as the ideal product in quality and price 
for their entire business requirements. 


Tear It! Test It! Compare It! 


and you will specify it 


Tis: unusual brilliancy of HOWARD BOND, 


Complete line of white and colors 
ready for immediate distribution 


SEND FOR CATALOGUE 


Manufactured by 


The Howard Paper Co. 


URBANA, OHIO 
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Graffco Signal G Index Tab 
TRADE rd us Par Orr ign Ss TRAE raffeo n ex a S W; 
7 “i 
ee EASE tells the story—when you use o' 
infallible markers Grafico Index Tabs. Attached to ex« 
give you at a glance ledger, loose leaf or bound book, : 
as to credits, unpaid the Graffco Index ab gives you to 
bills, your follow- that gen ar hint right on the wil 
up letter system instant of the exact page you're 
pees 796 Pm. salesmen are, after. Made of nickel-plated 
BUSINESS when the factory will de- steel with a patent “grip” that keeps each Tab 
liver, engagements, shipping always in pertect position—there’s no slipping up 
datcs and every other detail. or down, working loose or falling off. Celluloid 
Graffco Vise Signals are made of nickeled spring steel and faces instantly cleaned with a damp cloth; always 
brightly enameled in twelve colors; fasten instantly to card sanitary; handsome and durable; it’s a joy to work 
index, books or files. Not a separate system—Graffco Signals with Graffco TABS. Made in two sizes, *% inch 
make your present system more efficient—informing—valu- and 1% inch, plain or printed. 
able—economical! They’re used today by every kind of 
business—big and little. Send for free samples. Gummed Cloth 
Cl; Graffco “index T 
rajjco Vise Clips mecmmned Jswer Index Tabs 
TRADE MARK REG us mArorr : 
SECURITY against unfas- Plain and Printed 
tened sheets, papers out of PERMANENCY is a feature of these gummed Index 
place; insurance against Tabs made of the best quality of grey Vellum Cloth, 
bother and loss of time, cut to exact size, and are heavily gummed to ensure 
result when Graffco Vise perfect fastening. 
as Clips are used. Papers * . j ‘ 
—no matter how many— They are made for all sizes of books, lettered on 
can be turned back safely: both sides and printed so as to be overlapping 
No. the clip holds fast, prevent- where desired. 
No. 3 No, 2 en oappag in The blank tabs are cut in % inch, 1 inch, 1% inch 
. ; “a am y : and 2 inch lengths and are also furnished in strips 
Graffco Vise Clips are strong, handsome; do not six or twelve inches long so they can be cut to any 
catch, tear or mutilate other papers. Made of hard a lesion 
rolled Bessemer flat steel; nickel plated. — ewe 
. ne A aa cae P A The printed tabs are furnished in Alphabet, Days 
Made in three sizes. The perfect fastener for every ak: Week Mian Miesbere (1 to 20) and States. wae 


purpose. Owing to their fine quality, Graffco Vise 
Clips keep their “springy” temper indefinitely—and 
thus can be used over and over again. Send for 


free samples. " 
Graffco Cling Clips teen 
Graffco Silver SteelPens _ *"“ I/co ithe ud P ig 


SAFETY—and low price! 


Prices upon application. 





ad . . af = marc 
SMOOTHNESS makes the Clips are made of hard-rolled Besse- we d 
pen last longer. Saves many BLO. BG RATS CO mer steel. They hold important papers mista 
em nce bine or ac Seat ase securely in place; yet they cost but lal new 
om ates vig newt argc . little. Easy to use, neat in appear- = Ss line t 
s such as you get w : 3 “W 
. a so er = ’ . ss ek ance, no projecting points to catch on iS W 
Graffco Silver Steel Pensthere’s noscratching or*’spattering See Sekine Cine Cline « to tl 
of the pen. These silver steel pens are triple silver-plated, which means other papers. urat co ing Clips are sh 
Ere SENS C0 reas. “They write like eaays Woy bar recommended for those not desiring an expensive A ge 
six to ten ordinary pens. The heavy plating of silver gives Graffco RY > thic ; siz es 2 ne 2 other 
pens that exquisite, perfect writing quality so much desired by penmen. clip, but oe which on reliable and combines the 
10 different sample pens for 10 cents. most practical features. Send for free samples ; 
Che 
just i: 
article 
eorge B. Gra ompany oe 
with | 
Manufacturers of Time-Saving Office Devices same 
F — pany’: 
294 Washington St. Boston, Mass., U.S.A. of the 
room, 





buildi: 
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Connecticut Valley Stationers Meet. 


The first meeting of the Connecticut Valley Stationers’ 


Association for the Fall was held on Tuesday, September 
30, at the City Club in Hartford, Conn \ good attend- 
ance was on hand and a luncheon was served. G. M. 
Towne, of the National Blank Book Company, of Holyoke, 
presented an interesting address on loose leaf devices 
J. J. McDonald, of the Plimpton. Manufacturing Com- 
pany, of Hartford, Conn., was elected delegate to the 
National Convention at Richmond and was instructed to 
vote for Ralph Bauer for the next president of the Na- 
tional association. The membership of the Connecticut 
Valley Association now consists of ninety-seven stationers, 
and it is hoped to make it at least one hundred and 
twenty-five before the annual meeting, which will be held 
in February. The next meeting of the association will be 
held in Hartford in October, the date to be decided 
upon later. 


The Man Who Gets New Members. 

The National Association News, after characterizing 
Walter G. Stringer, head of the Philadelphia office of the 
Joseph Dixon Crucible Company as “the greatest angler 
for new members in our association with possibly one 
exception—Mr. Bellman,” says: 

“Walter G. is some STRINGER, and he gets lots of fish 
to string, as his record this year for getting new members 
will show. Last year he did well with a string of seven- 








WALTER G. STRINGER, PHILADELPHIA MANAGER, JOS 
DIXON CRUCIBLE CO.; STAR MEMBER-GETTER OF 
NATIONAL ASSOCIATION OF STATIONERS 
AND MANUFCTURERS. 


teen to his credit; but this year he has done ‘better, his 
string having thirty-three on it! 

“If we had a suitable ‘decoration,’ we would certainly 
march him out in front of the line and pin it on him, and 
we do not know of anyone who would think we made a 
mistake, for we are sure no one has worked harder for 
new members and actually had them sign on the dotted 
line than Mr. Stringer. 

“We congratulate Mr. Stringer on his splendid service 
to the association and assure him it is greatly appreciated. 
A genuine interest manifested in this manner by many 
others would certainly soon double our membership.” 


The Felouze Manufacturing Company of Chicago has 


just issued a new 22-page catalog of scales and electrical 
articles. The catalog is comprehensive, and is illustrated 
copiously with half-tones. It is bound in blue covers 


with title letters embossed and in a darker shade of the 
same color. On the first page is a picture of the com 
pany’s factory. The frontispiece shows several views 
of the offices, including the president’s office, reception 
room, secretary’s office, and the exterior entrance to the 
building. A separate price list accompanies the catalog. 
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STANDARDIZATION 


Els nore Typewriter Papers 


are standardized insuring uniformity of 
quality at all times. 
They are recognized by the leading 
dealers everywhere. 


TALOGVE AND DISCOVNTS ON REQUEST 
Paper COMPANY, Inc. 


~ 
————==w MANVFACTVRERS 


[31 West 24 STREET NEwYork«,ILY. 
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Real Selling Value 
In SALBRO Window Display 


14> SELFFILLING FOUNTAIN PEN | 


Cara? GUARANTEED FOR PERFECT SERVICE LEAKABLE 





window, | creates the desire to buy the dependable 
self-filling Fountain Pen 


SALBRO 


Combining maximum service at minimum cost. 


Doubly attractive now—the season opportune for im 
mediate purchase. 


Made in plain, full mounted and richly ornamented designs. 
Ask for catalogue and profit-earninz prices. 


SALZ BROS. “}Scicc"" new YORK CITY. 





T wie three-colored easel not only attracts attention to your 
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“ROBINSON” Card Cabinets 


The cheapest 
Index Card 
Cabinets on the 
market made in 
all sizes and 1,2, 
4 and 6 drawer 
cabinets, all quar- 


tered, oak and 


brass handles. 


Send for dealer’s 
price list. 


Immediate Deliveries 


| LOOSE LEAF SPECIALTY CO. 


69 Canal Street 
BOSTON 


Export Trade Solicited 























Nationally Advertised 


Half a Million Sold! 





Stock Up 
Now For 
XMAS 














Each 
Memo 
Separate 










Live Notes 
Only 


ROBINSON REMINDER 


TEAR OUT WHEN ATTENDED TO 


When a memo is taken care of, it is torn out. The 
book is always “live” and clean. No data lost 

among crossed- 
and handy out notes; no 
excuse for for- 
getting. Used 





Reminder with extra filler 
pocket in cover. 
Retail Price List 3°x5” 3%"’xT” 


















Handsome Black Leather....$1.00 $1.50 by half a mil- 
BOWED Se dcckcceeececces 1.75 2.00 lion people and 
ee ee a ee ‘ 2.25 3.00 the business {s 
In Imitation Leather..... > wae 18 suet tt! 
In Cloth (without extra filler) .25  .50 ° _———- 
Ladies’ Shopping Reminder. 23-4x33-4, UNdGer way! 
with pencil and extra filler, $1.00; in pat- Advertised in 
ent leather, $1.25. a dozen 
€ magazines. 
Extra Fillers Good profits, 
Size B, 3x5 in. (4 coupons to easy sales, 
the page) ...cceesseeeesess ThE per doz. lenty 
Size A, 3%x7 in. (6 coupons = nd gay 
SP CO DEMSD .cccccsvccsecuc $1.00 per doz. - . 
Size L. 2%x3% in. (3 coupons Write for 
NS Pe ae 70c per doz. liberal dealer 
Name in gold on cover—25c extra offer! 






ROBINSON MFG. CO., 73 Elm St., Westfield, Mass. 
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J. S. Martin En Route Home from Abroad. 

Office Appliances has just received a letter and a post- 
card from James S. Martin, publicity manager of the for 
eign department of the Remington Typewriter Company. 
Inclosed in the letter is a passport photograph of Mr. Mar- 
tin—one of those terrifying “likenesses” which govern- 
ments insist on pasting on passports for purposes of iden- 
tification. We are threatening to reproduce this picture in 
Office Appliances to keep the publicity manager of the 
Remington’s foreign department from becoming vain at 
any time. 

Mr. Martin’s letter was written from Christiania, Nor- 
way. During the last three months, he has visited and 
conferred with Remington branch managers and dealers 
throughout western Europe and Scandinavia. Mr. Martin 
states that, generally speaking, the big business oppor 
tunities are America’s for the asking, if only we take the 
trouble to understand thoroughly the conditions in each 
market and to supply the demand accordingly, giving the 
customer exactly what he wants and can use to advantage. 

Mr. Martin left for home on October 27th on the Danish 
Boat, United States. The associate editor of Office Ap- 
pliances claims Mr. Martin as a sort of cousin although 
we have not figured out how many degrees removed. 


Pacific Coast Stationer Critically Ill. 


A newspaper clipping under date of October 25 informs 


us of the dangerous illness of John H. Jackson, president 
of the Lowman & Hanford Stationery Company of Se- 
attle, Wash. It was stated that Mr. Jackson's life had 
been despaired of several times, but that the morning be- 
fore the item was published he rallied slightly and his con- 
dition gave some hope of eventual recovery’ His ailment 
was diagnosed as a form of heart trouble. 

Mr. Jackson’s family, consisting of Mrs. Jackson, two 
daughters, Geraldine and Alice, and son, Paul, are at his 
bedside. Another son, John, is in California, where he is 
attending school. 

Mr. Jackson is a pioneer stationery man on the Pacific 
Coast ard one of the best known of the business men of 
Seattle. He was one of the original incorporators of his 
company in the 80’s and for many years has been its 
executive head. 


Mrs. Mitchell Undergoes Operation. 

Mrs. Chas. L. Mitchell, of Topeka, Kan., recently under- 
went a serious operation at Christ’s hospital in Topeka. 
For a time her life was despaired of, but word from Mr. 
Mitchell states that she has gotten along very nicely and 
that he expected to bring her home on November 9. Mrs. 
Mitchell is still under the care of a trained nurse, and it 
will probably be a month before she will be able to be 
about. Owing to Mrs. Mitchell’s illness, Mr. Mitchell, 
who is chairman of the Membership Committee and a 


director of the National Association of Stationers and 
Manufacturers, was unable to attend the Richmond 
convention. 

Mrs. Mitchell was commandant of the Topeka Red 


Cross canteen service during the days the soldiers were 
returning from war. Under her leadership and direction 
the local canteen reached an efficiency almost without a 
peer in the whole United States. Tens of thousands of 
men returning from the front were cared for at Topeka, 
and on several occasions as many as eight thousand men 
were fed in a single day. 

It is thought that Mrs. Mitchell’s operation was made 
necessary by reason of the work she did in performance 
of duty as head of the local Red Cross canteen 


Cincinnati Furniture Exchange Meets. 

The regular October meeting of the Central Furniture 
Exchange was held at Ahldarand’s Hall, President L. W 
Froelich presiding. The meeting was devoted principally 
to routine matters. The entertainment committee was 
given power to act as to the time and place of holding the 
November meeting, and was instructed to canvass the sit- 
uation and decide whether to hold the annual dinner in 
December or not, and to report at the next meeting 


Pacific Coast Stationer Visits East. 


M. L. Davidson, president of the Western Lithograph 
Company, Los Angeles, Calif., is visiting Eastern points 
on a business trip. Mr. Davidson is an energetic busi- 
ness man and an up-to-date stationer who has built up a 
strong organization on the Pacific Coast. 
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ND stationery stores in these days of extensive advertising includes drug 

stores and department stores quite as much as stationers and booksell- 
ers. In fact, jewelry stores may be considered as a retail outlet for some of the 
articles usually associated with the stationery line, such as fountain pens, silver 
pencils, etc. 


In a trade investigation for Baltimore covering Inks, Library Paste, Foun- 

tain Pens and Pencils, recently completed by the merchandising department 
of The Baltimore News, we find 58 stationers, 36 book stores, 342 druggists, 
33 department stores and 228 jewelers as actual or possible outlets. 


: ¢ 4 rr ] ‘(ren more »ee 3 H 
For the purposes ot this report local firms QTOssiy indifferent to a nore or less indifferent 
were interviewed as follows: 17 wholesale demand. 
stationers, 23 retail stationers, 9 iil book k ; ‘ 
dealers, 4 department stores and 64 retail qi areful estimates place the chewing gum 
market in Baltimore as worth a million dol- 


druggists. 
lars a year. The talcum powder market as worth 


That there are 44 retailers out of the hundred half a million dollars a year. What is the foun- 
who do not handle ten-cent pencils is not sur- tain pen market worth? The ink market, the 
prising. But that 33 out of the hundred do not paste market, pencil market? Surely these 
fountain pens was, we thought. worthy of things are equally as important as chewing gum! 
investigation. We found that 23 of these 33 were Can’t they be brought up to an equal state of 
druggists, of whom the majority reported that the advertised cultivatior 
demand was not sufficient to warrant the trouble 
cost of handling them. For the manufacturer, agent or distributor 
who wants to go at the situation intelligently 
q This, it seems to us, is a situation that adver we have a copy of this report showing not only 
tising is in a position to correct and by AD accurate figures on distribution, best sellers, etc., 
VERTISING we mean the effective, definite but complete tabulated and detailed information 
CONCENTRATED advertising in great centers (84 pages in all) that takes up the Baltimore 
of population like Baltimore and in mediums of market from almost every. angle and gives a 
in all-embracing, DOMINATING character like wealth of valuable local information which for 
The Baltimore NEWS—advertising that will completeness and accuracy has probably never 
CREATE the demand these dealers do not now been equalled. In writing for a copy of this 
feel—advertising that, reasonably well merchan please state which article or articles you are 
lised IN ADVANCE of the campaign, will i1 interested in and your connection with the firm 
rease distribution among dealers who are now you represent 


The Baltimore NEWS’ daily circulation of MORE than 100,000 net 
paid is the largest of any Baltimore newspaper. The NEWS is also 
the choice of Baltimore advertisers—evidenced by the fact that it 


carries more display advertising than any other Baltimore paper 
DAN A. CARROLL, FRANK D. WEBB, J. E. LUTZ, 
Eastern Representative Advertising Western Representative 
Tribune Building, Manager First Nat. Bank Bldg., 


New York Chicago 
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Some folks won’t believe that a 
payroll can be handled so easily! 














The International Payroll Machine 


Lists and adds the payroll, gives complete total with sub- 
totals for departments, etc., if desired and tells the exact 
amount of each denomination that must be drawn to pay 
correctly to the last cent. 

Counts the anety into envelopes, keeping a permanent 
printed record of the amount put into each envelope. 
Checks the payroll at every point and gives an automatic 
cash balance on completion. 

Its usefulness is not confined to the payroll! alone. It can 
be used for all forms of adding and listing, subtracting, 
multiplying and dividing without inter‘ering with the payroll 
mechanism. 

















The International Visible 
Adding and Listing Machine 


In constructing the International Payroll Machine, it was 
necessary to design an adding mechanism of far greater 
strength and simplicity than ordinary adding machines pos- 
sessed. ese superior principles of construction are 
retained intact in the International Visible Adding and 
Listing Machine. 
Other special features include: 

One hand ration. All control keys are on the right- 
hand side. Total and sub-total keys lock down when de- 
pressed and automatically return to normal when handle is 


pu . 
Complete visibility of adding and printing. 
No “spacing stroke” necessary in making total. 
Flexible, self-correcting keyboard. 
No tension on ANY springs when machine is at rest. 


The work accomplished by the Interna- 
tional Payroll Machine seems too good 
to be true. 


Employers everywhere are naturally in- 
terested in handling their payrolls quicker 
and with fewer people. They realize the 
value of an absolute check on every opera- 
tion and insurance against any mistakes 
in employees’ envelopes. But, it’s hard 
for them to believe that these things can 
be accomplished by mechanical means 
until they have actually seen the Inter- 
national Payroll Machine at work. 


That is the basis on which every Inter- 
national Payroll Machine is sold—a prac- 
tical demonstration of what it will do in 
your business. You decide as to what it 
will save you after a direct comparison 
with your present methods. 


To ask for a demonstration involves ab- 
solutely no obligation of any kind. 





See Our Exhibit at 
The Chicago Business Show 

















MONEY MACHINE COM PANY 


READING, PA. 


Branches in Principal Cities 


SALESMEN 


We have some exceptional opportunities'for first-class 
Present International Visible, the perfected adding and listing 


adding machine salesmen of proven ability. 


models range in price from $900 to $200. New models 


under construction. 
Address, General Sales Manager. 


EXPORT DEALERS 


Foreign connections are now being established for the 


machine. hen communicating please give references, 
lines handled and size of organization. 


Address ,Export Department. 
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DIGEST OF FOREIGN PRESS 


The Organizer for the month of October is quite up to, 
if not a bit ahead of, its usual excellent standard. This in 
teresting magazine of British business is published at Or- 
ganizer House, Bedford street, Strand, London, England 
The current issue is the South Wales Industrial Number, 
the portion of the journal referring to the industrial de 
velopment of South Wales being bound into the regular 
issue as a supplement—and a most interesting supplement 
it is. Following messages from the Lord Mayor of Car- 
diff, the Mayor of Swansea and the Mayor of Newport, is 
a general survey of the industries of South Wales, includ 
ing docks, fuel manufacture, coal mining, etc. William 
Seager, M. P., contributes an article on Cardiff as a Ship 
ping Center. Another article describes the port of Swan 
sea. Other subjects covered include the docks of New 
port; the coal fields of Wales; the coking industry of 
South Wales and Monmouthshire; anthracite coal; patent 
fuel; nickel refining in South Wales; metal industries of 
South Wales; industries of iy and shorter articles 
on miscellaneous topics. The frontispiece of the October 
number is a portrait ol James W att, and the leading arti 
discussion of Watt’s genius, by H. W. Dickinson 


~1 : ‘ 
ecie iS a 


A. M. L., Mech. E Norman Davey, M. A., A. M. I. C. E., 
the author of the only book in the English language ot 
the gas turbine, contributes an article on that subject 


Then follows a description of the Soho foundry, an articl 


on the commercial library and one on the calculating ma 
chine. Training the future man of business is discussed 
in an article on “Commerce at the Universities.”’ Othe 


articles follow on various industrial subjects. There is 
a discussion of labor matters, followed by an article on 
the State and Labor in the United States. The regular 
department of book reviews concludes the regular section, 
followed ky the South Wales supplement above men 
tioned. 

* * * 


Schreibmaschinen-Zeitung-Hamburg continues to come 


to our desk regularly. During the past month we have 
received the August 15th number of the magazine and also 
a special edition devoted to the Leipzig Fair with par- 
ticular stress laid upon the office equipment section. In 
the special number are given descriptions of the lines of 
twenty-three firms which were to have exhibited 
equipment and supplies of various sorts. August 3lst was 
the date set for the opening of the exhibition, although 


otnce 


we have not yet received any report of the event. In each 
issue of Schreibmaschinen-Zeitung-Hamburg, in either the 
advertising columns or in the editorial columns, there re 


some office equipment manufacturer 


field in Germany before the 


appears the name of 
who was prominent in the 
war. 

x ok of 


The October Ist issue of the Bungu-kai, an illustrated 
Japanese stationery paper, whose name translated means 
the Stationery World, has just reached us. The 
printed in the Japanese language and contains the at 
nouncements of many of the leading brands of office equij 
ment and commercial stationery. It is published semi 
monthly at Osaka, Japan. The present issue of the Bungu 
kai contains the conclusion of an article on “Increased 
Earnings for Salesmen.”’ This article says 

‘The system here suggested is an automatic one 
on the principle that every earnest man is the 
of his own efficiency. 

“He knows when he is tardy. 

“He knows when he is on time, yet wastes 
getting action 

“He knows when his mental or physical motor is run 
ning and consuming energy without being in gear. 

‘This system makes every man his own handicap 
and his undodgeable censor. 

‘The suggestion that appeal for advice be made to his 
superior is based on the fact that any intelligent em 
ployer thinks far more of the earnest striver for 
who recognizes his own shortcomings and sincerely 
help than the vain-glorious braggart who assures himself 
and eve I 


else world-beater in his line 
* * 


paper 1s 
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“Indian Business,” 
Calcutta, has just 


The August issue of the 
published by T. H. 


magazine 
Campbell-Howes of 


come to our desk. This interesting magazine contains 
a liberal number of business announcements and is filled 
with interesting articles on the progress of India. The 


Maharaja 
leading 
which is 


frontispiece ts a likeness of His Highness, The 
of Mysore, in the full regalia of his office. The 
article is entitled Progressive Indian State,” 








HANDY OFFICE PUNCHES 


For Punching Holes and Fastening Papers 








Easy to Handle as a Pair of Scissors 
OUBLE Hole 


ing two standard 
leaf binder sheets. 


Punch is only one made punch- 
and % in.) holes for loose 


Binder 
(3-16 in. 


Eyelet Punch punches and fastens heavy or light thicknesses of 
paper with neat, maroon, easy-squeeze eyelets; permanent fast- 
ening or instantly removable with same punch 


Cutter Punch pierces heavy thicknesses of paper for Prong Fasteners. 
Deep throats, long handles, leverage. Retail for $2.00 each in 
factory sealed packages Supply of fasteners goes with Byelet 
ana Cutter Punches 


easy 


Dealers Write for Big Offer. 


RIVET-O MFG. CO., Dept. P, Orange, atass, 


Stationery Specialties Developed and Marketed 








-just pins 


















Perfect pins — that 
perform as they 
should—bank pins, 
pyramid pins—and 
a service behind 
them such as only 
good intent can 
make possible. 





Crescent Brass & Pin Company 


DETROIT, MICHIGAN 


Western Representatives: ones so 


} ‘ EBSTER 
Bert M. MORRIS COMPANY 
444 Market 8t., San Francisco Box 873, ‘Ban Antonio. Texas 
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THE CURRIER STEEL 
NOTE AND DRAFT RACK 


Every Bank Needs 
One or More. 


Each Teller Should 
Have One. 


WHY 


Six pads easy 
to read and 
reach. 






fc 


Shows any loss 
at a glance. 
Saves Time— 


Serves 
Quickly 
Neat and durable construction, all enclosed body, rests on rubber 
feet, sheet steel, finished baked enamel, Olive Green or grained 
Mahogany. Satisfies the most critical. 

WHOLESALE —- DOZEN LOTS ONLY. 


Olive Green, $18.00. Mahogany, $24.00. 
100% Profit in this quick seller. 


ORDER TODAY. No samples — sold on money back guarantee. 


CURRIER-McCORD CO. Stcci'Gtfice’ Speciaities. 


Boston Block MINNEAPOLIS, MINN. 


Every Bank 
Every [heater 


Every Factory Pay Roll 
Every Bill Collector 


Is an opportunity for you to sell 


Size 814 x 9 x 344 inches. 








They save counting money, for the capac- 
ity in coins of certain denom nations is 
predetermined. The bags are stout and 
secure. 


Write for prices, catalog, and 
special information to dealers 


BEMIS BRO. BAG CO. 


Cupples Station St. Louis, Mo. 
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an account of the province of Mysore and its ruler, with 
illustrations of the principal buildings, street scenes, etc. 
A striking picture of the new palace at Mysore is given 
in this article. The resources and possibilities of India 
are discussed. This is followed by an article on “Chil- 
dren’s Rights” which, by the way, deserves to be pub- 
lished in every civilized country. One of the articles 
deals with “Railway Administration in India.” Other 
interesting articles make up a very excellent number. 
We observe that the editor has reprinted the article, “Are 
You Lighting Candles?” by Edward I. Wade, first pub- 
lished in the April issue of The Office Appliance Exporter 


“Tentative” Invoice Standards Adopted. 


Che Standardization Committee of the National Asso 
ciation of Purchasing Agents concluded its year’s research 
on the Standardization of Invoices and Related Documents 
with a public conference at Philadelphia, on September 
20th. This extended until after midnight. 

It was finally decided to submit tentative standards for 
invoices in order to draw constructive criticisms from 
those who may have occasion to use invoices. As soon 
as these criticisms are received it will be more readily 
possible to arrive at definite conclusions as to purchase or 
ders and other documents which relate to invoices. 

The committee considered and approved the idea of 
standardizing checks and vouchers, which has already 
wained considerable impetus, having previously had the 
approval of the Federal Reserve Board, the standard check 
size being 344x8™%”, the standard voucher being just double 
that size, or 7x84”. 

In view of the fact that thousands of business houses 
file copies of invoices with the copies of vouchers, it was 
decided to make 8x7” the first tentative standard size 
for invoices, permitting the printing to be run either way 
of the sheet. In order to accommodate longer invoices 
two other sizes were provided for, also tentatively; name- 
ly, 84x11 and 8%x14, the idea being that those who wish 
to file these invoices with copies of the vouchers may 
do so by folding the sheet backwards; that is, with the 
printing out. This permits the filing of invoices in stand- 
ard filing cabinets already on the market. 

A few years ago when the Standardization Committee 
adopted a tentative catalog size a great deal of construc- 
tive criticism resulted, and a year later a National Con- 
ference was held, at which the final size was settled upon; 
namely: 714x105” or its half size, 5%%4x7! saddle 
stitched, so that it may be opened up flat for filing. It 
is hoped that similar constructive criticism may result 
now and that during the year it may be possible to either 
adopt these three sizes permanently or to select some 
other size as their substitute. 

[The committee desires to receive criticisms particularly 
from those who find these three sizes are not suitable for 
their requirements. 

Tentative Standard Form Adopted. 

The committee also adopted in a tentative way a form 
for the invoice which will permit the vendor to record 
information which he should supply and provide certain 
standard spaces for the approval of various officials in the 
offices of the purchaser, and leaves three blank spaces, 
one on top for the name and address of vendor, on which 
may be written the name of the purchaser. 

The body of the invoice is left blank for description of 
merchandise, prices, etc. The blank space on the bottom 
is left for rubber stamps of the purchasing departments to 
cover such notations as are not embraced in the printed 
form. 

To guard against the possible duplication of payment 
of invoices, it was decided that the original and the 
original only was to be on white paper, all copies of in- 
voices to be on colored paper. It was also decided to 
recommend tentatively the use of either 16 or 13 pound 
paper. 

The Standardization Committee of the National Asso- 
ciation of Purchasing Agents which developed this form 
consisted of: W. V. C. Bulkeley, Liberty Steel Products 
Company, New York City, N. Y.; H. H. Meehan, A. B. 
Dick Company, Chicago, Ill.; A. Lockwood, Lumen Bear 
ing Company, Buffalo, N. Y.; F. L. Kulow, Willard Stor 
age Battery Company, Cleveland, Ohio; W. L. Chandler, 
Chairman, Dodge Sales & Engineering Company, Mish 
awaka, Ind. 


It takes half a life to learn how to live the other half, 
and then we don’t practice what we know.—Globe-Wer- 
nicke Doings. 
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Ellis Bookkeeping Machine 


For Ledger Posting, Billing 
and all records combining 
words and added figures. 








Typewriters began to come into general use thirty-five years ago. 

Adding machines began to come into general use twenty 
years ago. 

Machines combining the Typewriter and the Adding 
Machine began to come into general use six years ago. 

The Ellis Bookkeeping Machine is the only 81 key Adding 
Machine manufactured which automatically prints its totals, 
proves its balances and typewrites. 

The most important item in bookkeeping is the total. 

The business world pays four times as much for an adding 
machine as it pays for a typewriter and the only thing that an 
adding machine does which a typewriter cannot do is to add the 
figures and print the total. 


Ellis Bookkeeping machines auto- 
matically print their totals. 


Ellis Adding-Typewriter Co. 


Newark, New Jersey, U.S. A. 
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Chicago Stamp Trade Dinner. 


Stamp trade men from the Chicago district attended 
the fall dinner given by the Chicago Stamp Trade Club 
at Hotel Sherman October 24. The honor guest was 


Harry D. Dye, of Patrick & Company, San Francisco. 
Other guests came from Milwaukee, Wis., Springfield, 
Ill, Grand Rapids, Mich., Fort Wayne, Ind., and else- 
where. Regrets were received from several who were 
unable to attend. The unique regret came from G. Fred 
Hiss, Columbus, Ohio, who wrote: “I am working night 


and day for the ‘dry’ campaign in Ohio, and regret that 
I cannot be with you.” A -toast was drunk to each man’s 
health as his letter of regrets was read, and it is said that 
the regret of Mr. Hiss was toasted in fluid not strictly 
dry. (Of course, this was impossible for the Sherman is 
placarded voluminously with signs stating that liquor is 
not served.) 

An elaborate dinner was served, to the accompaniment 
of cabaret attractions. A vocal selection by one of the 
Chicago members of the Stamp Trade Club was well re- 
ceived, P. A. Salisbury being credited with operatic timbre. 

After the dinner a program of speaking was initiated, 
the discussions taking in labor, material prices, overhead 
costs and ways and means for the betterment of the in- 
dustry and of the individual plants. The principal speaker 
of the evening was Mr. Dye, who told of the development 
of the spirit of co-operation among the stamp manufac- 
turers of the West. He had visited stamp clubs and stamp 
houses from coast to coast, and found that the members 
were getting together for mutual benefit and protection. 

The register of those in attendance at the dinner of the 
Chicago Stamp Trade Club revealed the following names: 
W. E. Deppert, Advance Manufacturing & Supply Com- 
pany; Messrs. Ludwig and Pardy, American Seal & Stamp 
Company; Mr Arnold, Arnold’s Numbering Machine 
Works; Mr. Eyman, Art Novelty Manufacturing Com- 
pany; Mr. Berglund, B. & B. Shippers’ Supply Company; 
Messrs. Beckford and Drackhiesel, S. D. Childs & Com- 
pany; Messrs. Edgarton and Rueffer, Eagle Stamp Works; 
Mr. Farr, W. A. Force & Company; Messrs. Henry J., 
Charles H. Hanson and Andrew Jensen, The C. H. Han- 
son Company: Hans H. Hellesoe; Messrs. Sherras and 
Zeh, A. D. Joslyn Manufacturing Company; Irving J. 
Klein, Irving J. Klein Company; Mr. Higgins, Martin & 
Company; Mr. Sanke, John W. Matthys & Company; 
Louis Melind, Louis Melind Company; Messrs. Meyer 
and Wenthe; E. C. Goetter, New York Rubber Company; 
P. G. Nix, P. G. Nix & Company; Messrs. Safford, Olson 
and Mitke, Safford Stamp Works; Messrs. George T. and 
Ray Schmidt, of George T. Schmidt; George B. Kerr, Jr., 
Scovill Manufacturing Company; Charles Taylor, Sigwalt 
Manufacturing Company; Messrs. Stenhouse, Sr., and Jr., 
A. Stenhouse & Company; Messrs. M. L. Willard and 
George A. McGriff, Superior Type Company; Messrs. 
Gudgel and O’Connor, R. D. Swisher Manufacturing 
Company; Messrs. Foglesong, Emerick, and Nauerk, 
Time and Energy Company; Mr. Swanson, Universal 
Stamp & Stencil Works; all of Chicago. Charles Herr, 
The Charles Herr Stamp Company, Milwaukee, Wis.; S. 
S. Adams, S. G. Adams Stamp & Stationery Company, 





St. Louis, Mo.; A. A. Gerlich, The Traun Rubber Com- 
pany, New York; George W. Hudson, Springfield, IIl.; 
Louis A. Richmond, Grand Rapids, Mich.; S. R. Wyrick, 
Wayne Stamp Company, Fort Wayne, Ind.; and Harry 
D. Dye, Patrick & Company, San Francisco, Calif 
Billings Stationers Organize. 

Stationers of Billings, Mont., have organized a local 

body known as the Billings Stationers’ Association to 


develop co-operation, good fellowship and mutual con- 
fidence in the trade. Monthly meetings are to be held 
for the discussion of questions of interest to the sta- 
tioner. The membership comprises the Chapple Drug 
Company, Billings Bookbinding & Printing Company, 
Trott Printing Company and the Billings Stationery & 
Office Supply Company. The president is Charles J. 
Chapple of the Chapple Drug Company; Wm. R. Thom- 
son of the Billings Stationery & Office Supply Company 
is secretary. There is a great deal of enthusiasm behind 
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STAR 
MANIFOLD 


LINENS 


MINUS WEIGHT 
PLUS STRENGTH 





STAR MANIFOLD Paper isa high- 
grade linen writing paper in tissue 
weight. Every office needs such a 
paper for carbon copies, foreign cor- 
respondence, and duplicate orders. 


Made in seven distinct colors and white, 
Dexter’s Star Manifold easily fits into the 
most complicated office ‘‘systems’’. 


Send for samples. 








C. H. DEXTER & SONS, Inc. 


WINDSOR LOCKS, CONNECTICUT 
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PEEREESS 


MASTERGAUSE 


THE DOMINANT CARBON PAPER 


Mastergause is a Carbon Paper 
Revelation! It is the stenog- 
raphers’ delight! It answers 
the Carbon Paper question as 
it has never before been 
answered. 


For your own satisfaction com- 
pare Mastergause with any 
other sheet of Carbon paper. 


Peerless Carbon & Ribbon Mfg. Co. 


UNITED STATES: 113 West Broadway, New York, N. Y. 


EUROPE CANADA, Toronto 
39-40 Shoe Lane 176 Richmond St., West 
London, England 


Sev ene fimo imal firma fea 
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Esterbrook 
No. O48 


This is the best known writ- 








ing instrument, the most 
popular pen in the world. 
It is especially designed 
to suit the needs of the 
greatest number of pen 
users. Be sure that you 
have an ample stock. 
You should sell them 
by the box. 
THE ESTERBROOK 


PEN MFG. CO. 


80-100 DELAWARE AVE. 
CAMDEN, N. J. 
CANADIAN AGENTS. BROWN BROS.,, LTD.. TORONTO, CANADA 


EsterDrook 
pee * Easiest to sell!” 
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Many know by experience that 
ESLEECK’S ONION SKIN and 
MANIFOLD PAPERS are just 
right for important business uses. 


Fidelity Onion Skin 


F 

| basis 17x22-9, White only, and 
| 

| 











Emco Onion Skin 


basis 17x22-10, White and Colors 
: 
Fl 
| 


are WATERMARKED 





If YOU are not intimately acquainted with 


these papers, ask our Bus O for samples. 
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| ESLEECK ‘MEG. Co. |f 
TURNERS FALLS, MASS. 
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the new organization, and it is expected that the trade 


in general will benefit through the activities of the or- 
ganization. 


House Organ Suspends for Period of Strike. 


The Joseph Dixon Crucible Company of Jersey City, 
N. J., announces that owing to the strike of the printers 
in New York City their house organ, “Graphite,” has sus 
pended publication until such a time as the matter is set 
tled. “Graphite” kas been published for more than twen- 
ty-one years and has never before missed an issue. The 
master printers state that of far greater importance than 
the question of wages and. hours is the fundamental ques 
tion of the stability of the industry based upon the faith- 
ful performance of contracts. They have asked their cus- 
tomers to back them up in standing for the validity of 
contracts—a request with which the Dixon Crucible Com- 
pany immediately complied. 


War Savings Stamps Porpetinte Savings Habit. 


Many individuals have completed payments on their 
Victory loan contracts. In fact, the only outstanding 
contracts are for bonds purchased on the weekly payment 
plan, which must be paid in full in February, 1920. War 
savings stamps are a convenient medium with which to 
continue saving. They represent a maturity value of 
$5.00 and are due in a few years. Larger denomination 
War Savings Stamps are available for investors who wish 
to invest in bigger units. 








THE ABOVE PHOTOGRAPH BY FLEMING OF VICTORIA, 
B. C., SHOWS THE STAFF OF THE VICTORIA BRANCH QF 
THE UNITED TYPEWRITER COMPANY. THE PERSONS 
WHOSE LIKENESSES APPEAR ARE, LEFT TO RIGHT: 
GERTRUDE ASKEY, STENOGRAPHER; DOUGLAS R. PARK, 
FOREMAN, REPAIR DEPARTMENT; LILLIAN MAAS, BOOK- 


KEEPER: FRANK POWERS, MECHANIC; SAMUEL HILL. 
MECHANIC; H. P. JOHNSON, LOCAL MANAGER; DANIEL 
N. STEIBLE, EDUCATIONAL DIRECTOR, DALTON ADDING 
MACHINE CO., CINCINNATI, OHIO; ALEXANDER SHEP- 
HERT, SALESMAN. 


Foreign Trade Statistics. 


The annual report on the foreign commerce and navi- 
gation of the United States for the period July 1 to 
December 30, 1918, is now ready for distribution. The 
volume initiates a new plan, ordered by Congress. Here- 
tofore these reports have covered the fiscal year. The 


new plan is to make the reports span the calendar year, 
and the present volume will make it possible for the 1919 
statistics to conform to the new arrangement. The book 
may he obtained from the Superintendent of Documents, 
Washington. D. C., for $1.25. 


“Personal Efficiency in Business.” 


Edward Earle Purington has written a practical book 
on a verv broad subject in his “Personal Efficiency in 
Business.” In it he shows how leaders in business, state- 
craft and affairs generally have made the utmost of their 
opportunities by using their heads and hands more freely 
than their fellows. The book is published by Robert M. 
McBride & Company. 
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The New 
Berger Steel Transfer Units 


Compare 


In Quality with the best 
In Price with the cheapest 










The standard Berger Transfer Case offers you 
positive protection, accessibility, and reasonable 
cost. It acknowledges no superior in its field. 























4 oe 
tisement 
appears in 


System for 
December. 


Experience has shown, however, that for usual 
service, it is stronger and heavier than necessary. 






In response to an insistent demand, we have pro- 
duced a new transfer unit, of lighter weight, but 
still abundantly strong, at a material reduction 
in price. All of the advantages that have made 
our standard transfer unit so popular have been 
fully preserved. 
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The new unit is 
Not a cheap Transfer Case 
But a good one at a low price 


The drawers move easily and the. correspondence 
is always accessible. Neither the smallest mouse 
nor the strongest rat can enter these units to 
gnaw your correspondence. The closed sides pro- 
tect your correspondence from dust and under 
all circumstances offer a barrier to fire. 
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“ EP +8 
Jtiouch 
with your 












nearest Berger 






8782 


PE UNREAL S, ERIAS 
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For every usual Transfer service we recommend 
these new Berger Units as the ideal combination 
of Permanence, Protection, Accessibility and 
Economy. 






prepare to cash |! 
in on the de- 












mand for this 
new ‘Transfer 
Umit. Ask vour Dealer—He either carries these Trans- 


fer Cases or can obtain them for you. 












The Berger Mfg. Co. Canton, Ohio 


Branches: Boston New York Philadelphia Chicago 
St. Louis Kansas City Minneapolis San Francisco 


Export Dept.: Berger Bldg., New York City, U.S.A. 


BERGER 


STEEL FILING CASES -LOCKERS- BINS AND SHELVING 
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Stack them 
as high as you like 
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Underwood’s 


Of interest 
to the dealer 


An Ink of estab- 
lished superior 
quality. 


It Has No Equal 


Putupinthemost 
attractive and 
handsomest style 
—a big factor in 
making sales. 


SATISFYING 


your customer on 
the ink proposi- 
tion these days, is 
a big step toward 
winning his con- 
fidence in your 
whole line. 


PRESTIGE 


AND PROFIT 


in handling these 
Inks. 


Send for Price List 
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Cobalt 
Everlasting 
Bank 


n 


Of interest 
to the consumer 


An Ink that flows 
smoothly from 


the pen. 
Will Not Clog 


Writes a beauti- 
ful deep blue— 
turns quickly to 
an intense black. 


PERMANENCY 


‘Lasts as long as 
the paper.” 


NEVER FADES 
NEVER MOULDS 


—————— Each bottle 
equipped with 
substantial prac- 
tical, easy-work- 
ing aluminum 
pour-out. 


~ 


es Te 
er os NM i 


C2 Park y YOR _ 
WRITING FLUID 


No Drip——No Waste 
No Soiling of the Hands 


Send for Sample. 


Guarantee protecting both the dealer and the consumer 


JOHN UNDERWOOD & COMPANY 


Boston 


Toronto 


NEW YORK 


London Paris 


November, 1919 
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The Boy Problem. 
Captioned, “Where Do They ” Ward’s service com 
mented in a recent issue on the problem of boy help. 
* * « 


Go? 


Years ago the question was asked: “Where do all the 
pins go?” The modern version is, “Where do all the 
boys go?” 

There was a time, not so very far back when the dis- 
play of a “Boy Wanted” sign or the insertion of an ad- 
vertisement brought an embarrassing number of replies. 
Now—how different! 

Signs flutter unheeded in the breeze and newspapers 
arry whole pages of advertisements offering boys em- 


ployment of all sorts, but with only a limited response. 


Yet the physical supply of boys is as abundant as ever. 
They still grow up and go to work somewhere. Where 
do they go? 

Where? Why, sometimes to two or three places in a 
single week. The old idea of starting with a good house 
and “working up” seems to have gone out of style. The 
offer of a little more money, or slightly shorter hours, or 


some special privilege is enough to make a boy change 
his job overnight (with or without warning). He is 
deeply concerned about getting more money and only 
mildly interested in earning more. 

Thoughtful men are sorry for all this. Not only do 
they regret the annoyance and vexatious complications 
which a business organization must endure as a conse- 
uence, but they deplore the effect upon the boys them- 
selves. 

These lads will be the business men of the next gen- 


eration. Sooner or later, responsibilities now carried by 
older men will be laid upon them. In these youthful days, 
they are forming the habits and cultivating the characters 
which they will carry with them through the years that 
remain. 

Characters built 


upon reckless evasion of responsi- 
bility, indolence and selfishness will scarcely sustain in 
the next generation the commercial structure built at 
great labor and sacrifice by those now in control and their 
predecessors 


An obligation is laid upon those who have won their 
way forward to positions of leadership. If they will make 
a concerted and determined effort to restore younger 





workers to more normal ways of thinking and living, they 
will make a substantial contribution to the safety and 
welfare of the country, not only in the present period, 
but carrying an influence into the days ahead. 
Diebold Plant Increasing. 

The Diebold Safe & Lock Company, Canton, Ohio, has 
recently occupied an addition to its plant designed for 
the occupation of its polishing department. A new two- 


building is now under con- 
the production 


story steel, brick and concrete 
struction to house facilities to increase 
manganese safes and safe deposit boxes. 


of 


Fibers oe Companies Responsible for Errors. 

\ decision of the Supreme Court of the state of Illinois 
holds telegraph companies responsible for errors in trans- 
mission. The decision vitiates the clause printed on the 
telegraph blanks specifying that the company is not re- 
sponsible for errors unless the message is repeated back 


or insured, which subjects the sender to an extra charge. 
Che Illinois court holds that the sender can recover dam- 
ages sustained through errors made by the telegraph 


company. 


The case in point goes back a number of years. Feb. 
8, 1913, the Bowman & Bull Company of 136 West Lake 
street, Chicago, sent a message to the Columbus Butter 


Company offering to sell it 12,000 dozen of eggs at twen- 
ty-three cents a dozen. The Postal Telegraph Company 
delivered the message reading “twenty cents a dozen” 
ind the Columbus Butter Company accepted the offer be- 
fore the Bowman & Bull Company learned of the error, 
so the Bowman & Bull Company lost three cents per doz- 
en on all the eggs. It brought suit. The Supreme Court 
gave the Bowman & Bull Company judgment for all its 


loss. 


The Pot of Gold at the Rainbow’s End. 

Selling Facts, of the General Fireproofing Company, 
narrates a very appropos statement made at Youngstown 
while a class from the GF Allsteel school was at a ball 
game. Looking toward the factory from the ball grounds 
B. H. Potts, assistant manager of sales, directed attention 
to a rainbow and remarked: “Men, that’s where your prof- 
its are—at the end of the rainbow.” 
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STOCK CERTIFICATES 
MORTGAGE NOTES, DIPLOMAS, 
BONDS 


STOCK CERTIFICATE BINDERS 


PERFECT ATTENDANCE CERTS. 
INSURANCE POLICIES 
CERTIFICATES OF AWARD 


— 
BOUND AND LOOSE-LEAF 
CORPORATION RECORD BOOKS 


QUALITY ART BLOTTERS 
CALENDAR CARDS 
MAILING CARDS 


POPEUUUEEECCECCCECCCEEEE ECE E CEES 


THE ONLY ADJUSTABLE 
POST BINDER — 
ON THE MARKET 


Here’s a simple device that enables the office 
boy to bind into book form “in a jiffy” any kind 
of loose leaf records. 


The “F-B” Loose Leaf Holder 











Pat. May 13, 1913 


is adjustable to any distances between funch 
holes and to any size of paper. 
Advantages acknowledged in numerous testimonials. 
The retail price is $3.00 a dozen with liberal 
discounts to dealers. 


F. B. MANUFACTURING CO. 


1228 Intervale Avenue NEW YORK, N. Y. 








(Chicago Office, Frank Z. Woods, M@gr., 180 No. Market St.) 
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Stop That Waste! 
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(GET IN{ (fia | b°CIRCLE” 
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RM 
of CARRIB USERS 


Carbon paper is more than a mere repro- 
duction sheet 


IT IS A FIXED EXPENSE 


You quickly reduce this expense when using 


Carrib Brand 
Carbon Papers 


Clean, clear, color-full copies—maximum 
of wear. 


A PAPER FOR EVERY PURPOSE 


Shipped direct from our factory—at a sub- 
stantial saving. Samples and prices upon 
request. Multigraph and Match Ribbons 
that satisfy the most critical. 

Immediate delivery—any quantity. 


Carrib Mfg. Corporation 


CHICAGO, ILL. ROCHESTER, N. Y. 
202 S. State St. 46 Stone St. 


*“*Carrib means quality’’ 
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EXHIBIT OF A PROMINENT SAN FRANCISCO STATION- 
ERY HOUSE AT RECENT CALIFORNIA LAND AND 
INDUSTRIES SHOW IN SAN FRANCISC)O 
An Interesting Index Exhibit. 

\ comprehensive exhibit of visible indexing systems 
was made by the Schwabacher-Frey Stationery Company 
of San Francisco at the recent California Land & Indus 
tries Show, which was held at the Civic Auditorium 
Elmer A. Breckenfeld, who is at the head of the “Rand” 
department, was given full charge of the exhibit, and suc 








Crane Ladies Stationery 
Sold by all Stationers and Booksellers 


These goods are suited to the tastes of the 
most select trade. Their merits are known 
the world over, and they yield a profit to 
the dealer. Once tried, the purchaser be- 
comes a regular customer. 


Presented in the following Styles and Qualities: 


SUPERFINE QUALITY. In Light Blue Boxes, 
exataining } ream of Note paper each, and in separate 
boxes } theusand rnvelopes corresponding. 


EXTRA SUPERFINE QUALITY. In Lavender 
Colored Boxes, cuntaining } ream of Extra Fine 
Paper each: in like Boxes are Envelopes to match. 


Our papers are supplied in 
Bordered Goods and other spe- 
sialties by EATON, CRANE 
& PIKE CoO., Pittsfield, Mass., 
end 225 Fifth Ave., New York, 
whose boxes bear the word 
“CRANE'S” containing our 


goods 





ALL THIS STATIONERY CAN BE RELIED ON 
AS REPRESENTED. MANUFACTURED BY 


Z. & W. M. CRANE wee: 





ceeded in developing an interesting and attractive booth 
The cisplay, which was made against an artistic back 
ground of buff and lavender, showed the practical appli 
cation of the numerous systems for every line of business 
Demonstrations were freely given which drew crow 
interested spectators. Particular interest was shown in 
the perpetual stock record system, by means of which any 
firm is able to keep an up-to-the-minute record of stock on 
hand, in transit and ordered. Of special interest to those 


as ot 


connected with the banking business was the anti-forgery 
signature card file In addition to these features were 
shown the latest type of equipment known as the “Traco” 
cabinet, which is an adaptation of the “Visible” idea in 
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H. ALEXANDER’S EXHIBIT AT BIG CALIFORNIA 


DUSTRIAL EXHIBITION IN SAN FRANCISCO 


IN- 
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ENVELOPES! 





Flat Envelopes Expanding Envelopes 
Why not sell the Most Durable? 
“THE NATIONAL LINE” 


The highest grade line of Flat and Expanding 
Envelopes, Folders, File Pockets, Files and 
other Specialties made from our Celebrated 


riberstoK 


We make by far the most extensive line on the market 
and will gladly furnish upon request our latest cata- 
logue No. 4 showing our line in its entirety. 


We will also be glad to outline our plan as to how 
we assist the stationer in marketing our goods. 


NATIONAL FiperstoK ENveELoPE Co. 


429-447 Moyer Street 
PHILADELPHIA, PA. 
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Miller 
HONUUNNNOAUOGENOOUUOANOAUUONNAAAUEOANOOUUOAOAAUUOAAAAUUUUII Flexibilt FUUNNAUANUNNDOANUNNNUANDOGNUEGUOENUONUOEADOGUU AGU OEUU AU AEE 


PROFITS IN YOUR LOOSE LEAF DEPARTMENT 
are certain if you sell these THREE MILLER SPECIAL LINES— 


Fiexiece Linn Post With Sections —— 
o» for “nag ING x 




















For Commercial Work— 


The Miller Line of Flexipost Binders. 
The strong, winch-like mechanism 
draws the heavy, flexible posts entirely 
into the case, so the binder locks firmly 
on any number of sheets. This saves 
vault space, since the tops of the posts 
never project above the binder. Post 
sence eats sections may be added as needed. 






Oaawn To Compaess 
Sweets Ano Locn 









Fie niece Lint Pest 





For Expansion Witnout Aoota SécTions 


For Bank Work 


1G 
Wen Bunter Is Cioseo 


S e 1 f - Contained 
Ratchet Stands 
are instantly re- 
movable when 
binder is_ placed 
on shelf. Checking 
Bracket gives 
easy access to ev- 
ery entry on page. 


The Faultless 
Turning Post 
Ledger has dem- 
onstrated its supe- 
riority over all 
competitive de- 
vices. The thou- 
sands of satisfied 
Oval Turning 
Posts hold sheets 
firmly, or release 
them easily, 
whether binder is 
expanded or com- 
pressed. 


users are our best 
advertisement. 


Tray attachment 
furnished if 
desired. 





For County Work 


The MILLER FLEXIBLE POST RECORD BOOK has all the se- 
curity of a permanently bound record, yet, before sealing, sheets 
may be removed and written up on the typewriter. 


Flexible steel posts provide the flat opening feature so generally 
commended. The MILLER steel back is more durable than any 
other style of binding. 


THE STATIONERS LOOSE LEAF CO. 


“Sells to the Trade Only’’ 


203 Broadway 342-346 Broadway 25-27 So. Market Street 
NEW YORK MILWAUKEE CHICAGO 
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steel cabinet form, and particularly suited for this pur- 
pose and for stock control. Other systems of the same 
manufacture on display were the credit authorizing file; 
dentists’ and physicians’ ledger and record; hotel ledger 
and room record: serial automobile note ledger and fol- 
low-up system; classified mailing list; customers’ index; 
phone index; sales record; cost record; production rec- 
ord; and various systems of visible filing of papers. In 
addition to the Rand systems, specimens of lithographing, 
printing and steel and die plate work were shown. 





British Dispose of Censored Mail. 

Wuring the war the British postal censors examined 
some 630,000,000 postal packets. Approximately 1,300,000 
of these packets were detained, and the British War Office 
has made a decision on the disposition of this mail. Such 
of this correspondence as originated in or was destined 
for places in the United Kingdom will be destroyed. Ex- 
ceptions will be made in the case of mail containing docu- 
ments of value, which may now be transmitted with safety 
to the public weal. 

With regard to mails carried over the United Kingdom 
in transit to and from foreign countries, and mails landed 
from neutral ships, which entered British territorial wa- 
ters, it has been decided that packets containing goods, 
currency, realizable securities, or other financial packets 
of value wiil be put into the Prize Court; that commercial 
correspondence and private correspondence will be de- 
stroyed, inasmuch as it would be impossible, without very 
great expense to re-examine packets of this class in order 
to determine which could or could not now safely be 
sent on. 

The total number of packets released or about to be 
released under those decisions is approximately 92,500 
registered and 500,000 unregistered packets. The prep- 
aration of packets for release and their actual handing 


over to the postoffice began on June 23. The work is 
being carried out by a staff of about fifty male and 150 
female workers, irrespective of the postoffice staff. All 


packets released will be closed with the censorship label 
and stamped “Released by the British Military Au- 
thorities.” 

Inquiries with regard to missing letters are generally 
undesirable and to many questions no answer could, in 
the nature of the case, be given, since a vast mass of 
postal matter was lost through submarine warfare and 
other causes, and many packets were detained by Allied 
and enemy censorships. Inquiry as to a missing letter 
that is desired to be made by persons other than those 
resident in the United Kingdom should be made through 
diplomatic channels. An inquirer should state the name 
and address of the person to whom the packet was ad- 
dressed, the date of its posting, and the nature of the con- 
tents. He should also state the registered number and the 
office of origin wherever the letters were registered, 





Identification for Travelers. 


The American Chamber of Commerce.in London has 
initiated a plan of identification cards for travelers which 
suggests possibilities of the organization of a world 
union of chambers of commerce. The Chamber in Lon- 
don has an identification card which is issued to English- 
men about to journey to the United States. Duplicate 
forms are used, the traveler signing each. One is re- 
tained to present on occasion to the chambers in this 
country to which he is accredited. The other is sent 
from London to the Chamber of Commerce in this coun- 
try. affording advance notice of the man’s coming, and 
verifying the signature which appears on the card he 
carries. 

This facility might readily be elaborated so that a union 
of chambers of commerce the world over would be 
formed. From an identification card for the convenience 
of individuals, the universal organization of chambers of 
commerce would follow. A bond of affiliation between 
the commercial organizations of different countries and 
cities would attain an importance similar to the stronger 
fraternal orders in their fields. It would in effect become 
a fraternity of commercial organizations, each integrating 
with the others in the common object of facilitating the 
interchange of trade. 


Thoughtful. 


“A drop of ink makes people think.” 

“Vou bet.” said dad. “I’m doing some tall thinking as 
to what I’ll tell ma. I’ve sprinkled the carpet with a num- 
ber of drops.”—Louisville Courier-Journal. 
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ULTIMATE 
Ribbons and Carbons 


As the name implies Ultimate Rib- 
bons and Carbons represent the very 
highest product in their 
field. If you want to practically 
eliminate complaints in this line 
Ultimate brands will do it. 


possible 


RIBBON E CARBON 
PRODUCTS? CO. 
NEW RK 


Ribbon & Carbon Products Co. 


Manufacturers of 


ULTIMATE and AEROPLANE Brands 
NEW YORK 





35 Warren Street 

















Assurance of Quality 


may be urged in selling talk, and the goods per- 


form as promised. What is to refresh the 
memory when new orders are placed? The safe 
and certain way is to afhix a 


Stanley Metal Name Plate 


to the device. That identifies the appliance with 
the store that sold it, and gives the dealer the 
desired assurance that re-orders will go to him. 
Stanley name plates are made in two types— 
gummed thin metal and heavier gauge, to be 
tacked or screwed in place, 


We send samples free, and also submit 
to dealers sketches of suitable name 
plates for approval without obligation. 
Write for ideas. 


The Stanley Mfg. Company 


Dept. O. S. Dayton, Ohio 
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More Production Key to H. C. L. Problem. 


The Council of National Defense has issued the fol 


lowing statement to the public: 
The United States Council of National Defense, com 
posed of the Secretaries of War, Navy, Interior, Agri 
culture, Commerce and Labor, has made a careful investi 
TT gation of the high-cost-of-living problem, and finds 
That the nation’s productive powers have not been 
fully utilized since the armistice. 
A New Price I ist That too few goods, notably the necessities of life, have 
been produced, and that even some of these goods have 
been withheld from the market, and therefore from the 
(a people. 
That the high cost of living is due in part to unavo 
able war waste and increase of money and credit 
That there has been and is considerable profiteering, 
A miniature sample ol our intentional and unintentional. 
The Council believes that the remedies for the situa 
green enameled steel cus- | tion arc: 


To produce more goods and to produce them in propor- 


pidor suitable for an ash tion to the needs of the people. 
eae’ To stamp out profiteering and stop unnecessary hoard- 
receiver Fi 


To enforce vigorously present laws and promptly to 
enact such further laws as are necessary to prevent and 
. punish profiteering and needless hoarding. 

All yours for the asking To bring about better co-operation and method in dis- 
tributing and marketing goods. 

To keep both producer and consumer fully informed as 
to what goods are needed and as to what supplies are 
available, so that production may anticipate the country’s 

demands. 

Goods and not money are the means of life. Better 
DETROIT, MICHIGAN standards of living are impossible without producing 
more goods. Man cannot consume what has not been 
produced. 


1 
1d 


Makers of “Quality” Cuspidors in brass \t the war’s end our allies had desperate need of the 
essentials of life. We have had to share our resources 
and steel with them, but this drain will gradually lessen. Insofar 


as our shortage of goods is due to this cause we can well 
afford to be patient. 

It is just as essential that we have patience with the 
economic situation here’ at home. The process of pro 
duction requires time. If production is rapidly increased 


vastly improved conditions will prevail in America when 
u e] 5 the results of present and future labor begin to appear 
Team-work is imperative. It is just as essential be 


tween retailer, wholesaler, and producer, as it is between 











For cutting Paper, Card employer and employe. One group of producers cannot 
Board, Veneer, Cloth, wait on another group. The manufacturer, the farmer, 
: the distributor, must each immediately assume his part 
Rubber and Thin Leather of the burden and enter upon his task. The nation can 

etc., to a thickness up to not afford curtailment of goods vital to the people 
. . On American business rests a grave responsibility for 
3 inches. Witha efficient co-operation in bringing about full and propor- 
° tionate production. On American labor rests an equally 
Golding Cutter grave responsibility to attain maximum unit production 
ss eae : 3 and maintain uninterrupted distribution of goods if labor 
—Zip it is done in an in- itself is not to suffer from further rises in the cost of 

: living. 

— — the edge 1S The entire nation—producer, distributor, and consumer 
@ i 2>——§ » - i y “ rar Grot ) 
The Pearl Cutter ciean an straight. alike hould return to the unity that won the wa I uy 
- ‘ ; interests and undue personal gain must give way to the 
Made of iron with steel knives. Very durable— good of the whole nation if the situation is to be squarely 


met. 

Our common duty now, fully as much as in the war, is 
to work and to save. In the words of the President in 
his address to the country on August 25, 1919, only “By 
increasing production, and by rigid economy and saving 
on the part of the people. can we hope for large de 
creases in the burdensome cost of living which now 


easy to operate. Sizes 
are varied, 13 in. up to 
42 inches. 

These cutters in large 
use by printers, multi- 
graph users, bankers 


“4ghs us ¢ mn.” 
and offices of all kinds. weighs us down 


Work, save. co-operate, produce 

(Signed) Newton D. Baker, Secretary of War and 
Chairman of the Council; Josephus Daniels, Secretary of 
the Navy: Franklin K. Lane, Secretary of the Interior; 
David F. Houston, Secretary of Agriculture; William C. 
Redfield, Secretary of Commerce; William B. Wilson, 
Secretary of Labor; Grosvenor B, Clarkson, Director of 
the Council. 


We make also a line of 
Power Cutters, Small Table 
Card Cutters, Printing 
Presses, Tableting Presses 
and Printers’ Tools. 





Dealers Wanted 
A New Chair Factory. 


. 
Golding Mfg. Co. 
\ new chair factory has been started at Cincinnati, 


Franklin, M:ss. . n sta 
The Golding Cutter Ohio, by George Angert, a son of Chris Angert, a pioneer 
furniture retailer of that city. 
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UhI-tility 


is the modern otfce version of the old word, “utility. 
It adds a new meaning, for a host of advantages ac- 
company the 


Ta 


and other articles of office furniture into the fortunate offices 
which install them. They afford convenience to the type- 
writer operator; hence increased production follows. Floor 
space is saved. Efficient office arrangement is quickly se- 
cured, for Uhl Steel Typewriter 
Table-Cabinets are mounted on cast- 
ers. and easily moved from place to 
place. Several clerks 
can use one type- 
writer, owing to the 
ease and facility of 
moving about. 








The Uhl-Steel Line 


includes stands for all office devices. large reference books, 
letter or card files, catalogs; also typewriter chairs, desk 
stools, factory stools and tool racks, factory dining room 
tables, chairs, etc. 

Send for the Uhl steel catalog—it shows many items that 
will suit your customers. Every article in the line will give 
unusual service in any office. Dealers who have investigated 
have been agreeably surprised at the volume of sales they are 


making by selling the whole Uhl Line. 


The Toledo Metal Furniture Company 


1214 Hastings Street, Toledo, Ohio 
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The 


The 
Ever 
Ready 
Office 


Assistant 





Typewriter 





HAS ARRIVED 


The SMALL Typewriter— at a SMALL Price 


The CENTURY is neither a toy nor an ex- 
periment, but a REAL Typewriter possessing 
the best features of the modern office ma- 
chine. It has a full keyboard of 84 characters; 
takes large envelopes ‘and paper 9% inches 
wide, and writes a line 8 inches long. It has 
a back spacer, an instant automatic ribbon 
reverse, and other “fixings” necessary in an 


up-to-date machine. Card and label writing 


attachments supplied when wanted. 

This little machine has been made so light 
(it weighs only 17% Ibs.) that it can be easily 
handled, yet heavy enough to remain abso- 
lutely stationary while operated. It will stand 
up under a busy day’s work at the office, and 


Selling price in the U. S. A., 
office case 


with metal 


be ready for another bout the next day. At 
the same time, it occupies so small a space 
on desk or table that it is equally suitable 
for the home or executive’s desk; a “right-at- 
the-elbow, never-in-the-way” machine. 


The light key action insures easy operation; 
its fine press work, beautiful lines and finish 
commend it to the fastidious, while its dura- 
bility and LOW PRICE win the approval 
of all. 


You will want to know more about this 
latest arrival in the typewriter world. So 
just drop us a line and we will give you fur- 


ther details. 


American Writing Machine Company 


339 Broadway 


- NEW YORK, N. Y. 


STIUIMIIIIIILLIL LLL ALLL LLLLLLLLLLLLLLLLLLLLLLLPPLPPPLPLPPLPLLLLLLPLLLLoLeneLeeLLLUUULeCLPPPPPLLPDPLDUDLDDDDDDDPLLPP LOOP 


Saul UUHNUUUNVUUSUUOUNN00000UTSH0OVUAOOOOOUASUOOUAGSOOOEUUAAOOOUUGAAOOUASGAOUUOOSOEUASOEEOUOSOOUOOGOOAOOUOOSAOOUOOGAROUUOOOEOUUOOOOOUUOOOOEUUOOOOOUUGOOOOUGOOOROUGOSOOOUGGSOROGGOSUOOUOGOSOLOUUOLOOOGUOAOE 
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Typwriter Man Campaigns for Institution Funds. 

H. W. Smith, treasurer of the L. C. Smith & Bros. 
Typewriter Company, directed a drive in behalf of the 
Orphans’ Home in Syracuse, N. Y. Mr. Smith is presi- 
dent of the board of trustees. His objective was $500,000, 
but when the week’s work was ended the funds garnered 
totaled nearly $800,000. 


Modern Furniture Improves Office Appearance. 

Perhaps the installation which the office equipment 
salesman likes best of all to make is one which converts 
waste floor space into valuable filing space. This point is 
illustrated by a sale made by J. D. Hanson, of Perry & 
Buckley Company, New Orleans, La. An _ insurance 
office used an ornamental railing to cut off the customer 
space from the office. The top of the counter was used 
for storing record books. Counter height sections re- 
placed the railing and counter, effectually utilizing all the 
storage space, much of which was wasted in the original 


arrangement. The map books and other records were 
given space in a counter-height section equipped with 
steel shelves and rollers, known as a “roller book sec- 
tion,” made at Rochester, N. Y. The installation in- 
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You will be well repaid 
in extra sales if you will 
display 


It is a valuable book for 
every man with a reasonable 
income; not particularly for 
the wealthy man. Many men 
are careless about keeping a 
record of their personal af- 
fairs. My Finances makes it 
easy to do so. A few fig- 
ures and a few words of ex- 
planation in spaces provided 
for the purpose—that’s all. 


A larger size of My 
Finances has been published 
to meet many requests— 
wider columns and more 
writing space, 


My Finances is already an 
established, steady selling 
stock item in most good sta- 
tionery stores; it is advertised; and profitable to sell. 


Quality Quality 

JF KF 

Size 6%x3%—No. 308 ......-06- $2.75 $3.69 
Size 8%x5%—No. 311 ........--- 3.50 4.50 


Both JF and KF are made with Trussell one-piece Covers; 
all leather, no lining, levant grain outside and fine grain 
inside. These covers are handsome and long lasting. 


Send for samples on approval, 


and dealers’ discount. W: 
cards and mail enclosures supplied. 


TRUSSELL MFG. CO., Publisher 


3 No. Cherry Street Poughkeepsie, N. Y. 




















“Y AND BEB” 


UPRIGHT SECTION BEFORE AND AFTER THE 


INSTALLATION OF COUNTER-HEIGHT SECTIONS. 
cluded several filing sections, each containing three 
drawers. Other sections installed were for legal size 


papers and cupboards, all coming from Rochester. 


Burroughs to Build in Canada. 

Land for the erection of a new factory and executive of- 
fices has been bought by the Burroughs Adding Machine 
Company of Canada, Limited, in the city of Windsor, 
Ont. The site is 500x200 feet, at the corner of MacDougall 
and Ann streets. Plans are under way calling for the 
erection of a factory five times the size of the present 
plant at Windsor, and ground will be broken shortly. 
While the new plant is intended primarily to take care of 
the company’s operations in the Dominion, it will also 
manufacture for export. This will relieve the parent fac- 
tory at Detroit, affording better domestic deliveries. 





Our London correspondent has commented several 
times on the difficulty of unloading typewriter shipments 
at English ports because food cargoes that arrived later 
than the office equipment were given precedence. Press 
reports state that enormous quantities of red liquor from 
the United States are noted on the docks in various Eng- 
lish ports. Apparently the shipments of whiskey take 
precedence over typewriters because of their “food” value. 











RIBBONS AND CARBONS 
“‘Symbols of Quality”’ 


The kind of quality that demonstrates itself 
in immediately increasing distribution is in 
these products, as proved by the continued 
and immense stimulus to their sales. We 
have more dealers today than ever before, and 
by our larger and better facilities are able to 
care for them more adequately. Careful pro- 
ductive methods assure satisfaction at all 
stages of the transaction. 


The call for BUCKI Ribbons 
and Carbons is unending. In 
a majority of heavy- 
buying territories 
all over America 
today our dealers 
are profiti by 
this demand. Write 
us now for the op- 
—- in your 
eld. 



























THE BEST QUALITY 
COSTS THE LEAST 


In all lines of merchandise you 
usually find economy, not in cheap-. 
ness but in true worth. In adding 
machine rolls you can be sure of 


full value in 


rPADDING MACHINE PAPER.- 
‘*‘The Guaranteed Roll’’ 














Standard sized rolls to fit regular 
adding machines. 50 roll and 100 
roll cases. 


WHITE AND BUFF COLORS 
Sold by Good Stationers 











Manufactured by 


GEORGE BANTA PAPER CO. 


MENASHA, WISCONSIN 










ZELLERS-STEVENS 


INCORPORATED 
52 Broadway, New York, U. S.A. 
Cable Address: Zellsteven, New York 
Depository: Atlantic National Bank 


Foreign Trade Representatives for Manufac- 
turers of Office Equipment and Supplies 


EXPORTERS OF 


Adding Machines Inks, Writing and 
Addressing Machines Printing, Ink Tablets 
Carbon Papers Metal Office Furniture 
Card Index Systems Fountain Pens and 
Desks and Chairs Pencils 


Duplicating Machines 

Duplicator Supplies - 

Filing Cabinets a ere ant 

Filing Envelopes and 
Supplies 


Time Recorders 


Typewriter Ribbons 


Writing and Printing Papers 


Quotations cheerfully furnished on 
any goods obtainable 


Also act as Purchasing Agents for 
Dealers Abroad. 


CORRESPONDENCE INVITED. 
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The Pittsburgh Base Rate Problem. 


Steel prices the country over are based on the cost at 
Pittsburgh, Penna. The custom was established when 
the country’s steel production was largely concentrated 
in the Pittsburgh district. The matter has come before 
the Federal Trade Commission, on allegations that the 
practice is :n violation of the Clayton anti-trust law and 
the Federal Trade Commission law as constituting illegal 
price discrimination and an unfair method of competition 
in interstate commerce. 


The parties at interest are, broadly, the producers of 
steel in the Pittsburgh district, or interests affiliated with 
them. Opposed are consumers of steel in various states, 


and independent producers in several states. Pittsburgh 
naturally wants to maintain the old custom—the opposi 
tion wishes to sell on the basis of producing cost, instead 
of the arbitrary price which now prevails. 

The Federal Trade Commission has requested an ex- 
pression of opinion from all parties interested as to the 


abolition of the Pittsburgh rate. Forty-three interests 
opposed the applications for the abolition of the system, 
and thirty-six favor a change. The momentous character 


of the change proposed is indicated by an expression 
by EF. H. Gary, the head of the steel interests at Pitts 
burgh and elsewhere. He said that the case which the 
Federal Trade Commission is to undertake will probably 
develop into “the greatest lawsuit in the history of the 
country.” Some of the arguments advanced pro and con 
follow 
For Abolition of Pittsburgh Base Point. 

Cousumers in the Duluth, Minn., district, including the 
Joint Committee of Civic Organizations of Duluth, claim 
that steel made at the Minnesota Steel Company (subsid- 
iary of the United States Steel Corporation) mills at Du- 
luth, from ore mined at Duluth is priced at the Pitts- 
burgh prices plus the fictitious all-rail freight rate from 
Pittsburgh back to Duluth, as though the ore had been 
transported to Pittsburgh, there converted into steel and 
transported back to Duluth by an all-rail route, whereas, 
even on this fictitious basis, such transportation would be 
largely by the lake water route—-cheaper transportation. 
They also point out that the Pittsburgh price—applied to 
steel made et Duluth from untransported ore—includes as 
a cost factor the actual water-and-rail haul of trans- 
ported ore irom Duluth mines to Pittsburgh 

Steel sold from mills in the Middle West is priced as 
though it were manufactured at Pittsburgh and trans 
ported from Pittsburgh to the Middle West purchaser. 


This practice, they hold, means that purchasers of steel, 
buying from other than Pittsburgh mills, are burdened 
with an arbitrary added charge to cover the fictitious 
freight rate from Pittsburgh. The system, they say, is 


1 


arbitrary, artificial and uneconomic and gives to the steel 
producers excessive profits. For this added profit, they 
hold, there is no commensurate service rendered 
Consumers in the Chicago producing district claim that 
the mills in that district produce steel cheaper than at 
any other point in the United States—cheaper than Pitts- 
burgh—hut that the consumers derive no benefit from 
this cheaper production cost, because of the arbitrary 
adoption of the Pittsburgh price-plus freight differential 
One-fifth of all steel produced in the United States, how- 


claim, is produced at Gary, Ind., Joliet, East Chicago and 
Indiana Harbor—none of which, they point out, is more 
than forty miles from Chicago, as against the 500-mile 


haul from Pittsburgh. 
Further charges that the Pittsburgh base system is a 


means cf illegal price control are made. The Carbo Steel 
Products Company, Chicago, fabricators, charge ‘The 
Pittsburgh basis is simply a tool with which to control 
the prices of steel amongst the steel! companies.” This 


company believes that price-fixing meetings are held and 
that publication in a certain steel trade paper of prices 
established is a medium for price maintenances. The 
Great Western Manufacturing Company, La Porte, Ind 
charges that “collecting freight from Pittsburgh, to La 
Porte, a distance of 490 miles, on material shipped from 
Gary, Ind., only 30 miles from La Porte, and charging 
the difference, is absolutely unfair and ridiculous, indicates 
price fixing and prevents any possibility of benefit be 
cause of close proximity to a mill.” 

Southern consuming interests, including the Birming 
ham Civic Association and the Southern Association of 
Steel Fabricators, make the broad claim that the Pitts- 
burgh basing point system is arresting the entire manu- 
facturing development of the South. Southern manu- 
facturers, including Southern shipbuilders, say they can- 
not compete in prices with Northern and Eastern manu- 
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/ ‘HREE HUNDRED AND TEN 
Barrett Portable Calculating and 
Adding Machines (of both listing 

and non-listing models) in a single order 

is a fair indication of what live Barrett 
dealers are doing. This lot of machines 
went forward on steamers leaving the port 
of Philadelphia on August 30th and Sep- 
tember 18th, 1919. 


The Barrett Portable Model 12 is a calculator that 
lists its work, a feature ordinarily associated only 
with adding machines. This, with its extra total 
dials and its exclusive calculating device, gives the 
Barrett the unique distinction of being the only 
standard principle calculator that not only auto- 
matically proves its work but PRINTS THE 
PROOF. Which means—that the Barrett Port- 
able is the only machine that furnishes a check on 
the operator without repeating the operation. 

Office appliance dealers and sales agents of established 
reputation and with efficient selling organizations will firid 


something of more than ordinary interest in the Barrett 
proposition. 


Barrett Adding Machine Co. 
PHILADELPHIA, U. S. A. 





PORTABLE 


(WEIGHS ONLY 24 LBS.) 


Calculating Machine 
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The needs of merchants have guided 
National Cash Register improvements 


HAT the merchant needs” 

always has been—and always 
will be—our basic idea in making 
cash registers. 


This business, as it stands today, is 
the result of constant study of mer- 
chants’ needs. 


Every suggestion that we receive is 
investigated. The practical ones are 
adopted and given very exacting 
mechanical tests before they are 
mar ufactured. ' 


During the past 10 years we have 
made 6,508 improvements in our 
product. 


These improvements were added so 
that National Cash Register users 
could be supplied with machines that 
would give them the utmost possible 
service. 


Modern National Cash Registers are 
practical, useful, accurate, and durable 
—the best we can make. 


Nationals are now used in 296 lines of business 


The National Cash Register Company, Dayton, Ohio 
Offices in all the principal cities of the world 
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facturers because of the higher prices they must pay for 
steel, although steel is produced in quantity at Birming- 
ham, Ala. These manufacturers and shipyards claim 
they are handicapped to the extent of the arbitrary freight 
differential from Pittsburgh to the Birmingham district, 
which is added on to the prices they must pay for steel 
from these Southern mines. The South, they say, should 
also derive the benefit of what they claim is cheaper 
production at Birmingham. They make the point that 
there is no price competition in the steel industry since 
all mills adopt the f. o. b. Pittsburgh price, plus freight 
from Pittsburgh to destination. The Birmingham Steel 
Corporation, one of the largest fabricating plants in the 
United States, charges that it must bear some $195,000 
added cost a year because of the fictitious freight rate 
from Pittsburgh. This, the company claims, “is prac- 
tically a tax on the consumer.” The Chattanooga Roofing 
and Foundry Company says: “What economic law can 
be called in to force us to pay an additional freight rate 
which does not inhere in the cost of the goods? Why 
should we pay freight on a basing point that is 600 miles 
away from us?” 

Both the Navy and Army favor the abolition of the 
Pittsburgh base rate. 

Opposed to Abolition of Pittsburgh Rate. 

Arguments opposing the application and against any 
change in the existing Pittsburgh basing system include: 

Pittsburgh, producing some seventy per cent of all 
steel in the country, naturally and economically controls 
the market price of steel throughout the United States. 
Because, they argue, no other one district produces suffi- 
cient to meet its own demands; and the deficiency must 
be furnished by Pittsburgh, mills at other points eco- 
nomically could not be expected to take a lower price 
than that which they can get—and with the over-balanced 
demand they can get up to the Pittsburgh price because 
that is economically where they begin to meet a compe- 
titive supply. Pittsburgh, by its over-production, there- 
for controls the market. And this will hold true, they 
contend, as long as Pittsburgh continues to produce in 
excess of the other regions. 

There can be no “middle ground,” it is argued, between 
the present single basing point and a universal f. o. b. 
mill base point system. The immediate result of estab- 
lishment of a f. o. b. mill base system, it is held, would 
be a restriction of each company’s sales to a district in 
close proximity to its own mills and inability to compete 
in many parts of the country. In consequence, it is urged, 
there would be a substantial reduction in competition. 


Demand Meter-Liter-Gram. 


urging President Wilson and 
national legislators to adopt metric standards—meter, 
liter, gram—for exclusive use in U. S. America have 
recently been received in Washington, D. C.. as a result 
of the metric campaign of the World Trade Club of San 
Francisco and the American Metric Association of New 
York. Many of the most powerful organizations, cham- 
bers of commerce, educational institutions, large manu- 
facturing concerns from all parts of the United States 
have sent in petitions urging this progress to standardized 
weights and measures. 

At the same time, a scattering of petitions against 
meter-liter-gram was received. These constituted* less 
than one per cent of the total number of petitions. New 
petitions from organizations and eminent persons are 
coming in every day. They are being referred to the 
Bureau of Standards, Department of Commerce, Wash- 
ington, D. C. The results indicate the validity of the 
World Trade Club’s contention that all but ten per cent 


Thousands 


Over 57,000 petitions 


in U. S. America are in favor of metric standards, and 
they only because they have not looked it up. World 
Trade Club is continuing its effort to educate this ten 


per cent. 

The petitions received at Washington came after liter- 
ature had been sent by World Trade Club explaining the 
advantage of world-wide use of meter-liter-gram to mem- 
bers of organizations in various parts of the United 
States of America, without regard to their business or 
profession. These people were free to send in petitions 
for or against meter-liter-gram. A count made at the 
expense of World Trade Club shows so far 57,800 petitions 
for, and 426, or less than one per cent, against meter- 
liter-gram. 

In Karachi, India, the business day starts at eleven, 
and offices are deserted by five o'clock. 
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BUXTON 


KEY KASE 


Saves the Pockets 
Everybody Buys It 


Fits vest, hip pocket or handbag 
without “bulging’’—-flat, smooth, 
neat. Keys easy on, easy off, 
easy to locate, even in the dark! 
Each hook holds two, Can’t get 
lost off. 


NATIONALLY 
ADVERTISED 


in System, Association Men, In- 
dependent and in other maga- 
zines. Wherever there’s a 
pocket, there’s a prospect, and 
women buy them almost as 
readily as men. Made in all 
leathers, to retail from 25¢ to 
$1.50. Retail prices are: 


Genuine Cow 
HOOKS . wc ccccvecvesseane 
.50e 





















HOOKS wcicecs eeecee 
Hooks .... Be 
HEOOKS 2 éccvsctsa00nnee 
Goat Morocco Lined 

HOOKS .ccccvescscoce 

Hooks .....e0+++++-$1.00 
HOG 66 avo 0bes uss. Oe 


Good Profit 


We fill orders direct only where we 
have to. We want dealers and 
allow an extra good profit to get 
them. Write for our proposition. 


Write for Big Dealer Offer 


L. A. W. NOVELTY CoO.,, 
Dept. P, Springfield. 
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RETAIL 
Made in 
All Leathers 








The Machine With a Future 


ICTOR 
and Calculating Machine 





Adding 
PRICE 








Offers bet- 
ter value for 
the price than 
any machine ever 
built. It is light, 

portable and compact, 
and is every inch an adding and calculating 
machine. Ask any user what they think of the 
Victor Adding and Calculating Machine 


We offer unusual opportunities 
to high class representatives. 


Victor Adding Machine Company 


817-825 W. Washington Blvd., Chicago, U.S. A. 
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Finding New 
Markets 


You have to meet compe- 
tition in every staple line 
wherever your field may 
be. The thing to do to 
keep ahead of competi- 
tion is to get some good, 





Desk Reminder, made in 
2 sizes, oak or mahogany. 


live specialties. By watch- 


ing your. customers’ 





needs, can develop 


new markets and fill new 


you 


Combined Paper Weight, 
Tablet Holder and Blotter. 


requirements, thereby 





giving service to your 
customer and profit 
to yourself. 

Send for new 
catalog of our com- 
plete line. It describes 
several brand new articles. 


POLAR 


Manufacturing Company 
101-107 No. Marshall Street 
PHILADELPHIA, PA. 


Member of National Association of pocket Index Card Case, 
Stationers and Manufacturers Single—Double. 


Desk Pending File. 

















OUT OF THE WAY 





YET WITHIN EASY REACH 


The Sperry Arm holds: the Telephone clear 
of the desk, eliminating over-turned inkwells, 
mussed papers, confusion, ill tempers. A slight 
touch places the telephone out of the way, yet 
within easy reach for the next call. 

The most practical, serviceable telephone arm 
on the market today. 

Write for the name of your nearest dealer 
Please address to Dept 37. 


KELLOGG SWITCHBOARD & SUPPLY CO. 


Exclusive General Distributors 
CHICAGO, ILL. 
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In Other Lands. 
(Continued from Page 27.) 
Interesting Double Marriage. 


Two attractively engraved marriage announcements 
with which we have been favored tell the story of the 
marriage of two daughters of Mr. and Madame Pierre A. 
Francois, at the Church of Saint Elizabeth, Paris, on 
Tuesday, October 14. Mr. Francois is director of Fran 
cois & Martin, agents for the Addressograph in France 
Marcelle Francois became the wife of Paul Gagneau, who, 
if we remember rightly, is also of the Paris Addresso- 
graph organization. Yvonne Francois is now Madame 
Gabriel Martin. Our congratulations are extended to our 
newly married friends. 


American Trade Commissioner for Serbia-Austria. 


William Ford Upson of Tennessee has been appointed 
trade commissioner to Vienna by the Bureau of Foreign 
and Domestic Commerce, Department of Commerce. As 
soon as circumstances permit he will proceed to his post 


to conduct an investigation of general commercial and 
economic conditions in Austria and Serbia. 
Mr. Upson was the American delegate to the Inter 


\llied Trade Commission at Vienna and in the course of 
his official duties became widely acquainted in business 
as well as in political circles. During the war he was 
an officer of the American Red Cross and was awarded 
the Croix de Guerre by Marshal Petain and the Medaille 
d’Honneur by the French War Department. 

While Vienna has lost its commanding importance as 
the capital of a great empire, it necessarily retains its 
geographical position on the trade route between the 
outside worid and the countries lower down on the Dan- 
ube, and it is still a great center of the manufacture of 


fancy goods and art objects of all kinds, which have 
always found a market in this country. 

It is Mr. Upson’s opinion that Austria needs many 
things that we can best supply: Foods of all kinds, soap, 


oils and fats, cotton, leather, cloth, boots and shoes, cloth- 
ing, petroléum and its products, rubber goods, and medi- 
cines. It will require also American capital and business 
energy and management on broad constructive lines 

Serbia, too, is a most promising field for American 
trade, and the trade commissioner feels that it is specially 
fitting that we should promptly enter into close trade 
relations with the heroic people of that country who have 
suffered so greatly in the great cause. 


Advertising in Denmark. 
advertise in Denmark can 


Exporters who wish to 
Danish newspapers 


obtain a list of the most important 


and periodicals, with their estimated circulations and 
advertising rates, from the Bureau of Domestic and 
Foreign Commerce, and its district and co-operative 


offices. Refer to File No. 40,775. Copies of these pub- 
lications are on file at Washington only, under the same 
number. 


French Patent Rights Extended. 


A new French law passed October 8, 1919, 
that patents which might have expired during the war 
may be extended up to five years. Patents in effect up 
to August 1, 1914, may be prolonged if the owners have 
heen unable to exploit them normally on account of the 
war. Article 6 provides that in case a patent is pro- 
longed under the new act, the contracts for exploitation 
will continue effective. 


British Imports of Paper. 


1917 and 1918 the United Kingdom imported 
sources as follows: (1917), $6,799,250; 
The paper stock covered included both 
Exports of the same ma- 
(1917), $383,816: (1918), 


proy ides 


During 
paper from all 
(1918), $6,591,051. 
printing and writing paper. 
terials were valued as follows: 
$167,602. 


American Chamber in Sao Paulo, Brazil. 


An American Chamber of Commerce has been organized 
at Sao Paulo, Brazil, affiliating with that at Rio de Janeiro. 
The officers are W. G. Stevens, president, and S. W. Har- 
ris, secretary. The objects of the organization are to pro- 
mote American interests in Brazil, and Brazilian interests 
in the United States. 
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No. 5685-6E. 


Chairs of Quality 


A complete line of chairs suitable for Office, 
Bank and Courthouse with a wide range in 
prices to suit every requirement. The distinct- 
ive feature of our “Chairs of Quality” and one 
which has met with universal approval, is the 
iron. Simple and durable in construction, it 
represents the first real innovation in office 
chair irons in many years. It is the only iron 
in practical use that is adjustable to any de- 
sired height by a simple pressure on the foot 
lever which raises or lowers the seat without 
the least inconvenience. If quality would not, 
this iron would commend “Chairs of Quality” 
to the most discriminating buyer. 


Crocker Chair Company 
SHEBOYGAN WISCONSIN 
BRANCHES 
CHICAGO NEW YORK MINNEAPOLIS OAKLAND 
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Buy Office Desks 
and Tables 


for quick sales. The Winnebago 
Line appeals to close buyers who 
demand good appearance and faith- 
ful performance, without paying 


high prices. 


Winnebago Products 


meet the demands of this market— 
and make good. The furniture de- 
partment which displays Winne- 
bago Furniture is a busy place. 


Winnebago Furniture Mfg.Co. 
Fond du Lac, Wis., U.S. A. 
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sé IM 
THE DOCTOR ! 


FIRST AID 
TO THE INJURED |! 


USE MY PRESCRIPTION 
FOR OFFICE ILLS!” 





oWice We 


EWVICIENCY 














STAMP PADS 

RK RUBBER STAMP INKS. 
DATERS ano NUMBERERS 
BUSINESS PRINTING OUTFITS 


SIGN AND PRICE MARKERS 


RUBBER TYPE 


SCHOOL CHART MARKERS 
LINEN MARKING OUTFITS 


(TO BE TAKEN AS NEEDED.) 


Fulton Specialty Company 


E. R. Underwood, Pres. 


Elizabeth, N. J. 














PAPER FASTENERS ann PUNCHES 


The AJAX EYELET FASTENER is recognized 
now by leading concerns as remarkably efficient 
in binding correspondence, contracts, legal docu- 
ments, reports, etc., etc. 

The AJAX works with one stroke of the lever— 
does the whole job perfectly the first time. The 
hole is punched, and the eyelet inserted and 
clinched in ONE QUICK OPERATION. 

There are three sizes of eyelets (rustproof) which 
may be used in the AJAX—long, medium, and 
short. This is a real fastening advantage, as 
different sizes may be used without adjustment 
of the machine. 


MR. DEALER: 


“The Ajax Eyelet 
Fastener’’ assures you of 
Repeat Orders for Ajax 
Eyelets. 


Long Medium Short 


i 
“1 y "3 





“THE SAMSON 
NO. 1 HAND 
PUNCH” 


Handles 7 sizes of 
punches and dies 
1/16 to 1/4 inch 
in diameter, easily 
interchanged. 


Will punch thru 

1/4 inch of paper 

or cardboard or 

thru soft metal up 
to 20 gauge. 





Samson 
No, 1 
Punch 
For Hole Sizes 

1/16 in. to &% in. 

in Sheet Metal, Paper 

or Leather 






Write for Catalogue and Price List at once 


MACHINE APPLIANCE CORPORATION, 351-353 Jay Street, BROOKLYN, N. Y. 


“‘THE SAMSON 
EYELET TOOL”’ 


A Combination 
Punch and Eyelet 
Set. 


Only device on the 

market that has 

the patent spring 

collet feature for 

holding the eyelet 
in place. 


Strong and 
Handsomely 
Nickeled. 





Samson 
Eyelet 
Tool 
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Industrial Development Abroad. 


One of the most disquieting effects of the high prices 
of American manufactured goods and the difficulty ex- 
perienced by oversea merchants in obtaining deliveries 
is the stimulus given to the industrial development of 
countries which, but for the war, would have found it 
quite impossible to compete with the highly organized 
industries of the United States and Europe. High prices, 
high freight rates, and lack of transport are likely to prove 
more potent aids to the establishment of manufacturing 
enterprises in the newer countries than a protective tariff 
with duties of 100 per cent on imported goods. The dif 
ficulties of obtaining machinery and skilled labor, al- 
though great, are not insuperable. In the opinion of the 
National Foreign Trade Council, a continuance of the 
present state of affairs will inevitably lead to the growth 
of manufacturing in many countries which have hitherto 
afforded large markets for our products, and this may 
involve serious changes in our export trade. In this 
connection it is interesting to note that during the war 
many industries quite new to India arose to fill the void 
left by the stoppage of exports from Britain, and that 
many types of machinery and mechanical fittings are 
now being successfully manufactured there The Ben 
galee is a capable artisan when properly trained, and it is 
hardly necessary to add that his labor is not of the 
highly-paid variety The development of a prosperous 
iron and steel industry in the Transvaal—where coal and 
iron ore in ‘inexhaustible quantities exist in juxtaposition 
—is already becoming practicable. In Australia, too, 
the manufacture of woolen goods is attracting increasing 
attention. 

While such industrial development is bound to come 
to all countries possessed of the necessary raw materials, 
it is unfortunate that these markets should in any way 
be closed to American products at a time when a wide 
demand for manufactured goods is needed to ensure full 
employment to American industry. It would seem the 
part of wisdom to prevent further developments of this 
kind, whenever possible, by setting aside a definite per 
centage of factory output to supply to those countries 
in which manufacturing is not highly developed, the 
goods which they cannot do without. 


American Chamber of Commerce in Italy. 


What corresponds with an American Chamber of Com 
merce for Italy, the Italo-American Union, a new trade 
organization of Italians interested in America, has re- 
cently come into existence. It is designed to furnish a 
center for all Italo-American committees, and comprises 
economic, intellectual, art, legislative, and press sections. 
The National Foreign Trade Council learns that behind 
it are the big financiers and commercial men of Italy, 
who hope to encourage the commercial and economic 
relations between the two countries. 

The association has obtained the beautiful mediaeval 
Palazzo Salviati on the Corso Umberto, and will provide 
there an information office for American business men, 
a library of American industry, and a central meeting 
place combining both business and social features. 





French Imports Since 1913. 

Figures covering French imports in metric quintals for 
the six months ending June 30 for the years indicated 
have been published. Under “Colors, inks, pencils and 
carbons, prepared,” the imports from all sources were 
as follows: (1913) 100,250, (1914) 105,308, (1915) 27,349, 
(1916) 89,701, (1917) 73,315, (1918) 25,619, (1919) 107,994, 
“Paper and manufactures thereof” are stated: (1913) 
146,300, (1914) 150.281, (1915) 128,073, (1916) 679,301, 
(1917) 381,052, (1918) 300,570. (1919) 499,143. 

Imports of typewriters and other machines are not 
segregated; they are probably concealed under “machin 
ery and apparatus.” 


Office Equipment Concerns Join London Chamber. 


Among recent additions to the associate membership 
of the American Chamber of Commerce in London are 
the London branches of the Noiseless Typewriter Com 
pany, and the Macey Company, Ltd., office furnishers. 


British Exports of Ink to United States. 
_ During 1918 shipments of writing and copying inks 
from the London district to the United States were valued 
at $14,444 











McmM RING BOARDS 


Heavy Tar Board, covered with Artificial 
Leather, Black Cloth Back, Rings set 23 inches 
Centre ‘o Centre, to fit Arch File Punching. 











Special sizes 
to order 


Discount to 
the trade 





McMillan Book Co. 


509-511-513-515 E. Water St., Syracuse, N. Y., U.S.A 
















The Economo 
Time Stamp 


Made for continuous duty— 
stands hard usage—nothing 
delicate to get out of order, 


or wear out. Practical 

Used in offices to st cree 
sed in othces o stamp 

mail, telegrams, invoices, 

showing the hour of receipt. mA 





Useful in shops to show the 
starting and finishing 
time on jobs. 


A perfect impression 
is assured at all times, 
as the die is mounted 
on a thick rubber : - a 
cushion, and a flexi- 2 nN ; 
ble connection be- 
tween handle and die assures a square impression. 
Low in cost, so that every department and every 

foreman can use 
Sample Impression of ECCNOMO them. Can’t get out 


of order. Price with 
CLV No. 42 dates, die like 
sample, $4.00. 
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a, %) Louis Melind Co. 
s . Designers and 
9- =3 Manufacturers 
= = 183 West Madison St. 


CHICAGO, ILL. 


We carry in stock com- 
plete line of Numbering 
Machines and Hand 
Stamps. 
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[f your requirements are 


Speed 


Quality 
Convenience 






and 
Economy 


Whether in form letter work, imprinting lit- 
erature, printing letter heads, envelopes, office 
forms, leaflets, etc.— 

If you are interested in properly equipping 
yourself for such work—investigate— 


The Multicolor Press 


The most practical office printing device on 
the market. 
Lisenby Manufacturing Company 
Factory: Fresno, Cal 


Address all correspondence to General Sales Department 


417 So. Dearborn St., Chicago, II. 








More Work—Less Fatigue 
With the “SATELLITE” 


It is not so long since 
office efficiency ex- 
perts sought to attain 
greater comfort for 
tvpiststhrough adjust- 
able chairs. Com- 
plete efficiency is 
now attained with 
the 


“SATELLITE” 
Typewriter Stand 













Its adjustability to height and Sliding 
position enables typists to a 
turn out more work with least a 
fatigue. The ‘“‘Satellite’”’ is fire- Table 


proof, saves space and is easily 
rolled on its casters from 
place to place. 


EASY TO SELL 
PROFITS GOOD 


Send for our dealers’ 
proposition. Where we 
are open to representa- 
tion our agency iS a 
profitable one. 


ADJUSTABLE TABLE COMPANY 
GRAND RAPIDS, MICHIGAN 


Condon & Co.,’Inc., Fifth Ave. at 23rd St., New York, N. Y. 
Eastern Representatives 





This is Model 2X 











American Trade Commissioner for Poland. 


The first American trade commissioner to Poland will 
be Louis E. Van Norman, whose assignment to Warsaw 
was announced by the Bureau of Foreign and Domestic 
Commerce, Department of Commerce. Mr. Van Nor 
man, who has just completed a survey of the situation 
in Roumania, is the author of “Poland, the Knight Among 
Nations,” and numbers among his personal friends some 
of the best known Polish leaders. During the war he 
was identified with the War Trade Board at Washington. 


“Just at this time,” says the new trade commissioner, 
“Poland is of particular interest and concern to the 
\merican people. First, there is the peculiar historic 
appeal of its splendid struggle to regain its sovereign 


place among the nations of the world, always fascinating 
to Americans. But we now perceive clearly that Poland 
stands once more as one of the outposts of western civ- 
ilization. The Polish people, who have always been a 
sentinel folk, are today not only the geographical but the 
spiritual frontier of Bolshevism. Whatever happens to 
Russia from Germany must proceed over Poland. What- 
ever new political and social philosophy comes out of 
Russia can reach the western nations only over Polish 
soil : 

“Here is a vital people, alive today, because it has re- 
fused to die. There are thirty millions or over of them, 
and they live in a country as large as France. With a 
population nearly equal to that of Italy, a soil rich in 
crops and mineral wealth, and a considerable industrial 
development, Poland, situated as she is at the crossroads 
of trade connecting Central and Eastern Europe, at the 
gateway of Russia, has the opportunity to become one of 
the most important factors in the economic life of Eastern 
Europe 

“It is therefore of the first importance for the American 
business world to get exact information concerning this 
Polish country, which may become an important buyer 
of American goods, and which, on the other hand, will 
soon be able to export large amounts of raw products to 
this country. 

“The Poles have natural resources in which we are 
interested. They have coal, sugar, leather, grain, salt. 
They need a multitude of things that we have to offer. 
They must have our manufactured goods, our fabrics, 
our tools and machinery, our shoes. More than this, 
they need our help in credit, in banking, and in many 
other ways to regain their feet as an independent nation.”’ 


Barcelona Industrial Exposition. 


The first Salon Internacional de Organizacion Com 
mercial will be held in January, 1920, in the Palacio de 
Bellas Artes, Barcelona, Spain. The exhibition will be 
held under the auspices of the Asociacion Dependencia 
Mercantil, Aribau 21, Principal, Barcelona. The exhibits 
will be divided into four groups: 

1. Steel and wooden office furniture, interior decora 
tion of offices, office fittings, writing requisites, paper, card 
indexes, maps, etc. 

2. Typewriters, duplicators, calculators, dictaphones, 
presses, telephones, mechanical clocks. 

3. Account books, auxiliary books, and _ loose-leaf 
ledgers (commercial, industrial, and banking forms). 

4. Industrial and commercial advertisements, posters, 
specimen advertisements, luminous signs, transparencies, 
articles for propaganda, etc 





The “Millionaire” at the Lyon Fair. 

The Swiss National Committee of the Lyon Fair has 
published a beautiful review of 118 pages, dealing with the 
Swiss products which were exhibited at the fair in Lyon, 
France, during October. Three pages of the publication 
are devoted to an illustrated article dealing with the Mil- 
lionaire calculator manufactured by T. W. Egli, Zurich, 
Switzerland. The Millionaire is by no means unknown in 
\merica. 

The article opens with a brief review of the develop- 
ment of mechanical calculating and deals in detail with 
mathematical operations which may be performed on the 
Millionaire. 


Paris District Exports to United States. 
Exports from the Paris consular district for the first 
nine months of 1919 were $56,737,756, against $22,937,789 
in 1918. Notable increases occurred in the exports of silk 
goods, pears, perfumery, imitation and precious stones, 
diamonds, works of art, and all hides and skins. The 
export of cigarette paper decreased. 
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IMMA kh 


Biggest Seller—-Large Market—Good Profit—Repeat 
Orders—Exclusive Features, all apply to our original method 
of indexing papers in a vertical file by name and number— 


The Alpha-Merical Way. 


The Alpha-Merical Way will index successfully one drawer 
or one hundred drawers. It fits any make of vertical file 
—wood or steel. The tab arrangement, color scheme and 
better grade materials have never been equaled. The imita- 
tions fall far short of the Alpha-Merical Way. 


Send for illustrations, samples and price lists now 


™~ ~~ AT | 
THE WABASH CABINET Co. Also manufacturers Highest Quality 
We sell only thru the better class Main Salesrooms, Executive Offices and Factories Filing Cabinets, Systems, and Supplies 
dealers and give them protection. Established 1883 WABASH, IND. for Filing Cabinets. 
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A Steel Transfer Case Ate With F ull Steel Sides 
Chicago Representatives and Display Rooms : ’ c} Wri perth cy Far tre ap 
ie THE BENTSON MFG. CO. 
- AURORA ILLINOIS 


ASSOCIATED STATIONERS’ SUPPLY CO. iis. 
E. E. Blankemeyer, Gen’! Mgr. 


201-215 North Franklin St. 
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Square Waste Baskets 


bear that stamp of distinction and indi- 
viduality so characteristic of perfection in 
any article. Durability, cleanliness, rigidity 
and appearance combine in making them 
the best Waste Baskets built. Not a single 
objectionable feature in their construction 
| Made in three styles, and a choice of 
finishes, including Grained Mahogany, 
Grained Oak, American Walnut, Olive 
Green, Oak Stain and Mahogany Stain 
May we send you our dealer's 
proposition on DA N-DEE 
products? It’s just as merito- 


rious as the merchandise itself. 
Write today. 


Erie Art Metal Co. 


Erie, Pa. 
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Bentley & Gerwig Desks 


and impress the visitor 
with the character of the 
business. You build for 
the future when you sell 
our product. Our catalog 
will convince you that 
Bentley & Gerwig Desks 
are good business builders. 
You know how ssatisfac- 
tory desk service brings 
business to the other de- 
partments of the office 
outfitter’s store. 


SOLVE the problem of 
efficient office arrange- 
ments. They facilitate the 
convenient placing of desks 
to advance work in a 
straight line. Comfort fac- 
tors are embodied in Bent- 
ley & Gerwig Desks, so 
that a full day’s work in- 
volves no fatigue. 
Bentley & Gerwig Desks 
“dress the office.” Design 
and finish typify “class,” 








BENTLEY & GERWIG FURNITURE CO., Parkersburg, W. Va. 
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should read this 


NOTE.—Manufacturers 
here are announcements from firms at home and abroad 
regarding their requirements for goods. Many of these an 
nouncements outline business opportunities of importance 
and each item should receive careful consideration from 
manufacturers in this field. 


department, for 





Buenos Aires, Argentine. 


V. D. Wettern & Company, Importers, Defensa 435, 
are interested in handling everything in office equipment 
and are particularly desirous of securing the representa- 
tion of a typewriter manufacturer in the Argentine Re- 
public. The company is representative in South America 
for Trim and Unitas calculating machines 


The Hague, Holland, 


The Import Department of the Haag Bank en 
Handelassociatie Den Haag is open to consider sound 
propositions for sole buying agencies for Holland, Great 
Britain, Belgium and colonies, and for any other parts 
of Europe for any line in the stationery and office ap- 
pliances trades. Are cash buyers for stocks. Mark all 
letters Import-Export Department, 6a, Princessegracht, 
Den Haag 


sche 


Lausanne, Switzerland. 


Felix Plaz, Case Ville, wishes to undertake the exclu- 
sive representation in Switzerland of all lines of office 
supplies and equipment, except typewriters, calculating 
machines and reproducing machines. 


Los Angeles, Calif. 


A man who has had ten years’ 
furniture field, both selling 


experience in the office 


# would like 


and manufacturing 


the agency for a medium priced line of desks in Los 
Angeles. Propositions may be addressed to L. E. Han 
son, Hanson & Co., 640 South Spring street. 


Montreal, Quebec, Canada. 


Manufacturers of typewriter specialties are requested to 
send literature and prices to J. T. Armand, of the Canada 
Typewriter Exchange & Supply Co., 62 St. James street, 
Montreal. Quebec, Canada. 


South Bend, Ind. 


The establishment of Frank Clark, business equipment, 
has been succeeded by Clark & Reynolds Company, 214 
Jefferson boulevard, W The concern handles a full line 
of office equipment—machines, furniture, etc., as well as 
office supplies. It is in a position to take on new lines 


not competing with those now sold. 


Worcester, Mass. 

195 Front street, Worcester, 
an office furniture department 
from manufacturers catalogues 
of office furniture of all kinds 


The Gordon Stationery Co.. 
Mass., has recently opened 
and would like to receive 
and price lists descriptive 

Zurich, Switzerland. 

Lowenstrasse, deals in office furni- 
to represent an American typewriter 
may be conducted in 


Emile Widmer, 28 
ture and would like 
in Switzerland. Correspondence 
English. 


List of Latin American Importers. 


The Bureau of Foreign and Domestic Commerce, Wash- 
ington, D. C., (as well as the district and co-operative 
offices), has available the following lists of importers in 
Latin American countries. They are furnished on request 
when the file number indicated is given 

Furniture importers, Mexico, No. 9885: 

Importers in Guatemala City, Guatemala, 

Importers and exporters, Salvador, No. 

Importers and exporters, Honduras, No. 


No. 9906. 
9907. 
9918. 
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If you THINK you are using a good pen, 
scnd fcr samples of these and try them. 





Sy) iene EY CH Dap yy 
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GLUCINUM PENS 


TNE SLICKEST 
most PEN EVER MADE erst 


SERVICLCARLE AND CHCAPEST 


Smooth as a Soft Lead Pencil. 
Most Durable Pen Ever Made. 
Always of Uniform Quality. 


Imitated ? - Certainly! 


All Modern Stationers and Jobbers 
can furnish these Standard Goods 
without delay. If you have any 
trouble or meet with excuses, send 
your order direct to the factory. 





SAMPLES AND CATALOGUE 
ON APPLICATION TO 
THE MANUFACTURERS 


THE TURNER. AND HARRISON 
PEN MANUFACTURING CO, INC. 


Falcon Pen Works. Philadelphia. 


ae LYS) 
LEO OED Oey UN 


Sold under the broadest possible guar- 
antee of quality by the manufacturers. 











































Acquaint Yourself 


With Our Line of 


“ADVANCE” 
FILING CASES 
and SPECIALTIES 


In order to know 
what our line is 
order our sample 
assortment of good sellers specially se- 
lected so that you may have one each of 
many numbers and also a small stock to 
sellfrom. Write us about this assortment. 





Catalogue sent on request 













of 
PLAIN AND FANCY 
PAPER BOXES. 
FILING CASES 


Pine St. at 21st, St. Louis, U. S. A. 


In replying kindly mention this ad. 
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WASTE 
PAPER 
BASKETS 


Wire or Tin Bottoms 
1, 2,3, 4, 5and6 
SPACE BASKETS 
BUILD-UP TRAYS 


MAIL and TAPE 
BASKETS, etc. 


Special Baskets 
Made to Order 


UNIFORM MESHES, FULL GAUGE WIRE 
ON ALL BASKETS 


mie SS 


SS SANITARY LI 





PEERLESS SANITARY L 





PEERLESS WIRE GOODS CO. 


20 East Jackson Blvd., Chicago, Ill. 


Write for Catalogue O 
























































cS 
cc.) 















































Roll Top Desks 


Flat Top Desks 
Standing Desks 
Typewriter Cabinets 


Office Tables 





Variety of Designs 
Quality 


Service 





O. C. S. Olsen Co., 2521 Moffat St., Chicago 











APPLIANCES Novembi 


Catalogue Request from Bombay. 


Consul Stuart K. Lupton, Bombay, India, notes that 
during the war but few catalogues of American manu- 
facturers were received. He requests catalogues du- 
plicate on various lines of manufacture, including office 


furniture of steel or wood, adding machines and portable 
typewriters. The value of these catalogues will be great- 
ly enhanced if prices, discount lists, full information re- 
garding packing and packing charges, freight from New 
York, weights and measures are included. 


J. G. Girod, S. A., Calle de Postas, 25 y 27, Madrid, 
Spain, are in the market for all kinds of office furniture 
Already they have some good connections, but are in a 
position to handle other non-competing lines They ex 
pect to import American goods on a larger scale than 
ever before. 


Co-operative Branch of Commerce Department. 

A co-operative branch of the Bureau of Foreign and 
Domestic Commerce has been established in the Export 
and Import Board of Trade, Baltimore, Md. William M 
Brittain will be in charge. Readers who wish to refer 
to information files which mention that particulars may 
be obtained from “district and co-operative offices of the 
Bureau of Foreign and Domestic Commerce” may address 
the new office if convenient. 


American Catalogues Desired at Trieste. 


Italy, has requested 
mnsu- 


The American consul at Trieste, 
that American exporters send catalogues for the 
late files. Publications in French or German are preferred 
as these languages are spoken by practically all merchants 
in Jugoslavia, Czechoslavia and German-Austria. Dimen- 
sions to be stated in metric units; prices, terms, 
should be c. i. f. Trieste if possible. 


etc., 





Up-to-Date Catalogues Asked for Belgrade. 


The catalogue file in the United States consulate at 
Belgrade is largely out of date, many of the issues on 
file being issued prior to 1914. The consul requests that 
recent catalogues of a variety of lines be sent, including 
stationery and office supplies. 


Bronx Concern Wants Agencies. 

The Keystone Merchandise House, 2248 Webster ave 
nue, Bronx, New York City, are interested in becoming 
manufacturers’ agents for firms making stationery and 
leather goods. They have a branch office in Philadelphia. 


American Consuls at Home. 

America consuls at home on leave of absence are pre 
pared to confer with business men and commercial or- 
ganizations regarding conditions in their respective juris 
dictions. Following are consuls who will be available 
for conference during the next weeks. A number of con- 
suls are visiting in the United States, but their time to 
visit cannot always be announced sufficiently in advance 
to make publication here timely. Manufacturers and ex- 
porters who wish to confer with the consuls from any 
specific district can get information direct by applying 
to the Department of Commerce, Washington, D. C. 

Berne, Switzerland—William P. Kent, consul. At 
Staunton, Va., until November 20. 

Canada—Nathaniel B. Stewart, formerly gen- 
eral at large for the Near East and now for Canada. Care 


consul 


Consular Bureau, Department of State, Washington, D. ¢ 
until December 16. 
Kobe, Japan—Eugene H. Dooman, consul \t Hotel 


3uckingham, New York, N. Y., until November 20 
London, England—Charles C. Broy, consul. Care of 
Consular Bureau, Department of State, Washington, D. C. 


until December 6. 


Marseilles, France—Alphonse Gaulin, consul. At 311 
Elm street, Woonsocket, R. [., until December ¢ 

Sheffield, England—John M. Savage, consul. At Man- 
hattan Club, Madison avenue and 26th street, New York, 


until November 30. (Mr. Savage was recently on detail 


at Southampton, where he has now been made consul.) 
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¢ Low Cost—High Service Value 


Office Factory Furniture 


UNIVERSAL-DESKS combine SEAT and DESK 
intoa SINGLE UNIT. Carefully designed; well built; 


sanitary; cost less; occupy less space; give full service. 





For Typists, Stenographers, Adding Machines, Billing, Factory. 
Order, Clerks, Bookkeepers, Draughtsmen, Shop Schools, etc. 6 


“MOULTHROP DESK” 











J 
“UNIVERS . cK . u se by a f the | argest industria! and commercia 
J cuniversat typist desk” Economy with aaa ee te Se 
Effi 5 s highly and widely adaptable. 
These moderate priced desks and seats by 
promoting the physical comfort and mental 


well-being cf employees aid production. 


Investigate now— Write for information. 


Langslow-Fowler Co. 


Manufacturers 


“UNIVERSAL 
SHOP CHAIR” 


Built in various 
types— adjustable 
and non-adjustable, 


with back and 

revo!ving seat Rochester New York 
plain solid ‘ 

round-top stools Users of the types include 


Goodyear Rubber Co. 
Eastman Kodak Co. 
Armour and Co. 


Swift and Co. 











The Canton Line Transfer Cases 


Without exception the best transfer case made. 
These Cases Protect Your Transfer Papers Against Fire, Water, Vermin and Dust 


Cameo transfers offer great 
flexibility of arrangement. 
They may be built-up in any 
way desired and stacked as 
high as the ceiling. 

These cases will not sag un- 
der heavy load. 


ach case is an independent 
unit and re quires no top or base 

nd these units will stack with 
any number of units of same 
size, 

The drawers have low-cut 
sides same as regular letter files, 

Drawers have grooved bot- Stops on all drawers prevents them from 
toms to accommodate guides. being pulled out of case. 

Compressors and rods may be applied to all Camco transters have a little more capacity 
drawers at a small additional cost. than our regular standard files. 

Drawers ride on an improved antifriction Camco transfer cases will not burn, warp or 
slide and open and close easily even when fully become damaged by vermin. , 
EH : hese cases protect your papers against fire, 
water and dust, and there is nothing about 
them to wear out or become unsightly. 

Camco transfer cases are equipped with reg- 
ular label holder; handle welded on the front 





Camco transfers are strongly constructed of 
good material and electrically welded. 
Cameco transfers may be quickly stacked or 


unstacked having an automatic interlocking and bail handle on the back of each drawer. 
feature requiring no adjustment after units are They are made in all standard sizes and also 
stacked. They cannot tip over when heavily for various oversize sheets. They are priced 
loaded or roughly handled. right and shipment can be made promptly. 


THE CANTON ART METAL COMPANY, Piant No.2, Canton, Ohio 


New York Office: 200 Fifth Avenue 




















~ 
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CSS ELLE 


Orpin Desk Company 


121 MEDFORD STREET, CHARLESTOWN, MASS. 














Office 
Tables 

















Manufacturers Catalogue Upon Request 
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Furniture Wise 


ee s| H @= is the office equipment dealer who 
. Ir 
siete { 


supplements his line of desks, 
sais i chairs, and filing equipment with ) 
-UMPTOMETER suitable accessory { . like 

SECA Y suitable accessory turniture like al 


THE 
FURNAS 
LINE 


It enables him to furnish com- 
plete service to his customers, | 
and supply auxiliary pieces that tor 
harmonize in design and finish 




























with accepted lines of desks, etc. 
J IAS IE: Acc t.. cur 
THE All items in the line are essential to fer iiains Bake tentionens Sup ma 
. _ it .2 ice. — ogee abe a on ti 
FURNAS «ante, Pe ee — om ply Cabinets, Umbrella Stands, r 
— oe Telephone Tables, Waste Baskets, gre 
Office Tables, Costumers. 7 
Snc¢ 
Te 


Furnas Office Furniture Company, Indianapolis, Ind. 
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Tananarivo, Madagascar—James G. Carter, consul. Care 
of Consular Bureau, Department of State, Washington, 
D. C., until November 23. 

Trieste, Italy—Ralph C. Busser, consul. -At 130 North 
Queen street, York, Penna., until December 6. 

Yarmouth, Nova Scotia—John J. C. Watson, consul. 
At 2141 Wyoming avenue, Washington, D. C., until De- 
cember 12. 

Valparaiso, Chile—Thomas W. Votter, consul. At R. F 
D. No. 6, Fort Wayne, Ind., until November 19. 


Opportunities for Foreign Trade. 

The business tips which follow are collected from all 
points where the United States has commercial attaches 
and consular offices. If the reader wishes to follow any 
of the prospects, he can obtain the name and address by 
requesting the information from the Department of Com- 
merce, Washington, D. C., mentioning the number which 
identifies each paragraph. This information is also on 
fle at the district and co-operative offices of the depart- 
ment 





Adding Machines. 

(See also 30,956, under Furniture). 

Furniture. 

30,711—A general merchandise house in Mexico re 
quests catalogues of steel partition work, office furniture 
and equipment. It is desired that prices be given wher 
ever possible. Correspondence should be in Spanish. The 
articles mentioned are for furnishing the offices of this 
establishment. 

30,865.—A merchant in Algeria desires to purchase safes, 
large and small; office furniture of all descriptions, such 
as desks, filing cabinets, swivel chairs, and typewriters; 
and office supplies; also canned fruits, meats and vege- 
tables. Quotations should be given f. 0. b. New York or 
c. i. f. Algerian port. Payment, confirmed letter of credit, 
New York. Correspondence should be in French. Ref- 
erences. 

30,885.—The purchase of office furniture, such as desks, 
chairs and cases in wood or metal, and household furni- 
ture, such as bedroom sets, and parlor furnishings, is 
desired by a business man in Algeria. Quotations should 
be given c. i. f. Algeria. Payment against documents. 
Correspondence should be in French. References. 

30,956.—A firm of manufacturers’ agents in Colombia, 
having sample rooms and several commercial travelers, 
desires to represent on commission and consignment 
basis the following lines: Automobiles, motor trucks, 
bicycles, furniture, office furniture and supplies, such as 
typewriters, check protectors, filing cabinets, calculating 
machines and safes; hardware and specialties, phono- 
graphs, pianolas, machinery, electric motors and appli- 
ances, chemicals, provisions, cotton goods, billiards and 
iron and steel goods. References. 

31,001.—A commercial agent in England desires to se- 
cure an agency for the sale of wood office furniture, roll 
and flat top desks, typewriter tables, filing cabinets, office 
chairs, etc. Quotations should be given c. i. f. English 


city. Payment, cash against documents. References. 
General. 
30,953.—An importer in Roumania desires to represent 


firms interested in trade with that country and requests 
that catalogues, prospectus, and samples be forwarded 
References. 

30.970.—A Belgium merchant desires to be placed in 
touch with an American firm desiring to establish a 
branch in his city. He is desirous of obtaining a con- 
signment and offers available space for storage and sales- 
rooms. Correspondence should be in French. 

31,080.—A firm in Mauritius desires to be placed in 
touch with manufacturers and exporters desiring to have 
representatives for the sales of their goods in that island 
References. 

Other Machines. 

30,895.—A commercial agent in Sweden desires to se- 
cure the representation of manufacturers of cash registers, 
marking apparatus, time detectors, control stamps for 
time and piece work, time clocks, etc. References. 

30,912.—The purchase of dictagraphs, copying, mimeo- 
graph and envelope-sealing machines is desired by a man 
in Switzerland. An agency is also desired. Quotations 
should be given c. i. f. European port or f. o. b. New York. 
Terms, cash against documents. Correspondence may be 
in English. References. 

(See also 30,956 under Furniture). 

Pens and Pencils. 
31,000.—A company in India desires to purchase and 











A 


Soluble Ink 


in tablet or powder form was orig- 
inated by us. The convenience of 
our product has led to its use and 
recommendation by the United 
States Government, as well as by 
large industrial concerns. 





Black Tablet 
or ‘Red PREST-()-INK Powdas 
For Inkwell or Fountain Pen 


Prest-O-Ink makes a permanent, 
non-corrosive record ink. 


Write for prices and descriptive 
matter. Sent free on request. 


Preston Chemical Company, Ine. 


182 Fourth Ave., Brooklyn, N. Y. 
The Originators of Ink Tablets 


o!SUENNUOAEN AUG SUETPETOUD USHA OGEAUEUTU ERUT CHAU ! i ee Set 





° of resources and opportuni- 
Intensive ties results in more than or- 
dinary success. In many 

cases it proves to be the 
Development porns. wn) 
successful man and one 

whose achievements are mediocre. A careful reading of trade litera- 
ture, of advertisements, sales plans, and other subjects which are 
met every day by menin positions very similar to your own, 


will increase your power to earn. OFFICE APPLIANCES prints 
each month such material as we have just referred to. And if 
you will read it monthly, you will find that in some way it will in- 
crease your capacity for work and your earning power. 


Subecription price ts $2.00 4 year 


THE OFFICE APPLIANCE COMPANY 


417 S. Dearborn Street, Chicago 








AGEN TS— 


The greatest proposition ever 
offered for selling advertising 
pencils. Write today for agency. 


North American Pencil Works 


501 Plymouth Court, CHICAGO, ILL. 
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@BMBMMML Ni tiniavt seit Hill secure agencies for the sale of watches, fountain pens, 
S d * pencils, paper, and other stationery; also playing cards, 
pee an Siaiiaien confectionery, etc. Payment through banks in india. 
ge i wh he T . t ; References. 
are assured where the Triner Parcel Post Scales are Stationery. 


Accurate— 
no over rating or under rating 


used. Speedy—the indication is prompt. 
to a penny ; 


«= T'riner 


Weighs and computes si- 
multaneously up to 70 Ibs. 
All steel construc- 
tion; dial in front of 
operator; full dou- 
ble lever system 
supports platform: 
can weigh and 
stamp on_ platform 
without injuring bear- 
ings. Finished in rich, 
dark green enamel. 


Write for booklet 


Peerless Automat 7 
Parcel Post aes 


ic ig i 





















Triner Sales Company 
Chicago, IIl. 
190 N. State St. 


96,000 


Triner Scales in use by Post 
Office Department alone. 


HEPTANE 
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Wright Desks are carefully 
and thoroughly built for 
that long term of useful- 
ness which steady conser- 
vative American Business 
is likely to need. 





Wright Desk Company 


Rockford, Illinois 








desires to secure agencies for 
perfumery, novelties, tex- 
Quotations should be 


30,548—A firm in India 
the sale of stationery, hosiery, 
tiles and general merchandise. 
given c. i. f. Karachi. References. 

30,583—A firm in China desires to purchase and 
an agency for the sale of canned goods, condensed milk, 
stationery, news print paper, old newspapers, wire nails, 
metals new and scrap, piece goods and cotton and woolen 
textiles. Reference. 

30,819.—The representative of a firm in 


secure 


Argentina is in 


the United States and desires to secure an agency for 
the sale of automobiles and accessories, textiles, office sup- 
plies, novelties, specialties, furniture, pianos, and general 


merchandise. References. 

30,966.—The purchase is 
company in Belgium of motors, 3 phase, 40 cycles, 
volts, controllers, starters, resistances, distribution tables, 
transmission equipment, railroad equipment, narrow gauge 
(60 centimeters); centrifugal pumps, steel cables, steel 
balls for grinding, lime and cements, and office equip- 
ment and supplies. Quotations should be given c. i. f 
Antwerp. Correspondence may be in English. 

31,093.—A firm in Colombia wishes to obtain the repre- 
sentation of a few exclusive lines. It desires to represent 
only four or five large houses, and to the one or two which 
they already have they wish to add agencies for heavy 
chemicals, steel products, paper products, tools, and hard- 


manufacturing 
220) 


desired by a 


ware. References. 
31,122 —A merchant in Belgium desires to secure an 
agency for the sale of stationery supplies and novelties. 


Correspon- 
References. 


Quotations should be given c. i. f. Antwerp. 
dence and catalogues requested in French. 
(See also 31.000 under Pens and Pencils). 


(See also 30.956 under Furniture) 
(See also 30,865 under Furniture). 
Typewriters. 
30,880.—A company in India desires to purchase iron 


hardware, heavy industrial chemicals, 
rebuilt typewriters, etc. References. 

Czechoslovakia desires 
sale of type- 


and steel goods, 
medicines, herbs, 

30,909.—A commercial agent in 
to purchase and secure an agency for the 
writers. He states that he can sell a very large number 
monthly in a mining and industrial district. Payment in 
United States currency. Correspondence may be English. 
References 

30.964.—A Russian civil engineer desires to represent in 
Latvia (Lettland) American manufacturers of automobiles 
typewriters, elevators, engineering supplies, cement, con- 
crete machines, machine tools, etc. Correspondence may 
be in English. References 

31,027,—The representative of an American firm or- 
enkeedl tas trade with Russia and Poland desires to se- 
cure an agency for the sale of typewriters, leather of all 
kinds, locks of all kinds, door springs, furniture, castors, 
common table spoons, window hardware, and hardware 
in general. Quotations should be given f. 0. b. New York 
References. 

31,030.—A business desires to secure an 


man in Italy 


agency for the sale of food products, canned goods, and 
typewriters. Quotations should be given c. i. f. Naples. 
Correspondence may be in English. References. 

31,042.—A company in Morocco desires to be the sole 
purchasers of rebuilt typewriters. Quotations should be 
given c. i. f. Gibraltar. Correspon< lence may be in Eng- 
lish. References. 


20.956 under Furniture) 
30.865 under Furniture). 


(See also 


(See also 


Imports into Vladivostcck. 


Imports into Vladivostock for the periods indicated 


have been published in Commerce Reports. They indi- 
cate the activities of Japanese exporters, who dominate 
that market because of their geographical position, their 


knowledge of the market, and their efforts to supply it. 

Stationery—April, 1919, from Japan, 154 tons: May, 
from Japan, 101 tons: June, 112 tons. From the United 
States: April (none): May, four tons; June, ten tons. 
Japan (none in April or May); 
fourteen tons. From the United States: (none in 
May, twenty-one tons: June, fourteen tons. 


Typewriters—From 
Tune, 
April): 
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Excells AJ] Others in Efficiency 
Simplicity and Price 


OLLE TYPEWRITER 


Weighs 112 lbs. 

Universal Keyboard 
Ruling Device 

Tabulator 

Back Spacer 

No Paper Fingers 

90 Characters 

Pall Bearing Shift-Carriag: 





FOR FOREIGN LANGUAGES—Especially equipped with from one to five dead keys—does 
not interfere with standard keyboard 


Save Money and Time by Using a “MOLLE” 


Molle Typewriter Company 
Oshkosh, Wis., U. S. A. 




















— | 


Price $150.00 








ADE for service and quick sales. 


. . M Meets every requirement of the 
DUCO- The Figure Wizard average user. Capacity, 99,999,- 


999.99. “Clear signal.” Totals and sub- 
totals print in red. Items indexed appear 
in a straight line exactly as they will be 
printed. Entire list instantly visible at 
touch of lever. Symbol-printing non-add 
key. Our split device simultaneously 
lists and adds two columns—as cost and 
selling price. Separate column correc- 
tion buttons. Four-inch handle pull. 
Well made, absolutely accurate—fully 
guaranteed. Quarter, eighth or twelfth 
fractions, $15.00 extra. 

You may be located in some of our 
choice open territory. Write or wire if 
you are prepared for intensive and 


aggressive selling. 


The Duco Adding Machine Co. 


St. Louis, Mo. 
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constitute a perfect sanitary system of letter 4 a 
press copies. The impregnated stone composi- i e ; y. 
tion bath affords an absolutely even distribu- . 
tion of moisture to the cloth, at the same time 
precluding bad odor, mustiness or mildew. The 
wire net in the compestice makes the bath 
practically unbreakab They are furnished in 
all sizes from correspondence to waybill. é 
The patent chemical surface cloth which we 34 
furnish with non-raveling edge, insures clean 
cut copies. 


There are more Eureka baths in use than 
all others combined. 


Sold Exclusively Through Dealers 
Write for the Eureka Booklet 


THE TRA BLOTTER BATH COMPANY, ead 17-19 Wentworth Ave., CHICAGO, ILL., U. S. A. | 
weal 





























Extremely 
Popular 
With 
Office 
Furniture 
Dealers 


Made as fine as 
the best kiln- 
dried hardwoods 
and skilled work- 
manship can make 
them. 


Write for 
Catalog 


Our Latest Sanitary 











THE J. DORNETTE & BRO. CO. Cincinnati, ‘Ohio 


sencusnensesennasensseensinensoiens 











The Filing Folder Corporation 


NIAGARA FALLS, N. Y. 
Specialists in the Manufacture of Filing Folders 


We manufacture nothing but Foldeis and Guides and Sell to 
Jobbers and Dealers only. Write for Price List and Samples. 


OUR QUALITY + OUR SERVICE = YOUR SATISFACTION 


Pacific Coast Representative: Chas. H. Hyatt, 579 Market Street, San Francisco, California 
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RIBBONS & CARBONS 





New York, N. Y. 
The Liberty Ribbon & Carbon Manufacturing Company 
has organized for business. The incorporators are C. A. 
srill, B. B. Haskins and T. S. Wood. 


Richmond, Va. 

The report of the Committee on Ribbons and Carbons, 
delivered at the annual convention of the National Asso- 
ciation of Stationers and Manufacturers, is of vital inter- 
est to every stationer. The report is printed elsewhere in 
this issue of Office Appliances. 

San Francisco, Calif. 

[he lines of the H. & M. C. Company, New Call build- 
ing, San Francisco, are now represented in Fresno, Calif., 
by P. R. Danforth, who has opened an office at 432 Rowell 
building in that city and is handling several other lines 
as well as the ribbon and carbon interests of the local 
firm. 

* * + 


J. Gottleib, who was in charge of the ribbon and carbon 
department of the H. S. Crocker Company, of this city, 
has severed his connections with the firm and his place 
has been filled by E. B. Zapffe, formerly with the local 
office of the Remington Typewriter Company. Nothing 
definite was learned concerning Mr. Gottleib’s plans for 
the future. 

* * * 


Offices for the Columbia Carbon Company, of Dayton, 
Ohio, are being opened in San Francisco in the Merchants’ 
National Bank building, from which the northern part 
of California will be covered. A. M. Heck, president of 
the company, was a visitor here a short time ago, super- 
intending the local organization. He had just come from 
Los Angeles, where he had been engaged in work of a 
similar character. It is understood that H. M. Tinsiey, 
who represents the firm in Oregon and Washington, will 
open a branch office in Seattle, Wash., in the near future. 


Typewriter Ribbon Supervisor in Office. 

Keeping the typewriter ribbons in order at all times 
is the task assigned to an office boy in a New York office. 
He watches each machine carefully, and when a ribbon 
is worn he promptly adjusts a new one. 

Because this work is done between seven and nine in 
the morning, the stenographers find their ribbons fresh 
and it is not necessary for them to stop, call a boy, order 
a ribbon and make an adjustment when they can be 
typewriting. 

This boy is paid extra to use good judgment and not 
be wasteful; at the same time, he is held accountable for 
illegible or mussy letters.—System. 


Steel Furniture Advertising in Fire Prevention. 


Illinois has an annual accident and fire protection day, 
on the anniversary of the Chicago fire. A special section 
of Chicago Commerce, the publication of The Chicago 
Association of Commerce, was devoted to the fire pro- 
tection propaganda. In it were advertised metal fur- 
niture products of the Yawman & Erbe Manufacturing 
Company, Van Dorn Iron Works, Art Metal Construction 
Company and The Toledo Metal Furniture Company 


English Language in Netherlands Trade. 


Trade Commissioner Arthur H. Redfield, writing to 
Commerce Reports from The Hague, says that a traveling 
salesman can cover the country from end to end, and 
be able to transact business in the English language. 
However, he suggests that it is better for the salesman 
traveling in the Netherlands to acquire the Dutch lan- 
guage, as command of that tongue is a compliment to the 
natives. Dutch is a comparatively easy language to 
learn, and is an accomplishment for a traveling man in 
the Dutch colonies of East India and the West Indies, 
as well as in the Union of South Africa. 
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Everything in Filing Supplies 


is not just a slogan with us, but a plain state- 
ment of tact. 

We are specialists in filing supplies and as 
such we carry in stock 589 stock items 
and raw materials for any style of specjal 
supplies. 


We can serve you. Write for samples. 


Reeord.(Bat(o. 


541 Pearl St., New York, N. Y. 


Philadelphia Office: Hartford Office: 
939 Drexel Building 720 Main Street 

















REE LLL 


EER 


IRE IRIE 


SES EELS 





RIBBONS 


Do you use them? If 
not, write us and we 
will give you proof 
that you should. 


DU-RA-BUL CARBON & RIBBON CO 


Douglas Street and Third Avenue 
BROOKLYN - NEW YORK 
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Adding Machine 
Paper 


and other small roll specialties. All goods guaranteed. 
Write for prices giving specifications. 


ANCHOR PAPER SPECIALTY CO. 


921-927 E. Ave. Kalamazoo, Mich. 





























NEVER LOSE 


Typewriter Eraser 


An Improved Rubber Disc 
Eraser. Fits the Frame of 
any machine. 





Sample and dealers’ 


prices on application Ea! j periess 
Smith & Stearns Co. @ ee) 


202 S. State St., Chicago, III. _ 











That 
Magic Tip 


Goodline “Metal 
Tip” Guides outlast 
any other Press Board 
Guides on the mar- 
ket. The Metal Tip 
reinforces the guide 
immediately below 
the printed tabs. All 
liability to crack and 
tear is removed. 
Nothing like it! 





Prices and full information on request. 


Goodline Manufacturing Company 
368 BROADWAY, NEW YORK 








RECIPE CARD 


aN OUTFITS FOR 
=» THE GIFT SEASON 


Large numbers of recipe out- 
fits were sold during the last 
Christmas season and they will 
be more popular this year. Put in a good stock 
of them now; we can quote you an attractive price. 


KNICKERBOCKER INKSTAND CO., Inc. 
230-234 Fifth St. Lyndhurst, N. J. 
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Boston, Mass. 

George E. Damon, of the stationery firm bearing his 
name, and his son, Leon B. Damon, represent the ex- 
tremes in Wyoming Lodge, A. F. & A. M. Damon senior 
was recently installed as worshipful master, and his son 
took station as junior deacon. 

Chicago, IIl. 

The office of John E. Sparrow, local manager of the 
Thaddeus Davids Ink Company, Inc., reflects the activity 
of the stationery business in this vicinity. He claims to 
be “the busiest bird” in the line in Chicago. 

Framingham, Mass. 

John P. Willis, a director of the Dennison Manufactur- 
ing Company and in charge of the foreign trade depart- 
ment, spent an extended vacation in California in October. 
Recently he had occasion to make several trips to Europe 
on account of unusual developments of the business 
abroad. 

Los Angeles, Calif. 

Harold T. Mintz, of the Thaddeus Davids Ink Com- 
pany, Inc., has recently been calling on the local sta- 
tionery trade. 

Lynn, Mass. 

Ralph Bauer, the stationer, was among those who ex- 
tended the official greeting of the commonwealth to the 
King and Queen of Belgium on their arrival in Boston. 


Moline, IIl. 

Carlson Brothers are planning a three-story building to 
house their office supply and book business. Efforts will 
be made to complete the structure for occupancy before 
the twenty-fifth anniversary of the concern, which occurs 
next Summer. 

Montgomery, Ala. 

The Fowler-Thompson Company has been incorporated 
to conduct a stationery, office supply and book business 
at 10 Dexter avenue. Ed. C. Fowler, who formerly owned 
the establishment, is president of the new corporation. 
H. F. Thompson, who managed the store for two years, 
1s secretary and treasurer. 

New York, N. Y. 

The Elbe File & Binder Company has removed to more 

commodious quarters at 215-217 Greene street. 
* * * 

The Grand Central Printers & Stationers, Inc., will 
operate with a capital stock of $20.000. The incorporators 
are H. Marks, 755 Forest avenue, New York; J. Pitel and 
M. Liman. 

Klopper-Cirkus, Inc., is a new organization, capitalized 
at $5,000, to conduct a stationery and printing business. 
The incorporators are Rose Klopper, 268 Degrauw ave- 
nue, Jamaica, N. Y.;: Samuel Cirkus and Edward Klopper. 


Nashville, Tenn. 


John H. Moore has taken up his permanent residence 
here and will handle the Southern territory of the Thad- 
deus Davids Ink Company, Inc., from this point. He 
was a native of Nashville and now returns to his native 
haunts. 

North Tonawanda, N. Y. 

Paul H. Hildreth has been appointed advertising man- 
ager of The Rand Company. He had been a department 
manager four years prior to his advancement. His as- 
sistant, F. Edgar McGee, has recently returned from 
army service. He won a lieutenant’s commission during 
the war. 

Paducah, Ky. 

The Paducah Paner Company, recently organized, has 
opened at 123-25 North Second street, doing a general 
paper business. The officers are C. E. Miller, president; 
H. D. Peters, vice-president, and Otie Overstreet, secre- 
tary-treasurer. 

Sheridan, Wyoming. 

A branch store will be established here by the Colum- 
bus News and Stationery Company, Columbus, Nebr. The 
manager of the Sheridan store will be Wood Smith. 











November, 





TOM Toit ENN MED RL MME NN MRO en. | 


ee ORD Ios AE ML 





POV TM ey 


lit ay 








Detar er 


Anata”. 





IQrg. 


Chair 
Comfort 


DOHA L CARN LOUTH PON EA TPO NATED TU EEO STEUER UEP 
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Cook *‘Quality’’ Spring 
Back Typewriter Chairs 
are made to give the 
highest degree of com- 
fort. The seat is care- 
fully shaped and the back 
is adjustable to a posi- 
tion so as to properly = 


support the back of the 
user. They are not espe- 
cially adapted to loung 
ing, but are especially 
suited for those who 
have work to do and 
want it done quickly. 


These chairs are used 
throughout the country 
and in the numerous 
cities abroad. Thereason 
for their wide sale is 
found in their merit. : 


Handle this line and 
watch your profit grow. 
A Catalog will be mailed 
upon request. 


C. A. COOK CO. -; 
MANUFACTURERS 

16-28 Osborne Street 

Cambridge, Mass. 


Ti 
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“The Trade Mark of Satisfaction” 


ARBON Papers 

and In‘ked 
Ribbons are an 
essential part of 
modern office 
equipment. Any 
particular line in 
itself, however, is 
non-essential un- 
less it stands the 
test of use. 


Our trade mark is 
your assurance of 
satisfactory service. 
We never consider a 
transaction completed 
until the customer has 
received the ultimate 
benefit from his pur- 
chase. 


Reorders are the yard- 
sticks by which 
is measured. 
Dealers handling our 
line are assured of 
repeat orders We 
back up the trade with 
a rigid quality and 
money back guaran- 
tee, which insures 


success 


More impressions from 
the sheet of carbon 
paper; better results 
from the inked ribbon. 


A line to us will bring 
samples and prices, and 
if requested, a copy of our 


descriptive booklet, 
“Making a Good Im- 


” 


pression. 


Columbia Ribbon and 
Carbon Manufacturing 
Company 


Executive Office and Factory 


69-71 Wooster Street 
New York, N. Y. 
Philadelphia, 


Minneapolis, Detroit, 
Kansas City, Mo 


Chicago, 
London 


Branches: 
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FLEXIBLE 
STEEL RULERS 


Supplied with two steel or 
steel and celluloid edges 


Made of two plates of 
watch spring steel, 15 
inches long and is cut- 
proof, dent-proof and 
break-proof. Bends eas- 
ily so lines can be drawn 
on any curved surface 
such as account books, 
etc. In fact, it is so flex- 
ible that it is imma- 
terial how uneven the 
surface to be ruled may 
be. The upper plate be- 
ing wider than the lower 
forms the ruling edge. 
Between the two plates 
of steel are sheets of 
blotting paper and all is 
held together by seven 
small round headed studs 
which cannot be dis- 
placed. The ruling edges 
are so thin that ink can- 
not stick to them, and 
the change from black 
to red can be made 
without wiping the edge. 
Will last a lifetime. 





No. 95-27 (as illustrated), one steel 
and one transparent celluloid ruling 
edge. Retails, $1.10. 

No. 95-25, double steel edges. Re- 
tails, $0.80. 


American Manufacturing 


Concern 


Falconer (near Jamestown,) N. Y., U.S.A. 
Established 1807 
Ruler makers since 1888 
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Strength has always been a Diebold Quality 


the DIEBOLD FILING SAFE ».: 


strength to endure 
and ability to resist 


Write for full information 


Diebold Safe & Lock Co. 


CANTON, OHIO 














Among desk users they stand with the best in 
point of utility and performance; yet they 
please the careful purchasing agent. Im- 
perial Desks are roomy, but every drawer 
and pigeon hole is in easy reach. 





Promise honest materials, thorough work- 
manship and long service—Impenal Desks 
will make good in every office. 


White for Catalogue No. 18. 





Main Office and Factory 


2 Wt St Imperial Desk Company "™z:223e"3: 
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San Francisco, Calif. 

A recent addition to the outside sales force of Dixon, 
Fish & Company as C. B. Hill, who has been placed in 
charge of one of the larger territories 

* x * 

S. Kaufmann, president of the H. 
is traveling in the East at present, 
cisco during the 


S. Crocker Company, 
having left San Fran- 
latter part of September. 

* * * 


Envelope ( orporation, 
with a capital stock of 
Nanry, F. D. 


A new concern, known as the 
was incorporated here recently 
$250,000 by P. Eliel, W. B. Emerson, W. H. 
Bullock and N. F. Hall. 

+ * 

Charles R. Barry, Pacific Coast representative for the 
Samuel Ward Company, is traveling in the southern part 
»f the state at present, accompanied by Mrs. Barry. He 
1 in the southern tour by Edw. B. Murphy. 


is assisted 
ck * mv 


E. L. Wood, formerly connected with the Milton Brad- 


ley Company of San Francisco as assistant to Coast 
Manager Lester Van Nostrand, is now filling the place 
in Henry P. Dimon’s office, recently vacated by Alvin 
Steinmetz. 

xk * * 


Mr. Evans, who has been in charge of the San Francisco 
office of the United States Playing Card Company, Hearst 
building, is said to be retiring from the business. His 
place is to be filled by Mr: Kincaid, who has been asso- 
tiated with the Los Angeles branch. 

x * x 


R. J. Simon, a former inside salesman for Keuffel & 
Esser in this city, has been promoted to the position of 
traveling man and will cover the territory which until 
lately h&s been cared for by Mr. Dryer, including the 
states of California, Oregon, Washington, Nevada, Ari- 
rona and New Mexico. 
Bd * * 

Among local stationers who attended the national con- 
vention at Richmond, Va., were Bert Jackson, of Sanborn, 
Vail & Company, who represented the local stationers’ 


yrganization: Ernest Wallace, manufacturers’ agent, with 
offices at 444 Market street, and Arthur Dunn, associate 
Henry P. Dimond, chairman of the Stationers’ Asso- 


‘iation of California. 


* * * 

E. P. Gold recently established headquarters in San 
Francisco and is handling a number of lines, including 
brief cases, the products of a well known file and binder 
‘ompany and glass desk pads. Mr. Gold will soon start 
yn a trip through the Northwest and expects to cover 
that territory thoroughly. 

* * 

Jack M. Lundborg, of Sanborn, Vail & Company, was 
the victim of a rather serious accident a short time ago, 
when he was run down by a tandem motorcycle just as 
he stepped from the sidewalk onto the street. He was 
immediately rushed to the hospital by a passing motorist 
ind it is expected that he will soon be able to resume 
his duties. While his injuries are painful, they are not 
considered dangerous. 

ok * * 


Sanborn, Vail & Company report an overwhelming 
holiday business. T. A. Moore states that the wholesale 
orders for the Western states have never been larger 
The firm has added two new men to the California travel- 
ng route; T. E. Amann, formerly with Schwabacher-Frey 
is inside s al sman, who will cover the San Joaquin valley 
district; and S. G. Carruthers, Jr., who will devote his 
ittention to the Sacramento valley territory. Mr. Car- 
ruthers recently received his discharge from the United 
States army and left with the rank of captain in the 
rtillery corps. 
Stretford, Manchester, England. 
The plant of Newton-Harper, formerly at Loman street, 


Rochdale, has been moved to Victory Works, Chester 
oad. Increased space has been secured through the 
move, 
Toronto, Ont., Canada. 
J. H. Damp & Company have opened a store at 104 


Richmond street, West, handling office supplies, carbon 
papers, typewriter ribbons and duplicator supplies. The 
business was organized by J. H. Damp, who was for 
fifteen years manager of the supply department of the 
United Typewriter Company. 
Willimantic, Conn. 
business of Hiram N 
Potter. 


The stationery Fenn has been 


taken over by R. 


r tea 
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For Sales Convenience 


A suitable portfolio for courying 
papers, pictures, folders, samples an 

other sales helps is a necessity. You can 
carry this material in an enveiope if 
you want, but whether you know it 
or not, you will lose enough business 
by that method to buy quite a number 
of portfolios. Use a 


Handy Portfolio 
for an article of quality. With its 
various compartments it has a special 
place for everything. It is manufac- 
tured with extreme care, and the 
leather which goes into it is the best 
that can be obtained 


Dealers, Here Is a Line You Can Handle 


Many retailers in your own line are 
handling it now. Better write for 
detailed information. 


The Cleveland Leather Goods Company 


26-28 Noble Court, N. W. Cleveland, Ohio, U. 5. A 
























A Clip of 
Large Capacity 


Every office has frequent demands for an 
article which will hold together groups of 
papers _ at other clips will not accommo- 
date. That demand is filled completely by 


THE BANKER’S CLASP 


a device which sells readily when properly 
displayed. It holds checks and stubs in 
convenient position. [tis a favorite with 
stenographers and bookkeepers. The 
Banker's Clasp is an article with the 
happy knack of making itself useful in 
countless ways, which readily suggest 
themselves to the user. Finished in nickel 
and Japan 

To assist the dealer in selling, we pack T 1¢ 
Banker's Clasp in an attractive counter dis- 
play, which is producing excellent results 





The Banker’s Clasp Co. 1 Shaw Place St. Louis, Mo. 








EXTRA DOLLARS 


are added to the profits of the dealer who 
handles HEYER’S REFILLING COMPOSITION, 
for use in filling hektograph pans and gela- 
tine duplicators of all makes. 


The Heyer Duplicator Company manufactures 
Hektographs, Gelatine ae ety Film - 
eators, and Supplies. furnish 
trade with Hektograph carbon paper and Hek- 
tograph typewriter rib- a 
bons at lowest prices. 








Write for literature. Domestic and 
foreign given prompt at- 
tention. 


inquiries 


The Heyer Duplicator Co. 
160 N. Wells St., Chicago, Ill. 

















The Aigner Way 


Saves Half the Time 


Aigner’s Patent Cut Index Tabs come in strips 
or gangs. One-half turn separates the tabs— 
no mixing of tabs, as they come in alpha- 
betical rder; the next letter is always at 
the top of the strip. Tabs are muslin lined 
on inside, gummed and ready for use. 
Stationers and manufacturers come to us for 

index Tabs of all kinds 

Index Shields for reinforcing 

Name,Law and Number Labels for Law Work 

Gold Stamping and Embossing 

Special Die Catting 

Cloth for reinforcing Index Sheets 

Index Sheets with Tabs attached to Sheets 


Write for information and catalogue. It’s free. 


G. J. Aigner & Co. 


Sele Manufacturers of Patent Cut Index Tabs 
Dept. B, 552 W. Adams St. CHICAGO, ILL. 


Pat'd Aug. 8, 1916: Mar. 27, 1917. Re-issued Nov. 19, 1918 
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From East to West 
and Back Again 


A thousand dealers vouch for the super-quality 
of Lincoln Rebuilt Typewriters. 

Their reputation for quality has traversed a 
continent and the Lincoln Trademark has be- 
come recognized as the “seal of quality.” 


Lincoln Rebuilt Typewriters 
of All Makes 


Are not merely “repeaters”—they’re “multi- 
pliers.” They satisfy your customers and a sat- 
isfied customer is your greatest asset. . 

A large stock of “select” rough and “Lincoln 
Rebuilt” typewriters ready for “spot” delivery. 

Write or wire us for quotations. 


Lincoln Typewriter Company 
298-H Broadway New York, U.S. A. 


Lincoln Rebuilt Typewriters—of All 
Makes—Guarantee Satisfaction 





















































ALL MAKES 
! 


























As strong and rigid 
as a heavy table, 
yet fully and easily 
portable. 





IDEAL TUBULAR 


Made in a wide variety of styles, for sup- 
porting practically any kind of office ma- 
chine. A crank raises the castors off the 


floor, and permits the rigid legs to take 
the load. Mount a typewriter, a duplicating machine, a 
reller copier, an envelope sealer, an adding machine or & 
card index cabinet on an Ideal Tubular Stand, and it can be 
rolled to any position, lowered to operating position and used. 


FOWLER -MANSON - SHERMAN CYCLE MFG. CO. 


1445-1455 W. AUSTIN AVE., CHICAGO 
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TYPEWRITERS 





Boston, Mass. 


D. Jj. Allingham has been appointed manager of the 
Boston office of the Royal Typewriter Company, Inc., 
succeeding H. J. Closson, who was recently made sales 
manager. 

* 

Eugene McEachern has been appointed foreman of the 
mechanical department of the Puritan Typewriter Com- 
pany. He saw eighteen months’ service with the army 
in France and Germany. 

x * * 


T. H. Campbell, who has been in the mechanical end 
of the typewriter business, has been appointed sales man- 
ager of the National Typewriter Exchange. He is presi- 
dent of the Boston branch, No. 3, of the Typewriter and 
Adding Machine Mechanics’ Aid Association. Mr. Camp- 
bell has been succeeded as superintendent of the mechan- 
ical department of the National Typewriter Exchange by 
Barney Bass. 


Calgary, Alberta, Canada. 


B. W. Haining has been appointed branch manager of 
the Remington Typewriter. Company, Ltd., with offices 
here in the Odd Fellows’ building. He succeeds C. F. 
Mattice, who has been transferred to Portland, Ore. Mr. 
Haining came from Saskatoon, where he had been sub- 
branch manager for about five years. 

Chicago, IIl. 

George W. Cochrane, the new assistant sales manager 
of the Royal Typewriter Company, Inc., included Chicago 
in a recent trip among the branch offices 


-/ &-¢ 


J. H. Washburne, who is now general auditor of ihe 
Collins Rotary Safety Razor Company, was formerly dis- 
trict auditor of the Royal Typewriter Company, Inc. 

* *K * 


Mrs. L. C. Mocre, who has had charge of the employ 
ment department of the L. C. Smith & Bros. Typewriter 
Company for many years, has retired. Her work has been 
assumed by Miss Sarah Palmer. 

x *« * 

H. J. Closson, sales manager of the Royal Typewriter 
Company, Inc., visited Chicago in October, while cn an 
extended trip. His itinerary included Chicago, Minneap- 
olis, Kansas City, St. Louis and Detroit. 

C. J. Bryant, Chicago manager of the Elliott-Fisher 
Company, spent a few days in West Baden, Ind., early this 
month. He sought to eliminate an early Winter cold, hav- 
ing had a siege last Winter with the influenza. 

k cK * 

Previous to the Chicago Business Show the speed op- 
erators of the Underwood Typewriter Company were en- 
gaged in demonstrating at the various schools here. The 
ambitions of pupils in the business schools were stimu- 
lated by Miss Margaret Owen and Messrs. Hossfeld and 
Oswald. 

Prices of typewriters have been advanced. The Rem 
ington Typewriter Company increased the price of its 
standard model from $100 to $110. The Royal Typewriter 
Company, Inc., has advanced from $100 to $107.50. Prices 
of Hammond typewriters were changed from $100 to 
$110. 


Columbus, Ohio. 

The Corona Sales Company has opened a branch here 
to take care of the business among the students of the 
Ohio State University. The store is located at Fifteenth 
avenue and High street, opposite the main entrance of the 
university. 

Fresno, Calif. 

A newly organized company known as the General 
Typewriter Service Company has opened here by H. L. 
Kern and R. A. Henley. Both of these gentlemen are 
well known typewriter men and will undoubtedly meet 

(Continued on page 290.) 
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DVERTISE yourself 

with every sale. If 
you will supply your cus- 
tomers typewriter ribbon 
and carbon paper demand 
by furnishing high class 
goods under your own 
name and brand, you will 
find that every sale of 
these goods is a distinct 
boost for your business. 
This, of course, will have 
effect on 
your profit. Your cus- 
tomers will come back be- 
cause your name on the 
container will show them 
where more goods of the 
same style and quality can 
be secured. 

Send for samples of our 
ribbons and 
carbon paper. Try them 
out thoroughly. Put them 
to the most difficult tests. 
You will decide that they 
are the kind you would be 
glad to have associated 
with your name. 


an excellent 


typewriter 


Write today for samples 


US 


Mfg. Co.., 
Sansom & a Sits.. 
ia, Pa. 


. ® 
CABLE —MwsTR. 
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TYPEWRITER 


TYPE 


The Typewriter Industry has 
been waiting for just this thing. 


1—A complete stock for all ma- 
chines, under one roof! 


2—Perfect Type, accurate in 
motion, stems and slots! 


3—Fair prices based on quan- 
tity by a sliding scale! 


4—An extensive illustrated type 
catalog showing all regulars 
and specials! 


We have taken over the entire 
sale of the product of the New 
York Stencil Works, the larg- 
est manufacturers of type- 
writer type in the world, who 
were pioneers in the industry. 
This means an investment of 
approximately $15,000. 


We ask the Typewriter Dealer 
to support us in this under- 
taking. 


{Hort & Marr IN 





YPEWRITER GC 
18 Queen &., BOSTON 
LONDON, B. ©. Maes., U. 8. A. 











Puts the “Race” 
in}Eraser 
The RUSH-FRASER 


DE LUXE 


is the best ink and 


typewriter eraser 





Uncle Sam uses it in the Army 
and Navy and in other depart- 
ments at Washington, because 
it is the best. 


You use it like 
a pencil—just a 
stroke and the er- 
ror is instantly 
and completely re- 
moved —just a 
stroke and _ 10,000 
tiny shavings curl 
off, for this flexi- 
ble diamond brush 
has over 10,000 dia- 


mond points. 


, 


Sells at Sight! Made in 14-k 
gold plated 


-- Sample 50 
prepaid, insured, for Cc 


RUSH-ERASER CO. 
820} Rush Bldg. | SYRACUSE,N. Y. 





No rubber, 
Acid or 
Blades 

















VUL-COT 


It’s no heavier than your 
inkwell and yet it is so rugged 
that a heavy man can stand on 
one without injuring it. 


Lightness and strength are 
vital qualities ia an office waste 
basket. Your customer will 
concede that. 


Then explain about the five- 
year guarantee. Play up the 
:olid sides and bottom that pre- 
vent scraps from sifting through. 
Show how smooth they are in- 
side and out. 


Your customer will soon ad- 
mit thata 


VUL- COT MSE 


Guaranteed 5 Years 


should be standing by each 
desk in his office, 


Have a VUL-COT day this 
week. See what it will mean 
to you in quick, easy and prof- 
itable sales. 

VUL-COTS come in two col- 
ors and three sizes. 


Write 


ticulars. 


to-day for full par- 


American Vulcanized Fibre Co. 


525 Equitable Bldg. 
WILMINGTON 


DELAWARE 
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The New Amfil 
Non=-Blooming Platen 


LS pesatl years ago we offered the dealers a 
platen material which we guaranteed not 
to harden. 


; ; , rs r ; ; : t ; ; ; a 7 — 
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We are now ready to furnish not only a non-hardening 
platen, but also the AMFIL Non-Blooming Platen, 
which will go a long ways toward eliminating paper 
feed difficulties. It grips the paper. 





pe eS 








STAND ae) While the AMFIL platen has the sulphur has also been the 2 
ne given good service, there has cause of glazing and con- 1% | 
been a glazing feature that sequent paper slipping on > 

QO UALITY we have wanted to eliminate. many makes of typewriters. By 
| _- Sulphur is the ingredient in The newest AMFIL platen BY 

all rubber compounds that positively does not bloom. | 

. blooms and sparkles and will It has already been sold to a 

turn the blackest and cheap- dealers who have been quick S 

est compound into a new _ to recognize the new feature = 
white rubber. This bloom of as a valuable improvement. 5]| 

dan = ‘ : is 

A Little Bit "he house of AMES stands for quality, improvement Ps 
Added to and service. We are located in four large centers for . 
convenience and prompt service to the trade. Let us dl 
Our Tale serve you. =| 
- 

Ames Supply Company : 

607 So. Dearborn St., Chicago 82 Duane St., New York ere 

507 Mission St., San Francisco 1627 Champe St.. Denver =z 


ee 
} 
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Notice of Move to Larger Quarters 


We have moved our General Offices and Re-Manufacturing Plant from 
the old location where we have held forth for several years at 316 
Broadway, to the new location 


326-330 BROADWAY, NEW YORK CITY 


Here we will have more than double the floor space previously avail- 
able for turning out the famous 


Ramer Re-Manufactured Typewriters 


We fuliy appreciate the fact that the future will constantly demand 
more and more of typewriter rebuilders, and we are prepared to take 
care of the increased trade.. Dealers are looking to us to supply them 
with machines in greater quantity, and we are making a heavy invest- 
ment in space and new equipment because we have complete faith in 
the business future. 

We invite you to visit our new place and we solicit your inquiries for 
prices. 


WHOLESALE TYPEWRITER COMPANY 


W. W. RAMER, President 
326 Broadway New York City, U. S. A. 
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ADDING MACHINES 








Atlanta, Ga. 

Perry F. Nichols, who was formerly connected with the 
Burroughs Adding Machine Company, is conducting a 
course in advertising at the Georgia School of Tech- 
nology. 

Birmingham, Ala. 

George D. Pollock, who is well known in adding and 
calculating machine circles in the Southern states, has 
been appointed district sales manager for the Marchant 
Calculating Machine Company, covering the Southeastern 
states, with headquarters at 1305 Jefferson County Bank 
building, Birmingham, Ala. Mr. Pollock will be assisted 
by his son, who has just returned from France, having 
been “over there” for the past two years with the Second 
Marines. 

Cincinnati, Ohio. 

The Marchant Calculating Machine Company, Oakland, 
Calif., has appointed Walter J. Dyer district sales manager 
for the Cincinnati territory, with offices at 910 Commercial 
Tribune building. Mr. Dyer is well known among the 
business men of the Queen City and vicinity, where he 
has been well connected for many years in the selling of 
specialties. He has just returned from Government serv- 
ice, having had charge of Government construction work 
in Kentucky and Tennessee. 

Des Moines, Iowa. 

H. A. Montgomery is now local manager for the Teetor 
Adding Machine Company. He was formerly salesman 
for the Garlock-Stutz Company here. 


Fresno, Calif. 

The Fresno office of the Dalton Adding Machine Com- 
pany has been reorganized with W. R. Nelson, formerly 
with the local office, in charge of affairs in the San Joaquin 
valley territory. Reports from the San Francisco office 
are to the effect that it is experiencing the biggest busi- 
ness in the history of the firm. Fortunately, deliveries are 
in good shape and sales are not held back through lack of 
stock. 

Minneapolis, Kans. 

C. C. Davis has been appointed district sales manager 
for the Marchant Calculating Machine Company, with 
offices at Minneapolis, Kans., and the World-Herald build- 
ing, Omaha, Nebr. He will cover the states of Kansas 
and Nebraska 

Nashville, Tenn. 

H. Henkel has been appointed district representative 
for the Marchant Calculating Machine Company, cover- 
ing the states of Tennessee and Kentucky, and has opened 
offices at 401-5 First National Bank building. Mr. Hen- 
kel’s early life was spent in New York City, where he 
obtained his education in the technical high and New 
York University, and in the past has been connected 
with the American Bridge Company and the Western 
Electric Company at Oakland, Calif. 

Richmond, Va. 

Charles L. Shackelford, who is versed in the adding 
and calculating machine field in the heart of old Dixie, 
has been appointed district sales manager for the Mar- 
chant Calculating Machine Company for the states of 
Virginia and North and South Carolina, and has opened 
up headquarters at 202 Real Estate Exchange building, 
Richmond, Va. Branch offices are maintained at Ashe- 
ville, N. C., and Columbia, S. C. He will be assisted by 
Mr. J. F. Howison, who will handle the Virginia territory. 


St. Cloud, Minn. 

The Wales Adding Machine Company has opened a 
branch here, in charge of G. B. Rowell. His brother, 
Charles T. Rowell, is associated with him, selling type- 
writers. 

San Francisco, Calif. 
The Marchant Calculating Machine Company, which 


maintains sales offices ‘at 65 Market street in this city, 
was among the exhibitors of the California Land and 
Industries show, which was held during the early part of 
October at the Civic Auditorium. This company’s factory 
is located in Oakland, Calif. 








Adding Machine Rolls 


For Burroughs, Wales and 
Dalton Machines 


2% and 33 in. widths. Rolls 3% in. diam- 
eter. Wound on White Hardwood Spools. 


WE CAN MAKE PROMPT SHIPMENT 


Write for Prices 


Menasha Printing & Carton Co. 
MENASHA, WIS, 











Rebuilt Adding 


and Calculating Machines 


Burroughs 


Wales 
Dalton 


American 





Comptometer 
Brunsviga 
Triumphator 
Millionaire 





We buy, sell and exchange all makes and guar- 
antee all our machines to give satisfaction. 
When your adding machine equipment needs 
repairing or overhauling, write us for estimates. 


Representatives wanted—write for catalogue 


Adding Machine Corporation 
323 S. LaSalle Street Chicago, Ill. 
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TRADE MARK 


PERFECTION 


REG. U. S. PATENT OFFICE 


Desk Memorandum Calendars 
MEMO RECORD AND DATE COMBINATION 


Perfection bases made of Cast 
Iron, Steel and Wood 


Order 1920 stock now 


Write for C 1talog showing complete line 
English or Spanish. 


Hale Specialty Co., Inc. 


Sole Manufacturers 


128 N. Jefferson St., Chicago, III. 


NATTA 
































One The 


or a Daisy 
Dozen Wire Basket 


Daisy Wire Baskets—all the same—built for rough usage 
—good to look at—easy to use, as the flaring top makes 
a wide target that is hard to miss. 


Users like Daisy Baskets. They “dress” an office, keep 
it neat, and outlast most others. 
Write for prices 


The Massillon Wire Basket Co. .*. Massillon, Ohio 


Y PEWRITERS 


Rebuilt--Rough 
WHOLESALE 
Any Quantity Anywhere 


Our name may be new to you, but QUALITY is 
our slogan. We do not use the unit system of RE- 
BUILDING. Each machineis put up by mechanics 
of long experience. 





























Established 1902 


Guarantee Typewriter Co., Inc. 
47 N. 10th Street and 
Salesroom-Shop—N. E. Corner Chestnut and 10th Street: 
PHILADELPHIA, PENNA., U.S.A. 


TOLOUSEOOOOGGEDOGLOGUGECAOGGNGGEEECTRCESCHRGGOCCCRGQEGERERORRSERCERREEOEEEELS 


PAPER CLIPS 


“Superior” “Cyclone” 


F anemia) 


Nos. 1, 2 and 3 





Write us for samples and quotations 


Midland Steel Products Company 
3132-36 South Canal Street, Chicago, Il. 
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Brooklyn, N. Y. 

The initial trip of an aerial freight service to Cuba was 
started at Bath Beach, October 28. A seaplane took the 
air for Havana carrying, among other merchandise, $100,- 
000 worth of ‘fountain pens. 

New York, N. Y. 

W. O. English, who was on the selling force of the 
Blaisdell Pencil Company for two years, is now in the 
puchasing department of the Atlas Stationery Company. 

a * * 

The Sanford-Bennett Company has been reorganized 
and is now known as The Sanford Pen Company, Ince. 
William W. Sanford is president. Harold F. Ritchie & 
Company have been appointed selling agents. 

Philadelphia, Penna. 

The Eastern offices of the Standard Pencil Company 
have been moved from 2240 North Camac street to 246 
Chestnut street. Maurice Greenspur is in charge. 

San Francisco, Calif. 

A. C. Bowles, Western manager for the Joseph Dixon 
Crucible Company, is receiving the congratulations of 
the trade upon the recent arrival of a baby daughter. 
Miss Frances Weston Bowles is the finest baby in the 
land, say visitors to the Bowles home, and, of course, 
Mr. Bowles heartily agrees with them. 

* ok ok 

The Eversharp pencil and Tempoint fountain pen de- 
partment of the Bert M. Morris Company, 444 Market 
street, is now in charge of Ralph Kellogg, who has been 
connected with the Isaac Upham Company for the past 
four years. The repair department of the firm is in the 
hands of Herbert Strominger, formerly with the Stu- 
dents’ Co-operative Store in Berkeley, Calif. 

aK * * 

A recent announcement made to the trade by A. C. 
Bowles of the Joseph Dixon Crucible Company, which 
went into effect the latter part of September, is that the 
San Francisco branch has discontinued its stock of pen- 
cils, crayons and erasers, owing to the abnormal condi- 
tions prevailing at the factory and the increased cost of 
production. In the future the jobbers throughout the 
Pacific Coast territory will carry a complete stock of the 
Dixon products, and it is thought that this method will 
give greater satisfaction to all concerned. 

West Somerville, Mass. 

C. P. Brant and T. P. Miller have opened a gold pen 
factory at 63 Gorham street, and will manufacture for 
the domestic and export trade. Mr. Brant founded the 
former Boston Fountain Pen Company. Mr. Miller’s 
former connections were with Mabie, Todd & Company, 
Soston Fountain Pen Company and the Wahl Company. 

The Fruits of Americanization. 

Chicago Commerce, the weekly publication of the Chi- 
cago Association, recently reported the progress made in 
Chicago in a campaign looking toward the Americaniza- 
tion of alien born workmen. The association has put 
much effort into the movement. The expression made in 
the name of the Addressograph Company, by W. L. 
Ketchion, employment manager, is typical of the experi- 
ence of Chicago employers who have backed the Amer- 
icanization movement. 

“The good results from our Americanization class are 
many. In my judgment, the most important benefit re- 
sulting from this work is the added interest of these men 
in their work, which together with American citizenship 
has made a more contented and efficient working force 
of our foreign-born employes.” 








A Convenient List. 

The Gresham Blank Book Company of New York City 
has issued what it calls a comparative list of blank book 
manufacturers. ‘This list is made in two styles, one on 
heavy cardboard for desk or shelf use and the other on 
tough paper for pocket use. It is expected that, inasmuch 
as the stock numbers of the various manufacturers are 
listed numerically and to the left of them are placed the 
corresponding stock numbers of the Gresham line. 
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Write us for a free sample of 399 TRI-PLY red circular erase-. 
Two in One. Center edge for ink and typewriting; side edges for pencil 
and carbon copies. The acme of efficiency. One of the 88 styles. 
World’s quality standard. 


EDON-ROBERTS RUBBER CO. NEWARK, N. J. U.S.7\ 


& 










4 














THE CLIMAX LINE DATER and __,, SLIMAX MAME PLATE DATER | A SERIES of CLIMAXES 
NAME PLATE DATER can also be fur- The Greatest TIME SAVERS on the 


nished with Wheels for all languages. — ove ALL Meee) Sa ee 
THE TRAUT & HINE M’F’G CO. also 


type and figures, giving neat, clear-cut impres- 
sions. They are self-inking, dust and rust 
make thumb tacks, pencil clips and the 


proof, absolutely accurate, compact, neat and 
of exceptional appearance. The Climax ma- 
chines do identically the same work and 
just as satisfactory a manner as the eo: 
priced. Our guarantee is given with 
machine. Prompt deliveries. 


well-known “Kon Kave Kut” Pencil 
Sharpener. 


CLIMAX NUMBERING MACHINE 
Patented, other Patents Pending 





Our proposition for 





Six Wheels os 

I to 999,999 dealers and agents in 
Three all countries of the 
Movements: 


world is an attractive 


Consecutive, ANSWERED — one. Write for ou 


Repeat, 


Duplicate. JUL 15’20 illustrated catalog. 


—— —= Facsimile of Jmprint > 





LIMAXS 





THE TRAUT & HINE M’F’G. CO. 


1 UNION SQUARE, NEW YORK CITY, U.S. A. 
12345 FACTORY, NEW BRITAN, CONN., U.S. A. JUL 15°20 
6 Facsimile of Imprint 


Rictel, of Imprint Export Department for Europe and the British Empire, 9 and 10 Cheapside, London, E. C. 











A NEW STYLO OF REAL MERIT 


About three-quarters actual size Pat. April 8, 1919, No, 1,299,676 





The Lever Self Filling PARAMOUNT GRAVITY STYLO. The ‘Eu por ony Lever Stylo made and a 
valuable development in this type of pen. 


PARAMOUNT GRAVITY STYLO PENS are made in three styles :—Slip Cap, Safety and the Lever type 
referred above. 
We also manufacture the PARAMOUNT SELF-FILLING FOUNTAIN PEN, an excellent pen, splendidly 


made and allowing a liberal margin of profit. 


PROMPT DELIVERIES ASSURED 


tarry J.FARRELL OSFFARRELL & HOSINGER CO. <eo.n.xosincer 


Western Union Code “‘Paramount’’ 63-65 Irving / Jersey City, N. J; U. S. A. 
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“PELOUZE” POSTAL SCALES pi 


are scientifically made. They show 
exact weight in ounces, also cost in 
cents on all classes of mail matter. 
















National......... 4 lbs. Mail and Exp... . 16 lbs. 
| Rae | “Sa S See 4 lbs. 
Columbian ....... ibs. Standard........ 2 Ibs. 
Ey scAwaw ss 96% tee 8 eae 4 lbs. 
Crescent .......... 1 lb. Parcel Post Scales 


Banks and business houses use ‘Pelouze’’ 
Scales because of their accuracy, reliability 
and durability. 

ASK FOR A “PELOUZE” SCALE 
PELOUZE MANUFACTURING COMPAN Y 
232-242 East Ohio Street Chicago, Iilinois 
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Always Best 


QUALIT Y—SER VICE—QUANTIT Y—DELIVERIES 


REBUILT TYPEWRITERS : 
WHOLESALE--EXPORT 5 


UNDERWOODS AND ALL OTHER MAKES = 
FOR ALL LANGUAGES 5 








HAN 











2 Sole Agencies Granted Foreign Warehousing Distributors : 
=| GENERAL TYPEWRITER EXCHANGE, Inc. = 
|| 35 York Street, Brooklyn, N. Y., U.S. A. S 
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Why You Should Carry 


CENTURY Agencies Wanted for New York 


Gia PORTFOLIOS 
ill Never before has there been Successful office a liance sales- 
f asel= —— demand for pp c 
v ; ortfolios. 
oN man wants to represent one or 


Accountants, Lawyers, Salesmen— 
all persons who carry papers, 
” 


books, catalogs, samples, etc., are more accounts in New York on 


prospective customers. 


CPETURE SERTOREEOS, beceues a commission basis. Can take 


of their well-arranged interiors, 
No.1035 richness of leather and fine work- 


manship, will produce quick turn- good care of any worth while 


overs. net vou substantial profits and add to your repu- 
tation for carrying high-grade goods. ffj é Add KT 
Th CENTURY Li f Portfolios, Brief Cases, Secretary e a 
Cages. etc., is worth your inveatigation. Write al “Cata- O Ice specla ty. eee 16, 
log D” and Dealers’ proposition. . . $ ' eS 
CENTURY LEATHER CRAFTS COMPANY care Office Appliance es, Chicago. 
New York City 








350 Broadway 
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Dayton, Ohio. 
editorial charge of the N. C. R. 
house organs published by 
Register Company, 


Che 


several 


the 
ash 


News, 
The 
has been placed in the hands of H. R 


one of 
National ( 


Zimmerman, of the publicity department. The duties of 
I’, A. Martin, the former editor, have made it necessary 
for him to relinquish his editorial work on the N. C. R 
News. 
New York, N. Y. 
The New York Stock Exchange has admitted for the 
Columbia Graphophone Company temporary certificates 


for $2,653,000 six per cent non-cumulative participating 
preferred stock, and 708,000 shares of common stock 
o. 2 4 
The Epic Company has been organized to manufacture 
pay roll machines, adding machines, etc. The capitaliza- 
tion is $100,000. The company was incorporated by J. A. 


Trunball, 4 Park Row, New York; R. A. Barton, 2034 
18th street, Brooklyn; H. McGrath, 2219 84th street, New 
York. 

San Francisco, Calif. 

E. A. Randall, formerly with the Edison Dictating 
Machine Company in San Francisco, is now covering the 
territory between Sacramento and Fresno for the firm. 

k * x 

George H. Clevenger, former office manager of the 
National Cash Register Company in San Francisco, has 
been transferred to the factory at Dayton, Ohio, and his 
place has been filled by C. W. Reyburn. 

* * x 

C. K. Woodbridge, sales manager of the Dictaphone 
Company, spent a few days at the San Francisco office 
the early part of the month. Mr. Woodbridge was just 


finishing up a tour of the western section in the interests 


of the company. 
* * * 

Plans are now being considered for the enlargement 
of the addressograph department of the H. S. Crocker 
Company, which is now in charge of L. J. Taylor. \ 
display room is to be fitted up for the convenience of 
customers and a demonstrating outfit installed. 

* - * 

George Baudrand, sales agent for the National Cash 
Register Company at Santa Rosa, Calif., has just com- 
pleted installations in Daly Bros. and J F. Hink & Son 
stores, both of Eureka, Cal. Mr. Baudrand has been very 
successful in his territory and is considered one of the 
livest salesmen in the organization. 

* * * 

R. H. Gade has succeeded P. R. Danforth in the local 
office of the Dictaphone Company. Mr. Danforth has 
opened offices at 432 Rowell building, Fresno, Calif., where 
he is handling the Dictaphone agency for that section of 
the state, in addition to several other lines. Mr. Gade 
was formerly in the service department of the San Fran- 
cisco — E te V Scott. manager ot the local branch, 
states that business conditions are excellent throughout 
the Pacific Coast territory. 

* * * 

James I. East, Pacific division manager of the National 
Cash Register Company, returned October 20 from a 
comprehensive tour of his territory, spending about five 
weeks in the various cities of the section, including 
Portland, Seattle, Tacoma, Spokane, Boise, Butte, Salt 
Lake City and Denver. Mr. East stated that he found 
veneral conditions most prosperous all along the route, 
with the exception of points in Montana. Several dry 
seasons and continued labor trouble in the mining indus- 
try have had their effect on the prosperity of that par 
ticular state. Several important installations of both cash 


registers and the private telephone system developed by 


this company used to O. K. charge accounts in depart- 
ment stores—where direct communication is established 
between the sales person and the office—have been made 
in San Francisco and Oakland during the last month 
South Bend, Ind. 

Clark & Reynolds Company, 214 Jefferson boulevard, 
W., business equipment, succeeds Frank Clark. The com- 
pany specializes in dictating machines, and handles a 


complete line of office machinery, furniture, equipment 


and supplies. 
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Make Your Own Staples 
with an “EVEREADY” 


Pi AN 








A Little Factory on Rubber Feet 


Raw material at one end in the shape of a roll of specially 
prepared metal tape conveniently housed in the tape box. 
Finished product at the other end in the shape of strong, 
neat staples, clipped through your correspondence, wd 
voices, specifications, or other business papers. 
downward motion of the handle, requiring but slight 
pressure of the hand, is all that is required. 


CHEAPER THAN CLIPS 


Staples made the ‘‘Eveready”’ way cost you but 1$c per 
100. As each roll of tape makes 5,000 staples, you are 
saved the annoyance of frequently refilling your machine. 
DEALERS—WRITE US | or our special offer, outlining several ways 


we help you sell Eveready Fasteners. List price $7.50 including one 
roll of Eveready Staple T ape. Additional rolls of tape, 75c each. 


Eveready Mfg. Co. of Boston 


80 Boylston Street Boston, Mass. 











For 

All 
Around 
i 


“Penart”’ 


Combined Writing 
Fluid and Fountain Pen 








Ink meets every need 
for a blue-black fluid. 
The most fastidious 
bookkeeper enjoys 
writing with “Penart” 
and the road salesman 
has gC od words for 
“Penart” when he gets 
back from a trip, and 


calls for a drink for his 
fountain pen. 





“Penart” is a bh 
base It writes 
permanent, intense 
smoothly with 
corrode the pen 


ie-black ink with gallo-ferric 
blue, and quickly turns to a 
black. Writes easily and 
steady flow, and does not 


Write for our 
complete line of 


new catalog, describing a superior and 
Inks and Adhesives, 


The Commercial Paste Company 
Columbus, Ohio U.S.A. 
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M. M. INKSPOON 


Stops Constant Dipping 





One size fits any pen. 


Makes every pen a fountain 
pen. Writes over 3,000 figures = —_—— 
with one dip of ink. Simple, 

durable, practical. Millions in (Actual Size ) 

use. Silver piated over brass. Jobbers and dealers send 
for sample and quotations. 


H. MARUI & CO., Dept. 0, 154 Nassau St., New York, N. Y., U.S. A- 











Byron Typewriter Cabinets 


occupy little floor space, and are arranged 
for speedy work. At least thirty different 
working needs of the typ- 
ist and stenographer are 
givens ace—erasers, car- 
bon paper, letter heads, 
second sheets, forms, en- 
velopes, etc. Note 
book holder regu- 
larly included. 


Write for booklet, tell- 
ing all about our inno- 
vations to secure sten- 
ographic efficiency. 


Byron Typewriter 
Cabinet Co. 
33 Washington Ave. 
Mt. Clemens, Mich., U S. A. 














Comfortable and Convenient 








RELIABLE TYPEWRITERS 


Thoroughly Rebuilt Type- 
writers of all standard 
makes at as low prices as are 
consistent with honest work 
and good quality. 

All machines guaranteed 
against defect. 

Courteous and prompt at- 
tention to correspondence. 
Special terms and in- 
ducements to reliable 
merchants and agents. 
We respectfully solicit your inquiry. 


HARRY A. SMITH TYPEWRITER CO. 


MANUFACTURERS—REBUILDERS 
Special Export Dept., 231 N. Fifth Avenue, Chicago, Ill., U.S. A. 











THE BEST ENVELOPE SEALER 
is the one that is most simple and will give the longest service without 
cost for supplies or repairs. 


sealers have been used in hun- 
dreds of offices for five years or 
more without a cent of expense. 
Ask the 


man who 
has one 


PRICE 


$38 


Size 7x8x14 
i % 


Weight 21 
pounds. 








Reynolds Envelope Sealer Co. 
111 N. Market Street, Chicago justments. 
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Kansas City, Mo. 

Fire from a gas heater in the plant of the Irving-Pitt 
Manufacturing Company ignited a ruling machine in Oc- 
tober. Between the automatic sprinklers and a volunteer 
fire crew formed of employes the fire was extinguished 
before the fire department reached the bindery. 


Kc 


Eight bowling teams from the factory and Office of the 
Irving-Pitt Manufacturing Company are contesting for 
honors. So far the general office has the highest per- 
centage, but the factory office is a close second, with some 
dark horses in the immediate rear. The finish of the 
series will call on the leaders to show some real form in 
order to hold their present positions. 

Portsmouth, Va. 

The Portsmouth Stationery Company has opened ior 
business at 409 Middle street. It carries a complete line 
of loose leaf devices, typewriters, adding machines, dicta- 
phones, filing cabinets, safes and office supplies. The of- 
ficers are L. G. White, president; G. L. White, vice pres- 
ident; R. W. White, secretary-treasurer. 


Sheboygan, Wis. 


The Resch Binding Company has opened a plant at 
1118 North Eighth street, to do a general loose leaf, bind- 
ing and stationery business. The company is composed 


of Louis and Edward Resch, both of whom served with 
the A. E. F. in France. 


Typewriter Advances Blinded Chef. 


The achievements of the federal board for vocational 
training for the disabled are so extensive that only the 
exceptional cases get public recognition. Here is a story 
of a chef, who, before the war had a little specialty eat 
shop in Chicago, where gumbo and rice were ladled out to 
an increasing list of customers. The chef’s name is 
George. 

When the United States sent out the call, George was 
over and above draft age, but he couldn’t somehow see 
himself cocking when there was work for a man to do 
over there. So he closed up and went to camp. 

Coming down to drill one morning he ran into a beam 
that had been ieft sticking out over a door, and was fairly 
stunned for a moment, but in another he was out again 
and drilling like any rookie. Next morning, however, he 
waked up—blind. 


That blow took from him all hope of France. It meant 
that he would be discharged from the army with no chance 
of recovering his sight. But was he downhearted? No! 


He applied to the federal board for vocational education, 
and when he heard the plans the Government made for 
re-educating men who had been disabled in service he 
was eager and enthusiastic to begin the training Op- 
timism was indigenous to George’s nature, and he couldn't 
keep that smile from his lips or hope from his heart. 
When the board suggested sending him to Baltimore, 


where the blind are retrained, he didn’t want to go. He 
wanted to carry on just as if his eyes were O. K., and he 
insisted on a course in some college school. Well, the 


board found out about his past education, and they chose 
the following subjects for him: Typewriting by the touch 
system, the use of the telephone and the dictaphone, and 
course in salesmanship to finish up with. All this study 
would turn him out to be a telephone advertising sales 
man, and if he made good the salary would be from $100 
to $150 a week. 

George jumped at the chance. He took the course, and 
is going fine! George says the recipe for that gumbo 
and rice is not lost. as he is going to teach it to Mrs. 
George—now that he is making money enough to sup- 
port one! 


Bookkeeping for Doctor Shops. 


; 


A new idea is taking hold in different parts of the 
country. Enterprising bookkeepers contract with doctors 
and other professional men to keep their books. As the 
average medical man and lawyer do not like bookkeeping, 
this service should be appreciated. 





} 
; 
) 
: 
: 
: 




















November, 10910 OFFICE APPL iAartses 287 










































r° offering our Arrow Brand Box- 

wood Ruler to the customer 
who wants the best, you may be 
sure that you are selling him the 
finest article of its kind made 
either in this country or any 


other which, added to the fact 
that you are making the profit 
Westcott-]ewell Company which every stationer should, 

makes it a pretty satisfactory 
Seneca Falls, New York, U.S. A. transaction all around. 
































THE STANDARD ENVELOPE SEALER 


Try it at Our Expense 


The Standard Envelope Sealers are the most widely distributed 
sealing machines yet manufactured. They are simple in con- 
struction, automatic, noiseless, and built to last a lifetime. 


MODEL F.—(hand-operated) — 


Capacity 100-150 per minute... ... 
MODEL H.—(hand-operated)shown at left 

Capacity 200 per minute......... $50 
MODEL M.—(motor-driven) — 

Capacity 250 per minute......... $95 


THE STANDARD 
STAMP AFFIXER 


This is the lightest, speed- 
jest and most efficient 
stamping device on the 
market. It protects you 
against loss and imperfect 
adhesion of stamps. 





You can save help and increase your mailing efficiency by using these machines Free Trial Offer 
They have been selected as the most efficient by almost every U. S. Government business 
Department, Bell Telephone System, Standard Oil Co., General Electric Co., A request on your 
Goodyear Tire Co. and Thousands of others. stationery will bring the 
A few more competent general agents wanted machines desired for a Free 
STANDARD ENVELOPE SEALER MFG. CO. Trial without any obliga- 
Everett, Mass., U. S. A, tion to purchase. 
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OFFICE FURNITURE MANAGER AND BUYER 


Familiar with desks, chairs, and all makes steel and 
wood filing cabinets, particularly the G-W products. 
Open for an engagement on drawing account and bonus 
on department. Address E-21, care Office Appliances, 
417 South Dearborn Street, Chicago, Ill. 
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CORPORATE SEA LS POCKET NOTARY 





RUBBER STAMPS STEEL STAMPS 


Manufacture 


SEALS, 
STENCILS, 
BADGES, “g* 
Rubber « Steel 

“@ STAMPS, 
METAL GHECKS ce 
PocKeT COINS 
aS ee 


BADGES STENCILS 


K ke @ 
MEYER Sate 


hettee nun sores, CHICAGO 



































“CLIMAX” 


Square-Top 


PAPER CLIPS 


Are you using “CLI- 
MAX” Square-Top 
Paper Clips? If not 
—let us send you sam- 
Pat, Dec.12,16 ples. They will con- 
vince you that the “CLIMAX” 
Square-Top is by far the best 
all-purpose paper clip. 
Prices below will satisfy you 
that besides being the Best, 


they are also the Most Eco- 
nomical. 


Send us your next order. It 
will receive our prompt and 
careful attention. 

Prices F. 0. B. Buffalo 


Packed 10,000 to the Box 


Dds c'c cece 15¢ per 1,000 
Bees 6eccedes 10c per 1,000 
100,000......... 8c per 1,000 
600,000......... 7c per 1,000 
1,000,000......... 6%c per 1,000 
Packed 1,000 to the Box 
, reer 17c per 1,000 
ON ee ee 12c per 1,000 
100,000......... 10c per 1,000 
600,000......... 9c per 1,000 
1,000,000......... 8%c per 1,000 


Buffalo Automatic Mfg. Co. 


457 Washington St. BUFFALO, N. Y. 








A High Grade 
Office Appliance 
Man 


In sales promotion, now 
connected with a fore- 
most concern, will con- 
sider a connection as 
sales representative in 
an attractive district, 
preferably New York, 
either on a commission 
basis, or straight salary ; 
or, will associate him- 
self in a executive way 
with general sales pro- 
motion. Has had ex- 
tensive experience in 
the direction of sales 
and also advertising. 


Address CZ-7, care 


Office Appliances, 417 S. 
Dearborn St., Chicago. 

















BACKED BY 


FIFTY YEARS OF 
KNOWING HOW 


ADDRESS 


ALDRICH MFG. CO., Inc. 


BUFFALO, N. Y. 


BRASS CUSPIDORS 


OF EVERY DESCRIPTION 
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Allentown, Penna. 

W. L. Helfrich & Company have established an office 

furniture business at 833 Linden street 
Avenel, N. J. 

.. J. W. Huff has been appointed salesman in Passaic 
ind Morris counties for the Steel Equipment Corporation. 
le has been in the retail stationery trade for fifteen 
vears, and his window display work is remembered in the 
trade for its distinctiveness, 

Cape Charles, Va. 

The agency for a modern line of filing equipment pro- 
luced in Rochester, N. Y., has been taken on by Charles 
S. Turner. 

Denver, Colo. 

arl G. Shaw, agent for the B. L. Marble Chair Com- 
any for the territory from Denver to the Pacific Coast, 
has recently added the lines of the Furnas Office Furni- 
ture Company for the same territory 

Erie, Pa. 

Increased capacity for the Erie Art Metal Company 

vill be provided by the erection of new buildings. 
Greenville, Texas. 

R. O. Doss has purchased the office equipment stock 
of Gee & Lawless here. The line includes filing equip- 
nent produced by a popular factory at Muskegon, Mich. 

Jamestown, N. Y. 

\ son was born to W. H. Chiverton, editor of The 

{rt Metal Welder, September 25. 
Newton, Kans. 

The office supply department of the Kansas Printing 
Company has been bought by the Anderson book store. 
The latter will now carry a full and complete line of 
desks, office fixtures, typewriters, loose leaf devices, etc. 

New York, N. Y. 

The Office Sales Corporation will do business in metal 
and wooden office furniture. The incorporators are E., S. 
Yidis, 41 Park Row; C. R. Frazer and W. M. G. Watson. 

Peoria, IIL 

\. Espenschied has outgrown his old quarters and has 

established himself in a more commodious store 
Sandusky, Ohio. 

C. F. Denzier & Company have purchased the 
furniture and stationery business of the George F 
lisch Company. 


office 


Win- 


San Francisco, Calif. 
S. W. Rucker, of the Rucker-Fuller Desk Company, is 
esident of the Retail Furniture Association of Cali- 
fornia and presided over the two-day annual session of 
he organization which was held in San Francisco, Oc- 
ber 17 and 18 
* ~~ * 
Desk Company is now established in 
ts spacious quarters in the former Peck & Hills location 
it Second and Mission streets. Charles La Fontaine, 
sales manager of the new company, reports very satis- 
actory conditions. Mr. La Fontaine was formerly con- 
nected with the Phoenix Desk & Chair Company of this 
ity as outside salesman. 
* 


The California 


* + 

r. A. Moore, of Sanborn, Vail & Company of this city, 
states that the export business in office equipment is 
gradually increasing. The continued strike of longshore- 
nen has, of course, hampered coastwise shipping to a 
onsiderable extent, and a number of deliveries from this 
house have been re -routed by rail. However, Mr. Moore 
states that the house has succeeded in getting the goods 

on time so far. 


* * « 

G. S. Prelat, district sales manager of the Baker- 
awter Company, states that his district is turning in a 
good volume of business this fall. Mr. Prelat recently 
-ompleted a trip through the San Joaquin valley territory 
ind found conditions remarkably prosperous there. He 
tates that there is a great deal of activity in posting 
nachine installations, as many establishments are turning 
to mechanical bookkeeping as a means of handling the 


increased business. 
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“BUMP” 


If one machine does 
the work, why two? 


The New Stand 
Model Bump 
Paper Fastener 
and Punch is a 
paper fastener 
at one end—a 
punch at the 
other, taking a 
1 in. binder. 
Service — Efh- 
ciency —Econ- 
omy. Can you 
beat it? 


Write Now 


Then there’s 
the Hand 
Model “BUMP” 


that dealers call “Old 
Reliable,” 


A paper fastener 
that'll never cause 
A steady producer for 
They will do 





you a moment's worry. 
the trade. Display these models. 
the rest. 


BUMP PAPER FASTENER COMPANY 
La Crosse, Wis. 


SEYMOUR CONOVER, Eastern Representative 
350 Broadway, New Yor 











The Handiest Filing Cabinet Ever Made and All That Its 
Name Implies— 


Aulo-NESK 


OMPANION 


Most complete and compact de- 
vice ever made for office and de- 
partment. managers, attorneys, 
bankers and others 















25% lower cost than any section- 
al cabinet of equal 
grade and capacity. 
Try One 30 Days 
FREE 


Catalog showing all 
kiads of filing de- 
vices, desks, special- 
ties and supplies sent 
on request. 

The Automatic 


File & Index Co. 
143-159 Pear! Street 


GREEN BAY, WIS. 
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The “SCATTERGOOD” 
{\\\ Mucilage Pot 


3] Can be used with any liquid adhesive. 

It is made with a purpos2; to insure 

Q non-evaporation, cleanliness, conven- 

{ ience and economy. We also manu- 
facture moisteners and ink wells made 
on the same principles. 


Write for particulars, prices and dealers discounts 


H. W. SCATTERGOOD CO. 


1722-28 W. Venango St. Philadelphia, Pa. 
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A Private Secretary and 
Office Tickler 
Made from 
Cold Rolled Steel, 
Enameled Black 
Note these important features: 
1. A phone directory alphabeti- 4. Spindle in back to file phone 





cally arranged with celluloid calls. 
tips, closed by an invisible 5 pen or pencil holder for quick 
spring. service. 
2. Card calendar in two colors 
for two years, 6. Rubber feet, 
3. Daily memo, calendar pad. 7. Message and memo. pad. 


Made 10 inches long and 4 inches wide, weight 1 lb. Put up in 
separate cartons suitable for mailing. Sample sent postpaid on 
receipt of $2 in U. S. A. Attractive prices in quantities to agents 
and dealers. 


TELEFO-DESK CO., 219 So. Dearborn St., Chicago 


Also Manufacturers of the “ Peerless’’ Daily Reminder 














* § Why Is the 
‘PEERLESS the 
BEST moistener? 


Ask any user—Marshall Field & Co., 
John M. Smyth & Co. and thousands 
of others—and they will tell you that 
we have the BEST article of $15 
its kind on the market to-day. 

be a phe a leepe wo ye a 
Patented able for large offices an pping 
Patented Juné 16,1918 rooms. Pride, $2.75 each. 


Simple, Useful and Economica! 


Usedf or moistening stamps, envelopes, labels and fing:1s in handling 
currency. Foreign business given careful attention. Advertising matter 
sent in Spanish if desired. 


Write for particulars. Samples sent on approval. 


PEERLESS MOISTENER COMPANY 
826 S. Claremont Avenue Chicago, Il. 











List of those Typewriters 
and Adding Machines you 


cannot move. 


We pay Highest CASH 
Prices for all makes. Get 
the cash and buy GOOD 
sellers, we have THFM 
too. Prices Right. 





REGISTERED 


National Typewriter Exchange Co. 
110 Broad Street Boston, Mass. 











November, 1979. 


C. H. Victor, district manager of the Yawman and 
Erbe Manufacturing Company, states that since his return 
from a recent visit to the factory, business is holding up 
splendidly, in spite of strikes in this section which have 
thrown thousands of men out of work. He remarked 
that the sales volume for October already shows a large 
advance over the same time last year. Mr. Victor ex- 
pressed regret over the illness of Charles Slemin, vice- 
president and general manager of the Y. and E. interests. 
As a result of Mr. Slemin’s sudden indisposition, the con- 
vention of the organization, which was scheduled for this 
Fall, was postponed indefinitely, but at the time when 
it is possible for Mr. Slemin to resume active interest in 
affairs, Mr. Victor expects to make another trip East to 
attend the postponed session. 

ok * * 

The newly organized firm which has been established 
in San Francisco by W. W. Lamberton, G. H. Hildebrand 
and Mr. Peacock has been incorporated under the name 
of the Western Office Equipment Company, and will open 
offices about the first of November in the Sheldon build- 
ing, Market and First streets. The concern will handle 
a number of office equipment lines, including a line of 
steel office equipment and a check writer. Mr. Hildebrand 
has been connected with the office equipment business on 
the Pacific Coast for many years and was_ with the 
Rucker-Fuller Desk Company for a number of years. He 
is thoroughly acquainted with the office furniture game. 
Mr. Peacock will be remembered as one of the pioneers 
in this section in the introduction of the Underwood and 
Monarch typewriters. It is understood that the new 
concern will carry a line of typewriters and adding ma- 
chines in addition to the above mentioned lines. 

Syracuse, N. Y. 
The Syracuse Office Furniture Company has recently 
organized. It is located at 319 South Saline street. 
(Typewriters—Continued from page 278 ) 
with success. The firm handles the L. C. Smith machines 
as well as rebuilt types. 
Milwaukee, Wis. 

Ed. Jones, who was recently assigned to the local office 
of the L. C. Smith & Bros. Typewriter Company, has a 
period of active service with the A. E. F. to his credit. 

New York, N. Y. 

G. W. Cochrane, formerly of the Boston office, has been 
appointed assistant sales manager of the Royal Type- 
writer Company, Inc. 

at * * 

Robert L. Lloyd, who before the war was connected 
with the advertising department of the Royal Typewriter 
Company, Inc., has been released from service. He 
emerged an ensign. Mr. Lloyd is now with the Wales 
Advertising Company, New York, N. Y. 

St. Cloud, Minn. 

Charles T. Rowell has opened here for the sale of type- 
writers. His brother, G. B. Rowell, who handles the 
Wales Adding Machine, occupies the same premises. 

x *« * 

A typewriter sales and rental agency has been opened 
here by Edward J. Eshpeter, who formerly was connected 
with the Duluth Typewriter Company, Duluth, Minn. 
Mr. Eshpeter will have temporary headquarters in the 
Baron building. He has recently returned from overseas 
service, with the A. E. F. 

San Francisco, Calif. 

S. Edwards Hall, who was formerly engaged in the 
typewriter business in Wetroit, Mich., has settled hei~ 
on the coast and it is understood that he is now looking 
for a number of office equipment agencies. At present 
Mr. Hall is in Los Angeles. 


* 


©). C. Chase, formerly of Sacramento, Calif., where he 
was connected with the trade, is now in San Francisco, 
having accepted a position with the Stone Typewriter 


Company, 104 Bush street. Mr. Chase is connected with 


the repair department of this firm. 
* ok 

J. G. Tavares, formerly president of the Noiseless Type 
writer Distributing Company, has disposed of a large part 
of his interest in the firm in order that he may devote 
his entire attention to foreign business. It is reported 
that the control of the distributing company has been 
taken over by California interests. 

(Continued on page 294.) 
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NNN 0 Me A 000 00 A 
The Newest 


“DUO” (mi. Fastener 


For Standard 23-inch Punching 


Will Bind from Two to 1,000 or More Sheets into a 
Book —Just Build Them Up : 


Wire Shield Allows Every Word on Top Sheet to Be . 
Seen—Nothing Obscured. 


Packed in Boxes of 50 Fasteners 
No. 1 (12 in. Prongs)........... $11.25 per M. 
No. 2 (23 in. Prongs)........... $12.75 per M. 





Pat. Feb. 22, 1916 


Write for Samples and Trade Prices 


CUSHMAN & DENISON MFG. COMPANY 
240 West 23rd Street NEW YORK 





iid 400 LTT 
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Quality Tells 
We know how to 
make Quality stand 
out in furniture— 
that is why you 


can always tell a 
“Tell” Desk. 


Selected kiln dried 
lumber and skilled 
workmanship set a 


quality standard in 
Tell City Desks. 


Tell City Desk Co. 
Tell City, Indiana 


Mr. Dealer, you ought 
to have our catalog— 
May we send it to you? 











— 


A Great Campaign to Push American {| 
Office Appliances in India 








“INDIAN BUSINESS” is a magazine that 


is read throughout every office in India. A great 
campaign is about to be started to popularize Amer- 
ican Labor Saving Devices by publishing a special 
Office Appliance number about September or October 
next. This will be in conjunction with the opening 
of an Exhibition of Lab-r Saving Machines. Amer- 
ican manufacturers can get full particulars of the 
scheme from Messrs. Roland Kay Co., Conway 
Building, Chicago, or from the Editor of ‘Office 
Appliances.” 


We want photographs from every manufac- 
turer for illustrating a special article dealing with 
this subject. Photographs should be forwarded to 
Messrs. Roland Kay Co. The future for this busi- 
ness in India, Burma, and Ceylon is tremendous 
and “BUSINESS” is out to secure the business for 
you. “BUSINESS” COSTS FIVE DOLLARS A 
YEAR. This Company have been appointed Sole 
Representatives in India, Burma and Ceylon for 
‘Thomas’ Register.” 


T. H. CAMPBELL-HOWES PUBLISHING CO. 


167-8 Grand Hotel Building 


CALCUTTA 
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SOLVE THIS PROBLEM 


10 Executives 
30 Minutes Wait for Mail 


300 Minutes--5 Hours--Wasted 


Not exaggerated. The time lost by busy executives, department heads, and correspondents waiting for the mail 
to be opened is appalling, when you stop to figure it up. And time is not the only element, for that thirty 
minutes may be just long enough to delay action cn some important communication. With the 


a LIGHTNING Letter Opener 


~~ mail is opened thirty minutes socner than it can be opened with a knife. It 
» raturaliy follows that mail distributed thirty minutes earlier means thirty 
minutes earlier start in takirg care cf it. Multiply that time saved by the 
number of persons in your ofhce that take action on the mai! and you 
? have the time you're ahead—or, as in the case of the example above, the 
Sp ire time you're out. 





The illustration shows the motor driven Lightning Letter Opener for heavy 
mails. Opens more than 200 letters a minute. Hand operated model for lighter 
mails almost as speedy. In instaliing either you are fully protected by our sales 
+ logan: ‘‘The Lightning Letter Opener must pay for itself in six months.” 


THE BIRCHER CO., INC., ROCHESTER, N.Y. 


Model H—Opens two hundred letters per minute Some cery desirable territory open for experienced office appliance salesmen 








SEALOGRAPH assures resuirs 
Two other models —hand power 
and automatic feed. Electric. 





Brass cut gears, two sets sealing 
rolls, made of steel, no pads or wicks 
to get gummy or to require changing, 
no chains to work loose. 

Made simply and substantially and 
will give years of active service at 
no expense for repairs. 





Se eee Se 





ee 
——— 





Model “B” Electric Few more general agents wanted; 
some desirable territory still open. 


SEALOGRAPH COMPANY asdecneaminitliie a 


1700 Brooklyn Ave. Kansas City, Mo. Machines shown in Chicago Business Show. 














Every Feature of This Table 
Is a Real Selling Point 


Here is an all steel table so simple in con- 
struction, so obviously useful and practical 
that it is quickly recognized wherever dis- 
played, as a genuinely good buy. One of 
its startling features is its low price. 


Folds Quickly or Stands Rigid 


Combines absolute rigidity, when in use, 
with a quick “fold-up” feature which makes 
this table one of the handiest and most in- 
dispensable pieces of furniture in an office. 


Write for our catalogue and mention No. 16 


PREMIER BED COMPANY 


Mishawaka Indiana 































A New Invention 


A Great Seller 
“STAYON” 





\ neat booklet in two colors is devoted to the Duco 


adding machine. It is issued by the Duco Adding Ma- gS Sy wi Rin 

chine Company, St. Louis, Mo., and gives complete in- s gm Rubber PlatenT irler g 

formation about the machine and its manifold functions. ] ee ee : Al : 
ropa Dealers, here it is at last. A live-rubber twirler 


&S 


that fits ae typewriter knob. Constructed 


Several fliers issued by the Smart Addressing Machine 
with a double flange so 


Company, 745 Main street, Buffalo, N. Y., are devoted to 


a post card printer, a tag addressing machine and a semi They can’t come off— Guaranteed 
automatic addressing machine. In each case the stencils Prevent the steno’s fingers from getting sore and turn the roll more 
are made from paper fabric. easily. AGENCIES being established all over the world. Write now, 
“ape » as valuable territories are going. Retail 50c per set. 
‘The Other Man’s Actual Experience” is a booklet ce- NIELSON SUPPLY CO. 


scribing the Akkurate self-indexing ledger and statement, 810 First National Bank Bidg. CHICAGO 


issued by the Accurate System & Manifolding Company, 
12 Elm street, New York, N. Y. The device combines a 


loose leaf, self-indexing ledger and statement. 
"oy" FOR COIN BAGS AND 
Revised price lists of October 1, 1919, have been issued DEPOSIT BAGS 


by the Weis Manufacturing Company, Monroe, Mich. Save Money by Asking for Our Prices and Samples 
They govern the Weis general catalog No. 18, and special 
dealers’ catalog No. 19, and displace previous lists STRAYER COIN BAG co. 
There are two lists, one covering prices to dealers, and the Manufacturers of Coin Bags and Cloth Specialties 

other showing retail selling prices. NEW BRIGHTON, PA. . 


* * * 




















A specimen sheet of steel die embossed holiday cards 
comes from the Holiday Card Company, 1013-15 Grand 
Avenue, Kansas City, Mo. A variety of designs is shown 
The cards are supplied to stationers and printers for im 
printing in letterpress with the sentiments of ‘their cus- 
tomers desiring individual and distinctive Christmas greet- 
ings. 


Forty thousand dealers are | 
finding it profitable to feature 


Moore 
Push-Pins 


as astapleline. Are you shari 
in the profit? The Style L cabi | 
shown here makes every office 

and every home a prospec. A 
s eclal assortment of quick sel- 
!-: 81D an attractive display that 
wis double your sales. Get cne. 


Costs $10 
Sells 15 
Let us tell you about our complete pine. It puts the 
right ‘“‘push’’in your business. Write 


Moore Push Pin Co. 


113 Berkley St., Philadelphia, Penna. 


x * 
Catalogue No. 7 of the Check Writer Mfrs., Inc., 200 
Broadway, New York, N. Y., is a neatly printed exposi- 
tion of the various types of check protection marketed by 
that concern. The different makes of check. protectors 
are illustrated. and a sample impression of each is shown. 
The concern furnishes both new and rebuilt machines of 
standard makes. 








* * * 


The Dawson Manufacturing Company, 216 North Main 
street, St. Louis, Mo., has issued three new catalogues 
No. 7-] is devoted to the company’s line of sectional and 
solid post binders. No. 8-S covers loose leaf metals fo 




















the use of stationers and binders who do their own manu- ; 
facturing “How to Make Books Out of Bundles” de 5 
scribes a simple and inexpensive method of binding files 


of transient records into secure book form. 
8 Typewriter Ribbonsfand Carbon Paper 


The Erie Art Metal Company, Erie, Penna., has issued For the Typewriter, Addi g Machines, 
a price list with descriptive information on Dan-dee art Time Clocks. Putfup for the trade. 
metal products. Included are the latest Dan-dee items, Official and Empire Brands, or in plain boxes with imprint if desired 


square waste baskets; as well as round waste baskets, Moanufostaress Bush Temin 
. ° al 
letter trays, shelf brackets, ticker baskets, towel baskets, SNELLING & SON ROOKLYN, N. Y. 
hampers, strong boxes, security boxes, cash boxes, clothes Exclusive Territory Rights pee Entertained 
hangers and costumers. A wide range of finishes charac 


terizes these products 











* * * 


From the Safe Cabinet Company, Marietta, Ohio, comes 

a colorful folder showing the need of adequate protection TO THE TYPEWRITER TRADE 
of business records against fire. The folder shows how 
records have been lost by destructive fires; how Safe Have you any typewriters 
Cabinets are tested to show their performance under tests for sale? 

more severe than the average fire; and how Safe-Cabinets 
have delivered the essential papers of various users in fire 
and precipitate fall An impressive list of conspicuous 


We will buy for cash any 
surplus stock of machines 
you have on hand. 


users is included. 
Now is the time to turn’ 


your machines into money. 


x * * 
An impressive showing in colors of Macey advertising 
material for the Fall season, 1919, has been sent to deal- 
ers handling the products of the Macey Company, Grand 


Mail us today list of what 
you have on hand 





Rapids, Mich. The campaign is national in scope, using 

the popular and business papers. Various folders and Morse Typewriter Exchange Co., 
catalogues have been prepared to supplement the adver- 

tising. For the dealers are shown wall and window signs, 407 Broadway, New York 


cut-outs in color, and Reference: Corn Exchange posh. Washington Branch, 


cuts for newspaper advertising, ange 2 
book backs to display in sectional book-cases to give ew Yor ty. 


them the effect of real libraries. 
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| Blikman & Sartorius 


Wholesale and exporting stationers, head office at 
Amsterdam, invite all manufacturers. of office devices, 
typewriter accessories, office furniture, everything in the 
stationery line and sundries, to sead to the head office 
their illustrated catalogs and samples with lowest quota 
tions. 








BLIKMAN & SARTORIUS 


Head Office: Amsterdam, (Holland) Rokin 17—70 
Branch Offices: Antwerp, Belgium 
Soerabaya, (Java, D. E. I.) 




















The Improved University 


BOOK RING 


The Ring with the Deep Locking Joints—A Deep, 
Steel-Jawed Feature which adds longer life to 
the Binder. 
It meets every requirement for the temporary 
binding of student's and stenographer’s note 
various loose leaves. Simple, strong 
and heat. Made in four 
sizes N 











diameter, light weight; 
No. 2, lye inches dila- 
meter, heavy weight. Un- 
ointed ring, Patented 

ov. 24, 1 , 1} inches 
diameter. Write for par- 
¢qeulars. 


OTTO KELLNER, Jr. 
4028 State St., CHICAGO 





Fully Prote:ted 
Patented Feb. 4, 1902 








‘©TJ NIO’’ VULCANIZED FIBRE 
Q WASTE BASKETS 


THE BEST BASKET BUY 
IN THE WORLD 


Guaranteed for five years and will 
last twenty-five. 


Made with solid wood bottoms which 
prevent them from tipping over easily 
as do fibre-bottom baskets. 


Always neat in appearance. 
Made in round or square shapes. 


Our large output enables us to quote 
low prices. 
Write for particulars. 


The C. Spiro Mfg. Co. 


68-72 East 13st pr New York City 


Manufacturers of *“*UNIQ” 
Improved Office Accessories 











For JOBBERS and EXPORTERS ONLY 
Guaranteed Fountain Pens 


AT LOWEST PRICES 
PROMPT DELIVERIES 


OUR CAPACITY: 


| 300,000 
Monthly 










We are in 
a Position to 
Accept Contract 
Orders. 

Large Fountain Pen 
Dealers and Importers 


Should Get In Touch With Us 


New York Fountain Pen Company 


7-139 GRAND STREET 


NEW YORK, N. Y., U.S. A. 














Noi ember, 19 19. 


The Mail-O-Meter Sales Company, 39 South La Salle 
street, Chicago, has issued catalogues on its several de- 
vices. That on the Mail-O-Meter explains this letter sealer 
and stamper, made for concerns which mail large quanti- 
ties of letters. The Automat Endorser is made for banks, 
insurance companies and other large businesses whose 
volume requires a mechanical device for endorsing checks 
received in the course of the day. The device is motor- 
driven. The endorsement can be placed on practically 
any part of the check, which feature is very valuable in 
cases where the checks bear previous endorsements. A 
speed of about 170 endorsements a minute is possible, 
where the endorsing operation is independent of the list- 
ing on an adding machine. 

oK * fk 

Metal furniture in complete assortment is shown in the 
new catalogue illustrating the Canton line. The Canton 
Art Metal Company, Canton, Ohio, has published a hand- 
some book of ninety-six pages, fully illustrated, entitled 
“Metal Furniture and Filing Equipment in Steel.” It il- 
lustrates very aptly the extent to which the modern of- 
fice can find standard furniture, files and accessories made 
of imperishable metal. Among the items listed and illus- 
trated are vertical filing units, counter height units, wide 
sections, deep wide sections, half sections, deep half sec- 
tions, Camco light weight safes, vertical sectional files, 
card index cabinets, storage or transfer cases, high line 
cases, inserts, roll, flat top, typewriter and bookkeeper’s 
desks, bond boxes, waste baskets, filing supplies, lockers 
and shelving 

The Canton Art Metal Company’s new catalogue fea- 
tures several new numbers not heretofore produced by the 
company. These include the 800 line counter height units 
1100 line wide sections, 1100 line deep wide sections, 1200 
line half sections, 1200 line deep half sections. These add 
to the completeness of the company’s line, to the advan 
tage of the dealer. 

(Typewriters—Continued from page 290 

The Noiseless agency in Fresno, Calif., has been taken 
over by P. R. Danforth. lately connected with the San 
Francisco office of the Dictaphone Company, this _ busi- 
ness being in addition to several other lines which Mr. 
Danforth is representing the San Joaquin valley territory. 


* 


H. J. Hi astings, San iaieed: manager of the Noiseless 
Typewriter ( ‘ompany, is in New York City at the present 
time on a short business trip. S. L. Hooper, vice-presi- 
dent and general manager of the company, returned to 
headquarters in San Francisco only a short time ago 
from the East. He reports business to be in excellent 
condition in all the Noiseless branches. The latest addi- 
tion to the Seattle office of the concern is H. K. Bach- 
elder, who was formerly connected with the local Rem- 
ington office in the Wahl department. 

“AE Se 

Frank Smith, office manager of the Los Angeles Noise- 
less branch, had a good chance recently to display gifts 
popularly supposed to be embodied in a gentleman known 
as Sherlock Holmes. Early in October the office under 
the supervision of Mr. Smith was entered by one of the 
members of the extreme Socialist party, who lifted five 
perfectly good machines; but due to the previously men- 
tioned gifts of Manager Smith, it was only a few days 
after the deed was discovered that both machines and 
extreme Socialists were safe under lock and key. 

A " 

One of the most important changes which has occurred 
for some time in the trade took place on the first of 
October, when J. M. Lund, who has: been in charge of the 
local Remington office for some time, was transferred 
to Chicago, where he is to take over the management of 
the entire office. His place in San Francisco is now filled 
by C. B. Waters, former manager of the branch in Port- 
land, Ore. G. R. Forsythe, who was assistant manager 
in the San Francisco office under Mr. Lund, has left to 
become head of the Butte office. while his former duties 
in the local office are now cared for by E. W. Cannon. 


Woodstock, IIl. 


Settlement of labor dissentions in the plant of the 
Woodstock Typewriter Company has enabled the plant to 
resume operations on an increased scale. Several depart- 
ments are operating on double and triple shifts, enabling 
the superintendent to promise doubled output by January 
1. The factory is now operating in the addition recently 
completed. Construction on another building is well un- 
der way, and tentative plans for a third addition are on 
the boards. 
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Qe Nore Popular Every Di IY © 


C Howard Hunt Pen Co. 


CAMDEN, N. J. 











Write for Catalogue 
f 


DESK PADS. 


Over 60 styles and sizes) 


s and , 
| Cloth Covered Cabinets 
Boxes, Binders, Etc.) 


Manufactured by 


L. HOFFMAN 


45 Lafayette Street NEW YORK 
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SIGN PRINTING OUTRITS 











For printing signs, show cards, price tickets, etc. 


HANS H. HELLESOE Giicaco* ictinsis 




















Pr. CARBON nd 
% PAPER << 


“my Pa 
Standard Carbon & Ribbon Co. 


Incorporated 


114 Liberty Street a 


& NEW YORK, N.Y. ey 
ss TYPEWRITER “%p 
$ RIBBONS > 








Dependable Typewriters 


You can depend on “UTECO” re- 
builts because they are guaranteed 
“REBUILT.” 

Our “select rough” machines can be 
put in saleable condition with just a 
little adjusting and save you the cost 
of “rebuilding.’’ These same machines 
can be used “‘AS IS” for RENTALS. 
We also make a specialty of Recovering Platens, send 
them along and give us a trial. 

OUR motto:—He profits most who serves best. 


Send for price list 
United Typewriter Exchange Co. 
WHOLESALERS 

31 Hartford St. and 137 High Street 





BOSTON, MASS. 





nm Lethe Le lo) on OFet 6 a Orst_ic 





THE ONLY CARD CASE THAT HOLDS 
CARDS PERFECTLY 






HOLDS ONE 

A sure seller when once 
CARD AS it is shown a customer 
WELL AS case thet: wit ol ae 


kind or number of 
—folded or detached— 
scoring or perforating 
unnecessary. Keeps 
cards clean. 


The prices are right and 
the profits are right. 
Send for full particulars. 


STAUDER ENGRAVING CO. 
233 N. Wells Street 
CHICAGO, ILL, 


TWENTY 





P Joun BEnnnrr &Co. 


4 6or0e ‘ 
Suara Teenie’ Abt wrt aa 
“62 ane ‘ 












DESK PADS 


GOOD MERCHANDISE — FAIR PRICES 
SATISFACTION GUARANTEED 


—<ehiiintes. ON ALL 
(DOANE SPECIALTIES 


Leather and Brass Corner 
Desk Pads 
Flexible and Stiff—60 Styles 


Glass Desk Pads 
2 Styles—2 Sizes H 
Cloth Covered Card Index §& 


Cabinets 
Standard Sizes 


L. SAINBERG,, 65-7 W. Houston St., New York 




















HUNT'S No. 24 Ledger Pen 


Famous for its Round Point, its Large Ink-holding | 
Capacity, its Durability, its Grace and Beauty, its 
Fine Point and Easy Action. 
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Moistener” 


Patented August 19, 1919. 





An inexpensive, simple, sanitary and efficient moistener 
for envelopes, stamps, etc. { 

Placed on the fingers, it is always ready for use. No 
picking up and setting down. No sticky fingers. A back- 
ward sweep of the hand when inserting contents of 
envelope moistens the flap of the envelope. Equally as 
efficient in attaching postage stamps. 

We solicit both inquiries and orders. 


EVERHANDY MOISTENER COMPANY 


607 Leary Building, SEATTLE, WASH. 














Y PROTECTS YOUR FIN 


“ARGUS” Paper Fasteners 


New patent—finger guard absolutely 
prevents point pricking. Made oi steel 
and always stays in place. Cost no 
more than others and sell readily. 
Write for FREE sample. 


You Can’t Lose Pen or Pencil 
















This wonderful UP-TO- 
DATE combination clasp 
$ and yearly calendar will 
@#@ more than pay for itself 
= by saving pencils and 


a2 time. At all good station- 
ers or from us 15c. stamps 
State for Pen or Pencil or coins. 


ARGUS MFG. CO. Dept. 10 
402-406 N. Paulina St., CHICAGO, ILL. 









Barrett EASELS 


Larger — STRONGER — Cheaper 








Manufactured and Sold Direct by 


THE BARRETT 
BINDERY CoO. 


726 repent STREET, CHICAGO 
GENERAL LOOSELEA 
Cee e eo ethuracrurers Write for Prices 








Drawing Inks, Biacks and Cotors 
Eternal Writing Ink 
Engressing In 





Taurine Mucilage 

Photo Mounter Paste 

po pea J Board and Library Muciiege 
aste 


Liquid Paste 
Vegetable Glue, etc., ete. 
Strictly Original Goods of the Highest Grade “nty 
Show Cards, Color Cards and Imprinted Matter Sup- 
plied to the Trade. Discounts and Trade Prices give 
good profits. 
Consumers, emancipate yourselves from the use 
corrosive and [Ill-smelling inks and adhesives and 
adopt the Higgins’ Inks and Adhesives. They 1! 
be « revelation to you 
We protect the trade by referring 
all orders and inquiries thereto 


CHAS. M. HIGGINS & CO.,  grginatersnn¢ Meoursccaree 
Mais Office and Factors, Brooklyn, Bv.use New York-Chicage- London 




















EXTRA QUALITY 


TYPEWRITER RIBBONS 


Manufactured in a Modern Factory devoted 
exclusively to Inked Ribbons 


Concentrated—Brilliant—Non-Drying—Inks 


combined with the finest of fabrics by our special 
process, produce the extra quality so much in 
demand since the war, together with attractive 
boxes and packing should prompt you to write 
for our prices and samples. 


PHILLIPS RIBBON & CARBON CO. 
Rochester, N. Y., U. S. A. 














Adding Machine Rolls 


y AA, Always in Stock 3¢n 
16 


in Two Grades 
Special Rolls for all Automatic Machines 
Write for Prices and Samples 


H. P. O'Neill, srooxtyn, n'y. 


MILL AGENT 























STOP PAYING FOR WASTED TIME 
Learn who waste it in your business 
and make them get busy, by using 


Rewecea THE AUTOMATIC 
pad = TIME STAMP 


Started 
Finished Puts your workers into two classes 


Shipped —producers and non-producers. 
Records indisputably every min- 
ute spent °n a job. Tells exact standing of 
work at any time—when received, begun, 
Hs go filled, shipped. Makes every hour 
yield you more profit. 
Handsome, accurate, dustproof. Ing use 
many years. Lasts a business lifetime. 


GET OUR FREE FOLDER 


The Automatic Time Stamp Co. 


159 Congress St. Boston, Mass. 








“Originators of the Art of Printing Time Automatically.” 














A New Writing Instrument 


The B-B Self-Filling Stylo 
The Stylograph Modernized 


Capillary Ink Channel Send 
Modern Filling Device for Samples 
Safety Screw Cap and Discounts 

Fully Guaranteed 


RETAIL PRICES: 
Self-Filler $2.00 Regular $1.50 


“We have put the Style in Stylo” 


BIRD BILL PEN CO. 


















Dept. B. 892 De Kalb Ave., Brooklyn, N. Y. 
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HOUSE ORGANS 





The Baker Printing Company, Newark, N. J., publishes 
Office Topics, promoting its line of office equipment and 
stationery. 


+ * * 


Che Burroughs Bulletin has a department heading which 
Is very suggestive. Under “Hauls of Fame” are listed 
sales which are striking for their volume. Incidentally 
the department also answers as a hall of fame. 

x * x 

The Webster Way printed a short but meaty article, 
“Pack Faith in Your Grip with Your Samples.” The 
article calls for faith in a man’s company, and in its ad- 
ministration. Endowed with this faith a man can sne 

eed in spite of rebuffs and refusals. 

* * * 

\ page of unintelligible signatures forms the frontis 
piece of The Burroughs Clearing House for October. 
The editor Savs the signatures are those of bank officials 
which appear in his mail, and “defies the chirograp hy ex- 
perts of the world to ‘give them a name.’ 

x ok x 

‘Are We Being Outsold” in the October issue of Gen- 
eral Fireproofing is not written from the commercial 
viewpoint, but from the angle of militant Americanism. 
The editorial calls for the “selling” of vibrant American- 
ism to all newcomers who reach our shores. 

ad * * 

The Burroughs Bulletin carried an account of a hustling 
salesman. He sold five different butchers in a town, and 
then with an eye to the advertising possibilities of the sit- 
uation, corraled them and had a photograph made of the 
group. Enterprise of this sort gladdens the heart of the 


house organ editor 
x * x 


“Competition,” according to the Boorum & Pease Com- 
pany Standard has been the making of the business 
world. The article gives clean competition credit for 
stimulating everyone in the field to greater efforts and in- 
creased sales. Competition sets a mark for the sales- 
man, and inspires him to his best efforts. 

* *k * 

“My Hardest New Account Sale” is an important ar- 
ticle in the September issue of Art Metal Service. It 
tells how the persistency of a local representative over- 
came “buying reluctance.” As the editorial head writer 


said: “The Little Postage Stamp Has Nothing on Fire 
stone When It Comes to Sticking.” 
x ok * 


During the recent Red Cross membership campaign 
the Todd Protectograph Bulletin used as its cover design 
one of the Red Cross campaign posters. The identity 
of the publication was almost lost—until it was opened 
up. Then it was immediately evident that the book was 
devoted to the relief of unprotected checking accounts 

* *« * 

The Neational, of the National Blank Book Company, 
Holvoke, Mass., printed an item indicating that the Prince 
of Wales stopped over long enough at the Canadian 
plant at Berthierville to receive a presentation at the 
hands of the local manager. A National ring book, appro- 
priately stamped in gold, contained a greeting from the 
mayor of the city. 

& * * 

“Cluck, cluck,” from Biddy Burroughs, and a new chick 
scrambled from the nest. It is called “The Burroughs 
Calculator,” and is devoted to the Burroughs calculator, 
a recent development of the Burroughs Adding Machine 
Comnany. The new machine has a distinctive field, and 
the Calculator is going to show the sales force how to 
develop that field to the utmost. 

* * * 


“The Divining Rod of Justice” is the lead article in the 
October issue of The “Y and E” Idea. It was written by 
Philip H. Yawman, president of the Company, and ap- 
peared simultaneously in The Nation’s Business and the 
Idea. The article shows how essential the modern filing 
system is to the successful operation of the Bertillon 
system for identifying criminals with police records. 
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iT WILL PAY You To 
Buy pinect rnom us.“ & 


NEWARK. WN. 
cme momememememse 


PRINTING & LITHOGRAPHIC INKS 





TYPEWRITER RIBBONS AND CARBON PAPER 


We have more than doubled our capacity in the last 60 
days in putting in additional equipment for making 
typewriter ribbons and Carbon Paper. 


Naturally we are looking for more accounts and will make mighty 
liberal proposition to dealers. 
Write us TODAY, for samples and prices. 


APTER BROS. MFG. CO., 552 W. Harrison St., CHICAGO 











ed 
Retails | Retails 
25¢ | 25¢ 
Each Each 





The only brush that will clean all parts of machines. Small 
end cleans type, large end cleans in between keys, under 
carriage, the type rods and-all hard-to-get-at places. Total 
length 14 inches. All bristles. 


Adopted by Business and Public Schools, Public Institutions, Reooheh. © . 8. 
Government and City Departments and the Largest Concerns in the Country 


CLEANALL TYPEWRITER BRUSH CO., Mfg. of Wire Twisted Brushes, 7 DOMINICK ST., NEW YORK 











GOLD PENS —am Shapes and Styles 


Imprint 
Worka 
Specialty 
All makes Gold, Fountain, Sty lographic Pens. Pencil Cases nae gad 
repaired and returned day received. Satisfaction guaranteed. 


GAYDOUL GOLD PEN CO., Inc., 56 John St., New York 

















The Standard a 


WatermanisidealFountain Pen 


Self- Filling, alee ee Regular Types. 


L. E. Waterman Company, 191 Broadway, New York 
San Francisco Montreal 








Boston Chicago 

















D. W. Beaumel @ Co., Inc. 


Egtablis‘:ed 1334 
OFFICE AND FACTORY 


17-27 Vandewater St. 
NEW YORK, N. Y. 


Manufacturers of fountain 
pens for the trade; 

all modern styles 
of fountain pen 
holders and 
fountain 
pens com- 
plete. 

















We 
make 
a spe- 
cialty of im- 
print work and 
our line includes 
all thelatest designs 
in self-filling fountain 
pens and non-leakable 
screw cap holders. Our re- 
pair department is a promi- 
nent feature of our service. 


ESPECIAL ATTENTION 
GIVEN to FOREIGN ae 























TODD PROTECTOGRAPH CO. 


(ESTABLISHED 1899) 
Manufacturers of the 


Protectograph and 
Protectograph Check Writer 


PeerlessCheck Writer 


(Todd Patents) 


PROTOD Registered Checks 


World’s Largest Makers of 
Check Protecting Devices. 


1129 UNIVERSITY AVE. 
Rochester, N. Y. 


| 
SE cata 


TUOSUESCORECOUSONESOCUGOUESEEGCERORUREROOORRENNT: 


OFFICE APPLIANCES 


SUUGAUDULENZENSOOSEAETLEONSODEEOROOSORTETELONSIONIOIEITNRL 





Bither Agency or Price Protection Proposition 
KEYSTONE CARBONS 
AMITY RIBBONS 
For All Purposes. 


R.A. BECK, GENERAL SALES AGENT 
727 South Dearborn Street, CHICAGO 
New Orleans, 





New York, Los Angeles 








at Vra r w 


Ww 1iOoW " *vents stakes 


SOLD BY LEADING STATIONERS | 











+ PutYour Desk« on SS ae Basis 

















with the Price, $6.00 


BRISTOW RADIAL DISTRIBUTOR 
An indispensable feature of every well-equipped office 


Dispatching papers quickly is great economy. Clear your 
desk of the baskets and trays which litter it up, and in- 
stall a distributor which eliminates waste thought and 
motion. You can make the Distributor just as adaptable 
as you like; leave out partitions you do not need. It is 
all metal; will not wear out, is finely finished and looks 
well on the desk. 

Dealers will appreciate this universally useful product 
put up on the most liberal sales basis. It makes good, 
because it creates a demand at sight. 

Write for Our Circular describing various Models of Desk 
and Portable Distributors. 


FREDERICK BRISTOW 
45 Lawrence St. Newark, N. J. 














November, I9 TY. 


Dixon’s Graphite for October printed a list of men and 
women who have been with the company for twenty years 
or more. The record is held by a woman who joined the 
company’s forces in 1850. Like the company’s record 
of those who gave up their positions to serve their country 
in the world war, the list contains names of most of the 
nationalities which have found shelter in the United States. 

* * * 

An October issue of the N. C. R. was a virtual catalogue 
of household furniture, furnishings and jewelry. It listed 
the prizes offered to salesmen exceeding their quota in 
September, October, November and December. An appre- 
ciation of the value of portable typewriters to the traveling 
man was the offer of a personal writing machine which 
might be selected by the National Cash Register Company 
salesman who made 175 per cent of quota. 

* * * 


The “Y and E” Idea told how a dealer capitalized a big 
sale. Twenty-five vertical file cabinets were sold to a 
big knitting company. Before delivery the cabinets were 
lined up on the sidewalk and photographed. The photo- 
graph was used to illustrate a newspaper advertisement, 
and attracted much attention. It was a picture taken on a 
home street of filing equipment which would be used by 
girls many knew. Thus was aroused a great deal of local 
interest in a big sale. 

* * 
says Service, of the Irving-Pitt 
in urging its readers to develop 
new ideas applicable to business. [t cites the observations 
of familiar instances by the leading minds of the world, 
which were subsequently applied to the betterment of man. 
The article points out that the worker can originate new 
methods which will improve production or increase output. 
Quick appreciation is assured those who use their observa- 


“Look Around You,” 
Manufacturing Company, 


tion and ingenuity to practical ends in the Irving-Pitt 
plant. 
* * * 
“Thrift and Increased Production” leads the October 


issue of Ward’s Service. It points out the need of greater 
thrift personally, and increased production in mill and 
factory to enable the United States to meet the changing 
conditions of the times. The responsibility is individual 
—there is nothing accomplished by “letting George do it.” 
The same self-sacrifices that enabled the American people 
to finance the war; the same intent spirit of earnest co- 
operation in home, store and factory are necessary to 
enable the American people to “win the peace.” 
* * ok 

An atmosphere reminiscent of military service pervades 
the September issue of the Corona Bulletin. Several 
articles refer to the utility of the personal writing machine 
in army work, and in one case a machine which has seen 
very active service was preserved in a regimental trophy 
room, with a silver plate citing the two campaigns in 
which the typewriter participated. And there is a thrill 
akin to that inspired by the Stars and Stripes floating in 
the breeze in a story which told how a Red Cross nurse 
rescued a blind soldier from the dumps by teaching him 
how to typewrite a letter to mother. 

x * * 

The Shaw-Walker Skyscraper is printing a list of its 
representatives in installments. This is a clever piece of 
headwork, as it shows the extent of the organization and 
affords opportunity for co-operation among dealers. It 
is easy to conceive that if a dealer in Pennsylvania hears 
of a prospect in Iowa, he will take the opportunity of 
tipping off the sale to the dealer in the Iowa town. Like- 
wise, if a branch in Ohio is in need of filing equipment 
which will be bought through the home office in Kansas 
City, the two Shaw-Walker agencies concerned can do 
the team work necessary to land the business. 

* we * 


October Results, issued by the Monroe Calculating 
Machine Company, was a reminiscent number. Its pages 
presented contributions by those who had been with the 
company long enough to justify a jaunt through the halls 
of memory. Among the articles were: “Our Wonderful 
Growth,” by J. R. Monroe, president; “Monroe Develop- 
ment an Education Process,” by H. G. Dechant, vice- 
president in charge of sales; “History of Monroe Begin- 
nings,” by L. D. Taggart, assistant secretary; “Reminis- 
cences of the ‘Ad’ Department,” by R. M. Farmer, adver- 
tising and assistant sales manager. The various articles 
make inspiring reading, tracing as they do the genealogy 
of an idea to its marketing on a large scale. 





























November, 1919. OFFICE APPLIANCES 299 








ANALYSIS PAPER 


Buff and White—Four Grades— 
4 to 28 columns wide, in variety 
of styles, always carried in stock, 
padded or loose. 


Send for price list and samples 


L. H. BIGLOW & COMPANY, Inc. 
62 BROAD STREET NEW YORK 














This Typewriter Brush Sells Rapidly Because 


it is made right and the price is ~~ The bristies are non-breakable. The 
tapering end permits the brush to be inserted in the smallest openings without 


Retail Price per doz. $3.00 


ecratching the enamel. 





© 





MORTON'S Washable Bristle 
TYPEWRITER CLEANING BRUSH. 


Send 20c for sample postpaid and ask for dealer's terms. 
MORTON MANUFACTURING CO., Louisville, Kentucky 








SIMONSON|- 
ADJUSTABLE METAL TIP 


for Cards, Folders, Card Indexes, 
Filing Systems, Follow-up, Check 
Files, Note Ticklers and all other 
purposes requiring an Adjustable Tip. 

Slips easily oa and off 
but holds with firm grip. 
Has removable name 
slip, lasts indefinitely 
and does not mar card 
or folder, 


Liberal Quantity Terms to Dealers. 
Samples Free, 


Roger A. Simonson & Co. 
122 South Michigan Ave., CHICAGO 




















Exclusive local territory open for live 
man to acquire sales agency for guar- 
anteed typewriter ribbons and carbon 
paper. Big profits. Miami Ribbon & 
Carbon Co., U. B. Bidg., Dayton, Ohio 








HEADQUARTERS FOR ALL STANDARD MAKES OF 


CHECK WRITERS 


NEW AND REBUILT 
Send for Catalogue and Discounts to the Trade 


CHECKWRITER MFRS., Inc. 


Suite 316 200 Broadway, New York, N. Y. 


ADDING MACHINE ROLLS 


For all makes of machines 
THE PERFECT ROLL—guaranteed to con- 
tain 250 linear feet. Edges free from lint or dust. 
Stock white wove, hard-sized Writing 18 pound 
folio basis. 

We make all size rolls. , ; 

Write for prices, giving detailed specifications. 


GEORGE IRISH PAPER CO., Manufacturers 
BUFFALO, N. Y. 











$2.00 Telephone Sufferers! 










ome “THERAPHONE” 

Get De- Powerful Osteopathic Receiver Earpiece is tuned 

tails to the Ear. It can’t confuse nor fatigue. In 

Now proves the hearinz Prevents excitement and 
bewildering aggravation. For noises, nervous, 
leaf and busy. Guaranteed to suit $2 
Worth more. Export $2.20. Checks or C. O D 


The Evolution Phone Company, Inc. 
48A Greenwich Avenue, New York, U.S. A. 


The “Anco” Pen and Pencil Clip 





migh gpetsr tor ries. Made in one piece of spring steel, bap pets, noone 


The Ansonia Novelty Co., Ansonia, Conn 











| Gold Pens for Fountain Pens 


Repairs on Gold Pens and Fountain 
<S Pens Attended to Promptly. 
™ EXPORT TRADE SOLICITED 


Acme Gold Pen Co., 17-27 Vandewater St., New York 


Manufacturers of Fine Geld Pens Established 1884 





TYPORIUM Rebuilt 
UNDERWOODS 


Owing to the seareity of Underwoods, we advise 
all dealers to order their stock at once. Hun- 
dreds of dealers handle our Underwoods 

are making money through our co-operation. We 
can help youstart right—solve your rent or colleo- 
tion problems. Write for our New Price List No. 1 


TYPEWRIT R EMPORIUM 
Established a Quarter Century 34-36 Lake St. Chicago, II. 























Hotel 


Charlevoix 
Detroit, Mich. 


A 200 room hotel, 
i completely furnished 
and equipped. 150 
i rooms with private 
bath. An Ideal Loca- 
tion. Absolutely Fire 

roof. 

Rates, $1 and $1.50 
j Without bath, $1.50 
up with bath. 


} GRINNELL BROS., 


Preps. 


Horton M. Keilogs, Mgr. 

















IKIPCO BRAND 


DUPLICATOR INK 
FOR ROTARY STENCIL MACHINES 
The quality of this ink is 
guaranteed by nearly half 
a century of practical ink 
manufacturing experience. 
Samples and Prices Sent on Request. 


KRUSE PRINTING INK COMPANY 
437 Pearl Street, - - - NEW YORK 


















































5 cents in stamps to E. G. Siggers, patent la . 
Suite 33, N. U. Building, Washington, D. C., and rr Nan 
ing Office Appliances. 


1,294,385—Manifolding sales-book. Edward Kirby Bot- 
tle, Elmira, N. Y., assignor to American Sales Book Com- 
pany, Ltd., Toronto, Ontario, Canada. 

1,294,425—Combined typewriting and computing ma- 
chine. Gustave O. Degener, New York, N. Y., assignor 
to Underwood Computing Machine Company, New York, 
ee - 

1,294,436—Safety-envelop. Clayton Chester Ferguson, 
Jersey City, N. J. 

1,294,456—Paper-feeding mechanism. Hugh W. Har- 
ris, Pittsburgh, Pa. 

1,294,460—Computing-calendar. Edward N. Heinz, Chi- 
cago, IIl. 

1,294,478—Blotter and ruler. Orlando Kling, Denver, 
Colo. 

1,294,481—Envelop and process for making and sealing 
the same. Julius Kopec, Frankfort Heights, III. 

1,294,520—Fountain pen. George B. Munn and Chris- 
tian H. Marker, Warren, Pa. 

1,294,535—Time-card record. Harold A. Rich, Detroit, 
Mich. 

1,294,537—Combined typewriting and computing ma- 
chine. Frank A. Robinson, Brooklyn, N. Y., assignor to 
Underwood Computing Machine Co., New York, N. Y. 


Bi ok y any one of these patents can be obtained by 








No. 1,318,677—Desk attachment for supporting typewriters; 
tented October 14, 1919, by Samuel H. Lemon of Harris- 


urg, 
No. 1,318,598—Paper file; patented October 14, 1919, by William 
R. Rutherford of Halifax, Nova Scotia, Canada. 
No. 1,316,116—Inkwell; patented September 16, 1919, by Harry 
Spain of Elmira Heights, New York. 
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1,294,585—Indexed sheet. George P. Wigginton, Kala 
mazoo, Mich., assignor to Kalamazoo Loose Leaf Binder 
Company, Kalamazoo, Mich. 

1,294,611—Keyboard for stenographic typewriting ma- 
chines. Bailey Tyler Bryan, Indianapolis, Ind., assignor 
to The Stenotype Company, Indianapolis, Ind. 

1,294,622—Typewriting machine. Cornelius B. Corcor 
an, New York, N. Y., assignor to Underwood Typewriter 
Company, Delaware. 

1,294,657—Account deposit-book. Clark J. Harding. 
Pittsfield, Mass. 

1,294,725—Locking attachment for calculating machines 
Otto Thieme, St. Louis, Mo., assignor to Moon-Hopkins 
Billing Machine Company, St. Louis, Mo. 

1,294,726—Carriage-return mechanism. Otto Thieme, 
St. Louis, Mo., assignor to Moon-Hopkins Billing Ma- 
chine Company, St. Louis, Mo. 

1,294,727—Combined typewriting and computing ma 
chine. Edward Thomas, New York, N. Y., assignor, by 
mesne assignments, to Underwood Computing Machine 
Company, New York, N. Y. 

1,294,745—Computing machine. Walter Wright, New 
York, N. Y., assignor to Underwood Computing Machine 
Company, New York, N. Y. 

1,294,802—Pencil. Henry Hess, Philadelphia, Penna 

1,294,847—Tabulating mechanism. Otto Thieme, St 
Louis, Mo., assignor to Moon-Hopkins Billing Machine 
Company, St. Louis, Mo. 

1,294,853—Adding and subtracting machine. Thomas ] 
Wavrunek, Shawano, Wis. 

1,294,901—Paper-guide for typewriting machines. John 
A. Hagerstrom, Scranton, Penna., assignor to Victor 
Typewriter Co., Scranton, Penna. 

1,294,947—Index-card. James H. Rand, North Tona 
wanda, N. Y. 

1,294,948—Index-card. James H. Rand, North Tona 
wanda, N. Y. 


“oP 1,318,598. 
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No. 1,295,169—Copy holder for stenotyped notes; patented Feb- 
ruary 25, 1919, by Archie Gladney Hoy] of Decatur, Texas. 

No. 1,315,305—-Stamp and envelope moistener; patented Septem- 
ber 9, 1919, by William Hegland of Plentywood, Montana. 

No. 1,298,639—Invention relating to eraser structures, particularly 
to improved holders and brush attachments therefor; pat- 
ented April 1, 1919, by John Auld of Chicago, Illinois. 
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RUBBER 


FINGER 


PAD 





“| MUST HAVE GIVEN SOME- 
BODY TOO MUCH MONEY” 


You'll never say this if you 
wear Marsh Finger Pads 
because these pads only pick 
up one bill or piece of paper 
at atime. Abolish the filthy 
sponge cup. Don’t be wet- 
ting your fingers constantly 
and thumb mark your office 
records, letters, bills, filing rec- 
ords, etc. Wear Marsh Finger 
Pads. Just the thing for cash- 
iers, stenographers, bookkeep- 
ers, bill clerks, etc. 10c each 


or 3 for 25c. 
Davol 





Rubber 
Company 


Providence, R. I. 
If your station- 
er or druggist 
can’t supply 
you with Marsh 
Finger Pads, 
order direct 
from us. 














LIBERTY 


POSTAL SCALES 


CONVERTED 





Now comaiaaa’ FOREIGN 
POSTAGE instead of 3c rates. 


Made in three sizes—1-lb., 
2-lb., 4-lb. capacity. 

Also equipped with up-to- 
date charts, showing the 
amount of postage on all 
classes of U. S. A. mail 
matter. 


Order through your Jobber 


TRINER SCALE & MFG. CO. 


Chicago, III. 


2714 W. 21st St. 








Trademarks asd Copyrights 


Difowt and rejected cases especially salic- 
ited Ye misleading inducemesta made to 
securs poouess. Over 30 om af active prac- 
tice. Ex personal, conscientious 
Service rite fer terms. Book free. Address 


Soecssity:—Fypewriting and Addine Machines 
Address E. G. SIGGERS 


Suite 33 N. U. Bidg., Washingten, D. C. 








WRITE US FOR PRICES | 


On adding, listing and calculating ma- 
chines, typewriters, multigraphs, dicta- 
phones, checkwriters, duplicating ma- 
chines, mail-om-eters, time clocks, safes 
and steel lockers, new and second-hand 
office furniture, and all office devices. 
We are the largest dealers of the kind 
east of the Rocky Mountains and will 
save you half on your office needs. 


Everything first-class; nothing cheap 
but the price. 


Write Today and Save Money. 


Chicago Safe & Merchandise Co, 


73 and 75 West Lake Street, Chicago, Il. 


MULTIGRAPHS 


REBUILT 


AT ONE-THIRD COST 


Thoroughly rebuilt, new type, beai- 
ings, platen, etc. Guaranteed two 
years Absolute satisfaction guaran- 
teed or money refunded in full. 


RUSSELL EARNEST BAUM 


33 South Broad Street, Philadelphia, Pa. 














PLP OD et el el et 


“FAULTLESS” 
Pen and Pencil Clips 


GUARANTEED 





Made in three sizes—Pencil, Medium and Large 
Pen sizes. Mounted three dozen on a card in any 
assortment desired. 

—_ in Ebony black, which is new and ex- 
eeedingly durable. Heavy bright nickel Electre 
gold te. For neatness and practicability this 
elip has no equal 


L. D. VAN VALKENBURG, Manuiactarer 
HOLYOKE, MASS., U. 8. A. 
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| FEATHERWEIGHT EYESHADE 


The shade that takes your eye 

and keeps it in good heaith. 
Light Weight, Adjustable, Durable, Hygienic, 
Healthful. No metalor elastic band to press or 
bind the head. Opaque for artificial light. 
Transparent for natu- 
rallight. Lies flat when 
not in use, thus pre- 
venting being crushed 
out of shape by acci- 
dent; can be carried in 





wider than other shades. 
We recommend the 
Opaque for those wear- 
ing glasses. 


The Featherweight 
Eyeshade Co. 








Merchantville, N. J. 














No. 5. Motor 
driven (either 
direct or alter- 
hating cur- 


Mechanical 
counter re 
cords output 
and checks 
postage ac- 
count. 


$90.00 


Great Office Economies 


frequently come from little things 
well done. Small losses mount high. 
Little gains make big profits. The 


Acorn-Thexton Sealer 


standardizes letter sealing—sets a 
goal of neatness, speed an ‘. 
It magnifies the minutes ie aioe 
and mimimizes the cost and time of 
letter sealing always. 
Send for our proposition for dealers, 

Acorn Brass Mfg. Company 
464 S. Clinton St. CHICAGO, ILL. 











A Century’s Progress 
in Business Cards 


Is Embodied in the 


Peerless 
Patent Book 
Form Card 


which is really the one great card 
improvement of the age. These cards, 
earried in book form, in an elegant 
seal leather case, are detached = 
at a time as used. All 

absolutely smooth and without aay 
indication of detachment. Every 

can be used, because they are always 
flat, clean and unmarred. That means 
great card economy. They are al- 
ways together and, therefore, getat- 
able. ‘They carry a distinction you 
can convey in no other manner, and 
they mark the man who uses them as 
worth while. 

Send for a sample book today and 
detach the cards one by one and be 
amazed by their perfection. 
It is an unique 
sensation. 
Send 
Today. 







The John B. Wiggins Co. 


Engravers, Die Embossers, Plate Printers 
1104 So. Wabash A CHICAGO 
705 Peoples Gas Bidg. 
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No. 12-L 
LETTER SIZE 
All Wood 


jet! Transfer Cases-— 


1919 Correspondence; Records, etc., will soon be ready for transferring from current files to 
transfer cases. 


You: trade will want them quick—don’t delay. 

. Folders and new guides will also 

be needed for 1920 files. 

To be sure you will not disappoint 

your old trade when the calls 

start to come, plan and order 

for December delivery. 

Illustrated on Pages 35 and 40—Catalog No. 19 
Special November Circular Now in Mails. 


All Wood and Fibre-Board 


—Wood Combined C: Aicago 


No. 24-L 





LETTER SIZE ; 
Fibre-Board and Wood Combined. 
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TRANSFER CASES 
Made in Invoice and Legal 
sizes also. 

With or without followers 
or sanitary leg base. 


FILING 
CABINETS 








/mperial j1] 


Mamuractu’ » 


Write for 
PRICES - - SAMPLES 
MANILA FOLDERS 
VERTICAL GUIDES 
Manila, Pressboard, Metal and Celluloid Tips 


FILING 
SUPPLIES 


CNC AGO - ILLINOIS 
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SITUATIONS WANTED. 





TYPEWRITER REPAIRMAN—25 years’ experience, fifteen years fore- 

man, would consider a propositicn. Middle west preferred. Capable 
ef assuming full charge. High grade position only. Address S 27, care 
Office Appliances, Chicago. 


ANTED—Experienced office equipment and supply salesman to handle 

established territory for live concern in New York state. Knowledge 
of this business, creative ability, clean character, and desire for a per 
manent and lucrative position are the main qualifications necessary. State 
age, experience and give references. ‘*‘Progress,’’ care Office Appliances, 
Chicago. 








‘ HELP WANTED. 





WANTED -High-grade inside salesman who thoroughly understands office 
furniture, filing systems and commercial stationery, for location in 
largest and most progressive southern city. Address, 
perience, BX, care Office Appliances, Chicago. 


giving past ex- 





with 


AN EXPERIENCED stationery salesman for city work in Detroit 
care 


big progressive company. Excellent opportunity. Address Y 17, 
Office Appliances, Chicago. 





ALESMAN—Opportunity to control ‘18 karat’’, the 100% repeat office 

specialty; good for $60° weekly; consumer, agents, dealer, mail busi- 
ness; only few dollars needed: permanent business for live man every 
vity. 18 Karats Products Co., Dept. A, Rochester, New York. 





ANTED—Experienced stationery 
Detroit. Excellent opportunity. 
Chicago. 


man for inside selling position in 
Address A 19, eare Office Appliances, 





EXPERIENCED earbon and ribbon salesman wanted for San Francisco. 

Permanent position with local stationery house. Chance for advance- 
ment. Give reference and state salary wanted. Address R 22, care Office 
Appliances, Chicago. 





Cleans type clean, won't 


ELTO for cleaning type of writing machines. 
Moser Co., 


explode. Mr. Dealer, send for your sample and prices. 
Parkersburg, W. Va. 


ALESMAN WANTED—If you are an established, clean-cut envelope 

salesman now getting results, we have a most alluring proposition to 
place before you. Replies or calls held strictly confidential. Eagle 
Envelope co., 5 South Wabash avenue, Chicago. 








ANTED—tTypewriter and adding machine repairmen and mechanics 

for membership in the Typewriter and Adding Machine Mechanics’ 
Aid Ass'n, Inc. Employment bureau, general information bureau. Pur- 
pose: Nationwide organizatior, Address 8 Nevins street, Brooklyn, N. Y., 
at once for detailed information. Branches in Kansas City, Mo., and in 
Boston, Mass. 





UNUSUAL opportunity for experienced filing cabinet and office furniture 
salesmen. Want man capable of earning $250-$350 up monthly. Prin- 
cipal lines: ‘“‘Art Metal,’’ ‘“‘Clemco,’’ Doten-Dunton, Taylor chairs, etc. 
Office Furniture & Equipment Co., Minneapolis. 





MECHANICS AND REPAIRMEN on typewriters, adding machines, Dicta- 
phones, Multigraphs, Multicolor presses or Addressographs. In order 
to co-operate in prepaving a reliable list and to receive free literature 
and information, should send name and home address, and state with 
what firm employed, to H. R. Langham, 2033 Gates avenue, Brooklyn, 





N. Y. Just say ‘Office Appliances’’ and receive the best consideration. 
T XEEWRITER REPAIRMAN with ability to sell, to open and take 
charge of branch store. Write, stating experience and salary desired. 


Address P 21, care Office Appliances, Chicago. 





ANTED—A No. 1 office furniture salesman for city trade, good salary 
paid to competent man. RKeply stating references. Address N 20, 
eare Office Appliances, Chicago. 





YPEWRITER MECHANIC. 
pany, Oliver Company, or large rebuilders. 


Prefer former employe of Underwood Com- 
Good salary. Fort Worth 


Typewriter Exchange, 1213 Main street, Fort Worth, Texas. 


FOR SALE. 





ULTIGRAPHS, Dictaphones, Edison dictating machines, Writerpresses, 
Mimeographs bought, sold and rebuilt like new. Multigraph and 
Multicolor ribbons, ink and platens. We save you money. Price, Inc., 
440 South Dearborn street, Chicago. 





APDRESSOGRAPHS, cabinets and frames, Multigraphs, duplicating ma 
chines, envelope sealers, letter folders. Office Device Company, 222-B 
North Wabash avenue, Chicago. 











AGENCIES WANTED. 


ANTED—Sole agency for office equipment lines in Greater New York 
and vicinity by experienced party who can produce results Corre- 
spondence invited. Address M 25, care Office Appliances, Chicago 





FIRM dealing in office furniture wants to represent an American type 

writer in Switzerland. A-1 references. Correspondence in English. 
Please write to Emil Widmer, Bureaumobel, Lowenstrasse 28, Zurich, 
Switzerland. 








ANTED—Manufacturers to write us about selling their advertising and 








office specialties, this territory. Want connections for different lines 
in office supply business. The Lloyd Ad & Letter Co., Selma, Ala 
AGENCY for office furniture or kindred lines wanted by man well known 

to trade. Address L 19, care 


New York and New England territory. 
Office Appliances, New York, N. Y. 





AYMAL & THIEBAUTT, 39 Rue de Chabrol, Paris, will accept deposi- 

tory agencies for France for manufacturers who can assure regular 
delivery for the following articles: Paper fasteners, automatic numbering 
machines, daters and numbering machines with rubber bands, presses, 
magazine pencils, typewriters, carbon paper and ribbons. References. 


Two good live wires who have followed the office supply trade here 
in California for the past 10 or 12 years are in the market for several 
office specialty lines. What have you? Address Q 26, care Office Appli- 
ances, Chicago, 








BUSINESS OPPORTUNITIES. 
OR SALE—Old established New York typewriter exchange doing good 
business; reason, retiring. Address ZB 19, care Office Appliances, 
Chicago. 


N old established business wanted; retail, manufacturing or mail order; 
whole or part interest. Address P. 0. Box 354, Dayton, Ohio. 











We ARE manufacturing under contract sheet metal bond boxes, cash 

boxes and other sheet metal parts, involving quantity production. 
Have facilities for making dies as well as spotwelding, japanning and 
completely finishing work of this character. We solicit your inquiries. 
The Waverley Company, 139 South East street, Indianapolis, Ind. 








XCLUSIVE TERRITORY open for dealer or distributor to handle guar- 
+ anteed line of typewriter ribbons and carbon paper. We have a 
number of dealers making big profits and want a live wire distributor for 
open territories. Every business office your customer. Miami Ribbon & 
Carbon Co., Dealer Dept., Dayton, @hio. 













































If not made by 
Felt & Tarrant, 
u's nota 
Com ptomete? 





FELT & TARRANT MFG. CO., CHICAGO 





a) 


Every one of the 82 Comptometer 
offices in the United States and Can- 


ada is equipped to render service— 


Such as— 
1. Furnishing operators to customers 
without charge. 


2. Teaching new clerks in your own 
office without charge. 


3. Taking care of needed repairs at 
moderate costs. 


4. Furnishing loan machines during re- 
pairs without cost. 


5. Supplying decimal cards and instruc- 
tion books free. 


. Having competent men ready to 
analyze the figure work of your 
office when desired. 


Call on us for Instruction of New 
Clerks, Trained Operators and 
Short Cuts that save time. 
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Used by 
Government 
Offices, 
Business Houses 
and 
Individuals 
Throughout 
the Civilized 
World 














